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/or every DEALER, to examine 



OUR 



LARGE LIME 

of Cork Screws, Ice Picks, Cork Pullers, Ice 
Cream Dishes, Ice Cream Spoons, Lemon 
Squeezers, Lime Squeezers, etc., 



For 

1908 

Business 



WALKER'S 
QUICKEST. 



I 



We are the largest manu- 
facturers of this line of good s 
all of which are designed for 
up-to-date requirements. 



Finely tUumtrated catalog 
with prle0s.and dUeounta 
will fr« forwarded to all 
d0al0r» on rmqumat. 



BRIB SPECIALTY 

ERIB, PENN'A, U. S. A- 



CO. 



"Better Than Need Be Goods" 

No. 41. WOOD LEMON SQUEEZER, is made of 

'• ♦ id 

wl 
of 
tm 
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No. 54. WOODEN BOTTLE CORKER. ^ 

NET PRICE PER DOZ. )p2»2^ 




Polished Red Chetry. Tin Liaiig. 



THE GILCHRIST CO. 

NEWARK. A# A* J|l» NEW JERSEY 



WOOD GOODS OF QUALITY 



Hotisehold 
Woodenwarc 
of Every 
Description 



Step or I 
Sxtension 
Ladders I 



Ask any one who knows and you will he told that our line of woodttn goods 
excel all others in material, in finish, and in style. 



Our Warcrooms arc well flUod and we 
PROMPT DKLITEKIKS. 



can make 



J§9k for Catalogue and Prleo* 



AMERICAN Mfg. & Novelty Co, 

ERIE, PENNSYLVANIA 



MR. BUYER-lt's a feather in your cap 
every time you add a new, fast selling 
item to your Dept. 

C C ^^ ^D I ^K #"^ ^^ 9 9 



NO EXTRA STANDARD REQUIRED 

Sanitary Sink Strainer 



^A/l&.l- 



»V90\^C A. 



BRIGHT RED RL-UIVIE 

Our reduced price for 1908 gives you 
a better profit twice over than any 
other strainer for sinks procurable. 



THEY'RE MADE TO OUTWEAR, NOT WEAR OUT 



The PRITCHARD-STRONGCO. 

27 Circle Street, Rochester, N. Y. 



mmimimimimimimif^mimif%imimimmimimimmmimmimimimmim>imimmim^mi^mm<i^ 



¥ 
¥ 

c 

¥ 
¥ 
¥ 
¥ 
¥ 

¥ 
¥ 
¥ 
¥ 
¥ 
¥ 
¥ 
¥ 
¥ 
¥ 

¥ 
¥ 
¥ 
¥ 
¥ 
¥ 
i 
¥ 
¥ 

¥ 

¥ 
¥ 

¥ 

« 
« 

¥ 

¥ 
¥ 

¥ 
¥ 

c 
¥ 



mj 




G. M. THURNAUER & BROTHER 



BUTTftIt CHURNS 



35-37 Park Place 
New York 



WITH THE 



MOST 

COMPLETE 

LINES 



OF 



AI^COHOL IRONS 



Imported House Furnishing Goods 



WILL REMOVE 



ABOUT 



February I st, 1 908, to their New Quarters 
83-85 WORTH STREET 



Near Broad^vay 



NEW YORK 
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CHAMOIS SKIN BRUSHES 



MADE IN GERMANY 

Use of These Brushes is Unlimited 

CAN BE USED ON GLASSWARE, 
SILVERWARE OR BRASS, MOTOR 
CARS. CARRIAGES, ETC., ETC. 

Large Stock Carried in New York, Insuring Prompt 

Deliveries 



TAr««>j3aart«rt Jtetual Sim* 







We 


Are 




Now 




THE SOLE 




AGENTS 




For 




These 


2 


Goods 


••• 

t 


In 


.» 


This 


s 


Country 


3 


And 


1 


Are 




Therefore 


? 


Able; 




To 




QUOTE 




EXCEEDING- 




LY LOW 




PRICES 







Packed One Dozen in a Package 
SAMPLES SENT TO RELIABLE DEALERS ON REQUEST 

MARKT & CO., Ltd. 

193-195 West St., New York 

HAMBURG PARIS LONDON 
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MADE upon honor — Built for service — ^Represents all that is original and modem in an 
Ice Cream Freezer* Girries with it a prestige of thirty years of continuous publicity 
and popularity* 

Back of this are the essential features which combined have brought about these 
results* These features are the Principle — ^Mechanism — ^Material and Construction* 

The ^Principle is the effective Triple Motion which produces the finest quality of cream 
in the quickest time« In the ^^ White Mountain '^ Freezer the can and both beaters revolve, 
each separately and at the same time, producing three distinct and constant motions of the 
cream* 

The SHIechdnism consists of a combination of three cog-wheels that impart to the Cail 
and beaters their separate motions. 

The SHIaterUts are the best ever put into an Ice Cream Freezer. The Tubs are of 
selected white pine stock made water proof, and we proclaim and insist that it is the best 
material a freezer tub can be made of* These Tubs will never get soggy^ lose their shape or 
smell unpleasantly* The cans are of the best quality of tin plate that can be bought* The 
beaters are of Maileable (not cast) iron, and do not break. 

The Construction di the ** White Mountain'' freezer is as perfect as experience can 
make it* Each part ccxitributes to the strength of the whole and helps to make the machine 
exceptionally durable* Every surface of the Freezer that comes in contact with the cream is 
plated with pure block tin and all outside castings are heavily galvanized to prevent rust* 

A varied line of Freezers is shown and described in the ^^ White Mountain'' catalogue, 
copies of which will be cheerfully supplied upon application to 

The White Mountain Freezer Co*, 

NASHUA, N,R 
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IN DEMAND 

THROUGHOUT 

THE YEAR 




You should have m stock a full line of Stemau Modern Bathroom Fixtures, guaranteed to give 
satisfactory service. 

Stemau Bathroom Futures are made of BRASS, HEAVILY NICKEL-PLATED. The 
other material siq^lied with them such as glass tumblers, etc., is ci the highest grade. 

Let us prove that the fixtures will increase your sales. Catalogue, No. 20 sent on request 



New York 
BROADWAY, Cor. PARK PLACE 
Oppoiile Po«-Ofic9» 



S. STERNAU & CO. 

Makers of Fancy Teakettles, Chafing-dishes and their Accessories, Smoking Sets, Gindlesticks, and Tea Pots, etc. 



Office and Factory 

195 PLYMOUTH STREET 

BROOKLYN. N. Y. 



ROBE HOOK No. 6306 



TUMBLER AND TOOTH BRUSH 
HOLDER No. 6252 




^^'.r*^ 



■ ^ - r-^i.^— 




CRYSTAL GLASSiTOWEL RACK No. 5019 
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''\a/ear.e:ve:r*'< 



ALUMINUM UTI:NSILS 



(( 



WL'RL BUSY MAKING 

WEOH-EVER" PLDnPin DTEPIilU 

AND FILLING ORDERS 

You know the "whys" and "wherefores** 

if you sell them. If you don't— well; 

^ just remember that "WEAR- 

EVER" utensils are not only 

sellers but repeaters. 

HERE ARE THE REASONS: 

They are made of aliuninum 99 % pure. 

The sheet is extra hard and thick. 

A ^special electric finish is placed on thp 
inside which prevents, largely, dis- 
coloring. 

Spouts are attached without seams or joints. 

They are strong, but light in weight. 

They present a beautiful appearance when 
displayed for sale. 



At Bauxite, Ark., we mine the ore; 

At E. St. Louis, we refine the ore; 

At Niagara Falls and Massena, N. Y., we 

convert the refined ore into pigs or 

ingots; 
At New Kensington, Pa., we roll the sheet 

and make the finished "TFcar-ever*' 

utensils. 
In other words this means "from ore bed 

direct to you.*' 



A card will bring to your desk catalogue, 
prices, discounts and further information. 



THE ALUMINUM COOKING UTENSIL CO., Pittsburgh, Pa. 
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"BENGALI A" 

Alcohol Incandescent Light Burner 



lOO CANDL£ POW£R 



Can be used on any ordinary Kerosene Lamp. No blacking of mantle. Wind Proof. 
.Absolutely safe. Use ordinary gas mantle. Superior to any incandescent gas burner. 
Consumption one quart of denatured alcohol in 16 hours. Cost ^ of a cent per hour. 
A[o soot. J^o smell. .Absolutely no danger. No burning wick. Very simple, a child can 
light it. .Absolutely odorless. I also supply brass founts, store and table lamps for this 
burner. .Also Sole .Agents for the Kerosene Incandescent Burner, 



G^^/^XJT^^ Importer and Sole Agent for 
• ^^V^JI £1^ f the United «States and Canada 
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"BENGALI A" 

JHcohol Blue Flame Cooking Stoves 

ABSOLUTELY SAFE. ODORLESS 



JVo. C—With 2 Brass Founts, Heavy Bronzed Cast Iron Stove. 

A[o. 7— With 2 Galvanized Tin Founts, Heavy Bronzed Cast Iron Stove. 



VriTH RKGUI.ATOR 



Beautiful Brass Fount, Blue or White Enamelled Body. 

Consumption one quart per IS hours. One quart of water boils in 5 minutes. 

VTRITE FOR CATAI.OGUE AMU PRICE I^IST 



335 Broadway, New York 

Google 
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DOYOOHAWDLETHEM? 

The "DeVaux" Sanitary 
Metallic Refrigerators 

Made entirely of GALVANIZED STEEL SHEETS- 
rtist proof — cannot wear out» warp or shrink* The walls 
are one inch apart, perfectly tight^ makingf a dead air space 
(which is the best known non-condoctor of heat)^ and are 
also lined with a heavy refrigerator insulation* 
WHfco«v.g,c.u.Gfc-w j^ ADJUSTABLE; REVOLVING SHELVES; no wni ^.g^cu. ci-w 

reaching over dishes to secure the article desired. SIMPLY TURN THE SHELF and the article oripace is in front* 
The NON-SWEATING APRON^ immediately beneath the ic^ chest, prevents any moisture from colkcting in 

the food chamber, and keeps the air perfectly dry and cold* ^ 

A SPECIAL CHAMBER,, if so desired, separate from the food compartment, for the purpose of keeping green 

vegetables, berries, fruit, etc*, (which do not require as low a degree of temperature as other foods)* 

The ^DEVAUX^ is the acme of perfection ; saves ice, keeps cooler, lasts longer, easier cleaned (as all parts are 

removable and there are no comers to accumulate dirt^and breed disease), than any wood refrigerator. 

SECURE CATALOGUE AND DISCOUNTS TO DEALERS 

HOME METALLIC REFRIGERATOR COMPANY, Albert Lea, Minnesota 

Distribtitors: NEW YORK HOUSE FUKIOSHING GOODS CO., 93 Reade SU New York 
FARWELL OZHUN» HRK & CO., St. Paul, Hina. JOHN A. DUNN CO., St. Anthony Park, St. Patd, linn. 



BALDWIN DRY AIR REFRIGERATORS 

You didn't send for our new catalogue — ^probably were busy with holiday goods and over- 
looked it. We'd be glad to send it and the only expense to you is a postal. 

You should know more about Baldwin Refrigerators and their Dry Air Circulation. You 
should know why Baldwins are easier to sell and please the user better than other sorts. 

Baldwin Dry Air Circulation — that's the secret. It's different, and makes the Baldwin the 
coldest, dryest, sweetest refrigerator built. Gold air is rushed to bottom of storage room in one 
big sweep, and rises to the ice again as it gradually becomes warmer. Moisture and odors from 
the food are condensed on the ice and pass off through the drip. Other makes just let the cold 
air loose at the top of the storage room and it works it's way down any old way it can, or can't 
(mostly can't), only half doing the work. 

Just about the same comparison between Baldwins and others as between a good old solid 
Vermont blizzard and a measly sleet drizzle in April. 

Baldwins are **now" in all the little details which please a woman's eye. The appearance is 

neat, the designs attractive and proportions are correct to give the 
most room for the least money — small mouldings and big bodies. 
You get what you pay for in Baldwins. 

We can furnish anything from a good soft wood, zinc-lined article 
up to a handsome solid oak, hand rubbed white Opalite glass-lined 
refrigerator. 

Why not get next to an article which has been **right" every 
day for over thirty years, and will stay with your customer for fifty 
years, if he uses it right? 

The dealer who wants a refrigerator to give out in two or three seasons, so he can sell another to giw 
out in two or three years (perhaps) cairt get it from us. We don't make that kind. Our prices are not loo mi^ 

Tbe Baldwin Refrigerator Co., Burlington, Vermont 

This Is a 1»08 BaMwIa. H. E. STURTEVANT, J. W. HELUHAN, 

It looks t—4 to as. 18 Warren Street, New York 161 No. Spring St., Loa Angeles, CftL 
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MARCH 2d-7th, 1908 



ALL FORMER 
SHOWS 

WILL BE 
SURPASSED 

IN EVERY 
PARTICULAR 



TO BE HELD AT 

GRAND CENTRAL PALACE 

LEXINGTON AVE. AND 43rd ST., 
NEW YORK CITY. 

50,000 Square feet of floor space will be used to display the goods of 
leading manufacturers of house furnishing goods, crockery, glass- 
ware, &Cm &c* 

Manufacturers should write for plans and particulars now— TO-DAY,, 
in order to secure choice of positions. 

I. B. SCOTT, SOLE MANAGER. 

59-61 PARK PLACE, NEW YORK 
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THE DEMAND IS FOR 



Bissell 1 



As another proof of the constantly growing demand for the Bissell sweeper, 
notwithstanding the money stringency that broke upon the comitry about 
Nov. Ist, and the general upsetting of trade that followed, we closed Dec. 
31st the largest year's business in our history. It takes recognized mechanical 
superiority and a strong advertising campaign to make such results possible, in 
the face of the wide-spread conservatism that prevailed from Nov. 1st to the 
close of the year. 

For the year 1908 our advertising will be bigger, broader and better than 
anything we have ever done in the past, and this will mean increased demand for 
the Bissell and greater profit to our customers. 

Bear in mind that Price Maintenance as applied to the Bissell means spme- 
thing, as it assures to every dealer handling our sweeper a good margin of profit. 
Write for our New Year's OflFer. 

BIiSiSE^LL CARPET iSWE^E^PE^R CO. 

GRAND RAPIDS, MICH. 

Largest and only exduaitk manufacturers 
of carpet sweepers in the world 

BraacKes t 

Nmw York London Niagara Fails, Ont, Paris, Franco 



1 



I 



WHAT'S THE USE 

selling cheap refrigerators at small profit when your 
customers prefer to pay you twice as much for the 

LEONARD CLEANABLE 

**Nade in Grand Rapids." That's one reason why 
they want it. Round comers; polished oak; nickel 
.trim; nine walls; porcelain lined. People relid about 
them in the magazines. We sell cMily through the 
trade and help our dealers with advertising matter. 

Write for Catalogue and the Agency. 

G. R. REFRIGERATOR CO^ grand rapids, mic»4. 
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ASBESTOS TABLE MATS 

GUAR/U^EED TO PROTECT THE DINING 
TABLE. HEAT- PROOF AND WATER.FROOF 



OUR PERFECTION 
IRON HOLDERS 

Are the best on the market. 
They are made of a thick 
felt pad inclosed in a 
strong flannel cover, 
treated with a chemical 
solution which makes them 

HEAT-PROOF 



OUR ADJUSTABLE IRONING 
BOARD PADS 

are made of the best quality of stout muslin, 
enveloping a thick layer of soft felt, making 
'the best pouiblc Ironlnjt surface. They are 
easily adiusUd to boaj-ds of any style or 
shape. When the top surface is soiled the 
pad may be reversed, or the felt withdrawn, 
and cover washed. 

frank B. Wilbert 10 Crescent Terrace. 
So. Norwalk, Conit. representin(f Phila- 
delphia. N.Y. aty and New England SUtes 



Made to cover the entire table top. Fold into small compact sise. 
Extend to length of any table. Detachable and washable covers. 

ALSO ROUND AND OVAL PUTTER AUTS, SIX SIZES 
Write for Samples, Circiilars and Prices 

Chicago Asbestos Table Mat Co. 

760 West Lake Street, Chicago, III 



oo^s^^MVF^v^ THE CENTRAL STAMPING CO. 

24 CLIFF STREET, NEIV YORK CITY, and NE^ITARK, N. J. 

^ Besides '* STERLMO^UIIIIIUII EMMCLEO WARE " we manufacture the foUowing fuU Lines of Goods: Deep Stamped 

Ware. Shallow Stamped Ware, iinners' Trimmings, Metallic Sieves, Spoons. Japanned Ware. Extra Heavy 
Japanned Ware. Tea Trays, Common Pieced Ware, " U. S." Pieced Ware, Heavy Polished Pieced Ware, Planished 
Ware. Britannia Ware, Copper and Brass Ware Goods. Nickel and Plated Ware, Milk Kettles and Dairy Supplies. 
Sheet Iron Ware. Galvanized Iron Ware. 

Our Nmv Tin WMt It the Heavy Sort PUMTAN WARE— Send for Catilogiie 

GOAL NODS. We wish to call your special attention to our New " Co- 
lumbia " Coal Hod, which has a deep foot, large wire at top and made 
of heavy material, which makes it a great seller. We also make our 
high-grade goods, the "Central" Coal Hods, which are still heavier 
goods, and are made for the best class of trade. We make all these 

goods in sizes i«, z6. 17 and 18 inches. Open and Funnel. Black and 
ralvanized, and Black ornamented. On the " Central " Coal Hod we 
furnish the Spiral Handle on Bails. < 




ASH AND eARBAOE CANS. We have a large and complete line of aU 
grades. The " Giant " is unsurpassed as to strength and durability, to 
which we call your notice. 

ON. WASTE CANS. We also make a full line of Galvanized Iron Ware, 
and can fill all orders promptly. We will furnish booklets for any of 
these articles, or a catalogue, covering our entire line of goods, upon 
application. 
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GENUINE PHILADELPHIA LAWN MOWER 



17 Styles Hand and 6 of Horse Mowers. 3 to 8 Blades, 6i to 1 2-inch Wheels 

THE LARGEST LINE OF HIGH-GRADE MOWERS MADE. 
SOME ARE ADAPTED TO ALL MARKETS OF THE WORLD 

The Philadelphia Lawn Mower Company 

3101 to 3109 CHESTNUT STREET, PHILADELPHIA, PA., U. S. A. 
London Warehouse, 14 and 16 Scrutton St. Finsbury, L C. New York Salesroom, 18 Warren St H. E. Sturtevant Mgr 



NicKtKauser ®, Levy 

Office and Salesrooms: Java and Provost Sts.y Brooklyny N. Y. 

MANVFACTVRKRS OF 

Tin Ware, Japanned Ware, Galvanized 
Iron Ware and Oil Cooking Stoves 

Af well as 

HOUSE FURNISHING SPECIALTIES THAT SELL ON SIGHT 

« 

We make Cake Closets and Roll Top Bread 
~ ^ and Cake Boxes in Assorted Colors 



D9n»t fan to call •» mw or « 
iat99t catatpgum 
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OPALITE GLASS LINED REFRIGERATORS 



Positively Sanitary— Easily Cleaned. The 
"Neptune Insulation" used in these Re- 
frigerators is the best non-conductor of heat 
known. 

Extra heavy doors, metal ice racks, steel 
wire mesh shelves, removable waste pipe, 
round corners and cabinet finish are only a 
few of the notable features of the " Opalite/* 



ASK FOR CATALOG OF PULL LINI 



HtiiftetirM by 

COOPER & McKEE 

lis, 115, 117, 119, 121 146, 148, 150, 152, 154 

Lorimer Street Niddleton Street 

Offiee 

119 Urlner Street 
Brooklyn, N. Y., - - - U. S. A. 



^he Sno^r-FlaKe Freezer 

The Latest Out 
A Money Maker 

TKe Greatest 

Seller on tKe 

I Market xxx xxx 

A practical, durable, sanitary, one- 
quart ice-cream freezer to sell at 

Seventy'five Cents 

The Snow-Flake Freezer is not a 
novelty, but one of the most useful, Showinc th« ilmpliciiy 

necessary and convenient of all house- 
8N0W-FLAKE FREEZER'* hold utensils. 

1-3 tKe Price 1-6 tKe Ice I-IO tKe Work 

A six-inch cube of ice is all that is required for one-quart of Ice-Cream or Sherbet. Three to five minutes time and the least poosi- 
ble amount of woric, in fact you cannot call it work. More hlce turning a telephone crank than «n ice-cream freezer. Does the woik 
quidcer and better than any of the old freezers. A phenomenal seller. Sells the year round. Indispensable for the sick room. The 
one-quart is a great toy for a girl or boy. / quart, 75e.; 2 quart, $1.00; 4 quart, $l.50, 

PRICKS AND SAMPI^KS Off RKQVKST 
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Every Buyer of Carpet Sweepers 

Ought to Know 

That the National Sweeper Company makes a line of sweepers listing in 
price from $18.00 to $54-00. 

That every sweeper in die line is superior, point by point, to any odier 
made. 

That Nationals are made in the most complete sweeper factory in the 
world. 

That Display Stands and other sales helps are furnished. 

That shipments can be made promptly — in a hurry if need be. 

That every one of the sweepers in a shipment is packed securely in dust proof, heavy, carton. 

That the finish is right — Aat every detail of the sweeper is right — and that Ae price is right 

ONE OF THE TRIPLE MEDAL LINE 

There's something nev^ in carpet sv^eepers that IS new— ask us. 
Get in early. Write today. 



NATIONAL SWEEPER CO., 

98 WARREN ST, NEWARK, N. J. 







WATCH OUT FOR OUR NEW TRADE-MARK 




JUST A HINT 

THese illi&strations are only a fe^nr 
of tKe many good ▼ali&os in tKo 

Wise Buyers' Line 

We OMBatectare a large variety of 

Exclusive Designs in Bath-room Aeeessories, 

Moulding Hooks, Metal Rules and Squares, 

Cleavers and Mineii^ Knives 

It MTiU p»y to get ot»r Catalogue b«for« 





FORSYTH MANUFACTURING CO., 

BUFFALO, N.Y. 
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ICE CREAM 

FREEZERS 

THAT SELL 



THEY EXCEL IN 
Eafly Rnnnlng 
Quick Preezlns 
Economy 
Convenience 
Practical RoMilto 



THEY ARE 
Well Advertised 
In Demand 
Easily 5old 
Satisfactory in Use 
Of Known Repntatlon 



THEY 
ARC SOLD 
BY LE^ADING 
JOBBERS 
EVERYWHERE 

Our line of Freezers comprises the largest variety made in any one fac- 
tory. They embody all that is best and of intrinsic merit in a Freezer. 
Send for 1907 Freezer Book, illustrating these and the new "AMERICAN 
TWIN FREEZER.'' 

NORTH BROS, MFG. CO., Philadelphia, Pa., U. S. A. 



ELY'S LINE OF DANDIES 



THere are Better Ones in Our 
Free Catalof^ue 

Write To'day 



WE MANUFACTURE 

9 OifTereat Stolen 
of Carpet Beaters 

16 OiflTereat Styles 
of Mop Handles 

AND 

Manx OtKer 

HotftseKold 

Articles 




KLT'S DAN DT No. S. For Janitor and Mot«l Trad« 

THEO. J. ELY MFG. CO. - Girard, Pa. 
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PATENT SAD IRONS 



are made to please 
your trade. Their 
improvements are s^ 
radical that they are in- 
stantly observed and 
appreciated by every 
woman who sees them . 
Their beauty of con- 
struction and finish 
pleases the eye. As to 
their durability and 
labor saving features, 
you cannot promise too 
much. They will live 
up to every claim you 
can make for them. 
Patent Sad irons never 
disappoint. There are 
no comebacks. No 
repairs. 

Note the new patent 
lock attachment on 
Patent Sad Irons. This 
is the most easily oper- 
ated lock attachment 
on the market and is 
possessed by no other 
iron. It is snapped 
open or closed by a 
simple movement of 
the thumb and clutches 
the' iron with a vise- 
like grip that permits 
no loosening or vi- 
bration while in use. 



'No Risk— Good Profits for You- 



We do not ask you to stock Patent Sad Irons, and take chances on selling them. WE GUARANTEE 
THE SALE, by taking back the goods and crediting you with them, at any time, if you become for 
any reason dissatisfied. 

PATENT SAD IRONS are the best premium proposition on the market. 

You can put in a line for a very small investment. 
Your profits are liberal on Patent Sad Irons. They move quickly. 

Iwr^T'l'l • ^f\ T\ A V ^^^ ^^^ Boddct* with illustrations of the Seven kinds of sad iron sets we make. You get 
W JxX 1 iL 1 \J^\J1\ 1 the whole story in a nutshell. It is to your advantage to get acquainted with thb line AT 
ONCE. Correspondence invited Department Stores* Housefiirnishing Stores, Hardware Dealers, Tea Houses, Cereal MPrs, etc. 

PATENT SAD IRON MFG CO. 

OFFICE AND FACTORY 

1444 Mulberry Street - Reading. Pennsylvania 

NEV YORK OFnCE: n4 FIFTH AVENUE, NEW YORK 
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mmiQI DEPIOISTPOHS BEVIVE TKHDE 

Wc MaKc a Specialty 

of Demonstrating Our 

Hovse Furnishing 

Specialties for 

the Trade 



Our Van Deusen 
Specialties 




BeVanDcuscnEggWhip 

Especially desii^ned for whipping: 
the whites of tggs. For cleanliness 
and convenience it is unequaled. 
Made in two sizes to retail at 5 and 
10 cents, at a good profit. 



The Van Deusen 
Measuring Cup 

Is an absolutely correct measure* 

Retails at 5c at a good profit. 



Van Deusen CakeMouids 

Simple and easy to operate, hav*- 
ing openings at the bottom, covered 
with slides, through which a knife is 
inserted and the cake loosened when 
it is to be removed. Afford good 
profit. 
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the seasoning (like grandma 
popped it in the kettle). 






Sell on 


sight 





NoDealerShouId 
Miss These 



Neverslip Kettle Cover 

Made with projections at each side, which 
hook under the bail of the kettle and thereby 
hold it firmly in place. Write for special 
introductory offer. 



Ammif e for a Demonstration in Your 
Store— IT BRINGS BUSINESS 




Superior Cream 
Dipper 

For dipping creaiil from milk 
bottles. Will be welcomed by the 
many who wish -milk delivered in 
bottles, and want to save the 
cream. 




Superior 
Skimming ; 
Spoon 

The first practical Skim- 
mer ever placed on the 
market (or removing the 
scum from foods while 
boiling. 



SUPERIOR CLOTHES DRYERS 

The only practical device ever invented for drying clothes from a Win- 
dow, Balcony or Veranda. 

These Diyers save much space, time and labor; prevent the stealing or 
soiling of clothes and insure ])erfect drying. As modem requirements 
have long demanded dryers of this kind, and as these are the only ones 
that fill successfully all the requirements, they do not have to wait for a 
demand to be created. 

They are put up as easily as a rope, and will not deface or Injure the 
building. 

VrITE for catalogue, prices AlfD PARTICULARS 



C. A. CHAPMAN, Manufacturer, QenevaJM. Y. 
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UDELL LADDERS 



-THE STANDARD OF THE WORLD" 



HOUSEFURNISHINGS, 

WOODENWARE, 

STEP, 

EXTENSION 

AND • 

LONG 
LAD D E: RS 

A NEW Ladder Booklet with 
"rock bottom" prices is yours 
for the asking. 

Contract NOW for 1908 



UNIQUE STEP LADDER 

TIN iNtt Mdar fv tlw money in tlM counliy. 



STAR STEP LADDER 

Tlw tlrongMt chaiHi laddtr mm praducod. 



-XHE- 



OmCE AND FACTORY 

INDIANAPOL-IS, INO. 



UDELL WORKS 

EASTERN REPRESENTATIVES. W. A. STOKES ft CO^ 30 WARREN ST., NEW YORK, N. Y. 



IS£ BUFFALO MANUFACTURING CO., 



BUFFALO, 

N. Y. 



IS/IANUF-ACTURERS OR 



HIGH GRADE STANDARD METALWARE 

Absolutely None Better Made 



WRITE FOR CATALOG 




Water Filters, Chafing Dishes, Water Coolers, CoP 
fee Extractors^ Table Kettles and Stands, Cuspi- 
dors, Wine Coolers, Nursery Chests, Baking Dishes, 
Candlesticks, Crumb Trays and Scrapers, Tea and 
Bar Urns, Coal Vases and Hods, Bath ^oom Fix- 
tures, Match Safes, Etc. 




Afford Us the Opportunity 
to Convince You* 
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"Sesco" 




"Blue: 


■«? White" 


Tlie well and favorably known 


Our standard grade, marble- 


old style, gray 






i z e d enameled 


mottled enameled 






ware is the most 


ware. We posi- 






attractire ware 


tively give the 






on the market 


buyer more for 






without excep- 


his money in this 






tion. It is a 


grade than can 






most beautiful 


be had in any 






color, very dur- 


other MAKE, 






able and an easy 


GRA D E or 






rapid seller at 


STYLEofENAMELED 




a POPULAR 


WARE. 






PRICE. 


Write «• NOW for 


Ne 


w 1908 Ci 


Ualotfue and 


Revisi 


Bd 


Fric* List 





PhII Uom of Both Wares, Best DMlgns MmmtUetmrt4 by 

Star if Enameling and Stamping Co. 

Pittsburg, Pa. 






Best Refrigerator Quality Means 

Alaska Quality 



Our plant, constructed expressly for 
the manufacture of I'efrigerators, equipped 
with the most modem machinery in the 
market, is one of the most complete plants 
of its kind in the country. 




Illasta Beliioeialois 



produce a maximum of cold air with a minimum consumption of ice. They preserve food 
perfectly, and are absolutely sanitary. The cross sectional cut above shows the Alaska 
system of circulation, the most simple and at the same time the most efficient system in use. 



A3K F-OR OOrVIRL.EXC CAXAL.OOUI 



ALASKA REFRIGERATOR CO., MUSKEGON, MICH. 



L. £. MOON. CMtern Manager, 35 VTarren St.. N. Y. 
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SuGc^asors to 

THEO. OLLCSHEIMCR (Si BROS. 

IMPORTERS AND MANUFACTURERS 

139 Duane St. (SI 62-66 Thomas St., NE1¥ YORK 

T«l«]>Kon«, 3789 "WortK 
Our Mew Lines for I908 are now on display in our showrooms 

SPKCIAI.TIES - Willow Wai*e, Baskets, Steins, House 

FurnisHintf Goods. KitcHen \^are. Bar Supplies 

5 and lO Cent Goods 

Mil orders from Stock at Shortest Moiice. Special Department for 
Import Orders. ^ ^ f 






largest variety of 
Fancy Baskets for 
holiday trade. 
Prices will suit the 
most careful buy- 
er. Your inspec- 
tion invited. 



SOLID VALUE— MERIT! 

Right through the "talked" financial string- 
ency "WHITE MOUNTAIN" Refrigerators 
established the World's "high-water mark" 
for Refrigerator Sales. 

THE 

STONE WHITE 

With gleaming, SNOW-WHITE SOLID STONE 
provision chambers— made only in the World's 
Largest Refrigerator Factory. 

"STOME WHITE" firmly established in "Over a Million Homes" BECJiUSE it has 
A(0 Opal Glass to Break. A(0 Porcelain to Crack. NO Exposed Wood to 
ABSORB IMPURITIES. NO Aluminum to CRUMBLE and RETMM DIRT. 

MAINE MANUFACTURING COMPANY, NASHUA, N. H. 



BOSTON, MA.SS. NK'W YORK CITY. ST. LOUIS, MO. 

KANSAS CITY, MO. SAN FKANCISCO, CAL. 



SAN ANTONIO. TKXAS. 
ST. PAUL. MIlfN. 
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^6^ We Can 




When you have completed your January Inventory you will 
without doubt find that, your stock is very low. You will 
want goods at once; you can't afFord to wait two or three 
or four months. Your trade must be supplied or lost. 
Thousands of other dealers will find themselves in exactly 
the same fix. This means an abnormal demand for goods, — 
a demand which few manufacturers will be prepared to meet. 

Get In Vour Orders Nona/ Before 






Ideal Double Coated Gray Steel Enameled Ware 

Ne*uj England Gray Steel Enameled Ware 

turquoise Blue ( White Lined) Steel Enameled Ware 

Blue and White Steel Enameled Ware 

All WhHe Steel Enameled Ware 

Also a Full Line of Galvanized and Tin Ware 

Full Line of Sannples Dieplayed 

The New England 

Factories: MIDDLETOWN, CONN. 

H. GINSBURG 
736 Broadway 
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Prompt Deliveries 




In spite of business conditions during the past three months 
we have kept our factories running steadily day and night, 
and as a result we are in a position to ship orders promptly. 
We have done thi^ because we are satisfied that the depression 
was only temporary and we wanted to be ready for the big 
demand that is sure to follow inventory. 

the January Rush 6egine. 






We extend to all our friends our best 
wishes for a Happy and Prosperous 
^ ^ ^ cH^^ Year ^ ^ ^ 



at Our New York Sales Roo 

Enameling Co., inc. 

AND PORTLAND, CONN. 

Selling Agent 
New York City 
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Vol. XXVIII 



New York, January, 1908 



No. 1 



BOOSTINQ JANUARY SALES 

How to Clean Out Old Stock and Make Room for Spring Goods 
and Fresh Staples. A Pew Selling Plans that Bring Business 



IME was when February 
was the month of *' clean- 
out sales/' said Charles 
Herman, of the Rothen- 
burg Store, New York, 
to the Review recently, 
"but now many buyers 
clean out their stocks in 
January as a preparation 
for laying in Spring goods 
as well as fresh supplies 
of staple lines. The time 
is coming however, when December will be the 
month utilized for this purpose, as many establish- 
ments are beginning to feature " white goods " in 
January to the detriment of the house furnishing 
department. 

"In some cases this is the fault of the advertise- 
ing manager. The buyer may go to the front and 
ask for space, but the advertising department will 
not expand their newspaper allotments, neither will 
they cut down other departments to make room 
for house furnishings. The consequence is January 
sales are limited to an insignificant inch or two of 
copy, and the best you can do is to advertise a 



$4.25 refrigerator for $3.93, or feature up some 
other special, depending upon this poor make- 
shift to boost the sales in house furnishings during 
January. 

"As every buyer knows, special sales must be 
adequately advertised, if results are to be obtained, 
and this cannot be accomplished without the co- 
operation of the advertising manager and the 
window dresser." 

Purpose of the January Sales 

"The purpose of January sales is, of course, to 
freshen up stock, clean out the hold-overs from 
other seasons, and pave the way for a good showing 
on the January inventory sheet. Many stores have 
educated their trade to the advantages of these 
sales, and lots of people hold up their purchases of 
household goods until after the holidays, so as to 
secure the bargains which they know await them. 

"We have a Season Number system in [this 
store, which clearly shows what goods are old, and 
what are new. As we have inventory twice a year 
here, our season niunber changes every six months. 
The goods laid in]^during the past six months have 
all been numbered "K" and anjrthing we find in 
stock bearing a number from A to J is doomed to 



— 27 — 



Digitized by 



Google 



THE 
HOUSE FURNISHING REVIEW 



slaughter. After the inventory has been taken, 
the new stock will be numbered "L" and we aim 
to clean house so thoroughly that no stock, even 
that numbered "K," 'shall be left on hand to be 
carried over until the next Isemi-annual sale takes 
place." 

A Rummage Table 

At the Wanamaker store in Philadelphia, at which 
the buyer of house furnishings is Mr. George A. 
Hause, heads of stock are instructed to pick 
out all shop-worn goods and samples and place 
them on Rummage Tables provided for that pur- 
pose during the month of January. As Mr. Hause 
turns his stock seven or eight times a year, " clean- 
out sales" are not a part of his January program, 
and for other stores similarly situated the Rummage 
Table is a capital suggestion. 

A •'Manufacturer's'* Sale 

At Snellenburg's, Philadelphia, where Mr. John 
J. Reed has recently Succeeded Mr. P. J. O'Neil 
as house furnishing buyer, it is the custom to offer 
attractive goods at special prices during January, 
and announce the sales by means of newspaper 
advertisements, well illustrated, and abundantly 
displayed. 

Not only are bargains offered, but an endeavor is 
made ifo secure a "Manufacturer's Sale" by seeking 
out certain lines of house furnishing goods at special 
prices which can be sold at a profit, although priced 
low enough to draw trade. Manufacturers are 
frequently glad of an opportunity to turn stock into 
ready money, and hold out attractive propositions 
to buyers who care to come to their assistance at 
this season of the year. 

The consequence is people are brought to look 
forward to the January sales as a time when they 
can not only find good bargains in staple lines, 
but also new stock, priced low enough to satisfy 
their pocket-book and the average woman's delight 
in picking up good things at the department store. 

The ••Department Manager" Sale 

The Trask, Prescott & Mackay Company, of Erie, 
Pa., some months ago inaugurated a" Department 
Manager's Sale" which lasted for a week, during 
which time each department manager was given 
full swing as to pricing his goods, and advertising 
them, and prizes were offered to the three depart- 
ments that showed the largest increase in sales 
over the corresponding week of the previous year. 
There was lively competition between the various 



heads of departments, and the public thronged the 
store throughout the week. When the week ended 
and the time of reckoning came, it was found that 
Mr. E. H. Bentley, buyer of house furnishings 
and china had captured the first prize($50.00 in gold), 
his department having shown an increase of 240% 
for the week. The money was distributed among 
his assistants, who felt highly elated at the showing 
made in their department. 

While this was not a January sale, there is no 
reason imder the sun why the plan could not be 
tried out after the holidays, and it should turn out 
as successfully elsewhere as it did in Erie. 

Outlook lor January Business 

But whatever selling plans are u^d by house 
furnishing buyers to boost their January business, 
there is no doubt that present trade conditions from 
Maine to California demand that buyers evers'where 
shall make an extra effort the first month in 1908 to 
push their sales way out of sight of previous records. 
This is not a time to sit back and cry "hard times," 
nor a time to lay down without making a fight for 
the usual volume of Spring business. There is no 
room in America for the man who can make good 
when times are easy, but who simply retires to his 
comer when the fight goes against him. What is 
wanted in every channel of commerce is the man 
who wins in spite of Satan and all his cohorts, and 
these are the. days that show what stuff men are 
made of. The buyers who have backbone and grit 
are going to score new triumphs during the current 
month, while the calamity howlers are taking the 
count. 

We know that there are some "doubting 
Thomases" who disagree with us. We know that 
some think that the Spring business will be the 
worst in years. They are welcome to their views, 
and we respect their opinions, but we believe with 
all the strength that is in us that the turn of the 
tide is in plain sight, and that the Spring trade is 
going to be the best ever. We also believe that the 
reaction from the Fall slump, such as it was, will 
shortly pile up an unprecedented volume of business, 
and that the men who do as they have always done in 
January — clean out old stock, rout out the shelf 
warmers and whoop up trade generally for all 
there is in it, in order to make way for the usual 
volume of Spring business, will be the winners, 
while the men who foolishly allow their stock to get 
low, and who wait for the actual proofs that the turn 
has come, will be left in the lurch. 
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THE DOCTRINE OF "SHOW ME." 

How the **Nimn from Missouri** rUmages the House Furnishing Department 
of John Wanamaker*s, Philadelphia, and Applies His Working Principle 

By GEO. A. HAUSB 



HE evolution of the house fur- 
I ^T nishing department from its 

mgi\k MM himible beginnings of a gener- 
■ n IP I ation ago, when it consisted 
I mT J I mamly of a counter piled high 
I ^•^^ I with tin pans and wash-boilers 
I ^ ,. ■ ■ up to the modem house fur- 
■M^^^Im nishings store with all its 
^^^^^"^ wonderful variety of art metal- 
ware, kitchen utensils of cop- 
per, aluminum and enamel, 
and its himdreds of specialties 
garnered from every quarter 
of the globe, has not been due 
to the efforts of individuals, 
but to what is called in foot- 
ball parlance " team work." No 
manager can succeed by his own efforts alone — he 
must have the hearty cooperation of every man, 
woman and boy in his department. Lacking that, 
he is doomed to ignominious failure. 

The thought is this: before the house furnishing 
head, who sits down to take stock of himself and his 
future does anything else, he must first consider how 
he can win the confidence and cooperation of the 
assistants allotted him— their loyalty, their good- 
will, and their zeal in behalf of the business. He 
may know how and what to buy, he may know 
everything else there is to be known about making 
good in this business, but lacking the knowledge of 
how to win over his employes to his standards, he 
lacks the fundamentals of abidmg success. 

Place Confidence In Your Assistants 

It is far better to make few promises and to keep 
them than to hold out inducements to workers that 
can never be fulfilled. Such a form of deception 
simply falls back upon the head of the department 
in the long run, and nothing he can do will regain 
confidence once abused. Humanity is prone to 
error, likewise, and consideration for the failings of 
others will win a more willing service than will the 
^'bullying tirades" once common in some quarters. 
The thought is, place confidence in your assistants. 



let them feel that the business belongs to them, and 
they will take ofif their coats and work like Trojans. 
Place enough responsibility upon all to help along 
this sense of co-partnership. 

High Grade Lalx>r Pays 

Further than this, it is well to remember that 
high-grade labor gives the best results. There are 
many 'mistaken business men who scrutinize their 
pay-roll so closely that they never see the poor 
quality of service they are obaining from such an 
investment. Cheap labor may cost less in actual 
cash on the books, but the ledger does not show the 
hundreds of dollars wasted by crass incompetence, 
lost sales, enmities created among customers by 
poor service, and that absence of "team work" 
and striving for success which marks the underpaid. 
The fact is, a few high-grade employes will do the 
work of an army of "cheap" help, and do it better 
and more economically in the end. Base salary on 
results; pay men what they are worth, and they will 
respect themselves and you, and earn dividends 
which otherwise will never grace the balance sheet. 

The nan Prom illssouri 

The idea is here. A while back there was a 
phrase on everybody's lips, which embodies in no 
small degree a characteristic of this day and age, 
and whicl\, applied to the management of the modem 
great department store takes on new meaning: that 
phrase was, "I'm from Missouri. Show me." 

As to how it may be appUed to workaday condi- 
tions I can best show you by an incident which 
happened in this department some three years 
ago. A certaih section devoted to a promising line 
of goods was absolutely stationary, and we felt 
convinced that under the proper management its 
sales could be immensely increased. We had been 
watching the work of one of the young men, and one 

day we called him up to the ofl5ce and said, "A , 

the business in the department is at a stand- 
still. Do you think you could take charge of that 
department, and build it up?" 

"Why, I think so," he replied. "I am willing to 
try." 
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" Very well," we replied. " We are from Missouri; 
you can show us. If you succeed, your salary will 
increase with the business you develop, and we are 
sure that, if you try, you can make good." 

We need only add that the business in that section 
has forged ahead rapidly from that day, and this 
young man is drawing a very good income based 
upon his ability to produce results. 
Put Ability at Work 

There is another side to this question. 

You probably know as well as we do that there 
are many lemployes who are drawing ten dollars a 
week and are worth twenty, and who should be 
placed in positions of larger responsibility. Yet 
many employers leave this valuable material unde- 
veloped and unrewarded, until the inevitable 
happens— the employe outgrows his position and 
strikes out for himself in a new field, where larger 
responsibilities are open to him. This is a waste of 
capital wise employers will seek to avoid by keeping 
their eyes open for ability and enterprise among 
their help, and by rewarding it with enlarging 
responsibilities and income wherever capable men 
show themselves. 

Prolonged Service a Business Asset 

In another department we have a man who has 
been with us twenty-five years. This leads to 
another important point frequently overlooked: 
that the longer an employe works for you, the more 
valuable his experience becomes as an asset in the 
business. The man we refer to is an expert in his 
line, and we could not have* held him and benefited 
by his experience and ability for so long a time had 
we not made it worth his while to stay with us. We 
regard his salary as a paying investment, and his 
services tetum satisfactory dividends all the year 

round. 

rir. Ford, df Muskegon 

Not long since we had the pleasure of a visit from 
Mr. J. H. Ford, Manager of the Alaska Refrigerator 
works at Muskegon, Michigan, and gleaned many 
valuable suggestions from him as to how to earn the 
largest dividends from wise investment in the 
salary accoimt. It is noteworthy that a strike is 
unknown at his factory, and satisfaction and con- 
tentment is^general among all the employes. 
Hen are Never Discharged 

One of the striking features of Mr. Ford's policy 
toward his employes is that foremen have no power 
to discharge employes. The fact is no man is ever 
discharged from the Muskegon works. If an 



employe goes wrong he inay be laid off for a limited 
time to think it over; then he may come back and go 
to work again, if he chooses. If he goes permanently 
wrong, and repeated trials fail to right him, he 
finds he is laid off so consistently that he finally 
takes the hint and drops out. Invariably, however, 
if he applies for work at another factory, and inquir- 
ies are made as to whether or not he was discharged, 
the reply is, "No, sir; he was not." 

This policy in itself creates confidence and loyalty 
among the men, and as Mr. Ford puts it, ''There is 
no limit to what a factory may accomplish in 
extending its output with that spirit among its 
employes." That the same policy would work 
equally good results in a great organization like the 
modem department store seems beyond argument. 
Incentives to Qood Work 

Further, Mr. Ford's men are rewarded in various 
ways for showing excellence in their work. There 
is a question box in which the men are instructed 
to put any suggestions for the improvement of their* 
work, and suggestions that are adopted by the 
management are paid for in sums ranging from $5 
to $25. There is also a prize record bulletin, on 
which is posted the best records for turning out 
work. If John Jones last month produced a given 
nimiber of parts, and James Smith this month 
excels that record, his name takes the place of 
Jones and he receives a prize. His name remains 
on record, until somebody else establishes a new 
record. Again, at -^ Christmas time Mr. Ford dis- 
tributes to all the men subscriptions to popular 
magazines, which enter their homes every month as 
a continual reminder of the interest the factory 
takes in their welfare. All these things induce 
a spirit of loyalty nothing can shake, and the men are 
always ready to cooperate with the management to 
secure the best possible results. 

The Value of a Han 

Outside of the actual amoimt that his work is 
worth, every man has a concrete money value placed 
on him by the company. This value is estimated 
by the foreman of the department where he works 
and is kept for reference in the office. 

The basis of this valuation was explained by Mr. 
Ford as follows: " We estimate the value to us of our 
men at $20,000. By that I mean, if the company 
were to give me the factory and equipment and 
stock just as it is to-day, and the same customers 
and business withovJt the men, it would cost us 
$20,000 to bring our organized force up to its present 
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" WHERE WOMEN CAN BE SHOWN WHAT FIRE PLACE FIXTURES WILL LOOK LIKE." 



eflSciency.. Therefore every man is an actual asset, 
and that is why we do not wish to lose one of them. 
It is an actual financial loss to us, if we do. That is 
why we impress it upon the foremen that when they 
ask us to discharge a man, they are requesting us to 
throw so much inoney in the furnace." 

The book containing this valuation table is most 
interesting. Some of the men are valued at $10, 
they being, as Mr. Ford explained, probably men 
who had but recently begun work there. From 
that the values ranged up to $1,000, although there 
were not so many of these. 

Surround Yourself With Good Hen 

The thought is, a department manager to be 
successful should surround himself with good men. 
If he puts his men on their mettle, rewards them 
according to their abilities and adds responsibility 
to those able to bear it, he will train a body of men 
who can carry along his work whether he is there to 
supervise them or not. Moreover, a department 
head owes it to his firm to make this his policy, for 
should he be detained from business for any length 
of time, his firm will feel confident that all will be as 



it should during his absence. Should he resign to go 
elsewhere, the same obligation rests upon his 
shoulders. 

How the Tables are Turoed 

There is another side to this story, wherein the 
tables are turned upon the head. If he is ''from 
Missouri," so far as his assistants are concerned, 
the public is "from Missouri and wants "to be 
shown" all of the time that the stock carried is 
good in quality, fair in price, and in the case of 
new and untried goods require demonstration of 
their utility before they can be induced to buy. The 
application of this principle in every* section of the 
complex house furnishing department will lead to 
an increase in sales beyond all anticipations. 
The Public is '^Proni nissouri** 

This may be seen in our aluminumware depart- 
ment, a line of metalware comparatively new to 
most women. The chief points of interest to 
shoppers are its light weight and practical indestruc- 
tibility. In order to demonstrate these two points 
to the best advantage we have had a pair of large 
wooden scales erected over the aluminumware 
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counters. On one side we have placed a heavy iron 
kettle; on the other, piled numerous aluminum 
utensils to coimterbalance the weight of the old 
style ironware. This argument speaks for itself. 
Hanging^o the upright bar of the scales you will see 
an aluminodi sauce pan battered all out of shape 
with a hatchet, and yet its usefulness is imimpaired 
so far as its ability to hold w^ter is concerned. The 
most ardent woman from Missouri can ask for no 
better demonstrations, of the utiUty of this ware, 
^ and our demonstrator has little trouble in convincing 
customers of its merits for codking purposes aided by 
fuch aiMittractive and striking display. 
^ Providing the «« SUge ' Setting ** 
l;v? There are certain articles, such as fire-place goods, 
which sell best when women can see how they will 
look when in their homes. Formerly it cost us 
much' time and trouble to send andirons, spark 
arresters and other fireplace fixtures to the homes 
of customers only to bring them back again, because 
they did not look well after they were put in place. 
We have overcome this difficulty and augmented 
sales by building model fireplaces similar to those 
found in most houses in Philadelphia, where women 
can be shown what the fire place fixtures they select 
will look like when installed in their homes. 
Employing Experts 

This is an age of speciaUzed industry, and that 
man wins the greatest degree of success, who knows 
most about one thing and offers his knowledge for 
sale in the market where it will bring the best price. 
We recognize this fact here, and in our Bird Depart- 
ment, for example, you will find a man brought up to 
know the art of raising canary birds as songsters. 
This man selects our birds from special importa- 
tions, thus assuring our trade the best service 
obtainable in this country. 

A Word About Canary Birds 

As you probably know, canary birds come from 
the Hartz Ii|ountains, Germany, and are raised by 
families in their homes, some raising a few in cages, 
while others set apart a whole room for this purpose. 
Some growers make a specialty of raising songsters, 
of which the most famous are the St. Andreasberg 
"rollers," so named because of the beautiful trills 
that run through their song. These are taught by 
older birds after they have grown from fledglings to 
the dignity of feathers. They are then placed in a 
dark box and hear nothing but songs by their 
"teachers." It takes four to five months for them 
to reach the required standard of song. 



It may interest you to know that the original 
canary, which came from the Canary Islands, was 
not yellow, but a mottled brown with a yellow crest. 
The Germans cultivated songsters, while England 
developed size and color, the English canary being a 
large bird about the size of the American robin with 
a yellow body and head, its wings and tail being 
almost white. France developed a slender bird of 
graceful appearance, with a hiunp on its back, but 
neither the English or French canary is as sweet 
a songster as that produced by Germany. 

Advertising by Heans of Novdtles 

Speaking of expert service, we have developed the 
sales in our cutlery department by placing in charge 
of it a* man who is, in point of fact, in love with this 
class of goods, and who sees its possibilities in the 
way oT display, and who takes a pride in arranging 
his table so attractively that nobody can pass the 
counter without casting an admiring glance at its 
arrangement. You will also notice the immense 
knife standing erect in the centre of the cutlery 
.table to advertise this department. The knife cost 
$750, but we consider the investment a good one, 
because it is talked about by our customers. The 
only place such a knife can be seen is at our store, 
and this fact draws customers to this department who 
are in the market for table cutlery. 

Keeping an Eye Open for Attractions 

The manager should alwa3n3 have his eyes open for 
attractive lines which will bring people to his 
department. A short time ago we happened to 
drop into an Antique Shop, where we saw mahogany 
serving trays on sale at $15 each. It struck us 
that these trays would prove a very attractive line 
to carry, and we concluded that they could be 
manufactured to sell at touch lower price. We 
bought one and took it to a mirror manufacturer 
with whom we were well acquainted, and asked him 
how much he could reproduce the tray for. As you 
will see, we have been able to place them. on sale 
at $6 each, and they have been the means of bringing 
a great deal of business to our art specialties depart- 
ment. 

A Weekly Shift of 5tock 

So far as turning stock is concerned, it is our 
belief that goods upon the aisles should be removed 
from place to place every week, so that customers 
will be confronted with new attractions when they 
enter the department. How long would a stock 
company last in one of our local theatres which 
failed to change its bill weekly and provide new 
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attractions from time to time for its patrons? A 
store's aisles are its "blood pump/' or heart, and 
along these arteries of trade flow a continual series 
of surprises that will maintain public interest in the 
goods displayed on its counters. This is the reason 
we change the tables on our main aisles every week, 
and endeavor in every way possible to convince all 
who enter our store that nowhere else can they 
obtain as fine a selection of goods as is to be found 
here. 
Buying Conservatively to Keep Steele Presli 
A few years ago a salesman might offer us articles 
at $1 a dozen, and if he quoted us 95 cents a dozen in 
gross lots, we were apt to consider we were securing a 
big bargain, in buying the larger quantity at the 
reduced rate. This is not the method of to-day. 
Small purchases give freedom in buying and enable 



turning over of stock rapidly, and if a buyer spends 
$40,000 out of a monthly appropriation of $50,000 
for his department, he is always in a position to buy 
up the occasional good things that come his way. 

•' Rooting Out *' tlie Slow Stock* 

It is important that the stock should be kept 
fresh, and in an immense establishment this task is 
no easy one. While working on this problem some 
time ago, we stumbled upon the fact that in our 
stock room there was a young man who was,, in the 
slang of the day, "on to his job." If--arfyfeb(Iy 
wanted to know where anything was, he was^J^ to 
"ask John." ^^ '• 

We called the young man up to tae oflSce one day 
and said to him, "John, how would you like to come 
down onto the floor and look after the stock?" 
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•takes pride in arranging his table attractively/ 



"I would like that very well," he replied, "but 
what would you like to have me do?" 

*' We would like you to keep the stock in order on 
the floor, prevent the accumulation of old stock, and 
root around for the goods that are moving slowly. 

We want you to do the 
best you can and take 
the responsibility of car- 
ing for the stock on the 
floor. So long as you do 
your work properly we 
will probably have noth- 
ing to say, and if there 
are suggestions to make, 
you will certainly hear 
them." 

* This young man took 
hold with enthusiasm, 
and the consequence is 
; that old stock and dam- 
aged goods are practi- 
cally unknown in the 
department, and slow 
goods are placed upon 
the bargain counters as 



' SAVES her bother ' 



soon as they are discovered. He has become valua- 
ble and now has a helper to assist him in his work. 
Conclusion 
In conclusion, we Can only say it seems that the 
department manager who places himself in the 
position of being *'from Missouri" all the time; who 
rewards his assistants with responsibility and 
increased remuneration 
who **show him" that 
they can make good, will 
develop a sales force 
which will render success 
beyond all shadow of 
doubt, and gain the loyal 
cooperation of every 
employe. It is equally 
necessary that the man- 
ager should make it his 
guiding principle to dem- 
onstrate in every way to 
the public the value and 
utility of his goods, and 
the public once " shown ' ' 
that they can depend on 
securing the best service \ ^ -^ 

will reward him. ' '-^-^ 



massive and solid 
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The Revival of Public Interest in Antique Hetalware Has Created 
a Demand lor Brass and Iron Fashioned After the Olden Times 



N COLONIAL days, says Hester 
Price, the housekeeper took great 
pride in handsome candlesticks of 
bronze, silver and crystal. At the 
present time, the aesthetic taste 
may be indulged without great out- 
lay in money. " If a woman has 
any talent, it will come out on her 



table." Soft lights are such 
an addition to the charm of 
the simplest table that it 
would be well for the woman 
who keeps house to make a 
study of candlesticks and can- 
dle shades. 

Visits to homes where good 
taste prevails only serve to 
demonstrate that women are 
harking back to the days of 
our grandfathers with an 
ever increasing enthusiasm, 
and those who are so unfor- 
timate as to have no New 
England ancestors handy from 
whom to acquire by virtue of 
descent genuine antiques of 
iron and bronze candlesticks, 
andirons and all that — are 
turning to the art metal- 
ware maker of to-day to pro- 
vide them with clever repli- 
cas inspired by the craftsmen 
of long ago. 

Candlesticks as Table 
Decorations 

''Help me to a candle and 
pen, ink and paper," says 
Shakespeare in Twelfth Night. 
"As I am a gentleman, and I 
will live to be thankful to thee 
for it." 

As a sign of gentility the candlestick has come 
down from centuries long gone in the history of the 
English race, and when one considers the multitude 
of beautiful designs offered lovers of the beautiful 
there is small wonder that women go in raptures over 



Cuts by courtesy of th€ Rostand Mfg. Co., Milford, Conn. 



the brass candlesticks displayed by clever depart- 
ment store managers in those cozily decorated 
comers where tables are to be seen set for a feast 
wtih candlesticks and shades in a bewildering 
variety of shapes as decorations. It is this "showing 
how they will look" that captivates women's 
fancy, and aids the salesman in unloosing their 
purse-strings. 

Among the many pleasing 
designs that appear in the 
stores is a candlestick of brass, 
tall and slender, with a grace- 
ful bowl at the top that sug- 
gests the lightness and speed 
. of Mercury. Another is ob- 
long at the base, with many 
curves, yet as massive and 
solid as the pillared fronts 
of old New England man- 
sions. A third is reminiscent 
of old English massive silver 
candlesticks, though made of 
brass like all the others, and is 
redolent of that substantial 
prosperity that is part and 
parcel of the home atmos- 
phere of "old families." Ar- 
tistic in every line, and sur- 
prisingly beautiful to the ob- 
server of good taste where 
art metalware is concerned, 
these candlesticks leave little 
to be desired save possession. 
It is something of an ano- 
maly, but the modem woman 
dislikes the ^candles of her 
grandmother's day, and for 
her convenience a lamp can- 
dle is provided which saves 
her all the fuss and bother 
incident to the use of the tallow dip. 



Equipment for the Fireplace 

Those who are familiar with Ik Marvel's "Rever- 
ies of a Bachelor" will recall the many touching and 
human stories his fancy wove about the flames. 
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which leaped and danced in the old fashioned fire- 
places of Colonial days. There is such a genial 
warmth and glow about a log fire, or an open hearth 
grate, with its blazing coals and flickering blue 
coal gas,, that many people to-day go far afield to 
find a house equipped with a fireplace that is "real." 
Finding this, then comes the task of selecting 
andirons of iron or brass, firesets and fenders, and 
selection is a task, for many are the designs offered 
by brass and iron workers. 

Andirons 

While thus delving in the past for reminders of 
our fathers' ways of driving Jack Frost from the 
habitations of men, it might be worth while asking, 
whence the word "andiron?" Defined as a utensil 
for suppdrting wood when burning in a fireplace, 
the origin of the word seems lost in obscurity, 
coming from Old English apparently, thus indi- 
cating that andirons at least were unknown to the 
Greeks, the Romans, and Eg3rptians. That andirons 
were once called "brandirons" seems the best 
explanation, not the brand irons used on the 
Western prairies to mark a ranchman's s)anbol on his 
cattle and horses, but those brands suggested by the 
word "firebrand." Some of us may recall the word 
"fire-dogs" as a synonym, and in truth a style of 
iron firedogs illustrated opposite suggests the 
tenacious bulldog commonly reputed to be a terror 
to tramps. 

While fire has been worshipped by some peoples of 
the Orient in ancient times as symbolic of immor- 
tality and the eternal mystery of life, none have 
ever suggested fire as symbolic of wisdom. Yet 
owls wrought in iron seem appropriate enough as 
guardians of the fire-place, and suggestive of musmgs 
before the blazing hearth on some wintry night 
upon topics intimately relating to the mysterious 
ways in which Nature works her wonders to perform. 

Brass andirons are no contradiction of terms. 
While the firedogs of our fathers were made of the 
commoner metal, yet the modem metal worker 
violates no rules of propriety in using brass as his 
material of construction. (Consider the handsome 
(Colonial andirons shown close at hand, the columns 
capped with globes, the bases square,, the feet curved 
gracefully inward, and tell us what more beautiful 
design could be conceived than this? For those 
who love frills and fancies, there are andirons of 
brass crowned with a wreathed design suggestive of 
Roman times, while Neptime with his fishes disputes 
the omnipotent sway of Vulcan and his blazing 
forge. 



Fenders and Plre Sets 

Given the fireplace and the firedogs, yet the stage 
setting is not complete until the fender is in place to 
mark off the bounds beyond which Fire and his 
Ashes may not pass. Brass is here the medium of 
expression, and out of several handsome designs 
offered by the metalworkers, there are two of 
striking appearance— one plain and simple as were 
the (Colonial good folk of the days of Washington, 
and another the simplicity of which is relieved by 
wreathsof brass as appropriate as they are attractive. 

Firesets offer no end. of opportunity, so far as 
ornamentation and gracefulness of design are con- 
cerned, and the variety offered is beyond belief. 
Typical of the many is one, the stand being a single 
rod with three hanging arms to which are appended 
shovel, poker and tongs when these most useful 
utensils are permitted to rest in peace, casting an 
ever watchful eye upon the fire lest this capricious 
element take French leave and go out up the 
chimney leaving hoary old King Boreas to enter 
where he is not welcome. Another familiar set is of 
brass, the standard being made with a round base 
and an upright with encircling arms, against which 
may recline the utensils the housewife uses to poke 
the slumbering logs into blazing activity. 

Knockers 

Knockers were common in (Colonial days, though 
not the kind heard about within the period of modern 
slang. Before Ben Franklin drew lightning from 
the clouds, and others following him put up elec- 
tricity in glass bottles to ring doorbells with, and 
unlatch the front door by the pushing of a button, 
neighbors brought the bustling housewife to the 
door by knocking like thunder by means of the 
lion's-head that hung waiting to be given a chance 
to roar., 

One knocker of contemporary creation is an 
American eagle, with head cocked sharply aside, 
mouth open shrilly heralding his "knock" against 
the rough usage he is receiving, and wings pendent, 
ready to announce within by resoundant blows of 
brass on brass that callers have come. For sim- 
plicity and beauty of design no knocker seep upon 
the doors of old New England houses set in place 
decades ago can excel another brass knocker also 
adorning these pages. The home furnished with 
a Colonial fireplace is incomplete without a knocker 
upon the door, containing as it does the suggestion 
of the treasure inside the house in store for the 
caller who, like the hostess, revels in the relics 
of the past. 
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Because We Sell Nonei But Jew^el Stoves the 

Easiest to Operate the Handsomest 

to Look Upon 



Cn HE J«wd Seed Kms* b the fern of tbt Utebea. The body it made from he«rf polishad 
'' iteel Md b abo huetWaed wiib hetfj tfeel— batweni tbeie two steel iboett aabettos b 
pUeed. Tbb coostrectaoa keopt tbe heit m the oveo aad oMket it bake— ^9s baadreds 10 
tbb city caa testify) with leaa feel tbaa any other raace.'^Tbe fite box b made is aeetioot ao 
that wbes lepain aie neciwary ooly the part that b wore need to be soppbed, at maU 
cipcwf. to aake it cood a« new.— The gntm are removable withoot distarbiag any other part 
of the fire boK.—Tbe riveU are aD driven cold by haad^lo fact aD the %orfc about the Jewel 
Kaase b done by hand fai the best pomiMe ouaner. 

No Other Like It. None Just As Good, 
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Jewel Base Burner is Queen of the Parlor 



JEWEL Base Bureen will do one-third more heatine aad ose at least Oae^third less 'fuel— 
Becaose fhey ut coostmcted oa a sdeatifie plan that makes the eatire back and bate or 
the stove an eliective heating socface.— The rear floes are divided by a doable heatiag floe that 
b eattrely withia the stofve 

Tbb floe takel the ookl air from the floor aad seads it oat at the top highly heated,— Tbb 
abo assores perfect distribotioa of hftat throoehoot the room— Wbea yoo ooaslder that the ai 
ia aa oitliaary room pasMS throoch tbb floe every 36 miootes yoo will realise the saviog 
qoslities of thb ceastnictioa.— Shook! yoa desire to yoo caa easily beat aa opper roo m fropi 
thb floe. 

Beware Of Imitations »«««-'-•«'»«-«« 'e-' 
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The Jewel Oak Is King Of All Oak Heaters 
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71 IR adarftted at the bottom of a stove loses its owrgea ia passiag throoeh the coal ia the 
E^ file pot. aad beoooMs worthless lor the poipose of corabosfioa. Air to mix freely with -the 
gases above the coal most be heated to a high temperatore. Thb b the reason lor pottiog the 
hot blasi doct in Jewel Oak^Heatcrs — It sopplies air charged with oaygeo heated to a degree 
which enables it to miagle freely with the gases. Aad cooveifs iato heat the prodocu of com- 
bostioa otherwise lost, thos efiectiag the greatest ecooomy. ' 

Thehot blast duct abo reinforces the stove where it oiost needs protection, that b at the 
tower part of the body where the fire b hottest. 

The improfved baU bearing duplex grate b easy to operate aad easUy deaas ashes aad 
clinkers from the fire pot. 
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Ifs a Handsome Stove 
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How Enterpiisini: House Furnishing Dealers Advertise 
tlieir Wares, WiMt Tliey Say and How They Say it* 




DVERTISING for January will be 
largely ''Sales/' as this is the 
month for inventory taking and 
cleaning out stock preparatory to 
the Spring trade. It is important 
that the house furnishing depart- 
ment secure as much space as possi- 
ble, and it might be well for its 
manager to suggest to the advertising man that 
he give a page, or a half page to one department 
at a time on successive days of the week, an- 
nouncing in advance what the next day's program 
is to be. In this way no department will be 
boosted at the sacrifice of another, and public 
interest will be stimulated in what is "going to 
happen next." 

We quote a letter written by F. L. Brittain, of 
Kansas City, to '* Brains/' which deserves careful 
consideration: 

"I note with regret that department stores all 
over the United States are taking advantage of the 
times to buy "unlimited quantities" of mer- 
chandise from "hard pressed" and "bankrupt" 
manufacturers. 

"The great stores are creating ^ feeling that the 
country is paralyzed and the claims they make are 
not borne out by the facts. The foundation of all 
biisiness is confidence — confidence in the country's 
money, in the maker, in the seller, and in the store's 
own advertising. And to-day, while so many wild 
rumors are afloat, why should the big stores flaunt 
their red flags of 'Desperation,' 'Bankrupt,' and 
other questionable sales in the face of an already 
restless people? 

"A feeling of confidence and good cheer should 
be propagated, especially at this time. Let us 
have the truth in advertising — nothing is to be 
gained by trying to force out goods at the expense 
of confidence." 

Consult This Deiiartment 

We also call attention to the fact that this depart- 
ment is for the service of managelB of house furnish- 
ing departments, and of house furnishing dealers who 
may care to conduit with us, and who desire criticism 
of their advertising announcements. Send along 



advertisements that have brought good results, or 
send in copy which fell flat; possibly we can point 
out its weak points and suggest changes that will 
bring better results next time. 

W. E. Noyes, buyer of house furnishings, crockery, 
and toys for the R. A. McWhirr Company, Fall 
River, Mass., whose Thanksgiving annoimcement 
we reproduced last month, writes us : 

"We were somewhat surprised on opening our 
December Review to find a reproduction of our 
Thanksgiving announcement, as we did not know 
our ads. were so far reaching; but then, that only 
goes to show that we should never judge an ad. by 
direct results. 

"In the present case, we had a very successful 
sale, and have found ttiat this style of ad. is the 
best business getter. An advertisement that is all 
bargains tends to confuse, while an announcement, 
with a few leaders prominently displayed, brings 
in fully as many people and at the same time sells 
many more regular goods." 



As almost every department store in the country 
is carrying a more or less full line of stoves, we 
reproduce opposite a full page advertisement by the 
Spratt, Corcoran & Foley Company, Watertown, 
N. Y., devoted to advertising the Jewel line. This 
stove ad. is the best in layout and typography we 
have seen, and adverse criticism is impossible. Its 
striking points are its headline: "Trade is Brisk 
in Our Store," the reasons for this brisk trade 
being given in a strong three-line subhead which 
states the two strongest selling points of the Jewel 
stoves. Another strong feature is the well balanced 
illustrations, showing ranges and base burners with 
their prices and terms of payment clearly marked, 
a matter of no small consequence. Again, the three 
sections devoted to reading matter are set in type 
pleasing to the eye, and easy to read; moreover, 
each section tells in plain, simple language the facts 
about construction purchasers should know and 
that demonstrate the superiority of these stoves. 
Each panel has also catch-lines, which drive the 
argument home, and are calculated to stick in the 
memory. This advertisement should have pro- 
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Snow-Tullis Hardware Co. 



duced "brisk trade" for this store, and indicates 
how space, large or small, may be made attractive 
and easy to read. 



China and glassware makes a splendid window 
or counter display for the manager of house fur- 
nishing departments and stores, but because of the 
bewildering variety of designs and pieces that make 
up his stock, they are rather difficult to advertise; 
that is, if it is the aim of the advertiser to illustrate 
rather fully the extent of the line he carries. The 
"China" ad. by the Wyman & Rand Company, of 
Burlington, Iowa, indicates how, by the aid of an 
artist, this difficulty may be overcome and a very 
attractive advertisement prepared, which will leave 
room for plenty of white space and typographical 
display. This advertisement measured eleven in- 
ches (three columns). It will also be noted that no 
attempt has been made to describe any of the arti-, 
cles carried, but attention is called to the fact that 
the "China Department is daily crowded and the 
public realizes that they can secure anything in the 
China, Glassware, and Pottery lines that are made." 
The worth of the goods carried is emphasized by the 
fact that "sales are three times what they were a 



year" before, and the stock is larger than was ever 
carried by a Burlington firm — ^the reason* why 
people should buy at this store. While there are 
other ways of describing china and glassware, 
as will be shown in subsequent issues, this adver- 
tisement is worthy of study, and the house furnishing 
manager may well take the hint, and call upon the 
advertising department for the services of an artist 
occasionally in order to embellish his announcements 
of these lines. 



Those who are puzzled by the problem as to how 
to advertise and display their enamelware will do 
well to study Morley Brothers' advertisement, of 
Saginaw, Mich., reproduced on this page. This 
ad. is ten inches deep, two columns wide, and shows 
a good variety of the line of enamelware they carry, 
and has one excellent feature which would make 
this a good mail order ad. if sent to customers who 
live so far from the store as not to be able to visit 
it easily; that is, the prices are given for the various 
sizes in which each of the articles advertised are 
made. The type arrangement is good, and the ad. 
is apparently the work of a practical ad.-smith, who 
knows how to go after business. 
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There is a tendency among many advertisers, who 
are limited to small spaces, to crowd the entire house 
furnishing department into one small ad. The 
futility of such a course is beyond argument, and 
we show above two five-inch, two column ads that 
are good examples of how to use such space to the 
best advantage — that is, to select one strong 
trade-puller, illustrate it \vell, describe it well, and 
depend upon the one shot to bring trade to the 
store. For its purpose, the Barnes & Miller Hard- 
ware Company, of Memphis, Tenn., selected a 
Self-Basting Double Roaster, and the Snow-Tullis 
Hardware Company, of Montgomery, Ala., a well- 
known Coffee Percolator. The first named firm 
has made a pleasing and original departure from 
the usual border effect, while the latter firm has 
secured a well appearing ad. by a tasteful selection 
of type and the liberal use of white margin. 



The half page advertisement of "Wednesday's 
House Furnishing Offerings" by The "Famous" 
Department Store, of St. Louis, Mo., appears to us 
to be crowded, badly arranged, and difficult to read. 
The headline is good, and the use of a characteristic 
stereotype carrying the firm name is first class 
advertising practice. But why use so many small 
box borders, particularly that in the upper left 
hand corner around 75 cent Picture Frames. If, 
for emphasis, why not use the same space for a head 
"Our Leader," or set the matter in a little heavier 
type than the rest of the panel. The lower right 



and left hand panels are excellent, but the box bor- 
ders around the Food Choppers and other paragraphs 
in the three middle columns appear to us to be in 
rather bad taste. The Flour Bin cut should have 
been pushed to the top of its column to balance the 
Dining Room Dome cut opposite, and the combi- 
nation chandelier cut dropped down to balance the 
food chopper. It will also be noted that metalware 
is mixed in with notes concerning china and dinner 
sets, with no headline to distinguish these articles 
from the others. While many will argue that, if 
a customer wants anything provided by the house 
furnishing department, she \yill read such an 
extensive announcement through, the fact remains 
that for every woman who wants to buy kitchen- 
ware, there are a hundred who do not, and whose 
interest must be aroused by calling her attention to 
new specialties of which she may never have heard 
before; or by setting forth staple goods in such an 
attractive manner that she cannot help reading 
every line of the advertisement. The final test of a 
good advertisement is. Does everything in the 
advertisement harmonize? Is the ad. as effective 
as it might be ? Will it be sure to catch and hold the 
attention of readers, persuade them to mak^ 
purchases from you, and induce them to 'speak to 
their neighbors about it? Is the ac^. different, and 
will it stand out from the advertising of competitors 
amongTwhich it is placed? Is it too Crowded? 
Answering these'questions for himself, the ad-dmith 
will become his own critic to good advantage. 
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WONDERFUL PENNSYLVANIA CLAY DEPOSITS 

A Marvelous Variety of Sands, Clays and Natural Mineral 
Colors Found on a Farm In the Keystone State 



ON THE Old Church road, near Oreland, Pa., 
some wonderful clay deposits have been 
discovered on the extensive Allen farm that are 
being utilized in a novel manner. Lying only a 
few inches below the surface of the fertile soil of 
the farm lands there has been found during recent 
years not only the usual terra-cotta and brick clay, 
for which many farm lands of this section of Mont- 
gomery county's" iron ore belt are famous — the 
clay which bums a cherry red when fired — but also 
a clay containing less iron, which is valuable for 
producing glazed ware, and a white china clay — 
one of the best plastic bodies for producing white- 
ware, pottery and tiles in relief. 

The clay deposits of to-day that are attracting 
attention in this vicinity are coming to be con- 
sidered quite as wonderful for utilitarian purposes as 
were the discoveries of peculiar iron ores through- 
out this section of the State in the past, and long 
before the middle of the last century valuable iron 
ores were discovered here. Brown hematite is a 
conunon ore in this sectiou of Montgomery county, 
and many thousand tons of this ore have been taken 
out. The ore occurs principally in the limestone 
belt, from Edge Hill westward to the Chester coun- 
ty line. It is found in extensive deposits of clay, 
and it is said that the first ore ever dug in this 
valley east of the Schuylkill was near Spring Mill, 
on the farm of J. Kirkner- 

In every instance where the clay deposits and 
their products have come to be fully appreciated of 
late years, there has been an artist of remarkable 
ability to experiment with them, and to produce xm- 
usual results in the product of arts and crafts in 
garden pottery, in tiles and in many quaint hand- 
made wares. Only a few years ago the decorative 
clay products with which Mr. Henry Mercer's name 
is associated began to attract attention in Doyles- 
town, but it has remained for Joseph H. Dulles 
Allen, an enthusiastic member of the artistic Allen 
family, to produce the most wonderful results in 
clay modeling ^nd in tile-making along varied lines. 

The picturesque possibilities of the farms of this 
vicinity have also been set forth by the ingenuity of 
Mr. Allen; the largest of the abandoned iron mines 
on this big farm near Oreland has been converted 



into an extensive lake. Here rare Chinese ducks are 
raised; pleasure boats are found along its banks; 
quaint rustic bridges span the streams leading to 
the lake; native wild flowers are grown in great 
profusion along its banks, and nestled down near the 
water's edge, in attractive clumps of hardy shrub- 
bery and trees, may be found the most picturesque 
private studio and kiln in all Montgomery county. 

"To-day would seem to be the age of hand-made 
wares," he says. "In all branches of arts and 
crafts, in metal or marble, in furniture, jewelry or 
bookbinding, we may note the demand for work, 
hand- wrought or hand-tooled; this, not only that 
the craftsmanship may be thorough — the furniture 
enduring, the. books to resist their thumbing — but 
also because of the characteristics of individuality 
inherent in hand-made ware. At no time in the 
history of this coimtry has so much attention been 
paid to artistic effect coupled with intrinsic value. 
Individual pieces show the impress of the potter's 
thumb, or perhaps the touch of his ivory instnmient 
will leave its mark upon the clay, revealing its 
plasticity and life. 

"As to the method of manufacture — an Italian 
potter turns his wheel and presses and throws the 
clay of this new country until his hands have formed 
the quaint shapes of the old. In producing the 
hand-molded and hand-modeled designs the orig- 
inal is modeled in clay, and a plaster mold made 
from it. This in turn is filled with clay and pressed 
into cracks and crevices of relief designs. On 
leaving the mold the 'green biscuit' of clay is 
allowed to dry, and then is modeled and finished by 
hand. The French ware (Provence, Brittany, etc., 
is thrown on the wheel in the hurried, artistic 
method they employ, and its decoration 'Peinture 
sur email cm' is in the primitive form of application 
after the manner of their potteries." 

It is believed that on the Allen farm there is an 
imusual combination of ceramic components un- 
known on the other farms of this iron ore belt. 
After a year of boring for specimens, making analy- 
ses for chemical constituents and empiric trials for 
firing qualities, this decision was reached, and much 
interest was shown in the great variety in clay and 
sand products occurring in the same place. 
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Read the The buyer who subscribes to the 

Advertising House Furnishing Review misses 

Pages one-half of the benefit he derives 

from his subscription, if he neglects to read even the 

smallest advertisement to be found among its pages. 

There are at least two good reasons for making 
this assertion. 

First, the Review is the recognized medium of the 
trade, and wide'awake manufacturers, who are 
producing new goods that sell, make their fiirst 
announcements in this publication. There are 
alv^ays new advertisements in each issue, therefore, 
and reading the advertising pages is the best way 
the buyer can keep posted on "what is new" in his 
line. 

Second, most of the advertisers change their copy 
from month to month. To read, and even study 



the construction, wording and t}T)ography of 
advertisements herein is, therefore, a splendid 
education in ad-writing, and will suggest many 
ideas the live buyer can use to good advantage in 
preparing copy for his local newspaper. 

Third, it is the primary object of all advertisers to 
create demand for their goods, and all who advertise 
in the Review have a further object — ^to convince 
buyers that their goods are salable to the general 
public. Hence, our advertisers are continually 
pointing out the strong "selling points" of their 
products, and close study of their announcements 
will educate the buyer himself, who carries their 
products, in how to display, advertise and train his 
salesmen in disposing of his stock. This reason, if 
no other, should lead buyers to make it their practice 
to read the advertising pages of this, and all future 
issues of the Review. 



Time was when the house furnishing 
System department was considered but an 
insignificant factor in a department 
store. As a prominent Boston buyer pointed out 
last month, the house furnishing department of 
to-day stands in the forefront with upstairs depart- 
ments as to sales, profits, and importance, and has 
the added advantage of having caused the "desert 
to blossom as a rose" by utilizing space once rele- 
gated to storage and delivery purposes. Progress 
is not an accident: success is not won by "wishing," 
nor accomplished by mere "good intentions;" 
both are the product of foresight, hard work and 
ambitious effort. 'Wherefore, the first thing to do 
l^efore embarking upon a hazardous business enter- 
prise is to sit down and count the cost; to plan, map 
out the course of action likely to bring success; to 
eliminate needless expense; make the work to be 
done easy by saving friction, lost motion and 
duplication of effort — all of which is a good defini- 
tion of busiriess system. The modem buyer of 
kitchen furnishings, crockery, glassware, 'china and 
all that must yield to the prevalent demand for the 
systematic worker, and by reducing the expense of 
operating his department to a minimum and raising 
its profits to the maximum make good. To accomplish 
this, the buyer must devise whatever methods are 
necessary to keep him fully posted on what is hap- 
pening jn his department from stock room to shipping 
department. How this is to be done has no place 
here; that this should be the buyer's policy for his 
own sake, no matter how much time and trouble it 
takes, is all that need be said. 
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Good 
Salesmanship 



Good salesmanship comes from 
within. It is the result of knowl- 
edge of the goods to be sold, 
confidence in their worth, and enthusiasm over their 
good qualities. The best salesman in the world 
cannot sell a product in which he has no faith; 
neither can he sell goods about which he knows 
nothing. Moreover, the old maxim, '* A bird in the 
hand is worth two in the bush'' finds exemplifi- 
cation in this: that a good salesman is not satisfied 
with selling a customer just what he wants; he 
goes a step farther, and sells him more than he 
expected to buy. How ? By the tact, patience and 
care he employs in displaying not only the goods 
asked for, but also the goods not asked for, that 
may serve the same and similar purposes better. 



Put Your Best 
Foot Forward 



There is an old saw that says, 
''Put your best foot for- 
ward." The inference is suf- 
ficiently obvious to need no comment. The saying 
is timely just now, because January is the time 
when there is something of a chance to slow down 
and catch one's breath. The holiday rush is over, 
inventory stares one in the face, and the tendency 
is to sit back and think things over. 

1908 is a Presidential year, however, and it 
succeeds a year altogether contradictory in character, 
since in many directions trade surpassed in volume 
the unprecedented prosperity of 1906 in spite of 
the fact that hoarded money and almost panicky 
conditions prevailed in October and November. 

1907 has demonstrated beyond question that the 
United States is solidly prosperous. Had events 
framed themselves twenty years ago as they did in 
1907, we should have had the worst panic the country 
has ever known. As it is, the only effect noticeable 
upon trade and manufacture was a greater degree 
of conservatism than before, but for the most part 
business has gone forward as usual, although some 
still lack confidence and need a little Dutch courage 
to stiffen their backbones. 

The best remedy for existing evils, therefore, is 
for every department store and general merchandise 
store in the country to put its best foot forward. 
Look prosperous. Talk good business. Clean out 
old stock, and buy new goods. Tear down old 
fixtures, let the light shine in dark comers, and 
make the store bright, fresh and up-to-date. The 
result will be restored confidence and a year of 
prosperit}' in 1908 gratifying beyond all expectations. 



Look and Talk ^^ everybody knows, hard timei* 
Prosperity *^ psychological. They are the 
product of *Most confidence.'* 
Everybody gets it into his head that the country is 
going to the demnition bow-wows, and everybody 
grabs every cent he can lay his hands on and " salts 
it down." It is .the salting down process that 
raises Hob with things, and the best cure in the 
world for lost confidence is for everybody to look 
and talk prosperity. 

The influence of the department store upon the 
popular mind is tremendous, and there is absolutely 
no question of the fact that, if the department* 
stores of the country will turn about and begin to 
buy goods, advertise for trade and talk prosperity, 
that manufacturers will take heart, customers will 
thereby be created, sin e men will again find employ- 
ment who have been thrown out because manu- 
facturers have been unable to sell their products. 

In other words, if the Spring trade proves to 
be a frost, the buyer will have himself to blame. 
Let buyers everywhere take this opportunity to put 
in new fixtures, clean out dark and dusty comers, 
sell off all doubtful goods at bargain prices, and 
look and talk prosperity from January first until 
January 31st, and keep at it until all complaint 
as to hard times has dissolved into thin air like one 
of those "rare-bit dreams" which sometimes afflict 
the best of men. 



As predicted last month, the holiday 

The trade has been big in all the large 

Outlook cities of the country, "all of the 

big department stores in St. Ix)uis 
(for example) reporting an increase in Christmas 
business over last year," to quote dispatches to the 
New York Times ^ while cash was tendered in pay- 
ment for goods, indicating the re-appearance of 
hoarded money. All of the leading stores of Buffalo 
also report a big business, while New York City 
stores were crowded to the doors, during the week of 
the 25th. On January 6th, 45,000 men go back 
to work in mills located within a radius of 50 mile^ 
of Pittsburg, while Custom House reports at New 
York show a big increase in the volume of trade 
in 1907 over the banner year of 1906. $200,000,000 
in January dividends show no increase in corpora- 
tion earnings, and we repeat this month — buy, Mr. 
Buyer, buy. Make your inventory early in January, 
and push in your orders as soon as possible. Dila- 
tory buyers will be sorry enough who fail to heed 
our advice. 
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A SNAPPY POST-CARD IDEA 

How a New Haven Dealer Touched Up His 
Out-of-Town Trade — And Then Some 




are (or ought to 



RIGINALITY in Advertising pays, 
just as originality and* initiative 
pays in all other forms of com- 
petition for trade. It is snappy, 
up-to-date new ideas never before 
sprung on an unsuspecting public 
which attract favorable atten- 
tion, and bring customers to the 
stores. 

There are many routine ways 
of reaching local trade, with 
which all house furnishing deal- 
ers and department managers 
be) familiar, but few pay suf- 



for its clever and original advertising methods. 
The complete post-card went first to a list of names 
selected from the telephone book; after it, at an 
interval of ten days went the second, explaining 
the purpose of the first visitor, and calling attention 
to an important fact — ** we prepay freight or express 
on purchases of reasonable amount.'' The cards 
w^ere supplemented later by clever booklets, describ- 
ing the many varieties of goods carried in stock, 
but the very best follow-up stunt would be a regular 
out-and-out M. O. catalogue built on the lines of 
the big books mailed by R. H. Macy & Company, of 
New York, and the Chicago houses to be found in 
country homes throughout the United States. 



NEW HAVEN, CONNECTICUT. 



• CYV. 



I J J 



AN ANCIENT LANDMARK 
'yK OLDE HARDE-WAHE STORE.' 
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FORM I. 

ficient attention to Farmer Comtossel down in 
Podunk, or to the country trade generally, many 
of whom are to be found in the telephone book— a 
mailing list for clever M. O. ideas of superior value, 
because Mrs. Comtossel can send in her order by 
'phone, if she is interested, and her orders can easily 
be sent by express or freight at small expense. 

Adorning this page is a Picture Post-card sent 
to this class of trade by The John E. Bassett 
& Company, New Haven, Conn., a firm justly noted 



154 CKohil^.TlwrXa^ut/w. 
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^FORM II. 



We had intended to illustrate some of Bassett 's 
handsome booklets "On the Serving of <jirub," "A 
.Cook's Tour" personally conducted by the company 
through their various departments and "The New 
Haven Almanack for the Year 1908 *' done in green 
and red containing a " Calendar of Days and Months 
to which are added Certain Olde Time Pictures with 
some Historical Facts and many Pertinent Observa- 
tions." The almanack is printed on a cream colored 
paper suggestive of age, with typography to suit. 
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and line cuts similar to the charcoal sketches of "Ye 
Olden Days." Most unfortunately, photo-engrav- 
ing cannot reproduce certain color combinations — 
the camera being color blind — and we must content 
ourselves with the above brief and inadequate de- 
scription. 

The idea is clever to the discerning, and doubtless 
will inspire simdry bright brothers in the trade to 
go and do likewise. 

As to the ''And Then^ome" of our title, we throw 
out two ideas for a working ba^is — " On the Washing 
of Fragile Glasses," and " A Time Table for Cooking," 
the latter a mighty good card for carrying a 1908 
calendar, or an advertisement good all the year 
around, for a woman will surely hang the card up 
in her kitchen for reference. 



Washing Fragile Glasses 

As every glass dealer knows, customers frequently 
complain because their servants break so many 
fragile glasses and thin glass tumblers. The reason 
is, the glass is wiped when it is wet, which causes the 
towel to grip the glass as in a vise and snap it on 
the slightest application of pressure. Wait until 
the glass is nearly dry — ^then the towel will slip and 
the danger is over. Use pure white soap, clear hot 
water, clean dry towels, and tissue paper for polish- 
ing. 

As to the Time Table, the following paragraphs 
contain the data from which such a table may be 
compiled for use on a placard, in a booklet or a folder, 
according to the tastes and ideas of the enterprising 
ad-smith. As will be seen the time required to 
cook various meats and vegetables is given, as well 
as the oven temperatures that are needed. The 
latter should carry the announcement of such oven 
thermometers as are carried in. stock. 



A Cook's Time Table 

BOILING MEATS: Mutton, per pound, 15 
minutes; Potted Beef, per pound, 30 to 25 minutes; 
Corned Beef, per pound, 30 minutes; Ham, per 
pound, 18 to 20 minutes; Turkey, per pound, 15 
minutes; Chicken, per pound, 15 minutes; Fowl, 
per pound, 20 to 30 minutes. 

BROILING MEATS: Steak, 1 inch thick, 8 to 
10 minutes; Steak, IJ inches thick, 10 to 15 minutes; 
Mutton Chops, 8 to 10 minutes; Spring Chicken, 20 
to 30 minutes; Quail, 8 to 10 minutes. 



BAKING MEATS: Beef Ribs, rare, per pound, 
8 to 10 minutes; Beef, well done, per pound, 15 to 
20 minutes; Mutton Leg, rare, per pound, 10 min- 
utes; Mutton Leg, well done, per pound, 15 minutes; 
Lamb, well done, per pound, 15 minutes; Veal, well 
done, per pound, 18 to 20 minutes; Pork, well done, 
per pound, 25 minutes; Venison, rare, per pound, 
10 minutes; Chicken, rare, per pound, 15 minutes; 
Goose, per pound, 18 minutes; Fillet, hot oven per 
piece, 30 minutes; Braised Meats, per piece, 3 to 4 
hours; Liver, whole, 2 hours; Turkey, 8 pounds, 
1 hour and 45 minutes; Turkey, very large, 3 hours; 
Birds, small, hot oven, 15 to 20 minutes; Ducks, 
tame, 1 hour; Ducks, wild, very hot oven, 20 to 30 
minutes; Partridge, 35 to 40 minutes. 

BAKED FISH: Codfish, per pound, 15 minutes; 
Haddock, per pound, 10 minutes; Halibut, per 
pound, 15 minutes; Bass, per pound, 10 minutes; 
Salmon, per pound, 10 to 15 minutes; Small Fish, 
per pound, 6 minutes; Lobster, 30 to 40 minutes; 
Crabs, 30 minutes. 

BREAD AND CAKE: Bread, 1 hour; Biscuits, 
10 to 20 mnutes; Layer cake, 18 to 25 minutes; 
Loaf Cake, 1 hour; Angel's Food, 1 hour. 

VEGETABLES: Beans, to bake, 6 hours; Po- 
tatoes, 20 to 30 minutes; Asparagus, 20 to 25 min- 
utes; Peas, 15 to 20 minutes; String Beans, 50 to 
60 minutes; Lima Beans, 30 to 40 minutes; Spinach, 
15 to 20 minutes; Turnips, 30 to 40 minutes; Beets, 
1 to 2 hours; Cauliflower, 20 minutes; Brussels 
Sprouts, 10 to 15 minutes; Onions, 30 to 40 minutes; 
Parsnips, 30 to 40 minutes; Green Com, 5 to 10 
minutes; Maccaroni, 20 minutes; Rice, 20 to 25 
minutes; Squash, 20 to 40 minutes; Cabbage, 30 
to 60 minutes. 

WEIGHTS AND MEASURES: 1 kitchen cupful, 
i pint or 2 gills; i kitchen cupful, 1 gill; 4 kitchen 
cupfuls, 1 quart; 2 cupfuls gran, sugar, 2 J cupfuls 
powdered sugar, 1 pound; 1 heaping tablespoonful 
sugar, 1 ounce; 1 heaping tablespoonful butter, 
butter size of an egg — 2 oz. or J cupful; 4 cupfuls of 
flour; 1 heaping quart — 1 quart; 8 round table- 
spoonfuls dr}' material, 16 tablespoonfuls liquid — 1 
cupful. 

TEMPERATURE OF OVEN: Puff Pastry, 300- 
300; Meat Pies, 280-240; Bread, 280-220; Pork 
and Veal, 250-230; Beef and Mutton, 240-220. 
(Put in at first temperature, and keep in at second) 
200 is too low for cooking. 
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WHAT WAS THAT SALESMAN'S NAME ? 

A Handy Directory of Qentlemen Who Will Call on You, 
RepresentlnjB: Manufacturers of House Purnisliing Goods 




HANDY Reference Guide to Manu- 
facturers' Representatives" is as 
good a designation as any of the 
following list of salesmen, i-epre- 
senting a large number of prominent 
manufacturing firms, whose names 
and products are given in connec- 
tion herewith. As a matter of 
course, it does not cover the whole 
house furnishing trade, there having been a number 
of instances where firms or individuals objected for 
business reasons to furnish us with the desired 
information. Then, again, others sent their names, 
but in such a manner as to make it impossible for us 
to trace the firm title for the reason that the senders 
neglected to append it. In such cases the names 
were unavoidably omitted, and we would consider it 
a great favor if those left out of the January list 
will forward the full information needed in order 
that we may give such derelicts a showing in our 
February issue. We present this list to managers 
of house furnishing departments, and dealers in the 
trade with our compliments, and trust it will make 
our January issue one that will stay by them 
throughout the year. 



ACME SHEAR COMPANY, Bridgeport, Conn., (Hardware 
Specialties). F. D. Baker, Eastern and Middle West States; 
Arthur Watts, Chicago. 

A. & M. CO., ayde, O., (U. S. Mason Jar Wrench). C. E. 
Wooley, Ohio and Kentucky; E. Matthews, Indiana and 
Michigan. 

ADAMS & CO., J. J., New York City, (Brushes). C. H. 
Uny, New England & Middle West; C. A. Darby, Jr.. South- 
eastern States; H. C. McClure, Denver and West; Leon Bal- 
linger, Denver and West. 

ALASKA FREEZER CO., Winchendon, Mass., (Ice 
Cream Freezers). Merrill D. Gay, Eastern States; A. B. 
Ware, Southern States; C. M. Bates, Central States. 

ALASKA REFRIGERATOR CO., Muskegon, Mich., 
(Refrigerators). J. A. Hanna, Central and Southern States; 
L. E. Moon, Eastern States; J. H. Ford, Western Territory. 

ALBANY FOUNDRY CO., Albany, N. Y., (Gas Appli- 
ances). C. A. Hones, New York, Pennsylvania and New 
England; Geo. W. Elliott, Boston and vicinity; W. J. 
Hammett, Connecticut; A. Macfarlane, Canada; C. B. 
Baker, Ohio. 

AMERICAN FOUNDRY & MANUFACTURING CO., St, 
Louis, Mo.,; L. F. Foster, Pacific Coast; Geo. P. Phillips. 
Texas and Oklahoma. 



AMERICAN lAVA COMPANY, Chattanooga, Tenn 
(Acetylene Gas Burners.) Edmond Smartt, West of Missis- 
sippi River; Paul J. Kruesi, East of the Mississippi River. 

ANDREWS WIRE & IRON WORKS, Rockfoid, lU., 
(Wire Goods). A. R. Miller, Minnesota, parts of Kansas, 
Missouri, Illinois and Iowa; E. C. Andrews, Michigan, Ohio, 
Indiana; Wm. Jukes, part of Illinois, Iowa and Wisconsin. 

ATLANTIC STAMPING CO., Rochester, N. Y., (Sheet 
Metal Goods). W. A. McDowell, Massachusetts, Rhode 
Island, Connecticut; R. L. Luce, Maine and New Hampshire; 
Richard Haigrove, Northern and Eastern New York; E. M. 
Winnie, Western New York; M. B. Webb, Western Penn- 
sylvam'a; W. T. Mullaney, Eastern Pennsylvania; Eugene N. 
Bell, New Jersey; B. A. Bro^-n, Northern Ohio; W. J. 
Barron, Southern Ohio; T. F. Burton, Michigan; J. W. 
Young, Illinois; E. E. Aube, Jr., Iowa; A. L. Loy, Minnesota. 

BARRETT MANUFACTURING CO., JAMES, 48 Pearl 
St., Boston, Mass., (Plumbing Material). Ralph J. Sherriff, 
New England States; John F. Philben, New England States; 
John Hartigan, Greater Boston.' 

BASKET IMPORTING CO., Inc., New York, N. Y. 
C. W. Arms, I. Benjamin, Aaron Goldstein, J. Landman, 
Julius Ohnhaus, H. M. Schwab. 

BEECH NOVELTY CO., Mansfield, O., (Mop Wringer 
Pails). F. W. Buckman, New York City. 

BOHN & CO., N. aeveland, O., (Lambs* Wool Dustere). 
L. N. Felt, Central and Eastern States; H. H. Dupin, Central 
and Southern States; F. M. Kohl, Texas and Colorado; John 
W. McMiUen, California. 

BRONSON-WALTON CO., Lock Drawer D., Qeveland, O.. 
(Coffee Mills, Dripping Pans and Roasting Pans). A. Ej 
Bronson, North of Mason and Dixon Line; W. H. Brooke. 
South of Mason and Dixon Line. 

BROWNE MFG. CO., W. G. Kingston, N. Y., C. H. 
Dubois, West of New York; B. F. Bird, New York City and 
vicinity. 

BUFFALO SLED CO., 1443-1459 Niagara St., Buffalo, 
N. Y., (Sleds). J. J. Schneider, Buffalo, Middle and Western 
States; A. C. Flech, Minneapolis, Northwest; J. T. Kelly, 
45 Cliff St., N. Y. C, Metropolitan District; A. E. Beigoine, 
Pittsbuig, Western Pennsylvania and West Virginia; T. J. 
Elliott, Elmira, New York and Eastern Pennsylvania. 

BURLINGTON BASKET CO., Buriington, la., (Baskets 
and Willow-ware). R. P. Seaton, Central Illinois; A. J» 
Cooley, Omaha and Council Bluffs; J. C. Tomlinson, 
Kansas City, Kansas, Nebraska; Fred Miller, Mississippi 
River territory. 

CENTRAL GLASS WORKS, Wheeling, W. Va., (Glass- 
ware). A. P. Doctor, New York; H. E. Waddell, 
Chicago; Thomas H. Butcher, Middle States. 
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CHADBORN A COLDWELL MANUFACTURING CO.. 
Newbui^h, N. Y., (Lawn Mowers). E. T. Smith, Eastern 
territory; H. H. Wallis, Western Tettitory. 

CHICAGO ASBESTOS TABLE MAT CO., 782-784 W. 

Lake St., Chicago, 111., (Table Mats and Iron Holders). 

f Frank B. Wilbert, New York City and New England; M. W. 

Smith, New York and Pennsylvania; Chas. I). Kane, Middle 

West; H. G. Scovern, Pacific Coast. 

CHICAGO FORM CO., 115 Franklin St., Chicago, 111., 
(Clothes Hangers). M. H. Ott, Pennsylvania and New York, 
except New York City; Geo. McCarthy, New York City and 
Metropolitan District; W. F. Homer, Boston and North- 
eastern States; Abe Levy, Kansas and Oklahoma. 

CINCINNATI TIN AND JAPAN CO., 310-312-314 
Walnut St., Cincinnati, O., (Tin Stamped and Japan Wares). 
Oscar Nesper, Walter G. Brown. Rief, W. G.; Charles W. 
Schoemer, Richard Bishop, and Charles W. Bell. 

CLEVELAND VARNISH CO., Cleveland, Ohio, L. M. 
Combs, F. J. Donahue, L. E. Ellenbogen, G. J. Etzenberger, 
W. A. Edwards, J. O. Ewers, C. G. Hoetetter, E. Hochberg, 
J. W. Hunter, C. C. Mann, C. H. Miller, C. G. Po>veU, B. R. 
Scannell; E. R. Smead, R. H. Sandy, J. H. Stimson, D. A. 
Wheelock, W. H. Williams, J. A. Warner, C. W. Wataon. 

COOLEY MANUFACTURING CO., Chicago, 111., (Wire 
Novelties). Fred W. Cooley, 103-105 So. Canal St., Chicago, 
United States. 

CORDLEY & HAYES, 172 Duane St., New York C^ty. 
(Indurated Fibre Ware). H. B. Black, New England; Robert 
Barry, New York City; A. D. Beers, Pennsylvania, Maryland, 
Delaware and District of Columbia; J. J. Connolly, Eastern 
New York and Connecticut; F. H. Maher, New Jersey and 
Western New York; F. G. Myers, Ohio, West Vinpnia and 
West; J. M. Wingfield, South. 

DOVER MFG. CO., Canal Dover, Ohio (Asbestos Sad 
Irons). A. S. Howe, R. F. Lund, A. S. Riley, G. E. Shawde, 
M. H. Snyder, W. D. Anderson, J. W. Muckley. 

DUNN EDGE TOOL CO., Oakland, Me. F. D. Hall, New- 
ton ville, Mass., Massachusetts, Connesticut, Rhode Island 
and New York outside of New York City; 

ELECTRIC CLEANSER CO., Canton, O. Joseph J. 
Lippert, West; Calvin Seemann, Central States. 

ESTES & SONS, E. B., 74 Warren St., New York City., 
(Specialties in Small Wooden Goods). John C. Van Schaack, 
New England, Atlantic States, and West to the Mississippi; 
A. Roy MacDougall, Canada; P. H. Drununond, St. Louis; 
Wm. F. Behring, Texas; Geo. W. Schulase, New York and 
Philadelphia. 

ESTES MILLS, FaH River, Mass. F. W. Buckman, New 
York and vicinity; A. L. Tribble, Boston and United States 
in general; G. W. Cosley, Chicago and vicinity; R. Knighton, 
San Francisco and the Coast; E. D. Shays, Cincinnati; H. 
W. Buckner, New Orleans; S. G. Wilson, Los Angeles; F. 
H. Warden, Minneapolis and St. Paul. 

FAULTLESS CASTER CO., Nebraska City, Neb., B. H. 
Noelting, Northern States to Pacific Coast, G. S. Koeer, 
Southern and Eastern States to Atlantic Coast. 

FULPER POTTERY CO., Flemington, N. J., (Water 
Coolers). C. A. Maydwell, Western States. 268 Market St., 



San Francisco. Cal.; G. P. Lowry, Southern States, 143 W. 
Peachtree St., Atlanta, Ga.; S. L. Parker, Flemington, N. J., 
Eastern States and Canada. 

FORSYTH MANUFACTURING CO., Buflfalo, N. Y.. 
(House Furnishings and Hardware). H. N. Rose, New York 
and New England; B. X. Shielda. Eastern States; J. J. 
(k)msto<'k, Chicago and vicinity; W. F. Canavon, (Canada; 
P. B. Birong, Middle West and West. 

FRANK & DEKEYSER, 33 Park Place. N. Y. City, 
(House Furnishing Specialties and Glassware). Simon E. 
Steininger, East and South; Albert Rothschild, West; B. 
Brickner, New Jersey; I. Dekeyser, New York. 

GENEVA CUTLERY CO., Geneva, N. Y., (Cutlery). 
R. K. Hall, Central, Eastern and Middle West; Mr. H. 
Berkele, 43 Leonard St., New York City; and Mr. W. P. 
Horn, Pacific Coast. 

GILL MANUFACTURING CO., E. B., 21 Qumcy St., 
Chicago, 111., (Clothes Hangers). F. M. Ck)llins, West; 
W. L. Neal, Ohio; A. S. Lasley, Pennsylvania; E. C. Gudd, 
New York; H. N. Williams, South. 

GOLD METAL CAMP FURNITURE MANUFACTURING 
CO., Racine, Wis., (Furniture and Camp Outfit). E. E. 
Bailey, any territory; W. R. Gittings, any territory; W. G. 
Gittings, any territory. 

GOSHEN MANUFACTURING CO.. Goshen, Ind.. (Uwn 
Swings and Porch Furniture). Myron E. Meader, Ohio, W. 
Vii^'nia, Pennsylvania; M. M. Pager, Illinois, Iowa; Otto 
H. Gripe, Indiana, Illinois, Kentucky; H. S. Marvin, Michi- 
gan; C. B. Bogue, Wisconsin, Minnesota; O. P. Myers, Ohio 
and New York. 

GOSHEN SWEEPER CX)., Grand Rapids, Mich., (Carpet 
Sweepers). F. Alden Califf", East Wisconsin, South Michigan, 
No. half Illinois and Indiana; S. R. Jaus, East Penn- 
sylvania, East New York, West Virginia and Maryland; 
F. D. Chum, Ohio, West Virginia, Weet New York; WiUiara 
E. Bryant, West Illinois, West Wisconsin, Iowa, Minnesota 
and Nebraska. 

GREENER MANUFACTURING CO., H. M., Streator, lU., 
H. M. Greener, all territory East of Chicago, in U. S.; Arthur 
M. Greener, West of Chicago. 

GRISWOLD MANUFACTURING CO., Erie, Pa., (Gaa 
Stoves and Stove Furniture). John C. Hollands, Western; 
S. E. Lent, Eastern; S. R. Herron, Ohio, Michigan; Charles 
M. Massing, Indiana and Illinois; D. K. Stucki, Southern. 

HAGGARD A MARCUSON CO., 419 S. Canal St., Chicago, 
(Spring Beds). W. A. Sammons, Illinois and Indiana. 

HARRINGTON CUTLERY CO.. Southbridge, Mass., 
(Cutlery). George Walter Darris, 7 Warren St., New York 
City, New England, New York, and Pennsylvania; P. H. 
Beltman, 12 State St., Chicago, 111., Middle and Western 
States; S. B. Whitlock, 256 Broadway, N. Y.; Geo. R. 
Reinhart, 619 Arch Street, Philadelphia. 

HAZEL-ATLAS GLASS CO., Wheeling, W. Va., B. F. 
Stafford, New England States; W. J. Hamilton, Pennsylvania 
and New Jersey. 

HAYES DUSTER CO., 115 Leonard St., New York City, 
(Feather Dusters). Sam Harris, New England, Middle 
States, Canada and the West and South. R. S. Cook, New 
York City; A. G. Roome, New York City and vicinity. 
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HEISEY & CO., Newark, O., (Glassware). C. G. Cassel, 
Middle and Northwestern States; John Patterson, Southeni 
and New England States and Canada; James E. Johnson, 
Ohio, Indiana and New York State; C. D. Helwig, Pacific 
Coast; C. S. Whipple, Michigan and Wisconsin. 

HIGGINS & SON, G. A., Galesbui^, 111., (Flue Stop). I. 
H. Amos, Portland, Ore.; M. G. Rodeannel, Minneapolis, 
Minn.; B. W. Cavell, Denver, Colo.; J. J. Comstock, Chicago, 
111. 

HOLMQUIST & COMPANY, Chicago, 111. (Curtain 
stretchers and ladders). J. O. Holmquist, sales manager; 
Frank H. Taylor, Philadelphia, and vicinity; H. Weinbei^, 
Baltimore and vicinity. 

HOLT MANUFACTURING CO., W. C, Libertyville, 111. 
M. Ettleson, Eastern States and West to Indiana; Adam 
Hill, Chicago and vicinity. 

HUNT, HELM, FERRIS CO., Harvard, 111., (Toys). 
John W. Chappel, Harvard, 111. 

ILLINOIS PURE ALUMINUM CO., Lemont. 111., (Alu- 
minum Ware). Max W. Ohnstein, Western States; Julius 
Nassauer, Eastern; James E. Harper, Northwestern; E. J. 
Hall, Pacific Coast; Frank H. Taylor, Eastern. 

INDIANA BENT RUNG LADDER CO., Indiana, Pa., 
(Ladders, Swings). S. L. Barr, Pennsylvania, Ohio, W. 
Virginia, Maryland, Delaware; Myron Butter, New Jersey; 
W. S. Robertson. Virginia, North and South Carolina; H. P. 
Chenoweth, South. 

INDIANA MANUFACTURING CO., Peni,Ind., (Refriger- 
ators). Frank M. Smith, East; W. S. Pond, South and 
Coast; J. C. Tolu, ('entral States; V. A. Lange, Minnesota, 
Michigan, Wisconsin; W. H. Scott, Iowa. 

JORDAN, F.,3i Broadway, N.Y. City, (Wax Oil Polish). 
F. Jordan, United States; George Christell, United States. 

JOSEF MANUFACTURING COMPANY, E. E., 14 Perry 
Street, Buffalo, N. Y. (Sham Holders and other specialties). 
R. H. Self ridge, Pennsylvania and New York States; T. F. 
Sprigg, Maryland and District of Columbia; Chas. F. Pease, 
New England States; Harry Unna, Pacific Coast. 

JUDD & LELAND MANUFACTURING CO., Clifton 
Springs, N. Y.. (Tinware). F. M. Taylor, New York, Penn- 
sylvania, New Jersey, Maryland, Connecticut, New Hamp- 
shire, Massachusetts; S. J. Conger, Alameda, Cal., the Pacific 
coast. 

KAHN & MOSSBACHER, 779 Broadway, N. Y. City, 
(Toys). E. C. Baldry, Coast; M. L. Kahn, West and South; 
S. Briskie, East; F. Lewis, Middle West. 

KALAMAZOO SLED CO., Kalamazoo, Mich., (Sleds and 
Lawn Furniture). Karl Mueller, jobbing trade; W. F. 
Parmelee, Southern and Eastern Territory; T. J. Elliott, 
Southern and Eastern Territory; Daniel Elliott, Eastern 
Territory; J. S. Doran, Northwest and Pacific Coast, Canada; 
George P. Paine, Pacific coast; D. C. Henry, Eastern States. 

KLEINAU & KOCH, Inc., Chicago, 111.. (House Fur- 
nishings). E. T. Jones, 519 Mo. Trust Building, St. Louis, 
Missouri; H. Koch, Entire Eastern States. 

KING MANUFACTURING CO., Piqua, O., (Woodenware), 
John F. Rayner, Western Ohio; George LeRosen, Indiana. 
Kentucky; S. M. Stanfield, Pennsylvania, Western New 
York; J. W. Flesh, all large cities between Newark, N. J. and 
Kansas City. 



KRAUSe & CO., 11-13 W. Houston St., N. Y. City, 
(Baskets). Henry Weber, Philadelphia, Baltimore, Wash- 
ington, and New York State; William Albert, New England 
States; W. A. Maier, West, Pittsburg to Kansas City; Charles 
J. Cordray, South and State of Pennsylvania. 

LINDSAY LIGHT CO., 91 Chambers St., N. Y. City 
A. Oppenheim, New England States; E. N. Waitt, Penn- 
sylvania and New York; C. S. Gravatt, Southern Penn- 
sylvania, Maryland and Virginia; David N. Winner, Greater 
New York; A. Weiss, (ireater New York. 

LYNN FILTER CO., Cincinnati, O., (FUtere). A. R. 
Colhoy, Eastern States; C. J. Ruuhrwim, Middle States; 
R. B. Everson, Middle States; E. W. Roberts, Western 
States; E. P. Dolan, Southern States. 

McCRAY REFRIGERATOR CO., KendallviUe, Ind. 
F. Weingart, North Central States; S. Sproat, Northeastern 
States; A. Langley, Southeastern States; C. C. Warner, 
Pacific Coast States; E. S. Sproat, Western Territory. 

MARIETTA GLASS MANUFACTURING CO., Indianapo- 
lis, Ind. H. S. Quick, West; Chas. Kemer, East. 

MARKT & CO., Ltd., 193 West St., N. Y. City. G. 
Vintschger, Jr., Pennsylvania, New Jersey, New York City; 
A. B. Ware, Southern States; S. L. MacDonald, Texas; 
Edward Schuller, Iowa, Missouri, Illinois; I. Lobsitz, New 
York and New England States. 

MERIDEN CUTLERY CO., Meriden, Conn., (Cutlery). 
W. T. Kelly, Boston, Mass.; H. G. Morse, New England and 
New York State; R. C. Wilde, Pennsylvania; S. S. Gudgen, 
Ohio, Indiana, Michigan; J. R. Payne, Chicago and North- 
West; J. T. Carman, Mississippi River to Colorado; H. G. 
Churchill, Pacific (bast; C. P. Forsyth, Southern States. 

MICHIGAN WASHING MACHINE CO., Muskegon, 
Mich. G. Edwin Harding, United States. 

NATIONAL SWEEPER CO., Newark, N. J. Mr. John M. 
Haley wall represent the National Sweeper Co. in Los Angeles. 

NATIONAL WOODENWARE COMPANY, Ltd., Oakdale 
Park, Grand Rapids, Mich. (Kitchen furniture, etc.). R. 
A. Flagg, Albion, N. Y., New York; C. E. Harrison, Clinton, 
111., Illinois; W. A. Mudge, Caro, Mich., Michigan; S.M.Kent, 
Detroit, Mich., Michigan; A. G. Kent, Columbus, O., Ohio; 
W. H. J, Martin, Bluffton, Ind., Indiana. 

NATURAL ROCK FILTER CO., 1689 Main St., Buffalo, 
N. Y. Arthur C. Willats, New York, Pennsylvania, Ohio. 

NEWTON DRYER CO., No. Adams, Mass., (Clothes 
Dryer). G. E. Gladden, New England and New York; 
John Christie, New England and New York. 

NICHTHAUSER A LEVY, Java, Provost and Kent 
Sts., Brooklyn, N. Y. H. Bennett, Eastern States; L. 
Flam berg. Southern States; E. H. Kraus, Middle West; 
L. Albert, New Jersey; E. Michael, Greater New York; 
L. Schwed, Greater New York. 

NOVELTY MANUFACTURING CO., Waterbury, Conn., 
(Metal Goods). F. L. Brown, 397 Broadway; M. S. Koch, 
1735 N. Carey St., Baltimore, Md.; Albert F. Gabell, 512 
Commerce St., Philadelphia, Pa.; G. Y. Williams, Pittsburg; 
Arra F. Clark, Boston and vicinity, 114 Water St., Boston, 
Mass.; C. F. Smith, Lowell, Vermont; A. B. Ware, Peters 
Building, Atlanta, Ga.; L. O. Brooks, Birmingham, Ala.; 
John B. Hart, 34 Wabash Ave., Chicago, 111. 



(Continued on Page 52.) 
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SNAPPY ADVERTISING TALK 

Arguments, Bright Sayings and Catch Unes Used by House 
Furnishing Dealers to Attract Attention and Sell Their Goods 



Tableware 

A FEW OF THE SNAPPY BASEMENT BARGAINS. 
It will pay you to always visit our baigain basement when 
shopping. "The Steps That Save You Money."— The 
People's Department Store, Bay City, Mich. 

BIG SATURDAY SPECIAL IN CHINA DEPARTMENT. 
2,000 Pieces Flown Blue Dinner Ware to close out Saturday. 
Entire line must go in one day, and to accomplish this we 
have decided to put it all out on laige tables and sell it at 
TEN CENTS. This high grade ware is made by W. H. 
Grindley & Company, Timstall, England, a potteiy that is 
especially noted for its thinness, its elegant glaze and artistic 
models, as rich in appearance as French China, at a mere 
fraction of the cost — includes covered dishes, large patterns, 
laige vegetable dishes, etc., worth up to $1.25. The price is 
10 cents. — J. L. Brandeis & Sons* Boston Store, Omaha, 
Neb. 

Chaffing Dishes 

Think of the hundreds of dainty dishes that can be made 
when you own a B & B CHAFING DISH. We want you 
to see the big values now being shown in Complete Chafing 
Dish Sets, %6 and up. Chafing dishes make appropriate 
gifts for wedding, birthday or annivensaiy times. The 
biggest stock in Syracuse to choose from, and the best values 
ever shown here or elsewhere— Skimmers, Fork, Spoon, etc. 
— BuRNANS & Black Company, Syracuse, N. Y. 

THE GREATEST LINE OF CHAFING DISHES EVER 
SHOWN. Every housekeeper needs one. They are just 
the thing when company drops in unexpectedly, or, when 
you get home late after meal hours, or, after the theatre to 
prepare a delightful lunch. We show a line of these ranging 
in price from $1 to $25. In fact, our line of carvers, silver- 
ware and other specialties offer some of the most suitable 
articles to be found for presents appropriate for all occasions. 
— Methvin Hardware Company, Columbus, Ga. 

Seasonable Announcements 

McWHIRR'S YEARLY SALE OF HOUSEHOLD 
SUPPLIES for your kitchen and dining room. Kitchen 
ware and house furnishings of every description, including 
dinner sets, knives and forks, silverware, royal grey enamel- 
ware, galvanized and wooden ware, nickel plated ware, and 
an endless variety of necessary cooking utensils. A sale 
bigger than any or all that have preceded it, for our basement 
has in a year's time, under new management, been com- 
pletely tnmsformed into a thoroughly modem and up to the 
minute Metropolitan basement store, offering a finer and 
wider selection of those useful articles for the home that 
housekeepers are glad to own. We invite critical criticism 
and ask you to look hard and keen at the qualities that we 
offer you. At this time, be careful and cautious, for never 
in the history of this store have we shown such a gathering of 
meritorious household supplies, and never have you met 
a chance its equal to economize on Kitchen and Dining Room 



Supplies. Plenty of Extra Salespeople and Quick Delivery 
at Your Service. — R. A. McWhirr Company, Fall River, 
Mass. 

OUR ANNUAL JANUARY SALE OF HOUSE 
FURNISHINGS. All kinds of kitchenware, crockeiyi 
china, silverware, tinware, enamelware and cutlery at 
greatly reduced prices. This is one of our biggest money- 
saving basement sales of the year. It is far greater in mag- 
nitude than any competitive event, and offers values you'll 
not equal anywhere else. If affords you the opportunity of 
replenishing in time for Christmas, and at a much lower cost 
than usual. Almost every line in our basement wares is 
represented in this event, and each article is offered at a 
genuine bargain price — ^the lowest price in all New England 
for such articles. — ^E. S. Brown Company, Fall River, Mass. 

To-morrow marks the beginning of our annual January 
sale of dependable house furnishings. This sale was estab- 
lished by us years ago for the sole benefit of the wage earner, 
and enables him to enjoy all the comforts of a cozy home at a 
very small cost. Besides we give him all the credit he 
desires free of any extra chaige or interest whatsoever, 
and arrange his payments to suit — ^which means that any 
way he wishes to pay is satisfactory to us. — "The Reuable" 
FuRNFTURE AND Carpet Company, Rochestcr, N. Y. 

It's worth a good deal to know one's enameled kitchen 
utensils are of thoroughly reliable makes. It is especially 
gratifying to get such at much less than regular prices. That 
is your privilege to-day in "Burke's Basement." These 
goods occupy space wanted for incoming spring stocks, and 
for that reason 10,200 pieces will be passed along to to-day's 
customers at radically reduced prices. The assortment 
includes articles of every size and for all piu'poses. Each lot 
is made up of first quality ware, double enameled, in mottled 
brownish grey, similar to the famous Lisk Roasters; also 
plain and mottled blueware with white lining, and Imported 
White Enameled Ware, which a great many prefer to any 
other kind, because it is white both inside and outside. 
— Bttrke, Frrz Simons, Hone & Company, Rochester, N. Y. 

Stoves 

We have received another shipment of those celebrated 
New Century Hot Air Blast Heaters; they are air tight, 
smoke consuming, bum any kind of coal and a double hot- 
blast heater. The latest invention for heating with the least 
possible amoimt of coal and the most economical results. 
They are constructed on scientific principles, that have been 
demonstrated to be a grand success. They will bum hard 
coal and any kind of soft coal without the annoyance of soot or 
smoke. The constmction is such as to bum the carbon and 
gases that are contained in the smoke, thus producing heat 
from elements that usually escape through the chimney. 
— Bry's, Memphis, Tenn. 

ECONOMY GAS HEATERS are without a single excep- 
tion the handsomest, most powerful and most efficient gas 
heaters. Free from condensation or odor. Econcmiical 
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consumption. Direct Action Gas Ranges are gas savers. 
We can prove this statement. Burners all removable and 
easy to clean. No oven bottoms to bum out. — iSchoedinqer- 
Marr Co., Columbus, Ohio. 

CRAWFORD PARLOR STOVES. Elegance and beauty 
of design and perfectsymmetry of proportions distinguish our 
heating stoves for coal and wood burning. The best skill and 
knowledge are applied to their production. While these 
stoves are superior in many ways, the prices are no higher 
than of other standard makes. We invite comparison. 
— G. W. BovETT, Pittsfield, Mass. 

GET MORE HEAT FROM YOUR FUEL. An ingen- 
iously arranged heating chamber in connection with the 
damper in the swinging hearth-plate of the REGAL ACORN 
RANGE intensely heats the air before it reaches the fire, 
producing combustion that secures all the heat, and actually 
saves one-third of the fuel as compared with the ordinary 
stove or range. Among the other unique features of the 
REGAL ACORN RANGE are the lift top for feeding coal or 
broiling; and ashpit and pan of unusual size; spring balanced 
drop oven door with foot opener; special system of heat 
circulation that adds to baking capacity; an oven heat 
indicator that makes baking a mechanical certainty; nickel 
parts instantly removable for cleaning. — G. W. Bovett, 
Pittsfield, Mass. 

Enamelware 

We are pulling in the celebrat;ed LAG lines of enamelware, 
which includes the famous agate nickel steel ware, the El-An- 
Ge gray ware, the Blue and Whit« Line and the Opal ware. 
This means that we close out the other brands at just one-half 
price. We have arranged them on four tables at the following 
prices: 19 cents, 25 cent«, 39 cents, 49 cents. Come and see 
these great bargains. — Higgins & Fraze, Fall River, Mass. 

Lamps 

ELECTRIC AND GAS LAMPS: a wide range of artistic 
and refined new designs. The great number of exclusive new- 
designs now to be seen in our Lamp Section show the study 
we have given to the production of entirely new lighting 
efifects of a high degree of artistic merit. The electrics 
show the development of many very effective color schemes. 
The designs in these lighting efifects are so varied that cus- 
tomers will be able to make selections to harmonize with al- 
most any desired color scheme. — Marshall, Field & Co.. 
Chicago, Dl. 

SPECIAL LAMP SALE: We wiU give a discount of 20% 
from our regular prices on our lines of gas portables. In our 
large assortment will be found standards of every style and 
description, including Figures, Colonial designs. Art glass 
domes, in fact lamps for every occasion. This sale gives you 
an opportunity to get a pretty and appropriate wedding 
gift at a figure that will allow more style than could be 
exp ecte d for the money. An early selection will procure for 
you one of the better of our exceptional values. — Rochester 
Railway and Light Co., Rochester, N. Y. 

Food Choppers 

CLIMAX FOOD CHOPPERS. Will chop all kinds of 
meat or vegetables either raw or cooked, in fine, clean cut 
and uniform pieces. It is easily cleaned, self sharpening and 
easy to operate. All parts are heavily tinned, furnished 
with five cutters of dififerent sizes. — John N. Smyth Co., 
Chicago, HI. 



RUSSWIN FOOD CHOPPERS. Easy to operate is one 
of the many advantages of the Russwin. IT CUTS. Does 
not tear, grind, or mash the food. Knives are self-sharpening, 
easily adapted to cut coarse to fine. The cutter below case 
conveys the juices to the dish and prevents dripping. — Hans- 
coM Hardware Co., Haverill, Mass. 

Kitchen Cabinets 

THE BIGGE.ST KITCHEN HELP. A House & 
Herrmann Kitchen Cabinet. At last the ideal piece of 
furniture for the busy housekeeper has been perfected, and no 
modem kitchen is complete without one of them. It "will 
take care of the various kitchen sundries and supplies, and 
always have them in place when needed. It has compart- 
ments for flour, spices, sugar, pots, cans and package goods, 
also places for dishes, cooking utensils and cutlery drawers 
and bread board. More than this, it has a laige fiat top 
which takes the place of a kitchen table, thus making it 
possible for a woman to almost prepare the entire meal 
without taking an extra step. Every woman should own one 
of these handy kitchen helps. Come in to-morrow and let us 
show you every kind.-HousE & Herrmann, Wheeling, W. Va. 

THE HOOSIER KITCHEN CABINET. Saves as many 
steps as a bicycle. It is as necessary a convenience as a 
sewing machine. Nothing will help so much with the 
household work, and nothing makes ,a more acceptable 
gift for wife, mother or sister.— Orren HooPEiis Sons, 
Portland, Maine. # 

JACK TAR'S TABLE OUTFIT 



The house furnishing trade will be interested to see the 
splendid enamel ware outfit, here illustrated, furnished the 
boys of the Navy, now en route for the Pacific under command 
of Rear Admiral '*Bob" Evans. Jack Tar took 110,000 of 
these outfits with him, made for his use by the Lisk Manu- 
facturing Company, Canandaigua, N. Y. No other navy in 
the world provides as sanitary, durable and attractive an out- 
fit for its seamen, ordinary rusty tinware being (Considered 
good enough. , Uncle Sam provides the best, however, and 
for use at sea under service conditions, nothing better than 
these enamel ware utensils could be devised. 
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WHAT WAS THAT SALESiVIAN'S NAME? 

(CorttiniLed from page 49) 



ODORI.ESS REFRIGERATOR CO., Chattanooga, Tenn.. 
(Refrigerators). F. A. Lee, Oakland, Cal., covers (Cali- 
fornia; C. A. Smith, High Point. N. C, covers North Carolina 
and Virginia. 

OHIO PAINT & VARNISH CO.. Finrflay. (). C. C. 
Bright, State of Illinois.; P. M. Cox, State of Indiana; John 
Conaway, Ohio; J. S. Winckham, Michigan. 

OHLERKING, JOHN H., 40 Dearborn St., Chicago, 111. 
E. C. Greeley, Central States; John Rhine, Chicago; William 
Gibbon, Milwaukee, Wis. 

PALMER, I. E. CO., Middletown, Conn., (Hammocks). 
D. B. Gardner, East Ontral States; J. B. Lallande, Southern 
States; 3. W. Carroll, Eastern States; R. N. Scott, Canada, 
200 McGil^St.. Montreal; G. A. Stewart, Chicago, 210 Monroe 
St.; C. B. Corwin, Export representative, 25 Whitehall St.. 
N. Y.; Charles H. Ritscher, New York Office, 55 Worth St. 

PARKS & PARKS, Troy, N. Y., (Specialties). C. A. 
Maydwell, San Francisco, Pacific Coast. 



PECK-HAMRE MANUFACTURING CO., Berlin, Wis., 
(Hardware Specialties). George N. Campfield, Michigan; 
William P. Carty, care of Vanderbuilt, Syracuse, N. Y., 
New York State; H. P. McKay, Minnesota. 

PETERS A REED POTTERY CO., So. Zanesville, Ohio, 
(Pottery). D. R. Hagy, Eastern Pennsylvania and New 
Jersey. 

PIKE MANUFACTURING CO., Pike, N. H. E. Warren 
Smith, U. S. and Canada; M. Gondig, Europe; R. J. Horton, 
Western Ohio to Kansas; W. E. Mayo, Southern States; H. 
W. Busier, Eastern States. 

PLUME & ATWOOD MANUFACTURING CO., 279 
Broadway, N. Y. City. Thomas Flotswy & William Pollard, 
New York, etc.; Geoi^e A. Boomer, Pacific Coast; Richard 
Ratto, West of Chicago; Guy M. Chase, Chicago; Chas. F. 
Beneke,St. rx)uis and Southwest; O. W. Martin, New England. 

RANNEY REFRIGERATOR CO., Greenville, Mich., R. 
J. Ehlers, New York City and vicinity. L. G. Waldron, 
State of New York and Eastern Pa. F. S. Eaton, New 



{Continued on page 68) 



Ever Stop to Think of it? 

Some goods are hard to sell — hang around too long for profit — take the 
place of goods that sell easy — on demonstration. 

Then other goods in the same line sell on sight. 

Tate carpet sweepers — Nationals sell easy. A National sweeper lends 
itself to demonstration Any salesman can see things to talk about. He can*t 
help but see points that interest. 

He doesnt have to stammer and mumble a lot of generalities or techni- 
calities that mean nothing to the woman who wants to know — He can say: 
''See this! That keeps the sweeper from tipping and spilling dust.** 
" See that ! That prevents threads from breaking. Handle lasts as long as the sweeper — no trouble.** 
** See how easy to remove brush — yet how firm it is fixed in place.** 
" That*s a genuine Hankow Chinese bristle brush. Can*t be made better.** 
" Look at the fine finish.** 

*• Yes, Nationals weaf well. They run easy. The Roller Bearings are Awntw Ciaad Prize and two CoU M«d^ at 
responsible for that** ^' ^ ^«^ - 

There*s no end of talking points with a National sweeper. 
Best of it is they make good on any point 

'' There's something new in sweepers/* Ask us. 

NATIONAL SWEEPER CO., 

98 WARREN STREET, NEWARK, N. J. 
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Bi FFALO Dish Washer Company, BuflFalo, N. Y., has 
im biparati d to manufacture dish washers ana kitchen utensils. 
Capital $25,000. Incorporators: L. H. Jones, M. S. Hurt, 
K. C. Peters. 

Utility Shade Company, Tenafly, N. J., has been incor- 
porated to manufacture lamps, shade holders, lan^p shac^es, 
wiih a capital of $50,000. Incorporators: H. A. C. Hellyer 
and others. 

The Flat Ikon Company, of Akron, O., has increased its 
capital stock from $10,000 to $100,000. W. E. Young is the 
president. 

Portland Spring Bed Company, New York, has been 
incorporated with a capital of $600. Incorporators: Dan'l 
L. Tompkins, Jas. E. Tompkins, and Henry M. Hoxie. 

Mullen Cavalry Range Company. Wausau. Wise., has 
!)een incorporated with a capital stock of $15,000. Incor- 
iwratore: Dan Healy, Ovid ('. Helanger and John Mullen. 

The National Fancy Paper Goods Company, Brooklyn. 
N. Y., has been incorporated to manufacture lace and shelf 
paper, and fancy paper articles. Capital $50,000. Incor- 
porators: E. Kubler, (J. A. Kubler, P. Ronkcn. 

A. W. Gerstner Company, New York, has been incorpor- 
ated to manufacture and deal in hardware, metal, household 
goods, etc. Capital, $25,000. Incorporators: A. W. Gerst- 
ner, J. C. Obergfeld, Weehawken, N. J., W. Braunsdorf, W. 
Valk, New York City. 

The New York Tinware Company, of New York, has 
been incorporated to manufacture tinware with a capital 
of $5,000. Incorporators: Morris Seeman, 3 Bayard Street, 
Michael Blumenfeld and Henry Seeman, 108 Forsythe Street, 
all of New York. 

Caldwell Manufacturing Company, 40 Dearborn Street, 
Chicago, 111., has been incorporated to manufacture and sell 
hardware specialties, with capital stock of $50,000. 

The United States Art Bent Glass Company, of New 
York, have established a factory at 62 Market Street, Hart- 
ford, Conn., for the manufacture of lamp globes and other 
articles of bent glass. 

The Littlefield Manufacturing Company, Millenocket, 
Me., has been incorporated at Millenocket, to manufacture 
wooden articles. Capital $10,000. President, V. T. Little- 
field, Bangor; treasurer, H. A. N. Rush; clerk J. A. Rush, 
both of Millenocket. 

Morrison-Stoddard Company. Wakefield, Mass., has been 
incorporat-ed to manufacture wooden articles; capital $5,000. 
President, Elmer Ellsworth; treasurer, Arthur Skinner; 
clerk, Thos. Jas. Sullivan. 

The Perfection Go-Cart Company, Camden, N. J., 
has been incorporated to manufacture go-carts; capital. 
$50,000. Incorporators: William C. Bull, S. Lawrence 
Evans. W. J. Robertson, Jr., as above. 



The Industrial Alcohol Lamp & Stove Company, New 
Yoik, has been incorporated with a capital of $100,000. 
Directors: Carroll N. Paiker, 510 W. 135th Street, Dan'l A. 
Millard, 751 E. 168th Street, Edw. C. Duble, 79 Hamilton 
Place, all of New York. 

The Acme Broom Works, Westerly, R. I., has been 
incorporated with a capital of $36,000 to manufacture, buy 
and sell brooms, brushes and wooden novelties. Incorpora- 
tors: Jno. E. Eldridge, Jos. P. Murphy arid Jos. W^. Gafney. 

1 HE Tucker & Dorsey Manufacturing Company, Indian- 
apolis, Ind., has been incorporated to manufacture hardware 
and woodenware specialties. Capital $30,000. Director, F. 
O. Dorsey. 

The Sanitary Paper Milk Bottle Company, 756 Broad 
Street. Newark, N. J., has been organized to manufacture 
paper, paper bottles, etc.; capital. $250,000. Incorporators: 
Andrew- J. Selz, 69 Iceland Avenue, New Rochelle, N. Y.; 
(Jornmn H. Ix»nney, 156 Woodland Avenue, New Rochelle, 
fS'. Y.; Albert Wursfeldor, Prudential Building, Newark, N. J. 

The OsciLLA'rtN(j Power Washer Company, of Pittsburg, 
has been incorporated to manufacture, sell and deal in powders 
for washing machines of all kinds. The incorporators are 
Joseph Stewart, J. H. Crehan, Fred. Waslosky, all of Pitts- 
burg. The capital stock is $20,000. 

The Rarnegat Glass Company, Bamegat, N. J., has been 
organized to manufacture glass bottles and vials; capital, 
$100,000. Incorporators: E. D. Cronin, Brooklyn, N. Y.; 
F. Knowlton, E. A. Monfort, New York City. 

The Estate of Chas. W. Packer, Philadelphia, Pa., will 
continue the manufacture of the Standard Ice Cream Freezer 
in place of Chas. W. Packer, deceased. 

The report that A. J. Vollrath, better known as Jake 
Vollrath, the founder of Quality Enameled Wai^, in America, 
would retire from active business, when selling his interests in 
the Jacob J. Vollrath Manufacturing Company is denied, 
and followed with the information that he is erecting a new 
plant in Sheboygan, Wis., which will have facilities for an 
increased output with many improvements. The new cor- 
poration is known as the VOLLRATH COMPANY, in which 
Mr. Vollrath will have associated with him his two sons, Car 
J. and Walter J. Vollrath. The statement is given out from 
authoritative sources that the company will have its wares 
on the market in January and the trade will await with 
interest the goods manufactured under the direction of Mr. 
Vollrath, whose reputation is world-wide for high grade 
wares. Lentil the company establishes its branches, informa- 
tion can be obtained by addressing the company at Sheboygan, 
Wis., Lake Shore Road, at which point the* plant is being 
erected on a plot of ground covering 180 acres with unequalled 
shipping facilities. 
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A. H. HEISEY & CO 

INCORPORATED 

NEWARK, - OHIO 




THE CELEBRATED 



TRADE 

111 

TRADE 



^l^ MARK 

MARK ^^ 

DIAMOND H and PLUNGER CUT 

Table Glassware, Bar 
Goods, Etc. 



We are now showing several Nea> Fall Patterns — They 
are known as Nos. 150 and 369. We have also a 
splendid exhibit of Candlesticks, Candelabra and Vases 



CATALOGUE AND PRICE LIST ON APPLICATION 

NEW YORK OFFICE: 42 W«t Broadway 

PHILADELPHIA OFRCE : 1035 Market Street 

BALTIMORE OFFICE : 122 West Baltiinore Street 
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The twenty-ninth annual convention of the United States 
Potters Association was held in Washington, D. C, on Decem- 
ber 3, and \^as notable for the attendance and interest shown 
in the proceedings. 

A call upon Congress to increase the protective tariff upon 
pottery goods imported into this country was made in the 
annual address of Mr. Geoige C. Thompson, first vice-presi- 
dent, at the opening meeting and it was also declared that 
the potters of the country will shortly be compelled to raise 
the prices upon the goods, this subject, however, having been 
taken up at a later meeting in Pittsbuig. 

The report of the executive committee referred very largely 
to the progress that had been made in the effort to stamp out 
undervaluation. It expressed the heartiest endorsement and 
approval of the w^ork that had been accomplished in this 
direction by William Buigess, the association's special repre- 
sentative. A resolution suggesting the continuation of this 
work was unanimously adopted. 

There was no opposition to Geo. C. Thompson for the 
presidency at the election of officers. He had the field all to 
himself as soon as A. M. Maddock expressed his disinclination 
to enter the race. The officers elected and committees 
appointed for 1908 follow: Geo. C. Thompson, president; 
Joseph Mayer, first vice-president; John M. Pope, second 
vice-president; H. A. Keffer, secretary; Chas. C. Ashbaugh, 
treasurer. 



Encouraging views on the outlook for the pottery trade 
were given utterance by the manufacturing potters who were 
in attendance at a meeting of the United States Potters* 
Association, held in Pittsbuig, December 11, at the Hotel 
Schenley. The meeting was a continuation of the one which 
met in Washington. The session was conducted by T. A. 
McNichol of East Liberty, 0., as chairman, and C. C. Ash- 
baugh as secretary. The president of the association is 
Geoi^e C. Thompson of East Liverpool. 

Thirty pottery manufacturers were present, coming from 
Ford City, Kittanning, Beaver Falls, Trenton, N. J.; East 
Liverpool, East Palestine, Sebring, Steubenville, Coshocton, 
Toronto, all Ohio towns, and Wheeling, W. Va. The price 
lists adopted at the meeting a year ago were reaffirmed, and 
it was agreed that on January 1, when the lists are to run for 
a year longer, all demoralizing price cutting shall cease. An 
increase of 5 per cent, on specialties was also decided upon, 
the increase in price affecting luxuries only. 

Everybody agreed that the business and the outlook for 
the future had never been better. In 1905, the members of 



the association sold $15,000,000 worth of pottery; in 1906, 
they sold $16,000,000 worth, and, while 1907 is not yet over, 
it is believed that this year's sales will approximate $17,000,- 
000. 

According to statistics collected by Jefferson Middleton 
and published by the United States Geological Survey in an 
advance chapter from ''Mineral Resources of the United 
States, Calendar Year 1906," the total value of the pottery 
products of the country for that year amounted to $31,440,- 
884, a gain of $3,521,990, or 12.62 per cent, over the figures 
for 1905. While this gain in value should be very satisfacotry 
to the potters of the United States, the evident improvement 
in the quality of the ware is more important, and gives 
promise of much greater development in the future. 

Pottery products are reported from 37 states, but high- 
grade general ware is made in only 6, namely, New York, 
New Jersey, Pennsylvania, Maryland, West Viiginia, and 
Ohio, and of these New Jersey and Ohio are considered the 
great pottery states. In New Jersey almoet the entire 
product — ^93.25 per cent. — comes from the city of Trenton, 
while the great pottery center of Ohio is East Liverpool. 
The statistics for these two cities are therefore particularly 
interesting. The pottery products of Trenton in 1906 were 
valued at $6,791,428, or 21.6 per cent, of the total product of 
the country; East Liverpool pottery wares were valued at 
$6,152,717, or 19.57 per cent, of the total. The combined 
value was $12,944,145, or 41.17 per cent of the total product. 

Red earthen ware was reported from 31 states, Ohio 
being first, with a product valued at $206,258; Massachusetts 
second, with a product valued at $171,160; and Pennsylvania 
third. The total value of this product in 1906 was $909,262. 

Stoneware, yellow ware, and Rockingham ware were re- 
ported from 30 states, of which Ohio was first, Illinois second, 
and Pennsylvania third, the total value of the product being 
$4,193,884. 

C. C. ware, white granite, semi-porcelain, and semi- vitreous 
ware were reported for 1906 to the value of $14,152,503. 
These wares compose the bulk of what is known as pottery 
and in 1906 made up 45.01 per cent, of the total clay products. 
Ohio, New Jersey and West Viiginia are the leading states. 

China, including bone china, delft, and belleek, was reported 
from four states. New Jersey leading and New York being 
second. The total value for 1906 was $1,787,776. 

Sanitary Ware was report^ from 7 states, and the total 
value of the ware was $5,098,310. New Jersey leads in the 
production of this ware also, Indiana being second and Weft 
Viiginia third. 
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Manning, Bowman & Co. 

MERffiEN, CONNECTICUT 

^ew York: 25 West Broadway Chicago: 158 State Street 

San Francisco: 451 Bush Street 

Nickel and Silver Plate 

"METEOfi" Circulating CoHcc Percolator 



"Ivory" Enameled Food 
Pan 



Patented May 23. 1899 



THE GRMJiTMST IMPROVEMENT EVER 
MJiDE IM Jk CHJiPtNG'DtSH 

Pure, clean, durable. It is so constructed 
that food can only come in contact with the 
Ivory Enameled Dish. The top rim being 
plated, the complete Chafing-Dish nas the same 
appeara;nce as when made entirely of metal. 



So, 109S ** METEOR" 

For use on the table 

OVER lOO STYI^eS AND 
SIZES 



JHo, »9S. CHJ§FJMG-DrSH, MISSION STYLE 
With Whltm loory Enammlmd Food Pan 

• One of Our Many New Designs 



THE BCST AND 

MOST COMPI.ETE 

LINE OF 

CHAFING- 
DISHES 

Witll 

''Ivory" Enameled Food Pan 



S>6c 
RIGHT WAY 

to 
Make Coffee 

In making coffee, there is only one way 
to secure the full flavor, and that is by 
using a METEOR Circulating Coffee 
percolator. With it you are always assured 
the most delicious coffee possible and in a 
remarkably short time. In boiling coffee, 
you develop its harmful properties, and 
right here is the secret of the " Meteor." 

The coffee is never boiled. The grounds 
never enter the reservoir containing the 
pure filtered coffee (see illustrations). Not 
only does the "METEOR" produce the 
purest and most healthful coffee, but it 
actually 

Saves one-tKird in tKe 
amovint of coffee used 



Sectional View. 
JITo. 6292 "METEOR" 

For use on Gas Stove or Range 



Baking^ Dishes, Tea Ware, Hotel Ware, 
Bath Room Furnishings, Etc>, Etc. 

NKW CATALOGUE No. 53 SENT ON REQUEST 
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J. Lee' Richards, formerly with the Stewart Dry Goods 
Company, of Louisville, Ky., is enjoying a rest at St. Au- 
gustine, Fla., and sends "best wishes to all the boys." 
Speaking of Florida, Mr. Richards says, "home is nothing 
like this." 

PWE regret to announce the death of Edgar Homer McCurdy, 
of Jenness & McCurdy, Detroit. 

Besser's has been incorporated at Buffalo, N. Y., to deal 
in stationery, novelties, toys, notions, etc., with a capital 
of $20,000. Incorporators are Edwin E. Besser, Matilda C. 
Besser, Oscar J. Besser, and Minnie B. Besser. 

The King House Furnishing Company has been incor- 
porated at Toledo, O., with a capital of $30,000 by Jos. I. 
Kobocker and others. 

Miller, Rhoads & Swartz, Norfolk, Va., have installed 
one of the most complete house furnishing departments in 
the state including cut glass and silverware, china and table 
ware of every description. 

G. F. N. Russell's department store, at Gordonsville, 
Tenn., was destroyed by fire. 

Adams & Pearce have opened their new store at Norfolk, 
Va. 

McNall & McNall have been incorporated with a capital 
of $5,000 to conduct a house furnishing store at Albion, N. Y. 
Directors: F. E. McNall, B. C. McNall. and B. F. Look, of 
Albion, N. Y. 

Weinstein & Company, Buffalo, N. Y., has been totally 
destroyed by fire. 

J. J. Taylor's big department store at Cochran, Ga., has 
been gutted by fire and the entire stock consumed. Loss, 
$230,000. Insurance, $17,000. 

The Furst Company, Newark, N. J., have secured a six- 
story building for use as a storage warehouse and to facilitate 
the delivery of their goods. Other features will be a dining 
room for their wagon drivers, apd an auditorium for the use 
of their employes for entertainments. 

E. C. Blakeway has purchased the household store of 
E. H. Spradlin at Goleta, Cal. 

Banks & Greene, grocers and house furnishing dealers 
in Los Angeles, Cal., have recently sold out their household 
department. 

A meeting of creditors has been held for the house furnish- 
ing dealers, Fisher & Fisher, at Redondo, Cal. 

Sam Henry, a house furnishing dealer at Laton, Cal., has 
sold his business at that place to D. H. Forney. 

The Tustin Mercantile Company has succeeded to the 
business formerly conducted by A. Getty & Company, of 
Tustin, Cal. 

Smith's Cash Store, dealers in wholesale and retail gro- 
ceries and house furnishing goods in San Francisco, have 
become involved in financial difficulties, and a meeting of 
creditors has been recently called. 



In the big fire which destroyed several stores at Bowbells, 
N. D., the house furnishing goods store of Donovan Bros, 
was burned. 

The Standard Furnishing Company, of Baker City, Ore., 
is reported to have sold its stock of stoves, hardware, etc., 
to the Basche-Sage Hardware Company. 

The T. J. Kelly Company will shortly establish a large 
department store in San Francisco. 

W. H. Scroggie, Ltd., proposes to locate a new department 
store on St. Catherine's Street, Montreal, Ca., shortly. 



Combustible Metal Polishes 

AMONG the city ordinances passed under the guidance of 
the New York City Fire Department is one requiring 
that ''combustible mixtures used as metal polishes, which 
are made or sold within the City of New York, shall not con- 
tain more than 40 percent, by volume of a volatile inflammable 
liquid that will emit an inflammable vapor at a temperature 
below 100 degrees Fahrenheit when tested in the open air, 
or the closed pyrometer of Guiseppe Tagliabue." 

The ordinance also requires that tin cans with air tight 
screw caps shall be used, the cans to contain no more than 
one quart, and to be labelled "Danger'* with a warning 
against using the material within 15 feet of a fire. The 
manufacturer's or jobber s name and address is required to 
be pnnted on the label, and an annual license is required to 
sell the liquid, manufacturers paying SoO and jobbers 82. 

While this information will doubtless be of interest to New 
York dealers in particular, and cause them to inquire into 
the character of the mixtures they are selling as metal polishes, 
those who are selling the Yale Metal Polish made by the 
Rostand Manufacturing Company, New Haven, Conn., are 
on the safe side, as the report of an eminent firm of Phila- 
delphia chemists discloses the fact that the Yale product 
contains "liquid matter volatilising inflammable vapor at a 
temperature of 100 degrees Fahrenheit only 19. 10 per cent.," 
thus placing this polish practically 10 per cent, within the 
New York City requirements, which are probably as severe 
as any in the country. 



Revising His Views 

TowNE — I understand Batcheller no longer be- 
lieves in single blessedness. 

Browne — 01 yes he does. 

TowNE — But he's going to be married. 

Browne — Yes, but he says he believes now that 
"single blessedness" means the "blessedness of two 
people made one." — Philadelphia Press. 
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Forty Years 

the Fountain Head 
of Quality in 

ENAflELED WARE 

Why experiment when 
you know the best? 

WRITE FOR CA TALOGUE No. 40 
JUST OUT 



THIS LABEL STANDS FOR 40 
YEARS OF KNOWING HOW 



EXTRA QUALITY 



THE JACOB J. VOLLRATH MFG. CO. 



World's Lars^est Exclusive Sheet Steel and 
Cast Iron Enameled Ware Manufacturers. 



SHEBOYGAN CHICAGO NEW YORK 
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is selling in laige quantities. The stretcher is compact, 
simple, there being no parts that can get out of order or be 
lost, and it meets the needs of both the housekeeper and the 
professional carpet layer. The cut shows the stretcher in 
position ready to pull the carpet up to the base board, all 
that is needed being to push the lever handle down toward 
the floor. 



Another article of great merit is the "Gravity" Broom 
Holder, illustrated herewith, the merits of which are obvious 
from the picture. There are no complicated parts to get 
out of order, and it is the simplest thing in the world to use. 
It is an article that need only be shown to be appreciated, 
and it ranks high among ready sellers. 

Full information may be obtained as to the selling price 
of these articles, and discounts to dealers, by writing the 
manufacturer, George S. Knapp, Bridgeport, Conn. 



Pillow Sham and flosquito Net Holder 

"In timeof peace prepare for war," says an old adage, and 
amid winter snows, dealers are already looking about them 
to prepare for the Spring season. In more states than New 
Jersey, Spring suggests mosquitos. and we illustrate on this 



page the Buffalo Pillow Sham Holder and Mosquito Net 
Supporter, one detail of which is a clamping device which 



will not mar the finest bedstead, yet can be instantly||ikttached 
or removed. 

Among the other advantages possessed by the pillow sham 
holder is that the holder can be attached to brass, iron or 
wooden beds with equal facility, and once attached, no 
further handling of the pillow shams is needed, thlis pre- 
venting the necessity of folding the shams at night. The 
holder folds up against the head-board of the bed» thus 
raising up the shams out of the way, and when the bed is 
made in the morning, the holder is lowered after the pillows 
are in place. No washing of shams is needed every week 
with this device, a feature that will appeal to many careful 
housewives, also saving the wear, tear, expense and annoy- 
ance of washing, causing the shams to last so much longer 
than they otherwise would as to pay for the cost of the 
holder many times over. 

As a mosquito net supporter, this holder is idesJ As it 
raises the net high above the heads of sleepmg persons, and 
assists in stretching the net so tightly that it will not fall 
down during the night, or lose its shape thus permitting flies 
and mosquitoes to creep in under the edges. 

Dealers should write the E. E. Joseph Manufacturing 
Company, Buffalo, N. Y., for discounts and prices. Full 
information will be sent upon request. 



Serviceable Shovels 

The Avery Stamping Company, Cleveland, O., are manu- 
facturers of exceptionally serviceable Ash or Furnace shovels, 
which are made in two sizes, the blade of the No. 1 being 
9 inches by 13i inches and of the No. 2, 11} by 13} inches. 
The best of materials are used in the manufacture of these 
goods, and as they have been on the market for a number of 
years, the quality, style and finish is quite well known, 
although as this is the season when housekeepers will 
want a first class shovel for firing their furnaces as well as 
removing the ashes from same, it will be of particular interest 
to the trade to know that these goods are still on the market. 

The blades of these shovels are said to have been hammered 
to make them perfectly smooth, stiff and straight edge, also 
lacquered to prevent rusting, and the socket is nicely closed 
around the shank, which is an admirable feature about these 
articles, as it makes a smooth grip, protecting the hand from 
slivers and cuts often met with in goods carelessly made. 
The handles are second growth white ash, which is known to 
be the best material for same, smoothly sanded, and the 
Malleable D attached by means of a strong iron rivet. 

The Avery Stamping Company also furnish the "Tropic" 
shovels, as they are called, in the long handle as well, with 
a corresponding difference in the price. 

This Company also makes "Alaska" snow shovels and 
•'Klondike" sidewalk cleaners. 



Leonard Cleanable Refrigerators 

The I^onard Cleanable Refrigerators are among the best ' 
on the market to-day, and have an immense following in 
the trade due to their many superior points. 

As a means of promoting their sale, and acquaint the 
public with the advantages of using the Leonard Cleanable 
the Grand Rapids Refrigerator Company is conducting an 
extensive advertising campaign in 'the monthly magazines, 
and the company assists its dealers further by supplying 



— 6o — 



Digitized by 



Google 



Digitized by 



Google 



THE 
HOUSE FURNISHING REVIEW 



of operation and general usefulness are recommended to 
the trade. 

The Acme Slicer is made by the Oelkers Manufacturing 
Company, 24 Mechanics St., Newark, N. J., and dealers 
should write for terms and further information, which will 
be cheerfully furnished. 



•«Pri8co" Wash Boilers 

It would seem that wash boilers were of such a practical 
and prosaic character as to warrant neither ornamentation, 
nor particular attention to design in their manufacture. 
With the modern demand for quality, however, has arisen a 



call for improvements in every utensil that is used in the 
kitchen and the "Prisco" wash boiler is the latest answer 
to this demand. 

"Prisco" wash boilers have copper bottoms, tinned one 
side, of Lake Superior quality only, guaranteed the purest 
and best obtainable, and are put on with hand rounded 
double seam, instead of having a sharp right angle edge. 



Three-eighth inch steel rods reinforce the top edge of "Priaco" 
boilers, wheras other manufacturers seldom use anything 
over five-sixteenth inch. Covers are full weight XX. Char- 
coal tin-plate, and extra deep vertieal rims with curled edges 
assure a perfect fit and are an absolute guarantee against 
lacerated hands. Handsome '' Prisco '' mahogany finished 
handles, stipz^ «od laige enough to give a firm lifting grip, 
are all attached ^ith laige tinned rivets, which are carefully 
soldered to prevent rusting. 

The particularly attractive feature of the "Prisco" wash 
boiler is the fact that it is equipped with a special patented 
wire clothes stick and cover holder, a convenience never 
before introduced, and which has only to be shown to be 
appreciated by the "woman behind the boiler." 

This wash boiler is manufactured by the Pritchard- 
Strong Company, Rochester, N. Y. Dealers should write 
for terms and prices. 



•Bengalla" Alcohol Utilities 

Since the passage of the recent act removing the tax on 
denatured alcohol, there has been an ever increasing demand 
for utensils that bum alcohol, and one of the most complete 
and up-to-date lines of alcohol utensils is one introduced into 
this country by G. Cohn, 335 Broadway, New York, which 
includes blue flame cooking stoves of various sizes and 



caf>acity, alcohol heaters, and also an alcohol incandescent 
mantel light illustrated in this column. This light is fully 
equal to that given by the well known Welsbach burner, 
while at the same time it is safe, sootless and economical'to 
use. A similar burner has also been made to use^ordinary 
kerosene and gives equally good results. 



The Whltmore Adjustmble Shade Hanger 

TheT^Whitmore Adjustable Shade Hanger is an article • 
merit which should be handled by all dealeis in windo 
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Ao AdjusUble Clothes Dryer 

House furnishing dealers should investigate carefully the 
" Leader Adjustable Clothes Drier" illustrated in these columns 
as it is strong in quality and finish, and made of high class 
material so that it is in point of fact one of the best made 
clothes driers on the market today. 

This line is new to the trade, as it has been sold heretofore 
exclusively by canvassers to consumers, and has features 
making it a particularly good seller. 

The leader is a wall drier, and is fastened to the wall in 
the position shown when closed, the lower end of the drier 
being placed within easy reach of the person who w^ill use it 




When wanted, the bars are raised and spread. After the 
clothes have been placed upon the arms, the bracket holding 
the bars is pushed up toward the ceiling, where the bars 
remain in the warm air until the clothes are dry, whereupon 
the bracket is lowered again, and the clothes removed. The 
arms are then folded and the dn'er is out of the way, the 
arms being dropped flat to the wall by simply raising the wire 
brace. 

t While the price of this article is somewhat above that of the 
ordinary clothes drier, its many advantages make well 
worth the difference, and demonstrations of its usefulness 
will result in many sales. 

► Dealers should write to the Gem Manufacturing Company, 
North Girard, Pa., for prices and special terms to dealers. 



The aoth Century Chamois ««Rub" 

W^e call particular attention to the full page advertisement 
ofTthe 20th Century Mfg. Co., New York, concerning their new 
20th Century Chamois '/Rubs" to be found on an adjacent 
page. Details concerning ihia article will be given in our 
next issue. 



Eclipee Goods 

The Eclipse Manufacturing Company's household specialties 
are so well known to the trade as to need no introduction. 
They are of the highest grade, and are exclusively Eclipse 
in design and manufacture. The motto of this firm is 'Mow 
prices and honest goods in every detail," and handling their 
products results in assuring oneself the possession of satisfied 
customers. 



Among the many excellent household specialties made by 
the Eclipse people is the Eureka Roller Bearer Elevating 
Wall Clothes Drier, the rollers preventing friction when 
raising the loaded arms. The drier is made from best selected 
maple, and the metal parts from gray iron nicely japanned. 

Eclipse Sleeve Boards are another attractive feature of 
this line. They are neat, strong and durable, and made in a . 
variety of sizes, either plain or padded and covered. 




The Eclipse Bath Tub Seats are made from selected mate- 
ials, with tinned wire to prevent rusting, and the wooden 
part is finished in golden oak oiled, antique oak, or white 
enamel. 

These are three of the representative articles made by the 
Eclipse Manufacturing Company, and dealers should write 
for terms and particulars to this firm at North Girard, Pa. 
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The ••Androck" Carpet Beater 

To paraphrase a well known saying of Solomon, "Of the 
making of carpet betters there is no end," and one of the 
best carpet beaters on the market to-day is the *'Androck" 
carpet beater made by the Andrews Wire and Iron Works of 
Rockford, 111. 

This carpet beater is made of spring steel and opposing 
coils near the handle cause it to strike a heavy blow with only 
a slight movement of the wrist, while the extra weight at 
the end of the carpet beater adds to the force of the blow. 




""^This carpet beater also removes the dust quickly because 
it covers a large area, its length being 30 inches and its width 
12 inches. The handle is riveted on so securely that it is 
impossible for the wire work to get loose, a fact which will 
interest those who have chanced to meet with a contrary 
experience with other carpet beaters. Dealers should write 
at once for catalogues and prices of the many useful special- 
ties manufactured by the Andrews firm, all of which will be 
cheerfully furnished. 

Clever Clayton Specialties 

One of the new comers to the advertising pages in The 
House Furnishing Review is Clayton & Company, 421 
Kent Avenue, Brooklyn, N. Y., a number of whose specialties 
manufactured particularly for the house furnishing trade are 
illustrated in this column and on another page. 

Every person who has used tooth powder direct from the 
original f>ackage knows how wasteful it is. The box shown 
in the accompanying cut distributes the powder evenly over 
the surface of the brush, which avoids all waste, and keeps 
the powder clean and dry at all times. The box is attached 
to a wall by a bracket, and can be removed to fill. It is 
operated by compression like an oiler or insect powder gum. 




Another clever household utensil is a shaving Inrush holder, 
also illustrated here. This holder fills a long felt want, and 
we wonder that nobody has ever designed one before, when 
we recall that the average shaving brush is put back into the 
cup, or laid on the washstand without proper opportunity 
to dry out, the consequence being that the shaving bnish 
becomes unsanitary and in a short time unfit for \me. The 



device here illustrated permits the brush to dry out and air, 
and the brush will keep its shape indefinitely causing it to 
ast longer than it could under any other conditions. 

The above utensils are but a few of the exteasive line 
manufactured by Clayton & Company, and dealers shoud 
write to this concern for catalogue and price list, both of 
which will be found unusually attractive. 



TRADE PUBLICATIONS 

Bath Room Fixtures— Brass Upholstery Trimmings- 
Brass Furniture Trimmings 

Catalogs and price lists. The American Ring Company, 
Waterbury, Conn. These catalogs, fully illustrated, show a 
remarkably complete line of manufactured goods of the 
character denoted by the titles, and new products introduced 
since the catalogs were issued are fully described in leaflets 
attached. The many items are carefully indexed, and prices 
are clearly given. 

Screen Goods 

The Continental Company, Detroit, Mich. Two catalogs, 
fully illustrated, showing a splendid variety of screen doors, 
windows and veranda outfits for the season of 1908. This 
company distributes the output of seven factories widely 
scattered as to location, and their product contains the 
latest designs and methods of attaching screens to windows, 
etc. 

ninlature Lights— Fire Place Fixtures 

The Rostand Company, Milford, Conn. Two catalogs, 
the first named showing a splendid array of brass candlesticks, 
and brass knockers; the second catalog shows many new- 
designs as well as many of the old colonial lines of andirons, 
in brass and copper, or iron, brass fenders, fire sets, jamb 
hooks and German fold fenders. The illustrations indicate 
that the product of this company is artistic in the extreme, 
and prices are plainly marked. 

Sleds 

The Buffalo Sled Company, Buffalo, N. Y. A catalog 
for 1907-1908, showing a large variety of steel sleds, illus- 
trations being printed in the natural colors of the finished 
article. The line is manifestly an excellent one, and prices 
are given in dozen lots, together with dimensions. Gifford's 
Galvanized Steel-Plate Snow Shovels are included. 

White riountaln Refrigerators 

Maine Manufacturing Company, Nashua, N. H. Cata- 
logue showing in natural colors many of the refrigerators 
made by this company, and illustrations of the complete 
line, together with details of construction showing their 
superiority. Other interesting features are pictures of first 
factory established in 1874, and of the present plant, the 
largest refrigerator factory in the world, together with photos 
of the quarrips from which the stone is secured which has 
made the refrigerator famous as the "Stone White." Price 
list, code and dimensions of each refrigerator are included. 
rietalware Specialties 

The Metal Manufacturing Company, New Haven, Conn. 
A catalogue showing a large variety of brass plated picture 
hooks, extension and spring pole brackets, and bird cage 
springs. The line is attractive and complete. 
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SAN FRANCISCO 

Trade Conditions Excellent. Christmas Trade 

Drives Away the •« Blues." Changes 

at the Emporium 

ONE of the leading houiie furnishing goods men, who keeps 
himself well posted on the development of trade, sums 
up the situation in San Francisco at the present time as 
follows. "Conditions arc gradually assuming an improved 
and normal state, but it is taking quite a time to get over 
the universal stringency in the money market. Everybody 
is going ahead as usual and I do not think that business 
failures have been any more numerous than in ordinary 
times. People are lenient as to credits and not forcing pay- 
ments, which accounts for the favorabe condition. Further 
the Christmas holiday trade has developed to such propor- 
tions that the retailer has forgotten all of his old troubles, 
and the wholesalers and jobbers are getting too busy to worry 
about what might happen, if banks continue to fail. 

Of all of the buildings that have gone up and still in pro- 
gress and that will be erected, it would seem that with all 
of the work that is to be done, including the big work to he 
accomplished by the municipality, there would be a healthy 
condition in business for some years to come. In addition, 
the coming of the battleships, each one of which, it is said, 
insures an expenditure of $1,000,000 a year, will also ha^ e 
a tendency to increase business materially throughout the 
Pacific Coast, especially at those ports where the ships make 
their headquarters, and San Francisco being the principal 
port on the coast with facilities in keeping, we cannot help 
but benefit greatly. 

Reports from the interior and the country surrounding San 
Francisco and all distant points which depend on San P'ran- 
cisco as a distributing market, indicate that the crops and 
commercial production have been above the average in realiz- 
ing high prices. When the money matters become more 
normal everybody will be benefited proportionately. 

It is remarkable to note the great amount of business that 
is being transacted now in the downtown district, not only 
wholesale but retail, and to note that the big retail establish- 
ments, which have opened up, have invariably fitted up with 
more expensive and more up-to-date fixtiues than they had 
before the fire. The greatest activity in the move down- 
town will take place between next July and November, by 
which time buildings will be ready and the streets will be 
in good condition. The Van Ness avenue merchants will 
be forced down by that time to get the benefit of the Christmas 
trade and most of them have already arranged for locations 
in buildings that are now being built or that have been con- 
tracted for. Fillmore street will probably hold out longer 
and it is likely that a great many will stay permanently as 
operating branch stores. 

One of the leading department men of the east, Mr. Schles- 
inger, of Chicago, has recently purchased an interest in the 
Emporium Department store of this city. The former 
quarters of thb department store are being reconstructed and 
will be ready for occupancy by next December. Mr. Harris, 
manager of the household department, states that the plans 
for the new housefumishing department show that they will 
have more room than ever before and finer fixtures. In their 
present quarters on Van Ness avenue they are badly crowded 
for space. 



The accompanying photograph shows the office force of 
the buying department of the big house furnishing goods 
and crockery establishment of the Nathan-Dorhmann Com- 
pany. These are the makeshift quarters which this depart- 
ment has occupied since the fire. This and the rest of the 
conmiercial end of the business of the concern will by the 
first of the year be removed to a fine new 12-story class "A" 
building centrally located downtowTi. The retail business 
will remain for at least another year in the laige store on 
Van Ness avenue. Altogether this firm is employing some 
400 people half consisting of office and the rest of operating 



force. They report for the season that business compares 
favorably with last year and is very good, although, on 
account of the present high rate of interest, insurance and 
especially the cost of labor, expenses are much higher than 
heretofore. An elaborate holiday display has been arranged 
at the retail store, on the main floor and the balcony. A 
laige selection of specialties are being displayed for the 
Christmas trade and are reported to be selling readily. Every 
article has the price mark plainly written on it. 



Usk Receivership Frieodly 

The report that the Lisk Manufacturing Company, 
Canandaigua, New York, and its subsidiary, the Reed 
Manufactiuing Company, of Newark, N. J., had passed into 
the hands of receivers caused much regret to the trade, 
and investigation shows that the receivers were appointed 
by request of the company for the protection of its stock- 
holders and its creditors, interests. The assets of the com- 
pany are more than adequate to meet all obligations, and 
slow collections and the prevailing financial depression are 
the causes of the action taken by the Lisk Manufacturing 
Company. The receivers appointed were Frank H. Hamlin, of 
the Genesee Valley Trust Co., Rochester, N. Y., Frank 
Garlock, president of the First National Bank, Newark, N. 
J., and Henry E. Boiler, a Buffalo manufacturer. 

We are credibly informed that the receivers intend to 
continue operations at the factory, and the manufacture of 
high grade enamel ware and Anti-Rust tin ware will 
continue as in the past. It is expected that full adjustment 
of its affairs will be made by the receivers within a short 
time, whereupon the company will again assume full 
management of its business. 
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WHAT WAS THAT SALESMAN'S NAME? 



\ 



i';:'."H*t. if) :"::{'■. 



I ^^(ConDfuded from page^52y 

England States. F. H. Taylor, PhilWelpjbift and vicinity!^ 

H. Weinberg, Baltimore and Wi^Airigtocf. P. M: 8lidtt|J 

Cincinnati and vicinity., W. S. Cutler, Chicago and the 

.west. E. W.. Burtnette, South, and Southwest 'R. B. 

■!''5aRna,^\itfif California. C. H. Cook^ Northwest. 1^, E. 

r lianier, Mexico. 
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REPUBLIC METALWARE CO., Buffalo, N. Y. J. E. 
ANONIE, Southern New York and Southeastern Connecticut; 
Walter Bany, Vermont and. New Hampshire; F. C. Bibber, 
Maine; J. H. Blazure, New JTersey; H. H. Cooper, New York, 
Hudson River; S.-H. Foster; Eastern Massachusetts, Rhode 
Island; W. H. Jfe^ll^ New York City; W. K. Kieffer, Easten^ 
New York; A. W. .t^' Bourveau, New York City; W. E, 
Love, Jr., Georgia;^ Flprida, North and South Carolina; 
Edward Isaar, New Yowc City, (export); George E. Smith. 
Connecticut; C. B;'Webb, Eastern Pennsylvania; O. M. Chap- 
man, Southern Michigan; P. T. Einhellig, Buffalo City; R. T.] 
Eddy, Eastern New York; R. B. Edgar, Northern Ohio; 
H. H. Kent, Western Pennsylvania; M. Kinney, Noriheni 
Michigan; Edward Smith, Southern Ohio; Geoige H. Wilson^ 
West Viiginia; C. F. Wittle, Northern Pa., and Northwestern 
New York; H. A. Whiting, Buffalo City; C. S. Spenoer; 
Indiana; Thomas H. Wilson. Central Pa. 

REPUBLIC STAMPING & ENAMELING CO., Canton, O, 
Isaac Lobsitz, 108 Chambers St., N. Y. City.;* L. J. Brilhart; 
186 Fifth Ave., Chicago; Jas. D. Henderson, 119 South 
Fourth St., Philadelphia; William D. Randall, Jr., 17 South 
Charles St., Baltimore; O. Schroeder, 2030 Franklin Ave., 
Toledo, Ohio; E. W. Doubham, 504 Tchoupitoulas St., New 
Orleans, La.; W. C. Boak, 39 Chapin Block, Buffalo, N. Y. 

ROSENBERG MOTOR & MANUFACTURING CO., A., 
Baltimore, Md. Albert Rosenberg, the world. 

ROYAL POLISHED STEEL ROASTER CO., Troy, Ohio. 
M. G. Rodearmeal, Mirmeapolis; O. S. Shroeter, Toledo; 
Ohio; L. H. Graber, Cincinnati, Ohio; D. E. Deweive, 
General. 

SAMSTAG A HILDER BROS., New York. (House 
Furnishing Specialties and Toys). J. S. Adler, Ohio and West 
Virginia; C. E. Bowman, Missouri, Kansas, Oklahoma, 
Nebraska and Indian Territory; Joe Cahn, Maryland, 
Virginia, North Carolina, South Carolina and Georgia; Len 
Davis, New York and Portion of Permsylvania; Al Gold- 
stucker, Georgia, Mississippi, Texas, Louisiana, Alabama, 
Teimessee, Arkansas and Florida; L. B. Gratz, Illinois, 
Wisconsin and Indiana; Louis Steinberger, Iowa, Illinois 
and Michigan; Walter Stamper, New York and New Jersey; 
E. N. Knapp, Connecticut, Massachusetts, and Rhode Island; 
Ed. Kircher, Colorado, Idaho, Montana, South Dakota, Utah, 
Washington and Wyoming; Richard Katz, Puerto Rico and 
Cuba; L. S. Nicholson, Colorado, Montana, Utah, Washington, 
Oregon,- California, Arizona and New Mexico; Arthur Mandel, 
Pennsylvania and Delaware; Nathan Mandel, New York; 
Moe Newman, St. Louis Salesrooms; Gabe Pollack, Ohio, 
Kentucky, Indiana, Michigan and St. Louis; Godfrey Schmidt, 
Wisconsin, Iowa, Nebraska and Mirmesota; Sig. Stoeiger, 
Permsylvania, New York and Virginia; Chas. Tebrich, 
Maine, Massachusetts, New Hampshire and Vermont; N. 



J. Wyzanski, Boston Salesrooms; E. E. Wolf, Chicago Sales- 
ftfOOnHI; HtttttijFi HAmier, WisCfWisin', Minnesota',' North Dakdta, 
South Dakota, and North Michigan; and Herman Semler, 
Philadelphia, Baltimore and Washington, D. C. 

' SILVER LAitEJ cfc., ^fi^on, Mass., (Cwtiage, etc). Isaac 
Townsend, Philadelphia; Chas. L. Munger, Chicago; Sanford 
Plummer, San Francisco, Pacific Coast. 

STANDARD SEWING MACHINE CO., Qeveland, Ohio, 
F. C. Henderson. Temple Place, Boston, New En^and; 
W. H. Shaqj, 58 South Broad St., Atlanta, Southwestern 
States; E. G. Reed, 88 Lake St., Chicago, Northwestern; 
E. H. Boothe, 1218 Oliva St., St. Louis, Southwest; G. D. 
Brown, 94 Filbert St., Philadelphia, Permsylvan, Delaware 
and New Jersey; N. A. Kuder, 94 Wooster St., New York 
City, New York and Cormecticut. 

STEINFELD BROS., 620 Brx)adway, N. Y. City. Leo 
Steinfeld, N. Y. City; W. E. Steinfeld, N. Y.City and Pacific 
Coast; Harry Steinfeld, N. Y. City and New York State; S.Q. 
Ludwig, Middle West; Milton Jones, Philadelphia, Maryland 
and Viiginia; J. G. Stone, Brooklyn and surroundings; H. J. 
Charak, Eastern States; H. J. Wilbur, Southern States: 

STREATOR METAL STAMPING CO., Streator, Rl. 
C. G. Dwight, Indiana and Michigan; B. M. Hawley, Ohio; 
James Morris, New York, Permsylvania and New Jersey; 
C. B. Dalrymple, Missoursi, Kansas and Nebraska; H. W. 
Ruton, Iowa and Wisconsin; W. H. Pims, Illinois; R. T. 
Brady, Chicago. 

THURNAUER & BRO., 83-85 Worth St., N. Y. City, 
(House Furnishing Goods). R. Frank, New York State, 
Baltimore, Washington, Pittsburg; A. E. Brown, Western 
Territory; R. T. Sexton, East and South. 

TRIBBLE A CO., A. L., Boston, Mass., (Mops, etc.). 
A. L. Tribble, jobbing points throughout United States; 
A. R. Tribble, New England States; E. M. Evans, New York 
City; W.T. Kenyon, Chicago and vicinity; Charles P. Fonda, 
Pacific Coast; L. P. Carmiarm, throughout the South. 

TURNER & SEYMOUR MANUFACTURING CO., 
Torrington, Corm., (Brass Specialties). C. W. Bickel, Ohfo, 
West Virginia; L. H. Long, Michigan, California, Colorado, 
Ontario; T. F. Sheehy, Pennsylvania, Virginia, Maryland, 
District of Colimibia; E. A. Loomis, New York State, New 
Jersey, Quebec; F. H. Drowne, New England; H. B. Hough- 
ton, Illinois, Nebraska, Wisconsin, Manitoba; E. L. Rasch- 
bacher, Indiana, Tennessee, Mississippi, Missouri. 

UNION CUTLERY AND HARDWARE (X)., Umonville, 
Corm. Ransom Rice, Chicago and West to Mississippi 
River; G. P. Tonny, Southern States; H. G. Renicker, 
Maryland, Viiginia, North and South Carolina. 

WILLIAM VOGEL & BROS., Brtwklyn, N. Y.' W. N. 
McNeill, Middle West; W. J. Sherwood, New York City; 
J. M. Perrins, New England, Phila, Baltimore; George L. 
Knight, Southern States. 

WALLACE MANUFACTURING CJO., Olmsted Falls, 
Ohio. Geoige W. Smith, West Permsylvania, Eastern 
New York, West Virginia and Eastern Ohio; W. K. Wellman, 
Ohio and Indiana and Illinois. 
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BEING CHAMOIS IN PRACTICAL, ECONOMICAL SHAPE 

. , FOR , WA^HIN^, , CLPANINQ. AND POLISHING. | 

VITarranted finest oil tanned. VITashable; not to get hard or crack. 
Flexible BacR» conforming to shape of hand and object rubbed. 

Better for general uses than whole Chamois and at hardly a sixth of the cost. 

Sixes 

6x5 
inches 



No matter what soaps, oils or 
powders are used. Chamois is 
the best to rub with. But to 
use fine quality whole Chamois 
freely, not to say carelessly, is 
expensive. IN THE— 



•i 


J^M much 

ChamoU 

OM in a 

whole skin 


—IS YOUR OPPORTUNITY. 
QUANTITY, QUALITY AND 
PRICE. 



Can easily aflEord to keep sev- 
eral on hand for diflEerent char- 
acters of use, as wet and dry, 
fine and rough work, etc. 



8," and 
to the 
ise and 
»d sized 
r watch 
nd not 



he whole 
i luxury 

Fork. 



room 
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WANTS 

Subscribers may Insert want advertisements, such as muj be approved 
by the- publisher, In Thb Housb Furmishino Rbvibw, free of chargfe- 
Advertisements for this department must be received not later than the 
15th of the month. 



PARTNERSHIP SELLING ARRANGEMENTS OFFERED. 
I have had ten years successful experience in selling house 
furnishing goods. I want to represent small manufacture 
ers of desirable lines. Will contract to market their entire out- 
put; must control same, and have privilege of taking a portion 
of commission in company's stock, or a partnership and become 
officer of firm. Address C. K. Hutchins, care Hutchins Manfg. 
Co., Buffalo, N. Y 

WANTED — A few good live representatives to sell our 
Reliance Mop Wringer to the retail and jobbing trade 
on commission basis. Address Lee Chair Co., Wringer Dept., 
Oneida, N. Y. 

WANTfiD — An experienced china and house furnishing 
buyer. The Reid A Hughes Dry Goods Co., Water- 
bury, Corm. 

SALESMAN — ^Wanted to carry side line of shears and 
scissors on commission basis. Good sellers. Address 
"F. W.," care of House Furnishing Review. 

WANTED — ^To represent manufacturers of house furnish- 
ing goods in the Southern States, on commission basis. 
Established ten years, and travel several salesmen. Address M. 
H. Pendleton & Co., Roanoke, Va. ' 

SIDE LINE OFFERED— To salesmen calling on house fur- 
nishing goods buyers we offer an opportunity to increase 
their income easily. Article is well known; sample can be 
carried in pocket. Liberal cash commission. Address B. E. A., 
care House Furnishing Review. 

HAVE YOU A SON OR DAUGHTER ?— Do you want to 
. give them a chance tp earn some money ? We will pay 
them a liberal cash commission for subscriptions to The 
House Furnishing Review. The work is easy and entirely 
respectable. Ask for particulars. Address Circulation Mana- 
ger, The House Furnishing Review. 

AN EXPERIENCED BUYER— We know of a man who 
will be at liberty after January 1st. Has had experience 
in large establishments and ought to make good on any 
kind of a buying proposition. Address Editor, House Fur- 
nishing Review. 

BUYER for China and House Furnishing Goods wanted by 
leading department store on 'Pacific Coast. Address, giv- 
ing full particulars as to experience, "Pacific Coast," care 
of House Furnishinq Review. 

BUYER AND MANAGER of House Furnishing Goods, 
China, Glass and Toys desires to make a change. Fifteen 
years of steady experience in cities of 25,000 to 85,000 
population. Have been five years in present position. Can 
furnish best references. Address "Steady," care of House Fur- 
nishing Review. 

WANTED — ^To represent manufacturers of house furnishing 
goods in Southern Ohio and Kentucky on a comihission 
basis. Address Sales Agent, 661 E. 6th Street, Cincinnati, O. 

WANTED a few live representatives to sell our Patented 
Sad Iroiis to retail and jobbing trade on commission 
basis; good position to right parties. Address Patent Sad Iron 
Co., Department A. W., < Reading, Pa. 

WANTED a line of demonstration for Feb. 1st for one of 
the largest Department Stores in the West for their 
House Furnishing Dept. Address "West," care of House Fur- 
nishing Review. 

WANTED — Agency for eastern states for large lines of 
house furnishing goods. Am equipped with ground floor 
salesroom, basement and lofts, and will carry large stocks. 
Am already representing good firms, but have room for more. 
Add)^^ hf B'> c*^ House Furnishing Review. 



The BUFFALO SHAM HOLDER 

and 

MOSQUITO NET 

SUPPORTER 



Onr Clamping Device 

The only one with a clamping device for attaching to the bed without 
screws. For either braas, iron or wood bedsteads. 

SELLS AT A LOW RETAIL PRICE WITH 
GOOD DEALERS' PROFIT 

Ask for Catalogue of Full Line of Specialties 

The E. E. Josef Mfi. Co, 16 Perry St, Buffalo, N. Y. 




Wrpet beater 

WiU Make Trade 

It is perfectly constructed; retains 

shape, and wears well. Handles will not 

turn or come off. ■ 

We also manufacture Suit Hangers, Pants 

Han ere, Pot Lid Holden*, Calf Weaners, Hose 

Supportere, Hat Racks and other Wire Novelties. 

Spedal Prices for 1908. A|cnts Wanted. 

Good Profits. 



HARDWARE ASSOCIATION CONVENTIONS 

When and Wher^ State Hardware Dealers' 
Associations Will Meet. If Hard- 
ware Exhibits, 5o Stated 

LLINOIS— February 26, 27, 28, at Peoria. Exhibits. Leon 

D. Nish, Secretary. 

INDIANA— February 18, 19, 20, at Indianapolis. Exhibits. 

IOWA— February 18, 19, 20, 21, at Cedar Rapids., Exhibits. 
A. R. Sale, Secretary. 

NEBRASKA— February 11, 12, 13, l4, at Lincoln. Exhibits. 
J. Frank Barr, Secretary. 

OHIO— February 25, 26, 27, at Columbus. Exhibits. Frank 
A. Bare, Secretary. 

NEW YORK— February 18, 19, 20, 21, at Buffalo. Exhibits. 
John Holley Bradish, Manager. 

MINNESOTA— February 25, 26,27, 28, at St. Paul. Exhibits. 
M. S. Mathews, Secretary. 

NORTH DAKOTA— January 28, 29, 3 0, at Fargo. No 
. exhibits. C. N. Barnes, Secretary. 

SOUTH DAKOTA— February 4, 5, 6, 7, at Aberdeen. Ex- 
hibits. H. E. Johnson, Secretary. 

INLAND EMPIRE— January 15, 16, 17, at Sjwkane, Wash. 

E. W. Evenson, Secretary. 

WEST VIRGINIA— February 2d or 3d, Tuesday, for 3 
days, not to conflict with Ohio or Pennsylvania. Leslie. 
Hawker, Secretary. 

WISCONSIN— February 5, 6, 7, at Milwaukee. Exhibits.' 
J. Kornely, Secretary. 
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' MK'W PATKNT 

GEM 

TEA AND COFFES 

.STRAINER 

Samples and Price List Mailed 
on Application: 



EASLEY'S 



No. I 
SOLE LICENSEE FOR 

PATENT LEMON JUICE 



No. 2 



EXTRACTORS 



30 Patterns of Match Safes and Ash Receivers for Safety Matches 

Sole Agent (or the United States of the 
Union Safety and Paraffin Matches. 

PATENTED HOUSE PVfiNISHING SPECIALTIES 

M. LOEWENSTEIN, 71 Washington Square, Sovth, New York 

Formerly West FourOi St 




THE 
SINK AND POT CLEANER 

Stamped from heavy 
sheet steel. Shpvel 
part about 4 Inches 
square. Brush at side 
aids in e^therlng^ tip 
refuse matter. 
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The Perfection Bottle ^Stopper 

Invaluable In dUpensIng mineral waters at home. No. i larse quart; No. a pint or small quart size. 

The only satisfactorv stopper ever Invented for keeping champagne, mineral waters, 

ginger ale, etc., and all carbonated beverages wherever used. 

Absolutely Afa--Tlg|bt Ahcr Once Opened; Sdl-Adiusthii; Rts Any Bottle 

MmwkfittmeujLTm^ bjr C C. MARKS (TrtietM) 260 ClarR St.» Chicago 

WRITE FOR PRICES AND DISCOUNT 



THE "HOME KISSED" CURTAIN STRETCHER 



MOTable Spring Pins— Once adjutted to Curtain Scollopa 
always in place. 

Iiiterlocktag5t(elHing%-:j|in%priag 4M^td(|g^it]^n4 

strength in center. 

Center Braces — On which the Long Bars fold. 

Our Patent coven the device for folding the long bars on the 
Center Brace, and the Center Brace. Parties hanlding Curtain 
Stretchers that infringe should investigate. 



Holmqtlist & CO^^ W^f s of Cartain Stretchers and Ladders, Chicago, 111^ 



THE BIGCLOW WIRE FLY KILLER 



5^ANTTAPVW1PT7Cf1QFBRITSH 



fly or moaquHo 



Ad 
cnt 



igTfftdc 

J. F. BIGELOVir» Mtr.p VITorcester* Mass. new york agents, wiuon Bros.. 107 chambers st display stand 



THE 



topi Mteii Has Biimei 



Mew €k>ose Med; type biTeitcd Burner employinl 
new needle TalTe 



Mo. 500 Royal 



GVARAMTEED 

To work satiafaetori- 
ly on both natural and 
utificial gaaes 

To work under all 
pressures 

To give highest can- 
dle-power bght per 
nibic foot consump- 
tion of gas 

WILL MOT 

Flash-back, flicker 
aor carbonise 

PUCES 

Not higher than you 
ixpect to pay — maybe 
ower 



Write for information 
pamphlet B 



Manufaeturmd by 

BIARHAHAR SCREW AND STAMPING WORKS 

67th StreeC and West End Avenue, New York 



K. & |Q. OOTFITS 



rRO R= 




Have resulted in immediately 
increased sales. As a matter 
of fact, they 

Have Created 
A R^evolution 

in the sale of Dolls. 

Add a Dollar Suit of Clothes .... $1.00 
To a Dollar Doll, and you have a . . l.OO 
Three Dollar and Ninety-Eight Cent - 
combination that will sell faster 
than you had thought possible . . $3.98 

J^sk Your Fellow Buyers, 

Many buyers found this out In 1907. 
Do not miss this opportunity In 1908. 

Our fi^y^ I^ine iM *Ready for Inspection. 



KAHN <Sl MOSSBACHBR 

Makers of Dolt Outfits 
779 Broadway. New YorR City 
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THE KNORR 



PATClfT APPI^IKD FOR 



IROINirNQ BOARD 

f 50% Profit— No Comc-BacKs 

The Knorr Ironing: Board was the cleverest labor- 
saving device shown at the Exhibition in New York. 

Many of the most astute buyers who attended the 
show placed their orders for quantities. The 
KNORR IRONING BOARD is made in three sizes- 
Infants', Children's and full sizes, all one price. 
The full sized board measures 29 x 30 in. and is 
strongly constructed of kiln-dried white wood, 
fully reinforced underneath and built on honor. 

Oiur printed matter furnished to dealers makes 
QUICK SALES 

Terms and particulars from 

The KNORR Ironing Board Go. 

415 Genesee SL Rochester, N..Y. 



A good cx)ok will quickly ^^^ 
the merits of this cake turner. 
The grease passes through it 
instantly and leaves the food 
light and tempting. The 
handle gives a firm, cool grip 
and is easily cleanied.. It is 
made entirely of steel and 
will last a lifetime. Costs 
no more than the poor ones. 

Our catalog should be 
in the hands of every 
dealer. 

ARCADE MFG. CO^, 

FRBEFORT, ILL. 



IXW YORK AonrT 



yM^vrmwk S 



J 



No. 01 FOR KfTCHEN. 



The "Practical" Knife l?rinder 



1 A simple Kitchen Ki^ Grinder within the means of 
almost every house-wife.. . 

1 Afade of Alundum, Ifai )sl|^rpest tind most durable 
abrasive known. Clamps to table or -shelf and meas- 
ures 10) inches in height. Cutting Wheel, 3) inches x 
I inch.' 

1 Other sizes up to 6 inch Cutting Wheel in hand or 
foot power for every purpode. .'' f*' 
1 Abundant literature to promote sales, and handsome 
display stand free. 

Write for prices, and 
^Practical Talks About Practical Grindcts'' 



R0YAL5MFG. CO-, 102 E. Walnut St-, Lancaster, Pa* 



For DELIABLE Goods Buy of DELIABLE Houses 

Feather Dusters 
Wool Wall Brushes 
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RAPID PACKAGE SEALER 



A machine for instantaneously sealing or binding 
packages of all sizes and shapes. 

Displaces string, rubber bands, sealing wax, etc- 

Does the work of four expert package- wrappers at 
practically no cost 

Any child can operate the Rapid Package Scaler, 
and it can^t get out of order. 

Machine measures 10 inches high by 5 inches 
wide, and can be placed on any counter or work- 
bench, wherever packages are wrapped. 

MACHINES COST S7.60 EACH 

900 feet of paper tape cost 26c to 33c. One 
roU of 900 feet of tape will do up 2,000 packages. 

Be up-to-Date. Save Money in Yodr Shipping Dept 



RELIABLE GUM TAPE CO. 

22 MANHATTAN ST. NEW YORK, N. Y. 



The Best Counter Seller on the Market is the 



"Perfection" Faucet Cushion 



•at 

p 



BATH ROOM ACCESSORIES 

Attractive in Design— Strong in Construction 



mooth Faucet 
ireaded Faucet 



NO CHIP PED OR BROKEN DISHES 

A boon to the housewife— consisting of a rubber cushion, 
which sliris over the end of the faucet, preventing any- 
thing in hand from striking the metal. Anyone can 
readSy comprehend its utility m the 
KITCHEN. LAUNDRY, LAVATORY, BATH AND BAR 



Paeked oa eonnter diepUy 
MPds eontatnlBg two doiea 
aiMrted enshioM 



JOHN H. OHLERKING 

Sales Agents 

40 Dearborn Street 

Ghieago, 111. 




OA-TAl-OOS ON REQUEST 




AMERICAN RING CO., ^f Waterbury, Conn. 

Manufacturers of Cast «nd W rought Br.88 ColonUl C«ndle«tick«. 
Brass Upholstery Nails. Curttu n Pole Trimmingg. etc. 

^ < H.W Tort, 1 H«aiOB St. Clilcatfo, 808 H«7W.^ BUtf 

Branch Omcss | b^^ % s»>«r st. s^ Fr».u.<>. 1122 bu* st. 
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5ILVERDIP 



The New Way 



The Old Way 



CLEANS QOLD AND SILVER 

NO RUBBIlia ''JUST A DIP" AND irS POLISHED 

5ilverdip is guaranteed not to injure the finest metal 

nor the hands, is free from acid or poison, contains 

no grit to acratcti the most delicate surface. 

661% >^>'<>^^^ ^^^ ^h® Dealer 

We furnish plenty of cleVer printed matter. 
Write us for particulars about demonstrations. 

SILVERDIP COMPANY 

137 West 23rd Street, - • NEW YORK 



Household Specialties 



Sleeve Boards 
Towel Racks 
Clothes Racks 
Dust Pans 
Suit Holders 
Etc., Etc. 



SBNO FOR CATAUKIUB 




Eclipse Mfg. Co. 

NORTH GIRARD, PA. 



GOOD EASY SELLERS 

CORK EXTRACTOR. 
CROV^N OPENER 
and SEAL LIFTER 



No. 4 Wood Tube 

No. 4H Metal 

Tube 

1 or !7 doz. on a 
card 



€. T. Williamson Wire Novelty Co. 

58 Badger Aventie» NewarR* N. J. 
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HAVE YOU EVER 

INVESTIGATED 
THE MERITS OF OUR GOODS 



Do you know that our line of 

Rostand Fire Place Fixtures 

is so complete, the designs so varied and hand- 
some that their very appearance makes them 
quick sellers? A single trial order will prove 
it Send (or catalog H and discounts. 

The Rostand Mfg. Co., ^MS.^ 



I 



'"" RELIANCE 

MOP WRINGER 

Best Wringer on the Market, 
and We Will 



■PROVE IT- 



We will send a sample (or inspection to any responsible 
dealer, at oar awn expense*. A»k (or one, give it a mos. 
^^evere test, and yoi£w4l fnd tha^ ySu cm U9[ fk>o "Reliance'* 
Wringen to one of any other kind. 

AU metal (galvanized) but the handle. Take up little space 
Elasily wrings the largest mop dolh. 

Our claims (or the *' Reliance** are backed by our chair 
business o( a half million dollars a year. 



Sells at Retail for $1.30, with a Good 
Profit to the Dealer. 



As^ for Catalog, Sample Wringer and E>ealer's Discount 



LEE CHAIR CO.. Oneida. N. Y. 



THE ELECTRIC 
WALL PAPER CLEANER 



We also manufacture the Electric Gtrpet Cleaner 
and Stick-0-Paste» three times winner and Uhot 
savers for the housewHe* 

The Electric Wall Paper Cleaner w/II clean side 
walls and ceiling of 12x12 room from one package. 
Retails at J5c. Write for prices and parl{cuUrs^ 



ELECTRIC CLEANSER COMPANY, Canton, Ohia 
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T is sound sense to 
thing for whidi 
demand, 

I..' -■SELL 



sell a well-adverrised article some-. 

there is already a well-esublished 



SANInTA'S. 



! .1- V 



SAMITAS9 the widely known washable wall covering, 
is so well advertised that thousands of inquiries are coming in 
from people who want the material on their walls this 
Spring. They come from every locality — many must come 
from yours. The nearest agent gets these inquiries^ — if you 
have the agency we send them to you. 

SANITAS has all the beauty of wall paper, but none of 
its faults. It's as easily hung. Made on strong muslin 
with oil colors in many patterns. Waterproof — dust and 
dirt can be wiped off* with a damp cloth. Cannot ^de» 
stain» crack or tear. 

Brings a fine margin of profit at the price of good cartridge 
paper. 

^END FOR SAMPLES AND PRICES 

The Standard Oil Cloth Co., 

S20 BfiOADWAY, NEW YOBK 



The Gem ^lutmeg Grater 

Utilizes all of the J\[utmeg 



Rotary Motion. 

Fastest, Easiest Grater on the Market 

5old by Display Easel. 

Caldwell M*fg. Co. 

Rochester, N. Y. 



The'^Androck'' 




Carpet Beater 



(PatoAt Applied W0r) 

IS MADE OF SPRING STEEL 
' AND HAS THE RIGHT ••FEEL'* ■™™'*' 

3triRes a heavy blow* with but 
•light movement of the ^v^rist 

Caused by the opposing coUs near the handle 
and the extra weig^ht at the end 

Removes the Dust qtiicRlyt 

because it covers a large area at every blow. 



I^engtH 30 IncKes. VTidtK 12 IncKes 

Handle riveted on so that ft is impossible to get loose 
Write Mt once for C^t^dogve and Prices 



ANDREWS WIRE & IRON WORKS ^ 

ROCKFORD. ILL. 
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A Few 

of Our 

^Specialties 

we: haveTothers 




SKND WOWL CATALOC 



Clayton & Company 

421-427 Kent Avenue, 

BROOKUVIM. M- V. 




KllcK S and^urliiillron IIOLDEk 

The Best lOc Seller 
of its iCmcf Ever 
Offered to the 
Trade 

Nickel Plated, Highly Polished. A Necessity in 
Every Well Appointed Bath-room. 




ALSO A FULL LINE OF TAPE MEASURES 



HARRY D. KIRK, S-17 W. Madison St, Cbica|o, Dl. 



^'ANCHOR*' SINK 
TOILET BRUSHES 

(WIRE OR WOOD HANDLES) 



Most Sanitary Brush on the market, 
as they are made without the use of 
» PITCH, CEMENT or soldering the tin 
ferrules. The brush that can be cleaned 
in boiling water without distributing 
itself all over the sink and down the 
drain. Best selling 5c and loc line. 

Send for Catalogue and Price List 



PHILIP FOGARTY & CO. 

229 HiUcr Ave, Brooklyn, N. Y. 



We are the 

Largest Manufacturers 

of 

Nursery 
Refrigerators 

in tbe World 

Our large factor> and the recent installation of new machinery enables 
us to place these goods on the market at 

THE LOVrCST PRICES 

Each one guaranteed, packed with mineral wool, and each packed 
separately, insuring safe delivery, 

IXTrite for Pric«S* 



QUAKER TINWARE MFG. CO., 32-34 Bank St, Philadelphia 




Eagle 



\ 



Mop 



WRINGERS 



STILL IN TH£ 
LEAD 

No other MOP WRINGER on the market its equal. It is the most PRACTICAL and SIMPLEST offered. 

We court a wringing test, after which you will be convinced. 

Show It to your' customers and they'll understand the tremendous advantages It has over the ordinary ones. 

We make them In three stzes: DOMESTIC for howtehold U8e, STANDARD for general use, and JANITORS 

ior OFPICE and PUBLIC BUILDINGS. 

Also manufacturers of the OHIO DETACHABLE MOPS and REX DISH MOPS. 



EAGLE COOPERAGE WORKS 



Circlcville Ohio 
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BULLARD'S" IMPROVED CARPET STRETCHER 

This carpet stretcher is compact, always ready for use, and the most practical article made 
for stretching carpets. It is the cheapest on the market, showing large profits to dealers when 
retailed at 50 cents. It is gelling in large quantities, and gives the utmost satisfaction to cus- 
tomers. 

Another of our strong lines of" Useful Specialties " is the Gravity Broom Holder, illustrated 
on the right. Write for Price List and Descriptive Matter. 

GCORGE S. KNAPPt Bridgeportt Conn. 

Manufacturer of Hardware Specialties 




O. LINDEMANN & CO. 

Manufacttsren of 

Bird Giges and Cage Sundries wi™Ne.t.PUin 

35-37 WOOSTER STREET, ^•S2'?,^r?n*S'y^ *° NEW YORK 




c 

'i 



rUniillHI 





Bea4y to Bait 



The Chasse Mouse Trap 

Pat^ntmd U. S. and Canada, f909»'0S**0S 

IS EASIER TO BAIT AND SET THAN ANY OLD 
STYLE TRAP. EASY SCI^I^BR. 

Write for Prices to your Jobber or 

CHASSE MFG. CO. 



57 VESEV STREET 



NEW YORK CITY 



Mouse \» Caughi 



F«r Catting Bread, Heatt, Fralt. Vegetables, Bt«., te Any Desired Thiekaees 



Acme Sltcer 

BCST BV TCST 

In General Use for More 
THan 25 Years 

This machine is so simple that a child can 
operate it. The great perfection of its work 
and facility of operation has brought it into 
general use. 
Writm for Prices 

OELKER 'S MFG. Co! 

24 MECHANIC ST., NEVTARK, N. J. 



economy Spoon Tea MaRer Dripless Tea Strainer 




Btirnt Bread and 
CaRe Scraper 



isizq 



No. 6 



Thif ipeen will enable the flier te prepare •■« «VP •' ^^ v'tl'®"^ Sond for Our M^w Cataiogum of Praetleai ^ new and Praetleal Kitchen Article and 
the nmal waste, and will pay fer Itself In twe weeks Kitchmn VtmnalU, A HOT SELLER. 

AMERICAN MFG. CO., west Cheshire, conn. ""-«•' »«~»;;^< •^^'^•^*"-t m«. .. 

C. K» HutchinSp Buffalo, N. Y,, Wowtrnm DlMtrtbutmr E. S. Poase, 5 Beekman St., Wmw York Rmprmmontatlvo 
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DEBiaS! 

This advertis- 
ing appears 
in the Fall 
issues of the 
Delineator 
with 1,000,000 

circulation* 



THE MARtCROSS COMPANY. 

40 Doarboni St. Chici^o, 



111. 




Manufacturers of COTTON 

FLORR MOPS, DISH MOPS 

CLOTHES UNES. A1.o M.nuf.mr.« 

Twines, Yarns, Rope, Calking, Wicklng, Waste 

ESTES MILLS 




..^ 



ESTABLISHED 1851 



(t makers of Gas and Alcohol Ligfhtets, Wax Tapers, Insect Powder Guns and Bel- 
wSf Alcohol and Alcohol Gas Stoves, Curling: Iron Heaters, Ni^ht and Floating: 
Taper5, Water FUters, Vegetable Graters and Slicers, Gas Heaters, and 
GEmUJlL HOUSE FUHKISHIJ^G SPECIALTIES 

Write fot CMiMtogae 

THOS. W. HOUCHIN CO.. 341 Broadway, New York, U. S. A. 







(30 and 132 

West 43d Street 

New York 



LEWIS » 
^eONGER 



IMPORTERS AND JOBBERS OF 

House Furnisliing Goods 



If 



SURE CUT" 
CAN OPENER 




TWO CUTTERS 

lONB rOR ROUND CANS 
JONK rOR aOUARK OANB 

Rvtalis for 10 eonts 





TIB "SUCCESS" lilelei Set 



Warranted 



I The "SUCCESS" Kitchen Cutlery Set 

We Manvfictiire a lirre lloe tf Breed, Batcher, Carylnr and Ptrlnr KniT t, Cinrlaff Sett, 
Steele, Can Openere, Family Cleayert, Shoe aid Patty KalTet, Wall Scrapert, etc., etc. 




si 

1* 



Attractive Goods and New Prices for 1908 

Wrttm tu for Priemm 

IRA F. WHITE (Sl SON 

144 WALNUT ST.. NEWARK, N. J. 
— So- 




Digitized by 



Google 




TOWEL RACK AND NOVELTY MFG. CO. 

ESTABLISHED tSTS 

P. O. Box 837» ProTiaence, R. I., U. S* A. 

TOILET AND HAT RACKS 

Of all dMcrlfytlons, OMaufacturad la iMst maaner. Sell 
at popvlar pricaa. Sand for latast Uluatrated cataloglaa 
and pricaa. 

Salesroom and Factory: Aabarn, R. I. 
New York Offico: W. A. STOKES d CO., 30 WARREN STREET. 




Theaa oits repreMat th€ "PATBIT LSABXS," 
•Ink taroom, alM "HAHBT LBADBK/' made of 
Inrlttlef. Staple trtlolet, retail at flye and tea 
oenta. We alao maniiXactnre other stylet retalUof 
at ten and twenty centl. HOUS£ FUUnSHIVG 
Am) HARDWARB SIORXS fliould girt thlt ad- 
Tertlaement tlielr attention. 

Write for catalorne and prlce-llttt to 



CHAS. PLUNKETT 

ao5 Dtiane St., New York 



>VHITMORE ADJUSTABLE 



LOOKING GLASSES OF EVERY DESCRIPHOK 



Looking Glass Plates, Plain or Bevelled Edge Polished Plate Glass Shelves 

Hand and Toilet Mirrors ' ' Ite'silvering » » Bevelling 

Mirrors for the House Furnishing Trade a Specialty 



SOUWmNE MFG. CO. 



122 Centre Street 



NEW YORK CITY 



THE CYCLONE 



£GG BEATER 
MAYONNAISE MIXER 
CREAM WHIPPER 

T* A T\ p A*f PR S * ^I^^ook for this ad in Associated Sunday Magazines, Good Housekeeping, 

Christian Herald, Ladies' Home Journal. 

Beats Eggs in i Minute. Mixes Mayonnaise Dressing in 5 

Minutes, with \ oil usually required. Beats Cream in i time 

any Beater made. 

We will send you our Catalogue on request, illustrating our *'Bird'* 

Tack Hammer, None Such Can Opener and our other lines. 

MADE BY 

TH£ V9. G. BROVrNB MrC. CO., 

KINGSTON, N. Y. 




^^The Browne Lrine From Kingston** 
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THE STAMP OF DURABILITY 




s* 



^S©ifg'iriii^ss>« 



200 Feelt From Broadway 



(and from our present place) 



Corner Spring and Crosby Sis., NeMr York 

Our Nevir and Permanent Home 

After February- 1st 

We gratefully appreciate the confidence shown us in 
the past, and invite all our friends and customers, as 
well as the trade in general, to give us an early call, 
in our new place of business. 
Our motto has ever been, and will remain 

Best Quality 
Fair Dealing^ 

ROTHSCHILD, MEYERS ®. CO. 

Now No. 324-528 Broadway (Corner Spring stj New York 
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I'ton-t Oran-tod Novomb* 



»r I, Ij 

English Patent 



Trade Mark 



PYROLITE 



Trade Hark 



Non-Leak Gas Welding Process 

NO SEAMS AND NO RIVETS 



The only Seamless 
Pare Alaminnm 
Non-mst Hini^es 



The patented Pyrolite Gas Welding Process is distinctly different from 

Electric Welding. GAS WELDING produces a Seamless Non-leak 

Spont or lip, and there are no seams to cover with enamel. 



Non-lfak 
Seaaless Spouts 

Body and Spout 
without seams 



A possibility 
with Seamed Spoats 



Non-leak Pyrolite Spoats 
eannot leak 



PURITY AND DURABILITY 
ABSOLUTEILY GUARANTEIEID 



RAOTORYf^ESTABI-ISMEID 1669 



Non-failini{ Covers ^^ 

Non-Leak 

Neetar Coffee Makers 



PEIN STOCK AT NEINA/ YORK 



A New and Novel 
Coffee Maker 
Qaiek Seller 



For January and February special sales of white ware, to add snap and ginger for 
early 1908 business, write us for Special Sale popositions No. i to 6 to retail at 
IOC, 15c, 25c, 39c, 49c and 69c. 

A good margin of Profit to Dealer and Great Values for the Consumer 



LEFFLER & THIELE 



47 MURRAY ST 



NEW YORK 



^ 



After February 1st, 1908, corner Sprinif and Crosby Sts. 
More commodious and convenient sales room and offlce. 
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STEEL SPIDERS 

GRIDDLES 

KETTLES 



Cooking Utensils thai do 
not <warp, icorch or bum, 
nor spoil food .* .* .* 



The genuine brinded 

"NEVER-BREAK" 



THE AVERY STAMPING CO. 

Exclasivt Manafacia/rrs 



Cleveland, Ohio 



OSeORN MFG CO,# 

Tli« Original inventors and \^ 
Manufacturars of JCT 



'OSBORN'' 



s 




BilgHt pieta! Gages I 



In Brass* Bronze, and Silver Plate U^ 



Kew and Bem tif vl Beilrni Jmt Oot 

We also manufacture Brass and 
Bronze Show Stands for Fancy Goods. 
CaUlo^e mailed free. 

669-685 HUOSON STREET, Cor. 14th Street, NEW YORK. 




ARE YOU LOOKING FOR QUALITY? 



CO. 



TRIBBLE 

MANUFACTURERS OP 

Clothes Lines, Mops, TMrines, Etc. 

"IXL,'' ««Non-Stretcliable,'' "Ptiritan'- 

Hand Laid Cotton Clothes Lines 

Plrmotitli RocK Sasli Cord 



Then you will be interested in the ^ 

Leader Qothes Dryer f 




BOSTON 

llOStateSt. 
NEW YORK 

176 Church St. 
CHICAGO 

35 River St. 




Leaoei^' I 

Clothes 
Dkyir. 

(ADJUSTABLE) 

Made of carefully selected material. The 
bars are free from knots and cracks and 
won't break. The adjusting mechanism can not possibly get out of 
order. 

rrS FINISH AND FREEDOM FROM DEFECTS MAKE 
IT AN EASY SELLER, AND IT MAKES PLEASED 
CUSTOMERS BY OUTLASTING THREE OF THE 
OTHER KIND. 

Sample Sent on Request to Responsible Dealers 



IKTRITi: rOR PRICKS 



Gem Maotifacturing Co.^ 



(forth Girard^ Pa. 



^THE HIGHEST GRADE THAT CAN BE MADE'' 

ADAMS' BRUSHES 

For House FurnisHing^ Trade 






MAirurACXVRKD BY 

J. J. ADAMS <a CO. 

124 to 132 GRJ&£NP01NT AV£NU£ 

BR.OOKL.YN BOR.OUGH 

NEVir YORK CITY 
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NOW IS THE TIME Wood Goods of Quality 

for every DEALER to examine 

OUR LARGE UNE 



0^ 



^ 



of Cork Screws, Ice Picks, Cork Pullers, Ice 
Cream Dishes, Ice Cream Spoons, Lemon 
Squeezers, Lime Squeezers, etc. 



FOR 

1908 

BUSINESS 



WALKER'S 

QUICKEST. 



We are the largest man- 
ufacturers of this line of 
goods, all of which are 
designed for up-to-date 
requirements. 



Finely illustrated catalog 
with prices and discounts 
will be forwarded to all 
dealers on request. 



ERIE SPECIALTY CO. 

ERIE, PENN'A, V\ [S, A. 




"Better Than Need Be" Goods 

ICE PICKS— 16 styles. Needle pointed, highly tempered; pick 
points are irroond, not forged, whereby crystallization of points 
is prevented. This means much to the purchaser, more to the 
conscientious buyer. ICE CHISELS— 8 styles, made of tem- 
pered steel. LEMON SQUEEZERS— of the Highest Grade, 
made of solid aluminum, also of porcelain and of wood. LIME 
SQUEEZERS— 2 styles, solid aluminum. ICE SHREDDERS— 
tempered steel blades. ICE PLANES— with double edged, 
hardened and tempered knives, discharging automatically. 
Also old style ice pli 



CsLtaloK for the Asking. 

THE GILCHRIST COMPANY 

NEWARK, N. J. 



YANKEE NOTION SLEEVE BOARD 

The handsomest ever offered. Metal parts of unbreak- 
able malleable iron. Even the thread of the thumb- 
screw is machine cut — not cast iron. That's just one 
example of the kind of finish you will find in all our 
goods. 

ASK FOR CATALOGUE 



AMERICAN MFG. & NOVELTY COMPANY 

ERIE, PA. 
Household Woodenware and Ladders 



MR, BUYER —It's a feather in your cap 
every time you add a new, fast sellin g 
item to your Dept. 

R R I S C O 



4 4 



9 9 



NO BXTRA STANDARD RBQUlRBD 

Sanitary Sink Strainer 



WILL PROVE A 



fLE3Z> FX^mMCEl 



Our reduced price for 1908 gives you 
a better profit twioe over than any 
other strainer for sinks procurable. 

THEfRE MADE TO OUTWEAR, NOT WEAR OUT 



The PRITGHARD-STRONfi GO. 

27 Cirple Street, Rochester, N. Y. 



I 



I 



I 
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G. KL THURNAUER & BROTHER 



BVTTKIt CnJJWLMM 



35-37 Park Place 
New York 



WITH THE 



MOST 

COMPLETE 

LINES 



OF 



ALCOHOL IKOlfS 



Imported House Furnishing Goods 



WILL REMOVE 



ABOUT 



February 1st, 1908, to their New Quarters 
83-85 WORTH STREET 



L 



Near Broadway 



NEW YORK 
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THIRD ANNUAL 

House Furnishing Goods Sliow 

Grand Central Palace 

NEW YORK CITY 

Mini Mml 



5 5 

4 4 

5 5 

6 6 

7 7 

1908 1908 

All Buyers are cordially invited to attend. See Page 51 for 

Special R. R. Rates. 

Manufacturers who have not obtained space should 
make application to-day. 





A Business Show for Business People 

House Furnishing: Goods Show 

I. B. SCOTT, Manager 
59 Park PloLce, New York City 
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THE SCIENTIFIC TOASTER ^ 

FOR TOASTING BREAD OR BROILING OYSTERS OR CLAMS 
ADAPTED FOR GAS, OIL, VAPOR OR COAL STOVES 



The ocienunc xoiwier is eBpocmiiy aunpitn lur kmwlb, vju or vnpor tnjuvvo, uecause i>nv iin« ncrwn win nuiu uie nsineana prevent ii irom ouz^iniT the 
bread or other articles, a fault with some toasters. It will toast quickly and evenly, makes a crisp coating, and leaves the toast that delicious flavor which 
is ruined by overheating: or burning. Quick afeller a^nd ttl4 HmixArn Or<i«r li«tter. KctalliB «t I w«nty.Flv« Cents. 



CHI-NEE CLOTHES SPRINKLER 



The Scientific Broiler 



i 



Fills Through the 
Cork Handle 



Holds a Pint of 
Water 



^'7/l\"/V\A 



Saves Time, Labor and Wet Hands, it sprinkles clothes evenly and neatly, is 
and durable, and will last a long time. Every lady is interested in it. 
Great Seller, Retails at FIFTEEN CENTS. 



strong 



Electric Fly Killer 



S. S. C. Match Lighter 



The very latest and best device for 

killing Flies, Ants, Roaches, Water Bugs, 

Etc Lasts a whole season and is cheaper 

and cleaner than any form of fly paper 

Retails at FIVE CENTS 



Companion of the Scientific Toaster 

Retails at 

TWENTY-FIVE CENTS 



Our Goods are put up in straw 
board boxes, neatly labeled. 

Msde of Metal. Lisrhts any match. Neat and oma- \«/ e • i vx* I /^ J j 

mental. Very handy where Gas Stoves are used. ^® tUrmSll UUplay CardS and 

Retails at FIVE CENTS. Advertising Matter 



i 



SYRACUSE STAMPING COMPANY 

Samples and Prices upon request 114 So. Baker Street, Syracuse, N. Y. 

Diqitized by VjO 
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Kleinau ^ Kocb 



(INCORPORATED) 



Tmporfers of Kitchen atid 
Bousefurnisbinfl goods 



22 f iftb HvetiHC 



CMcddO, Tllitieis 



The Largest and Finest Line in the World. 

We are the sole American agents of the famous 
woodenware factory of Arthur Faber, Bietigham, 
Germany, the largest manufacturers of high-grade 
woodenware in.the world. 

The mater al and finish of the Faber line is su- 
perior to that of any other, either domestic or im- 
ported. The prices laid down in this country are 
siich that we compete successfully with any line of 
woodenware sold in the United States. From the 
smallest ^eechwood kitchen utensil to the most 
elaborate mahogany serving tray each piece is as near 
perfection in material and workmanship as human 
skill can make it. 

We carry a complete stock of over looo dif- 
ferent articles in woodenware and make prompt 
deliveries. 



QUALITY at the RIGHT PRICE 



SHELF LACE 

(IMPORTED) 

If you have not seen this beautiful line ask us for our 900 
Original Pattern Book. It is the line that gets trade to your shelf 
paper section, for the price is right. 

We furnish display signs and nickel-plated display stands, 
an ornament to any store. Prompt delivery. 

Do Not Fail to Write Us To-day 
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SUPERIOR CLOTHES DRYERS 



The only practical device ever invented for drying clothes from a Win- 
dow, Balcony or Veranda. 

Tiieae Dryers save much * i>ace, time and labor; prevent the stealing or 
soilinff of clothes and insure .perfect drying. As modem requirements 
have lonff demanded dryers of this kind, and as these are the only ones 
that fill successfully all the requirements, they do not have to wait for a 
demand to be created. 

1 hey are put up as easily as a rope, and will not deface or Injure the 
buHdlnf. 



I 

III ''»-•. W.;*2V^M 



The Only SucceMful, Practical and Durable Cake Molds Made are 

The Van Deusen Cake Molds 



They Require 
No Greasing 

because they have 
openings covered 
with slides, through 
which a knife is in- 
serted and the cake 
loosened, as easy as 
from the loo^e bot- 
tom pans, and being 
made solid, they will 
not get out of order 
and leak batter, as 
the loose bottom pans 
do. They possess 
every advantage 
claimed by any other 
make and are far 
more practical and 
durable. 



I 



Thousands in 

Daily Use. 

Your Customers 

Are Included 

In This List 

and we would refer 
you to such for a ver- 
dict as to their merits 
ascompared with any 
other m ak e. And 
while they possess 
more real merit, and 
give better satisfac- 
tion, my prices will 
enable you to sell 
them cheaper than 
any other make of the 
same quality of tin. , 



We have demonstrated and sold these useful household articles in many sections, and in every case perfect ^ 
satisfaction has resulted from our efforts. We know there are many dealers in house furnishing goods who 
have not yet put our goods in stock and we have a SPECIAL OFFER to make that no dealer claiming to be in any 
way up-to-date, can turn down. Send a postal NOW— to-day, and let us send you particulars. 




Superior 

Skimming 

Spoon 



The first practical Skim- 
mer ever placed on the 
market for removinsT the 
»cum from foods while 
boilinff. It !s appreciated 
by all cooPs and therefore 

BELLS AT BIGHT. 



MORCS REVERSIBLE 

CORN POPPER. 

The Only One that will Please all yovr Cnstomers. 

It is made to answer the purpose of t .. o pop- 
pers. One side is made of wire like the ordinary 
popper, to be used when the corn is preferred 
popped dry, as in the wire popper. The other 
side is made of smooth steel, to be used when the 
chrn is preferred popped in the seasoninf^ (like 
grandma popped it in the kettle). 




Superior Cream 
Dipper 

For dipping cream fitnn milk 
bottles. Will be welcomed by the 
many who wish milk delivered in 
bottles, and at the same time 
want to save the cream. 

NO DEALER CAN AFFORD TO 
MISS THESE 



"CHAPMAN " SPECIALTIES OFFER BIG OPPORTUNITIES FOR MAKING MONEY 
House Furnishing Dealers Write To-Day For Prices and Particulars 

M.,ufa,tu»d b. Q^ p^ CHAPMAN, GENEVA. N. Y. 



— lO — 



Digitized by 



tjOOg 



le 



riHHiiiiiiaiMiiiiirife^iiHiii^MiiiifeiMl^^ 



ARGAND GAS APPLIANCES 



MR. BUYER:' 

Write us for prices and description of our Gas Hot iPlates. Several [styles and 
very interesting prices. Com^{quick; we want tofget acquainted with your 
firm's bank account 



Albany Foundry G)., Albany, N. Y. 



XHE UDELL WORK3 

' INDIANAPOLIS. IND. ^^— i^— i 



Manufacturers of 

Better Goods 

at 

Better Prices 

Housefurnishings 

Woodenware 

Step, Extension 

and 

Long Ladders 

We want to send you our pinrPT ttqq rAPn xart tt 

UNIQUE STEP LADDER ^ . . ^ PEP.RLESS CARD TABLE 

^ Catalogs. ^^ , J ,_, 

The best ladder for the money in The most popular card table ever made, 
the world. A postal will bring them. 

EeLstern Representatives: W. A. STOKES & CO., No. 30 Warren St.. New York. N. Y. 
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With Vegetable Chamber. 



ATTENTION!! 

Dealers, have you placed an order for 

« DEVAUX » 

Sanitary-Metallic 

REFRIGERATORS 



Made entirely of Galvanized Steel. Cylindrical 
in shape — with or without separate compartment for 
fruit and vegetables. Has REVOLVING. AD- 
JUSTABLE SHELVES. 



Without Vegetable Chamber. 

Easily cleaned, as ail parts are removable, and 
there are no comers to accumulate dirt and breed dis- 
ease. 

Finished in White Elnamel inside and Imitation 
Oak outside. 



WRITE AT ONCE FOR CATALOG AND PRICES 

HOME METALUC REFRIGERATOR CO. 



ALBERT LEA, MINN. 



Eastern Office and Warehouse 
93 Reade Street, NEW YORK 



BUY YOUR REFRIGERATORS NOW ! 

If you wait much longer, your competitor may secure the Baldwin Agency. 

BALDWIN DRY AIR. ILBFRIGERATORS 

are built in 15() different styles and sizes, of the best materials, and splendidly finished. High-grade goods, to suit all classes of trade, and including 
ever>'thing from fine soft wood, zinc-lined refrigerators to those of solid oak, with Opalite Glass and Porcelain or Knamelel Steel Linings. 

BALDWIN "DRY AIR." ADVANTAGES 




You will Positive *'Dry Air" circulation, 

never go Handsomely proportioned sizes, 

astray if you Beautiful designs, 

follow the Best of Workmanship. 

"Dry Air" Special Lever Wedge Locks. 

Star. Large variety— ISO styles. 



Air tight shelves. 
Air tight traps. 
Tinned wire shelves 
in Opalite and 
Porcelain styles. 
Strong, easy running 

Casters. 
Low Temperature. 



Mark this ! 
It's quality 
that has 
made the 
name which 
this mark 
marks ! 



And a Good Name for Over 35 Years! 
Please write us for the biggest and best refrigerator Catalogue printed this year. 

THE BALDWIN REFRIGERATOR COMPANY, Burlington, Vermont 



HAREY E. STURTEVANT. Metropolittan A^ent 18 Warren Street, N. Y. City. 

C. H. SMITH. Lower California. 707 West 23d Street. Los Angeles. Cal. 

W. P. HORN & CO.. Northern California, 188 Front Street. San Francisco, Cal. 
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sTKe Den\ab,nci is for 



ISSELUS 



Largest and only ezclusiTe manuf actiirert of 
carpet sweepers in the world. 



"W 



HEN you have created a demaDd for your 
product, I will buy it. not before; I have 
neither time nor inclination to push a com- 
modity that is little known, that has not established 
a reputation for itself, and for which there is no 
demand." Dealer. 

The foregoing expresses sound judgment, and voic es the sen ti- 
ment of the best 'and most discriminating buyers to-day. The 
day is passed when g oods can be s old b y simply making broad 
claims for them, claims that are not supported by mechanical 
merit , reputat io n, or actual demand. 

Who doubts that the demand to-day is f or the Bissell 
Sweeper? In every, country on the globe where carpets and 
rugs are used, the Bissell is the recognized leader, and being 
sold under a sound policy of price m aintenan ce, always pays 
the dealer a good profit. 

Write for our Spring Offer 

Bissell Carpet Sweeper Co. 

GRAND RAPIDS, MICH. 



=^ 



^ 



OPALITE GLASS LINED REFRIGERATORS 



Positively Sanitary — Easily Cleaned. The 
"Neptune Insulation'' used in these Re- 
frigerators is the best non-conductor of heat 
known. 

Extra heavy doors, metal ice racks, steel 
wire mesh shelves, removable waste pipe, 
round corners and cabinet finish are only a 
few of the notable features of the "Opalite." 

ASK FOR CATALOG C^ FULL LINE 



Nanafactared by 

COOPER & McKEE 

il3, 115, 117. 119, I2i 146. 148. ISO, 152. 154 

Lorimer Street Middleton Street 

Office 

119 Lorimer Street 
Brooklyn, N. Y., • • • U. S. A. 
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ASBESTOS TABLE MATS 

GUABANTEEO TO PROTECT THE DINING 
TABLE. HEAT-PROOF AND WATERPROOF 



OUR PERFECTION 
IRON HOLDERS 

Are the best on the market. 
They are made of a thick 
felt pad inclosed in a 
strong flannel cover, 
treated with a chemical 
solution which makes them 

HEAT-PROOF 



OUR ADJUSTABLE IRONING 
BOARD PADS 

are made of the best quality of stout mus- 
lin, enveloping a thick layer of soft felt, 
making the best possible ironing sur- 
face. They are easily adjusted to boards 
of any style or shape. When the top 
surface is soiled the pad may be reversed, 
or the felt withdrawn, and cover washed. 

Geo. W. Johnston, 341 Broadway, New York, 
rcprcsentint Philadelphia, New York CHy and 
New EnilaM Sutes. . 



ICade to cover the entire table top. Fold into ^mall compact size. 
Extend to len^rth of any table. Detachable jand waflhable covem. 

ALSO ROUND AND OVAL PUTTEB NATS, SIX SIZES 
Write for Samples, Circolars and Prices 

Chicago Asbestos Table Mat Co. 

760 West Lake Street. Chicago. III. 



Goods MJtNVFJtcruRBD 

BY 



THE CENTRAL STAMPING CO. 

24 OUIWW STRSBTp NBW YORK CXTYp and NBWARKp N. J. 

Betides ''STinUIM^UIiminiCIIAIIiaEO WARE*' we' manufactu^ DeepStamped 




Sheet Iron Ware. Galvaniied Iron Ware, 

0» Now Tin Waro Is tho Noavy Sort PUMTAN WARE—Sond for CatalofM 

COAL HOOt. We wish to call your special attention to out* New *' Co- 
lumbia " Coal Hod, which has a deep foot, large wire at top and made 
of heavy material, which makes it a great seller. We also make our 
high-grsde goods, the " Central " Coal Hods, which are still heavier 
goods, and are made for the best class of trade. We make all these 

goods in sises i«, i6. 17 ftnd 18 inches. Open and Funnel. Black and 
ralvanised.-ana Black ornamented. On the '* Cential " Coal Hod we 
furnish the Spiral Handle on Bails. 

ASH AND OAROAaC CANS. We have a large and complete line of aU 
grades. The " Giant " is unsurpassed as to strength and dtarability. to 
which we call your notice. 

OH. WASH CANS. We also make a full line of Galvanized Iron Ware, 
and can fill all orders promptly. We will furnish booklete for any of 
these articles, or a catalogue, covering our entire line of goods, upon 
application. 
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GENUINE PHILADELPHIA LAWN MOWER 



17 Styles Hand and 6 of Horse Mowers. 3 to 8 Blades, 6i to 12-Inch Whssis 

THE LARGEST LINE OF HIGH-GRADE MOWERS MADE. 
SOME ARE ADAPTED TO ALL MARKETS OF THE WORLD 

The Philadelphia Lawn Mower Company 

3101 to 3109 CHESTNUT STREET. PHILADELPHIA, PA., U. S. A. 
London Warohouse, 14 and 16 Scnitton St, Finsbury, E. C. New York Salesroom, 18 Warren St H. L Sturtoyant, Mfr 



NicKtKauser O. Levy 

Office »ncl Salesrooms s Java and Provost Sts., Brooklyn, N. Y. 

MANVrACTVltKltS OF ~ 

Tin Ware, Japanned Ware, Galvanized 
Iron Ware and Oil Cooking Stoves 

At well at 

HOUSE FURNISHING SPECIALTIES THAT SELL ON SIGHT 

We make Cake Cloicts and Roll Top Bread 
and Cake Boxes in Auorted Colort 



Oojt' t fali to call mm m* •r ••««! for 
fat««t eatatmgum 



Google 
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"Sesco" "Blue^White" 




The well and favorably known 
old style, gray 
mottled enameled 
ware. We posi- 
tively give the 
buyer more for 
his money in this 
grade than can 
be had in any 
other MAKE, 
GRA DE or 
STYL*£ofENAM£LED 
WARE. 



Our standard grade, marble- 
i s e d enameled 
ware is the most 
attractive ware 
on the market 
without e X c e p - 
tion. It is a 
most beautiful 
color, very dur- 
able and an easy 
rapid seller at 
a POPULAR 
PRICE. 





1¥rlt« us NOlXr for Now 1908 Cataloguo and 
Rowised Prico I^ist 

Pall Ubm of Both WarM, BMt DMifas M— aJactarad hj 

Star ^ Enameling and Stamping Co. 

Pittsburg, Pa. 




Means 



Best Refrigerater Quality 

Alaska Quality 

Our plant, constructed expressly for 
the manufacture of refi iterators, equipped 
with the most modern machinery in the 
market, is one of the most complete plants 
of its kind in the country. 

^S Alaska Ref f iterators 

produce a maximum of cold air with a minimum consumption of ice. They preserve food 
perfectly, and are absolutely sanitary. The cross sectional cut above shows the Alaska 
system of circulation, the most simple and at the same time the most- efficient system in use. 

ASK FOR COMPLETE CATALOGUE 




AUSKA REFRiaERATGR CO., MUSKEGON, MICH. 



L. E. MOON. Eastern Man&ter. 35 Warren St., N. Y. 



GoogU 



- i6- 



Digitized by 



HI 




■ I 1 11^ Vf I 1.111^ V/VTay Ut\f* 

fnee«Mera to 

THEO. OLLCSHBIMCR (BL BROS. 

IMPORTERS AND MANUFACTURERS 

189 Dtiane St. OX 62-66 Thomas St.. NEW YORK 

Our Mew Lines for I908 arm- now on display in our showrooms 

*^*^Bw5rJlS*-r^^"i^^?^^~' Ba«Ket«, Steins, House 

FurnisKing Goods, KitcHen Ware, Bar Supplies 

5 and lO Cent Goods 

impoii Or^'^ ^'^"^ JWc^ at Shoriost Motico. Special Department for 

Lartast Tariety of 
Fancy BaakeU for 
holiday trade. 
PrioM Hill suit the 
moat earefal biisr- 
er. . .Your ixuqpeo- 
tion invited. 







ELY'S LINE OF DANDIES 



THere are Better Ones in Our 
Free Catalogue 

Write To-day 



WE MANUPACTtJRE 

9 Different Stylos 
of Carpet Beaters 

16 Different Styles 
of Mop Handles 

AND 

Many OtKer 

HouseKold 

Articles 




ICE CREAM 


THBY EXCBLr IN 


REEZERS 


Easy Ranning 
Quick Praeclng 
Economy 


THAT SELL 


WU T VIIIVINi>V 

Practical Results 


THBY ARB 
Well Advertised 
In Demand 
Easily 5old 
Satisfactory in Use 
Of Known RepuUtion 





THEY 
ARC SOI^D 
BY LEADING 
JOBBERS 
EVERYWHERE 

Our line of Freezer? comprises the largest variety made in any one fac- 
tory. They embody all that is best and of intrinsic merit in a Freezer. 
Send for 1907 Freezer Book-, illustrating these and the new "AMERICAN 
TWIN FREEZER." 

NORTH BROS. MFG. €0., Philadelphia, Pa., U. S. A. 





WATCH OUT FOR OUR HEW TRADE-MARK 




JUST A HINT 

Tliese illustrations are onljr a faipr 
of tKo many good values in tKo 

Wise Buyers' Line 

We aMUMitaetara • larg« varlftj «! 

Exclusive Des^in Bath-room Accessories, 

Movldiii|{ Hooks, Metal Rules and Squares, 

Cleavers and Mincing Knives 

It ivIU 9mir to tf •t o«r Catalotff»« b*tov« 



FORSYTH MANUFAQURING CO. 



BUFFALO. N.Y. 
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VTanning 



Alcohol Gas Stove 

(For Denatured Alcohol) 



Absolctely 

Non- 
Explosive 



In Use 

with 
ChaHng- 

Dish 



Dish 



Sufficiently p 
















the preparatio 
















stantial meal 
dently of tl 














Patents 
Pending 
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Waiter 
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CHAFING DISHES 


; with 


CircMlating Coffee Percolators 




**Ivory** Enameled Food Pan 
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NEW CATALOGUE No. 53 SENT ON REQUEST 

MANNING-BOWMAN & CO., Meriden, Conn. 

NEW YORK CHICAGO SAN FRANCISCO 
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AN INVITATION 



We extend to you a special invitatioh to visit our salesrooms at 736 
Broadway. It is of much importance that this visit be made before placing 
orders for enameled or galvanized ware. Our line is the most complete on 
the market and our prices are the kind that make good dealers profits 
possible. 

IP YOU ARE NOT eOMING TO NEW YORK 




« 




Ideal Double Coated Gray Steel Enameled Ware 

New England Gray Steel Enameled Ware 

Turquoise Blue (White Lined) Steel Enameled Ware 

Blue and White Steel Enameled Ware 

All White Steel Enameled Ware 

Also a Full Line of Galvanized and Tin Ware 





tf<fD TRADF MARK^ 



Full Line of Samples Displayed 

The New England 

Factories: NIDDLETOWN. CONN. 

H. GINSBURG 

756 BrooLdwoLy 
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TO VISITING BUYERS 



Another matter of much importance to you is our ability to make 
prompt deliveries. We have continued to run our foctories day and night 
through the recent period of depression because of our confidence in the 
ultimate resumption of good business conditions. As a result our warerooms 
are well filled and your orders will be filled without the delay you are 
sure to encounter if you order elsewhere. 

WB URGE THAT YOV WRITB US AT GNeB. 





We call particular attention of the trade 
to our prices on GALVANIZED Ware. 




We are the only manufacturers not mem- 
bers of the Metal-ware Association, nor 
are we a party to any trade agreements. 






at Our New York Sales Room. 

Enameling Co.^ Inc. 

AND PORTLAND. CONN. 

Selling Agent 

New York City 
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"BENGALIA" 

Alcohol Incandescent Light B\irner 

/GO CANDLE ROWER 



The most Wonderful 
Light! 

Can be adapted to any 
ordinary D collar lamp. 

Unaffected by wind. 

Suitable for outdoor il- 
lumination. 

Can be operated by 
e^nybody. 

Retail Price 
$4.00 Complete 



Disco\int 
to Dealers 



Fullest guarantee giv- 
en for 3 years, that Burn- 
er will act perfect. 

No wick Burning ! 

Chimneys manufac- 
tured in Jena, Gern\any. 
Will not brea.k from 
heA.t. 



No Danger 
Non-Explosive 

One live 
deailer want- 
ed in every 

tow^n to 

hdcndle our 

specialties. 



Can be used on any ordinary Kerosene Lamp. No blacking of mantle. Wind Proof. Absolutely safe. 
Use ordinary mantle. Superior to any incandescent gas burner. Consumption' one quart of denatured alcohol 
in 16 hours. Cost ^ of a cent per hour. No soot. No smell. Absolutely no danger. No burning wick. Vcty 
simple, a child can light it. Absolutely odorless. 1 also supply brass founts, store and table lamps for this 
burner. Also Sole Agent for the KEROSENE INCANDESCENT BURNER. 

G. COHN & COMPANY 

557 BROADWAY 

NEW YORK 
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Ever Step te Think 
— ef li?=^ 

Some goods are hard to sell — kang around too 
long for profit — ^take the place of goods that sell easy — 
on demonstration. 

Then other goods in the same line sell on sight 

Take carpet sweepers — Nationals sell easy. A 
Nationail sweeper lends itself to demonstration. Any 
safcsman can see things to talk about. He can't help 
but see points that interest. 

He doesn't have to stammer and mumble a lot 
of generalities or technicalities that means nothing to 
the woman who wants to know— He can say: 

"See this! That keeps the sweeper from tipping 
and spUling dust.** 

"See that I That prevents threads from breaking. 
Handle lasts as long as the sweeper — no trouble. ** 

"See how easy to remove brush — yet how firm 
it is fixed in place.** 

"That*s a genuine Hankow Chinese bristle 
brush. Can*t be made better,** 

"Look at the fine finish.*' 

"Yes, Nationals wear well. They run easy. 
The Roller Bearings are responsible for that ** 

THE TRIPLE MEDAL LINE 

Awarded Grand Prize and two Gold Medals at 

St. Louis Exposition. 



There*s no end of talking points with a National 
sweeper. 

Best of it is they make good on any point. 

"There's something new in sweepers.** Ask us. 

NATIONAL SWEEPER CO. 

98 WARREN STREET, NEWARK. N. J. 



Big Profits For You 



500.000 Already Sold 

in the U. S. and Foreign Countries. 
They go quick at the price. 

25c. RETAIL 

The simplest and most practical of any Eye Clip on the 
market. 

Takes out the eyes (|uick as a wink. Saves fruit and 
saves bother. 



Made entirely 

of Steel, 

handsomely 

nickeled. 




Every dozen 
mounted on 
an attractive 

double 
display card 



Liberaki Discounts to the Trade. 

HARVEY MANUFAQURING CO., 548 Granite Bidg. 

ROCHESTER* N. Y. 
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IF YOU WANT 

TO BE SHOWN 



Just look at these details of con- 
struction—the CORE, with its broad 
base, giving a wide, smooth, highly 
polished ironing surface; at the 

NEW PATENT LOCK AHACHNENT, 

which is easily adjusted, and 
always holds fast and tight, never 
^works loose, never rattles while in 
use, and holds the core as firm as 
the Rock of Gibralter, and at the 
IRON, LOCKED, READY FOR USE! It 
looks nice, and has every possible 
trade winning quality. Beautifully 
nickel plated, highly polished, and 
a comfortable handle, giving a cool, 
comfortable grip that makes ironing 
a pleasure. 

Can You Boat It? 



REiEMBER! 

PATENT SAD IRONS 

are made to please 
your trade. Their 
improvements are so 
radical that they are 
instantly observed and 
appreciated by every 
woman who sees them. 
Their beauty of con- 
struction and fi n i s h 
pleases the eye. As to 
their durability and 
labor saving features, 
you cannot promise 
too much. They will 
live up to every claim 
you can make for 
them. Patent Sad 
irons never disappoint. 
There are no come- 
backs. No repairs. 

Note the new patent 
lock attachment on 
Patent Sad Irons. This 
is the most easily oper- 
ated lock attachment 
on the market and is 
possessed by no other 
iron. It is snapped 
open or closed by a 
simple movement of 
the thumb and clutches 
the iron with a vise 
like grip that permits 
no loosening or vibra-l 
tinn while in ii«e. ■ 



SEVEN KINDS OF 

OUR BOOKLET, with 
kinds of Sad Iron Sets we 
Winners, is sure to inter 
write for it TO-DAY. 
of the seven, and the other 
than these. Looking them 

Patent Sad Irons 
way on merit I 

WRITE FOR. OUR 



FAMILY SET A 



PERFECTION SET 



They Always 
Ono Sale To-Day Moans 
Koep tho Confldonoo of 
tho First in Your Town to 

P aTENT SaP J BOH 

OFFICE AND 

1444 iulberry Street, 

New York Office . 
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TRADE WINNERS 

illustrations of the Seven 
make, all of them Trade 
est you. We want you to 
We show you below four 
three are, if possible, better 
over, do you wonder that 

are winning tineir 

Don't hesitate ! 

BOOKLET TODAY 




WHERE WE MAKE PATENT SAD IR.ONS 




HOUSEHOLD SET B 


Our factory may not look large in the picture, but every inch of 
space in it is devoted exclusively to the manufacture of Sad Irons. We 
are equipped to turn out large quantities of our product, and yet we 
are hard pressed to meet the constantly growing demand. We have 
installed the latest and best machinery obtainable, specially designed 
for our purposes. Every Sad Iron is carefully inspected and must be 
absolutely perfect before it is permitted to leave our factory. Because 
we manufacture our own good--, we are able to, and do, guarantee 
absolute satisfaction. 

SeeinflT is Believing! Come and Inspect Our Plant Any Time! 




OUR LIBERAL PROPOSITION 

Tfi ncAi rno 




TD DEALERS 

You Take No Ghanees. We Guarantee Sale. 
No Risk. Good Profits for You. 


LAUNDRY SET A A * 


We de net a$l( you to stock Patent Sad Irons, 
and tal(e chances in selling them. WE eUARaNTEE 
THE SALE by faking back the goods and crediting you 
with thenii at any time, If you become for any rea- 
son dissatisfied. That wo have the BEST PATENT SAD 
IRON PROPOSITION ON THE MARKET is proven by the 
fact that wo have closed largo contracts with many 
Big Department Stores and Supply Houses. You can 
put in a line for a very small investment, they move 
quickly, and your profits are liberal. You fake no risk, 
as we guarantee sale, as before stated. So don't delay! 

WRITE FOR. OUR BOOKLET TO-DAY 

You eet the Whelo Story in a Nutshell. 


Make Good! 
Two Sales To-morrow ! 
Your Oustomer hy Being 
Show these 6oods. 

ManufagturinbCo. 

FACTORY 

Reading, Pennsylvania 

114 Fifth Ave.. New York 
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Vol. XXVIII 



New York, February, 1908 



No. 2 



HOW TO COMPETE WITH LOW PRICED GOODS 

The Probleiti of the House Furnishing Dealer Forced Into Competition 
With Variety Stores, and Some Solutions That May Prove Helpful 



N ILLINOIS buyer of 

house furnishings 
writes us, "How can 
we combat the 5 and 
lo-cent stores in an 
establishment such as 
ours? We carry dry 
goods, carpets, cloaks 
and suits, men's and 
boys* clothing, shoes 
and house furnish- 
ings. We have a lo- 
cal population 
of 15,000, and 10,000 
more tributary to this 
city, our trade being 
principally with stu- 
dents and farmers, 
there being no manu- 
facturing here what- 
ever. We are thinking seriously of putting in. a 
department devoted to the lines carried by the 
5 and lO-cent stores of our city in order that peo- 
ple may become accustomed to thinking that they 
can buy all the small wares of us they can get at 



the variety stores. We will appreciate any inform- 
ation you may see fit to give." 

The Nature of the Problem 

Discussing this matter with Mr. J. Lee Rich- 
ards, a prominent buyer well known to the house- 
furnishing trade, and who until recently was man- 
aging two stores in Louisville, Ky., he said in part : 

"My advice to your correspondent in regard to 
putting in a 5 and lo-cent department is, don't. 

"The 5 and lo-cent store is not a competitor of 
the department store in any real sense, and it is 
absolutely impossible for a department store to 
carry such a department, for two reasons : The op- 
erating expenses are so high, and the profit on 5 
and lo-cent goods so low, that such a department 
would have to be carried at a loss; another reason 
is, such goods cannot be sold in a basement. They 
must be in a location so accessible to the public 
that people can get them without trouble, for peo- 
ple wil not put themselves out in order to buy such 
low-priced articles; they will go where the goods 
are handiest. 

The 5 and lo-cent store is an institution peculiar 
to itself, must be located on a prominent business 
thoroughfare, have plenty of window front, the 
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store must be well lighted, and the operating ex- 
penses must be cut down to as near zero as possible, 
if the store is to survive. The proprietor is usually 
boss, clerks, cashier and errand boy, and he must do 
everything himself until his trade grows to such 
proportions as to make it possible for him to hire 
a few helpers. Even then he can only afford to 
have one or two young ladies at a few dollars a 
week, for the variety store must sell an immense 
quantity of such low-priced articles in order to 
pay expenses and earn profits. 

I would like to suggest that your correspondent 
put in a Dollar Limit Department. A good buyer 
will see the advantages of this plan at a glance. 
It enables him to sell articles for five and ten cents 
at cost, plus about 26 per cent., so that he can break 
even on such goods. He may even sell some such 
articles for itour and nine cents, or below cost, in 
order to stimulate trade, and make up his losses on 
that end of his goods at 39, 49, 69, 89 and 99 
cents. Buyers can get any quantity of goods that 
look high-class, appeal to bargain hunters, and cre- 
ate an immense demand, and yet will stand figures 
which represent a good profit. The department 
store can put more value into a Dollar Limit De- 
partment than the 5 and lo-cent stores can, and 
people will place more confidence in its goods. To 
my way of thinking, this is the best way to meet 
such competition. 

'*I may add a little experience I. met with in a 
Southern city. Some years ago a 5 and lo-cent 
store announced that it would open the following 
Saturday in a store adjoining the department store 
where I was managing the house furnishings' de- 
partment, and, of course, kept the curtains drawn 
before its show window. Whenever I passed by 
the new store I took pains to peep into the show 
window in order to get a line on what would be 
shown there on the opening day. Meanwhile, I 
reserved one of our largest windows for my own 
department for use on their opening day. 

'The consequence was, ten minutes after the 5 
and lo-cent store drew up its curtains, my own win- 
dow was also thrown open to public view, and in it 
I had crockery ware, jardiniers, and other attract- 
ive goods that usually sold for 49 cents or more 
all priced at ten cents. Of course, the crowd came 
my way, and as I had diplomatically pushed the 
goods in the show window to the rear, and placed 
a strong line of goods at fair prices to the front of 
our Bargain Section, people forgot what they came 
downstairs to buy and bought for the most part the 



goods that paid a profit. Of course, I gave to 
everybody who asked for them, the goods that were 
in the show-window at the prices advertised. Need- 
less to say, the 5 and lo-cent store suffered a 
serious frost, and they have recently failed." 

The Experience of an Indianapolis Buyer 

Talking with another experienced buyer of house 
furnishing goods, Mr. I. Halpem, of the Pettis 
Dry Goods Company, Indianapolis, Ind., we dis- 
covered that his experience was practically the 
same as that of Mr. Richards. Mr. Halpern said 
in part : 

"I tried out a 5 and lo-cent department and I 
put in an exceptionally good stock of 5 and lo-cent 
goods, but I couldn't do an)rthing with it. I was 
forced to 'get from under' as soon as I could, and 
closed out my stock by marking it four and nine 
cents, and sold it to the people who came in our 
store from out of town for other goods. 

"The 5 and lo-cent store is only possible when 
there are no incidental expenses in addition to the 
selling, such as advertising, deliveries and all that. 
A department store cannot afford to carry five and 
ten-cent goods, because they would have to deliver 
such goods, would have to advertise them, and 
maintain a costly force of sales people, so that the 
sale of such goods would have to reach immense 
proportions before any profit could be realized. 

"As an indication of how costly such a depart- 
ment would be, consider the selling force alone. 
Let us suppose that every customer bought a ten- 
cent article. A hundred articles would bring in 
ten dollars, and to make as many sales as this, half 
a dozen clerks would be necessary. As their wages 
would amount to a dollar a day apiece, you can 
readily see how many sales would have to be made 
before there ysras any profit coming to the store. 
Besides this, these same six clerks could sell more 
expensive goods with the same amount of effort, 
and earn greater profits, so that there is no in- 
ducement for a department store to carry such a 
line. 

"Another item of cost must be considered. No 
department store can afford to sell 'cheap' merchan- 
dise. Its trade is particular, and expects goods of 
the best quality and value. A 5 and lo-cent de- 
partment would probably lose more trade for the 
store than it would create. 

"We have two 5 and lo-cent stores within 200 

(Concluded on page 32.) 
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INTERVIEWS ON DEPARTMENT BUILDING 

flow the Progressive House Fumlshins: Buyer Keeps His Stoclcs Fresli and Active, 
Arrans^es His Advertisingt Store and Window Display and Handles His Help 

IV. By MORGAN J. DAVIES 



O D E R N merchandising 
methods are as diflferent 
from the methods of a dec- 
ade ago," said Mr. Mor- 
gan J. Davies, buyer of 
crockery, china, glassware 
and house furnishings for 
the Alms & Doepke Com- 
pany, Cincinnati, Ohio, to 
the Review, "as light is 
from darkness. Where for- 
merly the one idea of de- 
partment store organiza- 
tion was to buy cheap and 
sell cheap, without regard 
to quality, merchants now 
proceed upon the principle 
that an article is not cheap if it does not give abso- 
lute satisfaction to the customer. 
"The general public has be- 
come educated to the fact that 
'cheapness' is not the sole con- 
sideration in making purchases 
for their households ; that an ar- 
ticle that is low in price and 
poor in quality is more unprofit- 
able in the end than the same ar- 
ticle of good quality and work- 
manship, that costs more at the 
time it is bought, but lasts so 
much longer as to pay for itself 
several times over. 

"Besides, as women do most 
of the buying at department 
stores and seldom forgive a dis- morgan 

appointment, merchants every- 
where are making it a point to put in the best 
goods obtainable and go to any reasonable length 
in guaranteeing satisfaction. Defective goods are 
exchanged without question, and complaints re- 
ceive prompt and courteous attention, most depart- 
ment managers preferring to pocket a loss rather 
than to sacrifice the good will of any purchaser. 

Modem Advertising: Methods 

"Modern advertising methods invariably proceed 
upon the same governing principle. The merchant 
who thinks that what he says in his newspaper 



announcements is all the advertising he does is far 
from the truth of the matter. It is the function of 
newspaper publicity to bring customers to the store ; 
that is as far as it can go. 

"The making of sales rests upon other factors: 
chiefly, merchandise so arranged as to enable cus- 
tomers to observe at a glance the cleanliness, dis- 
cipline and good order preserved in each depart- 
ment, and the presence of courteous and attentive 
clerks, who take pains to make customers feel wel- 
come and at the same time spare no efforts to help 
everybody make satisfactory purchases. 

"The reputation a store bears in any community 
for the stock it carries, for its good appearance from 
show window to the remotest interior, and for the 
character of its selling force is not based upon 
its newspaper publicity, but upon what its trade say 
about the store among themselves. That advertis- 
ing is without price, it cannot 
be bought. Its value is immeas- 
urable, and the ultimate success 
or failure of the store rests upon 
the good, will created among all 
who enter its doors and go away 
satisfied. 

"It is here the personality of 
the department manager, exert- 
ing a wholesome influence over 
his assistants and filling them 
with ambition to please and to 
win success for themselves and 
him, becomes of paramount im- 
portance, and we can think of 
no better way to create good 
J. DAVIES. will than by urging upon every 

' department manager the ad- 
visability of treating all his assistants as equals, and 
thus preventing disaffection and inattention to his 
wishes." 

Monthly Window Displays 

"As a means of advertising, nothing excels the 
show window. If 'the eye is the window of the 
soul,' and by its expression you can tell what man- 
ner of man you are dealing with, the show window 
is the 'eye' of the store, and by those eyes the 
public judges of what they may expect within 
doors. 
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"While there is undoubtedly a tendency to allow 
the House Furnishing, Department manager win- 
dow space as infrequently as possible, chiefly be- 
cause kitchen-ware does not lend itself to orna- 
mental window dressing, nevertheless, it is impera- 
tive to the success of the department manager that 
he secure a window at least once a month. 

"As to how to arrange attractive window shows 
of kitchenware, this is by no means a difficult mat- 
ter, provided department managers avoid trying 
to crowd their entire basement into the allotted 
space. It is well to feature specialties, making the 
show demonstrate the various advantages to be 
derived from the use of such goods as a Washing 
Machine, and crowds will be attracted, if a living 
demonstrator, by pantomime, shows how such an 
article as this is operated. The more life and 
action that can be crowded into a window the bet- 
ter. Of course, department managers must be 
governed in the end by how much space his win- 
dow affords and the nature of the sale he proposes 
to conduct. 

Newspaper Publicity 

"As to newspaper publicity, while in large cities 
department stores employ advertising experts who 
do nothing else but write and arrange daily adver- 
tisements, taking the house furnishing trade as a 
whole, most department managers and dealers in 
the line prepare their own advertising copy. 

"We make a practice in our own case to adver- 
tise our department two or three times a week, even 
if our announcement consists of merely a few items 
of general interest supplemented by a legitimate 
reduction in the price of our 'leaders.' Occasion- 
ally we run a large advertisement, well displayed 
and arranged, showing representative articles se- 
lected from the various stocks that go to make up 
our entire department. 

"So far as the small dealer is concerned, we be- 
lieve he should make a yearly contract with his local 
newspjipers for at least a five or six-inch, single- 
column space and change his copy weekly, if not 
daily. Of course, such small space should be u^ed 
to illustrate and describe one article at a time, and 
advantage should be taken of local events to make 
his advertising timely and interesting. This policy 
will cause the advertising of the small dealer to be 
read with as much interest as that of the large 
stores, and at the same time it will bring him busi- 
ness that will cause his advertising appropriation 
to be an investment, and not an expense to him. 



The Management of Stock 

"The careful buyer always bears in mind several 
important considerations in 'stocking up.' His 
purchases must be attractive and salable, of course, 
for no buyer likes to see shelf warmers in his stock. 
To prevent such contingencies, most buyers nowa- 
days are buying in small quantities, and often, in 
order to keep their stock fresh, and also to keep an 
appropriation ahead of them so they can take ad- 
vantage of opportunities to secure merchandise 
from other than their regular manufacturers, who 
are in a position to offer a lower price than they 
have been accustomed to pay. If a buyer has spent 
his month's allowance, he must pass up such bar- 
gain opportunities, and thereby loses a chance to 
conduct a 'bargain sale' that will draw trade and 
boost his sales. Competition between dealers in 
every line of trade is so keen these days that nobody 
can afford to sacrifice the slightest opportunity to 
beat out the other fellow, and 'short buying' is a 
far better practice than 'over buying' at every stage 
of the game. 

Stock Record System 

"We use the same stock record system that every 
other house furnishing buyer uses — that is, we place 
stock clerks in charge of each section, whose duty 
it is to keep track of all the goods on or under her 
counters, and to inform us when any article in her 
stock needs replenishing. We have one stock clerk 
in the House Furnishing department, who knows 
exactly where all the goods we carry are to be found, 
and whose duty it is to supervise the work of all 
the other stock clerks in this department. Of 
course, on items like refrigerators, go-carts, stoves 
and such, we arrange the oi'dinary tally sheet. 

Stock Displays 

"As to our methods of displaying stock, we have 
a stock room, where all our goods are delivered 
as soon as they are received from the manufactur- 
ers. We display samples on the tables, with due 
regard for keeping every article clean, and their 
arrangement attractive to the eye. Small articles 
we place in display baskets, the baskets being kept 
well filled from the stock room. We do not believe 
it advisable to pile goods up on the tables, except in 
the case of 'special sales.' 

Training: the Sales Force 

"As to training our sales force, we make it our 
policy to require that each clerk shall have certain 
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'*AS ADVERTISING, NOTHING EXCELS THE SHOW WINDOW. 



Stock to look after, keeping it clean and in order, 
and properly marked as to price in plain figures. 
If any new article is bought for their stock, the 
merits of the article are explained to them by the 
department manager and sometimes by the sales- 
men who sold us the goods. The latter is a good 
way to educate clerks up to a thorough understand- 
ing of what they are offering the customer, and we 
find that the clerks take more interest in pushing 
the sale of such articles, which results in an advan- 
tage all around." 



Department Building: 

"Taking the question of 'department building* by 
and large, we feel that every man in this line of 
trade, whether he is a department manager or an 
independent dealer, must keep pushing or fall be- 
hind in the race for success and an annual increase 
in business and profits. To-day's victory is follow- 
ed by another battle to-morrow, and unless we are 
always ready to meet the foe at the new point of 
attack we will be vanquished in the end. 
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MOST REMARKABLE BARGAINS IN 

GRANITE WARE AND HOUSEFURNISHINGS. 

Id our spacious and well-arranged Dasemeot Saleftroom is arcry cliua of 
Chtnn^Vlill^ ('ixikinK Utcn.«iU. Baby Byiggxtn and General IlouMfarniahuurs. Such 
icniarknliU- valuct itoiJ woriJerful variety of desirable merchandise as is here is un* 
poatiible to daplicMa. 

To induce yoo to ri*it this department this week, we place the (ollovioff 
Extra Specials on tale to*morro«: 

Pyrolite Enamel Wore, 

Hie only entirely seamless and nonleak Ehiamel War«. Nothing 
like It <an be supplied elsewhere in the city. 

To introduce this ware we offer these two speeaals: 



M 



SADCB PAN—MmI* oI th« I 
BmbcIciI Ware, lifht 
blac «nd mhiu liiwd; 



artxlc. rrsalii 
.16c. loir.*(la 
lory piKe 



PUDDING PAN-Pyrolitc Knameled 
Wnrc. jight blue outside, white inside; 
medium mze; this pan is 
acdiiilly worth 25c. I An 
Introductory price I Uu 

WASHABLE WOOL DUSTRKS-Indispeosable in Ik 
white; have long, well-6ni.shod handles; a regular ^1 

SAUCE PAN SPECIAL- White enameled pan with lii 
blue mottled pan with handle, either 4 or 6 quart 
only about 20U in the lot; regular 4Uc and 5Uc 
values. At tbn special price of 

ROBERTS' OERMPKOOF FILTER-Dont use m 
nnd unhealthy water. This Kilter will purify ten 
loni of water every hour, and is easily and qniokl 
tachud to 4ny faucet. Special— 

No. 4 sixe (quite large) $A No. 1 sise (small] 



$2.95 



TEA AND COFPEB POTS-Pinrly nickrlcd. on 
copper. stroDK haadiM, all sitea. forBcr priraa 

tri'.?,-'e90ct»fi.50 
SCI 
: 
a 




$1.15 

CREAM JUG3~About 1.000 in the lot, 
nicely -.lecorated. various sizes, styles 
and ••••liiringi, worth up to 2(lc m^ 
SpccMl at mV 

EASTER £QG 6a8KETS-Ab im- 
mense aasortmeoi, sixes holding from 
2 to rieggs, all in bright, pretty col- 
orings. Special prices.. ..5*, I*, II* 
IRISH MAIL BACERS-The great developer of muscle; 
make* the b6y healthy. This Racer is strongly made, 
and we plape them on sale ai the special #4 OC 

GO-CARTS AND CARRIAGES— An immense variety, 
all the newest and bent stjries. strongly, made in the 
most improved manner; prices the very lowest, and 
range from - $1.95 It B18 



I Mic at . 
r SCBAP aAiJCETS— A iargr aud 
*arie4 c»ll«ciioj, *tl uylct'and 
coloriiic, (oreifB awtc, foroicr'-y 
aoM at ItOO lo fl.tiS. AC^ 



LAJtST NOVtLTIES IN tASTtR CAROS AT ALL IHUCES. 



CTbe Hlme & Doepfee Co. 



MERELY A FEW ITEMS OF GENERAL INTEREST. 

"Because of the multitude of simall articles that 
make up the modern House Furnishing department, 
of the new goods that are constantly being made 
by enamelware, woodenware, crockery, china, glass- 
ware and art metalware and specialties manufac- 
turers, it is an endless task to keep abreast of the 
times, and this branch of the merchandising busi- 
ness is one of the most difficult to manage. 

"The constant personal attention of the buyer to 
every detail of his department is needed, and for 
one thing we believe it imperative tlr^t department 
managers should give courteous treatment to manu- 
facturers' representatives at all times. This policy 
costs nothing, but the profit is unlimited, for by 
this means we can best keep posted on what is new 



on the market. The salesman can always help the 
buyer' is a good thought to memorize, and we make 
it our general practice here to look at every sam- 
ple, whether we buy or not. We have many times 
gained an advantage we would otherwise have sac- 
rificed to a competitor had we failed to do this. 

"But beyond this, competitors are constantly de- 
vising new selling schemes, new advertising meth- 
ods, new ways of displaying stock, creating new 
bargains and going after local trade along chan- 
nels never before attempted in this city, and the 
merchant who gets there fir§t usually wins out. 

"Accordingly, we are never satisfied with present 
methods of doing business. We are constantly 
seeking ways and means of increasing the efficiency 
of our sales people, of making our advertising pro- 
duce better results, of turning out better window 
displays and arranging our counters and showing 
off our stock so that it will appeal to customers as 
indicated by a constantly increasing volume of sales ; 
and we aim to turn over our goods rapidly enough 
to enable us to keep our stock always a bit in ad- 
vance of the times. By cultivating a spirit of dis- 
satisfaction with present attainments, we maintain 
unflagging interest in our work and keep the pub- 
lic from becoming indifferent to our store. Prog- 
ress and prosperity are well nigh synonymous terms, . 
and by 'hitching our wagon to a star' we at least 
avoid getting stuck in the mud and falling behind 
in the race for more and better trade." 



COMPETITION WITH LOW PRICED GOODS 

(Concluded from page 28.) 

feet of our establishment, and they do a big busi- 
ness, but I do not pay any attention to them. In 
fact, I find that some people prefer to come to our 
store and pay two or three cents more for the same 
article they can buy af the 5 and lo-cent store, in 
order to avoid the crowd. 

"My one experience with a 5 and lo-cent depart- 
ment taught me a lesson I shall never forget, and 
my advice is, have nothing to do with such a de- 
partment. It will prove costly and lose trade in 
the end, and people will think better of the store 
that carries a good class of goods, charges right 
prices for it, and gives them first-class delivery 
service, as well as a corps of intelligent and cour- 
teous clerks. Such a department store has noth- 
ing to fear from competition with the 5 and 10- 
cent store." 
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THE FREE INDUSTRIAL EXPOSITION 



How a St. Louis House Used Demonstratloiis to Boost January Sales, and 
Doubled All Previous January Business. How the Exposition was Conducted 

By E. H. WADE 



I HAD BEEN so successful in 
operating demonstrations from 
time to time on a small scale/* 
writes Mr. E. H. Wade, mana- 
ger of the House Furnishings 
ij Department of the William 
Barr Dry Goods Company, St. 
Louis, Mo., "that early last fall, 
when I 
"^ was i n- 

formed by the head of the 
house that for the month of 
December he had arranged 
to allow me the entire base- 
ment of our store for our 
toy business, I immediately 
suggested to him the idea of 
conducting a mammoth in- 
dustrial exposition to occu- 
py this same large space 
during the month of Janu- 
ary, arranging to open the 
exhibit at the close of the 
toy season, allowing one 
week between Christmas and 
New Years to rearrange the 
basement, build and decorate 
the booths and install the ex- 
hibits. This proposition ap- 
pealed to hkn and l\e advised 
me to go ahead. 

"We at once opened cor- e. h. wade. 

respondence with such 

manufacturers as we considered were the leaders 
in their particular lines, and am pleased to say that 
when we opened our exposition every booth had 
been engaged, and everybody was on hand to at- 
tend to the opening of their displays on January 3. 
In a word, the entire exhibit opened promptly as an- 
nounced in advance, without a hitch. 



Largest Exposition Ever Operated 

"We believe without a doubt that the exposition 
was the largest of the kind ever operated in this 



country. Jt occupied a full city block in length' 
by a half city block in width, every inch of that 
space being devoted to booths, with the exception of 
the room needed for good broad aisles to accom- 
modate the crowds who patronized our free show 
throughout the month of January from the opening 
hour. Stormy weather had no apparent effect upon 
the attendance; the people came regardless of 
weather conditions every day 
in the week, and stayed for 
hours at a time. 

"The sho\^ has been pat- 
ronized by the best class of 
people in St. Louis, and we 
saw the same faces, in many 
cases, day after day, always 
interested, at one or another 
of the booths or lectures. As 
our house furnishing goods' 
business for January has 
been more than double the 
business of any January in 
the history of the house, we 
consider the industrial exhi- 
bition has been a great 
success. 

How the Booths Were Con- 
structed 

**\Ve were liberal, in the 
size of the booths, none of 
them being less than 7x10 
feet, while several of the 
more important booths were 
8 X 20 feet. 

"The decorative scheme was carried out in bunt- 
ing of dainty colorings, such as pink and white, 
light green and white, yellow and white, red and 
white, as well as other pleasing combinations, mak- 
ing a beautiful collective effect. 

"We ran in an extra gas supply pipe and connect- 
ed up gas hot plates and ranges for the use of all the 
exhibits that required it 
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'A FAIR IDEA OF THE EXTENT OF OUR DEMONSTRATIONS. 



A CITY BLOCK IN LENGTH BY HALF A BLOCK IN WIDTH. 
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What Was Exhibited 

**In addition to a complete line of house furnish- 
ing goods, we had some dozen food exhibits to give 
variety to the show, while at all the booths devoted 
to the latter, such foods as preserves, jams, cheese, 
beef boullions and soups, cereals, fancy desserts, 
jellies and ice cream, coffee and chocolate were 
served free. This feature was a very interesting 
part of the exhibit, and was much appreciated by 
our customers. 

The l^ecture Auditorium 

•*Onc of the greatest features of our exhibit was 
our lecture auditorium where lectures on domestic 
science were delivered twice daily. All the cook- 
ing at these lectures was done by electricity, our 



Luncheon to Buyers and Department Heads 

"A pleasant incident connected with our exposi- 
tion was a luncheon tendered to the buyers and 
heads of departments of the store by the Natural 
Food Company, one of our exhibitors, who conduct- 
ed a complete miniature factory where they made 
shredded wheat biscuit and triscuit, and a lunch 
parlor in charge of Mrs. Dwelle, where they served 
their products hot from the oven. It was the unani- 
mous opinion of the thirty-four guests who partici- 
pated in the luncheon, that it was, without excep- 
tion, the daintiest served, best cooked and nicest 
banquet they had ever had the pleasure of attend- 
ing. After the luncheon was served, the guests ten- 
dered Mrs. Dwelle and her assistants with a vote of 



Learn to Cook Better— Visit Our Industrial Exposition Tomorrow 



r^)MEto our bw. busy Ba«in«rt-waiider aU over it . ,,- 

♦Zlrfi **?LZL?^?** " <*"in*y lonehtoM at the diffemit booth*— watch tb* interwtin* demoostratioiM of uaeful ut*n» .. 

UTMUXtf ieeture bj one of the foremoBt culinary oxpeHa of the United StatMi.'darlng which ahe pivparea s^ver*! of the varioos disbea mentioned. You 11 be delighted 

again and again! And th« eoit to jon wUl ba afaaolotelj aoth^ 



the actual manufacture of ehreddcd wheat biMuit— eec how gaamantles are aaade — observe the def^ 
demonstrationfl of uaeful utenailB and articles. Then seat yonnelf comfortably 



dorvM Itw 



AmmtiBMfTM 



jMWUdJ«lliM 



Ml 



MtrtM Gm MmOm 



it by coming a 



basket waaters $t 
aodUtten loan in- 
ith it all, and prov» 



▲ Ooapim OiaMr will be Dreporod Wednesday in the firelesa cooker— meat, vegetables and podding. Tbe cooker will 
be started at 9 o*doek in the morning and opened at 3 in the afternoon, after whieb time all visilon will be invited to 
taala tka food thtfa OOOKBD Dr rai IIBIUM C 



A Special Dish 

win be aenred each day tnm 2 to 
3 P. M. at tbe Shredded Wheat 
demonstratioo by Mrs. Dwelle, 
whoa* lecture will begin promptlj 
all Printed reeipea of each dish 
pmmnd win to pwwte d t* tor liiUMVi. 
W««liiMd«r-Onmd Ojrrtm- Served 
T1ion<Uy-W*Wi Bar<4Ht/ - 

TtidM^-CntrntdViA. free 



A Free Lecture 



Win to cfm dAilr si It a. a. by Mn. P. TioM Haatoni. tto rtoowaej wriUr ud 
csp*rl an caiiMry Mattm, who worta m ato Ulks. m*ina« four or 8«« mppatuiac 
dtibm durini Mf h Itcturr All ronkinit b done by rlrctnciVr Ton cannot ■prad two 
h«un to RTcater aJvantaitw ttoo by h««riiic Mn. SanborB. Tto rntirr count of It^ 
torn It frac to ell wIm carr to com*. Folkiwiag ia tor mrau for th« raoMiiidcr of the 
*t«k Prialcd reeipM of ■*■/ of tto« diatos fivan avajr froa at eack lacturt. 

rat»AT. 



PiMrvii tfmtr 



In Connection VHfc 

Anuour's splendid exhibttba «l 
Beef Extract, Mrs. Ua M. Palmer 
will aerve savory aoupa and booil- 
loDS. and in addition thereto wiU 
prepare and aerve a apeeial dish 
each day— as follows: 
. . WaiMadar-BaaiiMh Moator. 
^•rvti T1uir«lay-«r«fSl Wo«leorlL 

C-^_ rntlay— tttinaiy Wlmrlc. 

nSS. Satar^y-Aammi Ctop Itary 



FlralaaB Ooakcrr 



CoMia pwealtfMs 



AlaaiDBB VtmiSk 
Eaaaiallrana 

Fibrr. 



ABd knadrrdi of 
•Itor handy Imea*- 
toldtking 



LECTURES ON FIVE DIFFERENT DISHES EACH DAY. 



model kitchen being fitted up with a complete elec- 
trical cooking outfit. This alone was a valuable 
feature, as we demonstrated at these lectures elec- 
tric broilers, toasters, ovens, coffee percolators, chaf- 
ing dishes, waffle irons, hot plates, tea kettles and 
all that. 

"Mrs. F. Violet Sanborn, the eminent authority 
on cooking, and platform lecturer on domestic sci- 
ence conducted the morning lecture from lo to 12 
o'clock, preparing, cooking, serving and lecturing 
on five different dishes each day, as will be seen bv 
referring to the advertisement we are sending you 
headed "Learn to Cook Better." We gave away 
printed recipes of all of Mrs. Sanborn's newest 
dishes net to be found in her regular cook-book. 

"The afternoon lectures were conducted by Mrs. 
Carrie E. Dwelle, a graduate of the Oread Institute 
and Boston School of Cooking. She was a highly 
cultured lady of very pleasing address. Mrs. Dwel- 
le's lecture demonstrations were conducted wholly 
by the use of a chafing dish 



thanks, and presented Mrs. Dwelle with a beautiful 
bouquet of American Beauty roses. 

Wide Extent of the Show 

"The number of booths used during our Indus- 
trial Exposition, illustrated in the accompanying 
photographs, hardly give a fair idea of the extent 
of our demonstrations, as in sone of these booths 
several exhibits were conducted. For example, in 
one booth we demonstrated the Fireless Cooker, 
the Savory Roaster, the Ohio Steam Cooker and 
the Exposition Toaster. In several other booths 
as many as twenty-five or thirty special kitchen 
utensils were demonstrated, some booths employing 
five to six demonstrators. In the case of large 
lines like enamelware, aluminum ware, etc., entire 
booths were devoted to the one line. 

"So highly gratified are we at the success of our' 
Grand Free Industrial and Domestic Scifence Edu- 
cational Exposition that we are now considering 
making this a permanent feature of our House Fur- 
nishing Department." 
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JNADMfAOOL 

GREATER BUFFALOS GREATEST STORE 



Pasement Qlearance ^^ale 




\\^WelcomeThis Great Event 

tTH ioTentoty time rapidly drawing near it is absolutely 
necessary tHat we clear oat all surplus and odd lots at 
once. For a quick riddance we have made deep price-cuts 
in which original costs have been lost sight o£ Read this 
advertisement through carefully and you'll be surprised at 
the savings which can be secured here this week. 

Syracuse White China ^Seconds" 



3c 

3c 

3c 

4c 

4c 

5c 

ISc 

f \ 

TumUar^At 2c 

WlM u4 WMikcr Twnbhn of ihla 
bt0w>KUM:t|te»««M« «a 

capKity. EKh ** 



TEA PUTCS. 

' y.Mh — . 

MCAO JMO lUTrai PUTEt. 

K«fh « 

SOUPPUTES. 

K«* 

IREMCFAST PUTESL 

Vjirh ^. 

OINMER PUTE8. 

>Uch .«... 

STEAK PUTTEm. 

KMh ^^.. 

ROAST HEAT PUTTERS. 

VjtAk 



SOOPPUTESiaa 



SHELL OU¥E or PICKLE DttHB. 



CUPS ONLY (no HtKcn) la after DituMr 
Coffee end BooOlom. 9« 

EMh « '* 

VESETAILED 

falK 

VEGETABLE OSHES wi«h« 

tlO OOTCFL K ft Cfl • • • ^w » • . 




First Quality Grey Enameled Ware 



PIEPUTES. 

KmH « -.. 

WASH BASMS-ki8c ebi^ 

>WmA 



l-JK* -.. 

SMK STRAINERS. 

Rech -., 

JEUYCAKEPttn. 

KeHi 

TEAKETTLES-«iMNaa 



11c 
11c 
11c 
11c 
Ih 
4fc 



OOVEREIH(ETTLIt Id e-qpnt ebe. 



Fireproof Tespott 

L«rg« tlM^ FIrvpnMf Tiaprm Iwporti* 
'•eon- 

2Sc 



lioM. Rcfttlarly S9e each. 
SpwialM 



Gm PortftUes, Etc 

Gas FombiM aad (M Laoipa aatf alghtir 
iMups nurired liroai (B>M ^ . ^. 
to at cadt. choke al.....% Vlllt 



White and Gold American Porcelaiii ''SecoiKk'' 



BREAD AND BUHER PLATES. 

EMh 

PIEPUTES. 

EAPLATi 



TEA PLATES. 

Bach 

BREAKFAST PUTEl 

EMh 

COLD lEAT DISHES. 



3c 
ic 

5c 
5c 



PUTEl 

&tdi 

SOUPPUTES. 



VEBETABLE DISHES. 



ROAST MEAT PUTTERS. 



White Semi-Porcelain China 

MDIVtDUAL BUTTERS. C. I ROl 

A ilaam •• 1 



Sc 

Sc 

.Sc 
11c 

Sc 



WhHe Toilet 
Ware "Second 

•^.rr::!!r^ 

WMhBowliL 

WatM PitdMn. 

l-tach 


•" 
Sc 
11c 
11c 
2Sc 
2Sc 


B«dPant. 

Each 




E»ch 



Odds Pieces of 
Dinner Ware 



Mn. Vaectablc I 

CMaa. ^Ei«1hIi 

Amcrkaa wart. TImm pattcfsa 

Sre^"!'^.....Half Price 

Symamm CkiM iaatta-* w a4 i "-^>Wi 
rotrbwl drroratioa aa4 foM «4|«tia«. 
All wt#« in Bread and Butler, Braakfaat 
aod Diimer Platte C« 

CIkmm. cacb. at Vv 



A Prosperous 
aDd Happy 
New Year 




Wliite Hardware Ce. 



Housdiirafsii- 
lOflDcparfHMl 

nntOlMi Qoods aO 



One Week 

Dcmonslratlon 

k \ 

WnniK-WevEvtr- 



ROASTERS 
Price SSil 



VkMteeklaviiyoa 
piMik «i4 tht |lMi I 
iH.tttlmpMly 



J.B.UW 



iiT TirrTi-iTffimfl 



: Miller, Rhoads & Swartz 






^dMcdliier-MirrCs 



MM iii m iii m i m i n i ; 

Itt Me Furnish 
Your New 

HOUK 



em ckn. W iw • 



Chas. Donofrio 



23 C. Wash. St. 

>> M > MM ii mmi i mn' 



-nii-inr n., ti«d«»ark 

'""^ MUlTtt for Ik* 

_ »wy hiitkart ■red* 
n of AaiBdHa aoak- 
r/ mcatnidk. 

'■tra hard and tUak akatT 



I Taw biraacas «■ Phna Stratt— On* o« IU« liraai. 

House Furnishings 

I Fourth Floor, Plume 5t. Bui ding 

TWa l a a mm ath ■dot ia Mitiral7 occiipiad br a vwt 
c eDa rti or o( crockery, tiishci, KUMwar* .aluminun. 
IcranitrwarT, rBamelware. tinHarc. hou»«h<>ld and cookim; 
ulcntUa at rvtty il«scri^^an. Thmc who had a Map •( 
It \»n yreek w«rc d<Ui(b *J with ihc mattiladc ol iurh\ 
and handx aiticlca ai^rn-blcd. 

WaVe Planaad Tbto Depanmaat on a rvy com|>rc- 
hrmivf icalc. Such a * pa^tmmt at we have pri>vtded it 
Mnethinjc n*w in Norfolk— ci«w in tiac — new ia cnmplelc- 
neaa— new in itt Ideal arraniement. Yea An Imwitmt to 
inapcct thu attraaiivt •kyartnent. 

eNAMELWARE AUJMINUM 



[*'aLnZ7Mft 



llMkU Omd Battam H*ar« |« 



rwis. nraM Pu» lAAMi. Mil- 



WC WOULD RATHER 

SHOW YOU 
TjUN TQi YOU! 



rmunruBi 

•Bd OBOCXIBT. 

Onr PrioM. 0«add«lii| 
QiuUtf . tn Ymj htm. 



BECK&EGAN 



Clark Hardw^are Co. 

109-111 MAIN STRE.KT 




Bread Mixer 



f .IxOTlna •» B>.b. 









I Colonial Olassware 

j Mo«^ PuniaUni Da^ «ik Aodr. Vfmam tiraa» iMra. 
Te Indalca tha fannr <^ vrcey te«ae»ife lor ih« an- 
liaiic dcaiipu and ((racclul thapct wbich chantariie ih« 
tabkwarc of c<ilonial Uvt, w» have accwrtd the "Chipften- 
dal«,' an nehlcenih crniiinr de«ijpi of ubUwarc named ior 
Tlwma* Cbi^pcndalc (A. D.. 17S3), wbo aeUavad lailinx 
fame foe the p-atefnlm ' ' ' 



The "CbipncodJlr'' uUcwarc of IW7 it aiad« do -blr 
■tlraclire bjr the tnpcrmr fiaiih and incoraparabk t^t- 
liancy o( the (taM and I lie cKtrrmely low price at wh'di 
»c icU it . 




French Dinnerware y4 Less 



I* »«T rntt, eUtm «hinv 



urszj- 



*■ r; Hr^aa PIsM 

ti:t <>»>ui. rah '.'.'.' 



$IOdds'aiKl -Ends Table 




ONPLmnOOSEFURnBI 




-36- 



Digitized by 



Google 



TRADE PUBLICITY 



How Enterprisins: House Fttrnishins: Dealers Advertise 
Their Wares, What They Say, And How They Say It 



|E ARE particularly proud of this 
Department of the House Fur- 
nishing Review this month, 
because a large share of the ad- 
vertisements we reproduce have 
been sent in for criticism. This 
means that this department must 
be helpful to the trade, and that 
it is being read with interest. 
We trust that every house fur- 
nishing dealer in the country 
will take advantage of the op- 
portunity it aflfords to discuss 
ways and means of making their advertising copy 
"pull" good results, and also of comparing the 
typographical arrangement and layout of their own 
advertising with that of others. 




Advertisements Without Illustrations 

Mr. N. C. Myers, buyer of china, glass, silver and 
house furnishings for Miller, Rhoads & Schwartz, 
of Norfolk, Va., writes: "I am open for sugges- 
tions in the way of improving my *ads.* Of course, 
I realize cuts would help the appearance of my ad- 
vertisements, but whether they would sell any more 
goods or not is a question. 

"Where it is a case of cuts and short descriptions, 
or no cuts and full descriptions, I prefer the latter. 

"Every woman knows the moment she sees *dish 
pans' that it is "the same shape as the ones she has 
used all her life, but she does not know the quality, 
size, color, price, special features, etc., unless you 
tell her in words. 

"When your space is limited and you use cuts, 
you are bound to have to cut descriptions. There 
are some cuts that will show special features of an 
article more forcibly and in less space than you 
can tell it in, but I am speaking of the general line 
of household goods, where at best the cut will show 
but shape, and shape only. 

"I would like to illustrate with the best cuts I 
could get (half tones, if possible) every article I 
advertise, but as cuts eat up space and space is hard 
to get and costs a lot of money, I prefer to adver- 



tise more articles with fuller descriptions than 
would be possible were I to show illustrations. 1 
believe honest descriptions outweigh illustrations 
two to one. 

"1 am glad to see you reproducing ads. from va- 
rious sources, but hardly consider mine good enough 
for that purpose, yet I will not deny that some of 
them have pulled very satisfactorily. I get a great 
many valuable ideas from your paper and find con- 
siderable meat for my *ads\from the advertisements 
that grace the pages of the House Furnishing 
Review."" 

Three of Mr. Myers* ads. are reproduced on 
the opposite page, one being located in the upper 
right-hand comer of the last column, another in 
the middle of the same column entitled "Colonial 
Glassware," the third being tlie single-column ad. 
adjoining these two, which is headed "Demonstra- 
tion and Sale of Aluminum Cooking Utensils." As 
will be seen, all three advertisements contain no 
illustrations, unless you can call the tradenmark or- 
namenting the single-column ad. an illustration. 
From a typographical point of view, the ads. are 
well dislpayed, well arranged, and we can suggest 
no improvements. Moreover, they make mighty 
good reading, and if description alone can sell goods 
there is no reason why these excellent advertise- 
ments should not produce results. 

Strikinffiy iUustrated Advertisements 

Side by side with Mr. Myers' aluminumware 
demonstration advertisement is another on precise- 
ly the same subject by the Schoedinger-Marr Com- 
pany, of Columbus, Ohio. Place these two adver- 
tisements, which are of precisely the same size, side 
by side among the advertisements that adorn the 
average newspaper, and which of the two will at- 
tract the most attention and be read first — ^the illus- 
trated ad. or the one without illustrations? Yet 
note, if you please, that the Schoedinger-Marr ad. 
is chockfuU of good, solid selling talk, although of 
course, it does not contain as much reading matter 
as Mr. Meyers' ad. Now the cut used in the illus- 
trated ad. was probably furnished by the manufac- 
turers of the roaster, so that the expense involved 
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Former Price. 


Sale Price 


89c:... - 


75c. 
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CMINM Wring- 
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Sale Price 


2.75 


2.39 


3.25 


2.89 


3.39 


2.98 


3.59 


3.19 
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4.49. 







UBBOTT'S^ 

234 Main Avenue Passaic N. ). 



BEFORE STOCK TAKING, •very d«|Mrtai*at in our store andcrsoee • thomufrh overhauling. CONSE- 
QUENTLY we have dacidad to adopt draacic maaauraa to aaaure an imaDadiate clearing. You'll find scoraa of bar- 
galna that will bring you hare, and ba a Mg monay aaving to you. Read carefully av*ry Item on both sidaa of thia 
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Former Price. 
?6c 


^1 

Sale Price 
. . 19c. 


29c 


24c. 


35c. 


29o. 


39c „ 


....34c 


Qalvaniiid C«i 

Former Price. 
35c. ... 


riHtdi. 
34c 


39c. 


45c 


.-..39c 


49c 


....43c 



WASH BOARDS, an 

styles* REDUCED. 

HdiMWaik learls. 
Fmw Sale 

Price Price 

49C.« 43c. 
69c 63c. 
39c. Zink Wash 
stafld6*..34c. 
50c 43c 
69c 63c 

^^raall•i Cavmi 

tiAm Caas. 
hcncrhtaStkPMu 

aOc 44c. 

66c 59c. 

75c 69c. 

90c 83c. 

1.00. 90c. 



.Rkfccl Platci Cmo To Ediks. 
ftmaHkt Stkhta 

HcAc nc 

IJS •• i.w 




HOUSEFURNISHINGS UNDERPRICED. 

Compare our regular pricaa with the cut price and note the aavij« by buying at thIa aale. All 
our fancy decotatod lampa and tamp globua, 25 per cent, off regular price. All iaocy daconced china, 3S 
par. cent, off ragutar pricaa. All decorated Dinner Ware. M per cent, off regutar prioaa. All decorated 
It piece Toilet ,Set^ M per cent, off regular price*. 



LWc** PalMrt 4 ooatad anaiiMM RoMtert.- 
Former Price. Sale Price 

1.89 1.39 

139 1.59 

1.98 1.69 

?.25 1.B9 

2.49 1.98 
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DouMa Salf-Bacrino ftaniliio Pmn- 
Fonner Prtoe, Sale Price 

25c, and 29c 19c. 

50c 39c. 

60c 49c. 

69c 58c. 

79c 67c. 

l.lOand 1.19 .... 98c. 

1.35 1.19 



. FIRST QUALIIY GREY 
ENAMELED STEEL WARL 



€ 



Icrila Cevcrci 



39c. .. 
45c. ... 
59c .. 



.34c. 
. 39c. 
. 52c. 



49c 43c 

65c 58c 

75c 69c 

98c .... 87c 



)• 
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Uifc Cemd 
Seal Nt 

FmKrPMuSikrrta 

d8c 89c. 

i.2G 1.10 



Dlakrias. 
rmmhktitk 

45c 3^c. 

90c 44-:. 

59c 54c. 

69c 6^c 




was no greater, so far as illustrations are concerned, 
in the one than in the other. We believe almost 
anybody will admit that the illustrated ad. is the 
better of the two, and we think it would be safe to 
wager that it produced better results. 

Advertising Cliina and QIass 

Compare, also, Mr. Myers' **Colonial Glassware" 
advertisement with Tull & Gibbs' "French Dinner- 
ware" ad. The latter firm are located at Spokane, 
Washington, and the copy they show is unusually 
striking and effective. Tull & Gibbs have gone 
Mr. Myers one better, and given in the same rela- 
tive space more items and prices than did Mr. Mey- 
ers. Such crowding is always doubtful, and in 
this respect Mr. Meyers' copy is superior. Yet the 
design that ornaments the head of the Western ad., 
although a purely conventional one, makes it attract- 
ive to the eye, and its well-displayed head-lines and 
characteristic signature at the bottom make it un- 
usually readable. China and glassware are, in a 
measure, art goods, and to our way of thinking re- 
quire dignified treatment in advertising as well as 



store display. Both ad-smiths have given it such 
treatment, and both advertisements are good, but 
we are inclined to think that the illustrated ad. 
would be read before the other, if placed side by side 
on a printed page. Of course, the ad. that attracts 
attention and is read first is bound to produce the 
best results, 

A l^eaf From Experience 

The best answer we know to Mr. Myers' argu- 
ment is a leaf from the experience of Mr. Halpern, 
buyer of house furnishings for the Pettis Dry 
Goods Company, Indianapolis. Said Mr. Halpern, 
"We advertised one of our kitchen scales, for 79 
cents, without an illustration on one occasion, and 
sold two scales. Later we showed a cut of the same 
article, priced at 89 cents, and sold thirty-four 
scales. Our experience proves to us that advertis- 
ing without the use of illustrations is decidedly un- 
profitable." The Review would be glad to hear 
from others on this interesting topic. 

Do Small Advertisements Pay ? 

We are able to show an unusually interesting as- 
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FMEiNDnsnnALEXPenoN 

A UNIQUE daparture m mwrhimdiiing that wfll appeal to evaiy woman who flf«r«anagOd a booariiold, or who 
expects to. Dcmta of prettily decorated booths have been buOt fai ohr biff basement, each presided over by 
an expert who will gladly tell all about an espedal article or product* demonstratinff its eflkiency or palate- 
bOity in the moet oo&vmdng manner. A Teritai>le culinary college and school of honsekeephig combuied. with free 
leotares, free Uterstore and free samples for all who oome! 

Mrs. P. VMat Sanborn, the eminent writer and lecturer on the art of cooking, wilt give dai^ lectures in a specially 
prepared auditorium having a seating capacity of 400i and will prepare, before the eyes of her audience, a dainty 
menu of 5 or 6 dishta. Tomorrow's lectbre will be given from 2 to 4 p. m. Be prompt and secure a good seat— 
il wm aU be abMlnlely ffml 



Ciiliiiary Wrinkles 



* 8k«dM WUd Ibail Mi4 TriM* 




Phoa-Ferrone 
Sorvcd iT0el 

The delicious, non- 
intoxiisating bever- 
age, served Free. 

A case of 24 dub 
size bottles de- 
livered to your hoQte 
for S1.00. 



Van Deusen 

Cake 

Moukb 

U tkii k«otk w HQ mak- 



mmU Mkm af all Ua<h. u- 
tM oii:> tk* immt iagr«4i< 
•■u. Lm*« y^tnr or^U-r t<ir 
• trtA Mk« hUM la tk« 
V«B Dtwa C*k* MtwMa. 
A U<ok of rtSu r«cip«a pr. 
t^trrf with ffk Mt tt 
Moultk, afM rr>« Umow at 



MacLaren 

ImperialCheese 

Company 

VtO' MTV* (tm <Uiat7 
«k«M* aad pMMi kotur 
UBdviHMi, aIm MCh itf 
■PMmI daiatki «f Hmobp- 
ctii«' mpttuA Untkk 
Sana, i«Ut«a, pr«Mrrra and 
t»»y caaoH (oodt. 



Barr'a 
Feather 



Ar« Um b«rt M4a. Alari 
dtipUr 4«Tat«4 (« tk« la 
Dwtan at tvary aia* aa 

qMlilr win b« faod i 



■any k«a4i af P a a U ra 



Blanke't Fattst 

Blend Cofiee 

Served free! 

Come and try a cup 
of the most delic- 
ious Coffee m the 
worid. Thisistne 
brand of Coffee that 
made tiie St Louis 
World's Fair 
famous. 



RaYarino & 



Imfortmn of Italiaa Faad 
Prafaeta hart a vary baa4> 
aaM dM*r af rkair ap*. 
fltaluaa. isdadisg Bagla 
Bra^ dire OU. af whtek 
ikar ar* tha asalviTa is. 



UaaatoBi la iraal vartatjr. 



Bkake&Wcniktf 

Win serve their 
Prfanroee Cocoa, al- 
so demonstrate and 
sen their celebrated 
Nadja Caramels— 
St Louis products. 
Both of these speci- 
alties are real deli- 
cacies intheirpar* 
ticular lines. 



BisaeU'a Carpet 
oweeper 

Tkia baaU la T«fr tatmat- 



Tbe Republic 
MdalWaMCa 

IU«« • tare* Walk <•» 
pMaty ttlM witk lakar««^ 



frawa tirad. 8ba awaapa 
Iha aatpat fraat iMiauH 
till Might asd atvar caaa- 
ptaioa. 8h« kaa afiwJ te 



for the autu* sootli of Ja» 

■417. 



aod Pappar Riakan. Baady 
l^rn aad Biraioafa. Caka 
gpooea. RapMi Coran tad 
pM«fa. Yaitat DaM Pan. 
Partoratod BaWoc Paa*. 
Omal Coakan. Ea Piwoli- 



Tke Asbestoa 
Sad-Inm 
Display 

la wtry kaU-Jrtlvr With 
U« UM af Aabaitoa Iroiia 
ypa ara alway» eertaia ta 
ko*« • hot troo aod qnld 
baodl*. lauodnr 9><*. 
Praaaiag Irooa. Plouoca 
Irooa, ffltava Iraa*. P>li«li- 
iDf Iron*. Tourists' Irmu, 
•bH IB a^tt or aififCa Pkcc*, 



"Sparklene" 

IV baat aJvar poU* is Iha 
world. VTa tata aald flbas- 
aasda vt battle* •>( it durnf 
tka pattali jraar* aad gaar* 
aataa it tA (iva pcHM aat* 
■afactioB. For tha l»«a<llt or 
thoM wb« aiv not faiaflitr 
•lib Ihia p<rfr«t •Urrr |>o(- 
nh wo aro drvoting a largo 
»|i«»Ul dasooatratioa booth 
to SparklcBo Prtera ara 



Tke 

"Cbandler" 

Booth 

b aaa of tW BMOt tatanat- 
lag <a tko eatln ahaw 
Hara wo donoaatrau tbo 
nntaa Oaobar. tba gawr 
SiU^Baating aad ^aU- 



poaitMa Bnad T aaata r . 



Om of the flrat bootha le at- 



Oaa baoth ia aaUa< tka 

"HtodyThinot^ 



"Good Porn** 



for tka «a« of both airo aad 
wMaaB. Kaop yeot gar 
nasta ta parfaet eondiiioa 
aad aaw apaw Too caa 
ahraya lad qnlokly Dm gar- 



t*r hara •!• AmrM aB 
ktaib a< aliHiifci lar m 
ia tha kitekaa. a*VT oaa 
a tiaM aad aawr aaalag 



Kairaa. M« 

Moaaanag Capa^ Japaaaad 

W.ra. Bezaa far aU Uada 



The 



TheUnirenal 
Fanuly 



Compaiiy 



plar af tf Uada al datety 



U naka braad witb tka Ua>- 



ta tbo Vm^inA Cahr-Mak. 
ar. ooffa. ia tbo I'wToraal 
CoCr* P^raolaton. fwd 
aoffoa w>th tbo C«t««nal 
Ce««o Mdl a-td ebop all 
biwh'of ra« wd oooliaJ 
■mU aad voctaM^ w<u 
tbo Uairmai Pted Ckop. 



A 
Basket Factory 

N«at wo MMM to th« booth 
do<vtad to ^aakot«iabac 
Baateada Baad aad Wtl- 
low Laoadry 



Johnson's 
Wax 

Aad Wood PiBi*w ara dia- 
plarod ia a apoiial baelh la 
abargaot a azpart oa tbu 
takktag of aow or old 



WaraCookiiHi 
Utensik 



Papar 

Karavy Ckaifa aad Wood 



bar*. YoawiUboaarpcwait 
at tha aMall pncca aokad 
for good, boaaat b t ad aiada 
BaakMB. 



kiad of woodwopk; Paiat 
and Vtreiah aoae«*r. 
Wood aioiaa of al roteaa 
aoil «kadn. Powderod Wax 

for daadag lloorv: Wo«d> 
rioL^lag aad >1aor Was. 




RinngS«in 
Stdve 
Polish 

Aad RWag nm Staoa 
pMla wiU bo pra^iaaDy 



aaatorfal palM wiU ra- 
alara aid baa ta ita aataral 
bnlHaaey. Talk abaat 



at* la ^aaatitlM aad qaal* 



WaM 

b auda la Aaatria. SaA 
piaaa 9I tWa wara ia aab- 



piaaa taUy warraMad. Tha 
edar la a bwacifri aMNdad 
roWaVagg Uao «a tbo oat- 
•da aad a para whita aa 
tha laNdc Vorr dnrabU 
aad iaaapaaaiva whaa qoal- 
ityla 



lUfarGnMteGnv 
EMBsUWare 



t at LaaML wo Mtr 
( o*«*y. ftMO a( Ma 
ftMlMlaaatPBlalvAo 
AaeMaattt* «ort« 



sortment of single-column ads. this month, some 
illustrated, and some depending solely upon typo- 
graphical display to attract attention. 

The White Hardware Company's ad., of Nor- 
folk, Va., and the J. H. Law ad., of Ashville, N. C, 
are both four inches deep, and are well arranged and 
well written. We think the latter ad. would have 
been improved, however, if Housefurnishing De- 
partment had been written "House Furnishing De- 
partment," and a line been devoted to each word. 
We do not approve of hyphenated words among dis- 
play lines, particularly in so small an announcement 
as this. 

The two single-column ads. by Qiarles Dono- 
frio, of Phoenix, Ariz., and Beck & Egan, of 
Adrian, Mich., are both five inches deep, and are 
good examples of how to make small advertisements 



pay. "We Would Rather Show You Than Tell 
You,'' is a strong catch-line, suggesting quality and 
a line of goods that will bear close Inspection, while 
the words, "Let Me Furnish Your New House," is 
equally good, giving at a glance a very good in- 
sight into what class of goods may be expected to 
be on sale at Donofrio's store. 

The Clark Hardware Company's ads., of James- 
town, N. Y., call attention to a pitfall that awaits 
those who use, without discretion, the cuts provided 
by manufacturers. Instead of placing these two 
electros together, they should have been placed in 
separate positions in the newspaper with the signa- 
ture of the firm beneath the words "For Sale By," 
6r else the words should have been routed out. 
Such electros make mighty effective ads. when used 
as it is intended they should be, but dealers should 
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*WE WERE LIBERAL IN THE SIZE OF BOOTHS." (SEE PAGE 33.) 



take pains not to follow the "horrible example*' here 
shown. 

We regard the two-column, page-length ad. of J. 
N. Adams & Company, of Buffalo, N. Y., as unusu- 
ally good. The use of the design at the top of the 
ad. is particularly effective, first because of its or- 
iginality, and again because it is pertinent to the 
class of goods advertised below. The absence of 
cuts in the reading matter is noticeable, and yet the 
typographical arrangement, the tasteful use of box 
borders, and the plentiful sprinkling of white mar- 
gin make the ad. pleasing, attractive and readable. 

"Abbott's" ad., shown in this section, was part of 
a two-pa€:e circular mailed to the customers of this 
enterprising Passaic, N. J., concern. Mr. A. D. 
Bolton, the House Furnishing Department mana- 
ger, writes, "This is one of our January sale ads. 
which seems to us to be a trade-getter, as this way 
of advertising always brings good results." As will 
be seen, Mr. Bolton believes in. plenty of cuts and 
has taken up no small part of his space with a mere 



ornament, "The Kitchen Furnisher." Nobody will 
deny that his copy is attractive, readable and right 
to the point in every particular. The giving of 
prices is always advisable, and we can suggest no 
improvements. 

"A Grand Free Industrial Exposition," the half- 
page ad. by the William Barr Company, St. Louis, 
Mo., particulars of which will be found elsewhere 
in this issue, is one of the best announcements of its 
kind we have seen. The one illustration employed 
gives point to the ad., making it intelligible without 
reading more than the headline. The introduction 
is good, and the use of box borders of uniform size 
makes the advertisement artistic and pleasing in 
appearance, while at the same times the catch-lines 
heading each section, together give in one com- 
prehensive glance an idea of the extent of the 
exposition. Other ads. could be made up to appear 
as well, but few could be designed to do its work 
better. 
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Qod Loves 



We may be exceeding the bounds 



of propriety in declaring that God 
the Optimist lo^^g the optimist, but we are at 
least certain that He does not love the pessimist. 
The rock foundation of all religions from Confu- 
cius to Christ has been faith, and whether men be 
religious or not, everybody who is anybody in the 
business world of to-day acknowledges that faith 
underlies commercial and national prosperity. This 
is sufficiently demonstrated by the fact that the 
moment business men lose confidence money dis- 
appears from sight and panic conditions prevail. 
If anybody doubts that, let him remember the clos- 
ing weeks of 1907. 

One-twelfth of the year 1908 has passed into his- 
tory. January has seen what we have declared 
would be the case all along — ^the return of easy 
money. This has been proven by the fact that 
thousands of men have returned to work, not only 
in the iron industry, which is in a measure the ba- 



rometer of the business situation in this country, but 
in diverse manufacturing -enters scattered all over 
the United States. 

To those who need to be shown, surely January 
has given evidence enough that there is ground for 
abundant confidence as to the future, and the time 
is now ripe for the optimist to resume his rightful 
position of authority throughout the country. Let 
buyers and dealers everywhere renew stock, and 
thus give manufacturers and the laboring classes 
all they can do. The latter will reward the buyer 
by purchasing the commodities he has had to do 
without during the days of his idleness. Let manu- 
facturers and business men generally pay their bills, 
taking advantage of their usual discounts and start 
the circulation of the country into life-giving mo- 
tion. Then shall the semi-panic of 1907 pass for- 
ever into that oblivion it merits, and 1908 come into 
its own. 



Our leading article this month is sug- 
gested by a query sent us by an Illinois 
^® brother. We have tried to make the na- 
ture of his problem plain, and we have asked 
two practical men, who have had years of experi- 
ence in the trade to help him meet his difficulty 
rightly 

We think they have done their work well. 

But the point of all this is : When in doubt on 
any point. Ask Us. We may not know everything 
about the house- furnishing trade, but we do know 
where we can find out the things you want to know 
about. The Review is in business to be of practi- 
cal, every-day, common-sense service to members 
of the trade, and we hope our readers will learn to 
lean on us hard. 



Incentives to 



Not long since, the mem- 
bers and employees of a 
Good Salesmanship Minneapolis hardware 
company enjoyed an unique banquet to cele- 
brate the closing of a successful year and 
as the outcome of an interesting contest. It 
seems the firm offered its salesmen an extra 
commission on all sales for a g^ven period 
preceding Christmas, and to make the mat- 
ter more exciting, the salesmen were divided 
into two teams, with captains over each, and it was 
agreed the team ending the stipulated period with 
a smaller total of sales than the other should pay 
for the banquet out of its extra commissions. At 
the finish, ttje total of sales showed a difference of 
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only a few dollars, which proves the contest was 
a close and exciting one. It strikes us that a simi- 
lar contest between the various sections of the 
House Furnishing Department of some of our 
large city stores would boost sales some and create 
a better esprit de corps. What think you, brothers ? 



Have you ever stopped to 
Help the Editor ^^^^^ ^^^^ ^^^ ^^j^^^ ^^^^^^ ^^ 

Help You j^ ^11 v^rithout your help and co- 

operation? The House Furnishing Review is 
the trade paper of the trade only when every buyer 
and department manager, every house furnishing 
dealer and manager of five and ten-cent stores not 
only reads the Review every month, but contrib- 
utes to its columns. 

That trade paper is best and most helpful that 
contains the greatest amount of information written 
by brothers in the trade, who are up against hard 
problems they want solved, or who take the time 
and trouble to tell the Editor some of the inter- 
esting things that are happening out on the firing 
line. 

Frequently, no doubt, the Editor publishes some 
ideas that seem to somebody in the trade imprac- 
tical and visionary ; his plans will work somewhere, 
but they won't fit all conditions. Don't be content 
with telling yourself that you wish you had a chance 
to "say something;" sit down then and there and 
write the editor what you think. He won't get 
mad and throw your contribution in the waste-bas- 
ket. He will be tickled to death to hear from you, 
and so will every other brother in the trade who 
reads your story in the Review. 

We want and welcome letters, suggestions, and, 
above all, practical ideas from* even the humblest 
house furnishing: dealer, for thus it comes to pass 
you help the Editor help you. 



The announcement of the incor- 
Co-operation potation of a well-known Ohio 
in Business house furnishing goods estab- 
lishment, conducting a main store in Columbus and 
thirteen branch stores in as many different Ohio 
Cities and towns, takes on more than passing in- 
terest in view of the fact that some of the young 
men at the head office, and the managers of the 
branches will have a financial interest in the new 
corporation. Thus, the men who have aided in 
building up the business to its present large pro- 
portions, will not be left out in the cold upon the 



re-organization of the firm, to conform to the mod- 
ern corporate way of doing business, and a fresh 
impetus to new heights of attainment is given to 
every ambitious man in the company's employ. 

All too often, heads of concerns forget the obli- 
gations they are under to competent and hard- 
working employes, whose efforts have contributed 
to their rise from small beginnings to affluence and 
power, and it is refreshing to see such evidences 
that there is at least an occasional house that ap- 
preciates and rewards the co-operation of its assis- 
tants whose ability has contributed to its success. 

We believe the time is coming when business men 
everywhere will realize that there are two forms 
of vested capital: one being money, and the other 
services, the latter quite as valuable an asset as the 
former, as without capable assistants money invest- 
ed may be altogether lost, or earn less dividends 
than it should. 

The hope of future advancement in salary pro- 
vides the chief inducement to ambiitious men to- 
day to exert themselves to their utmost on .their em- 
ployer's behalf; the knowledge that proven capa- 
bility would lead to a pecuniary interest in their em- 
ployers' business would furnish the strongest pos^ 
sible incentive to that stability, intelligent service 
and unremitting effort which makes the working 
staff of any concern its most valuable and dividend- 
earning asset. 



Don't be afraid to impart what 
Impart What ^^^ ^^^^ ^^ ^^^^^^ ^^^^ j^ .^^ 

You Know something tliat may help them 
without hurting you. Pointers that are kept to 
one's self get rusty like the gold pieces that a miser 
stows away in a dark crevice. Gold was brought 
into the honest daylight and minted for the ex- 
press purpose that it should circulate for the bene- 
fit of all — and the same is true about the facts that 
men dig from the mines of experience. 



GOOD CHEER 

Too much rest means rust. 



Don't overcapitalize yourself. 



Don't gulp your pleasure — sip it. 



In the open is the only place, after all. 



Have you murdered any game this year? 
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SNAPPY ADVERTISING TALK 

Arguments, Bright Sayings and Catch Lines Used by House 
Furnishing Dealers to Attract Attention and Sell Their Goods 



Bright Catch Unes 

Simply the Finest Display the City has ever Known. 

High in quality — Low in Price. 

It's an Excellent Time to Furnish your Home. 

We Want to Emphatically Say. 

Take Your Share of the Saving. 

A Gala Day for the Thrifty Housewife. 

A Buying Opportunity that None Should Miss. 

Surplus Stock Sale without Precedent. 

Here is Your Opportunity to Save Money. 

It's Economy to Buy of Now. 

Littleness "in Price is What We Always Offer You. 

Good Reading for Frugal Folks. 

News of Marvelous Price Savings. 

Enamel Ware at Immense Saving. 

Every Housewife Will Welcome This Great Event. 

For a Quick Run. 

Big Savings on Little Things. 

Demonstrations 

"The household and kitchen department of the William 
Barr Dry Goods Company's store will be a Mecca of 
industrious housewives during the month of January, 
when a great exposition of new kitchen utensils and new 
foods will be held. 

"There will be fifty booths in which new articles of 
food or new patented kitchen utensils will be used, and in 
every booth where an article of food will be demonstrated 
lunches will be served. Every morning at lo o'clock Mrs. 
F. Violet Black, a prominent author on the cuisine and 
well-known platform lecturer, will give daily lectures and 
demonstrations on the art of preparing, cooking and serv- 
ing dainty foods. Mrs. Black will do her cooking by elec- 
tricity. 

"Manager Wade, of these departments, has arranged 
this exposition to instruct and educate the housewife in 
the better performance of her duties and bring to her 
attention many labor-saving devices needed in the mod- 
em kitchen. Every new kitchen utensil will be demon- 
strated. 

"Lunches will be served daily, and visitors can enjoy a 
dainty lunch from soup to nuts." — Wm. Barr Dry Goods 
Co., St. Louis, Mo. 

Tableware 

"French Dinnerware One-Quarter Less. Your oppor- 
tunity to buy French china dinnerware, in rose decora- 
tion, with heavy gold-stippled edges, knobs and handles. 
Notice how cheaply you can have a set or a few pieces 
bi high-grade china." — Tull & Gibbs, Spokane, Wash. 

"Remarkable Sale of Dinner Sets. This sale represents 
five hiindred Dinner Sets in twenty-one different decora- 
tionsj and it is positively the greatest bargain event in 



China announced this season. We have made extraordi- 
nary preparations to insure its success, and the value, the 
varieties and the beautiful decoration will undoubtedly be 
a distinct revelation." — William Barr Company, St 
Louis, Mo. 

iOtclien Cabinets 

"The Hoosier Kitchen Cabinet. This popular cabinet is 
of excellent construction, with every modern convenience 
for the busy housewife. Materials the finest and finish 
attractive and durable." — D. Sommers' Furniture Com- 
pany, St. Louis, Mo. 

"Good-Bye, Kitchen Troubles! That's what happens 

when a cabinet is placed at your wife's command. 

Cost a trifTe more than imitations, because they are the 
first and best. They save worry, dirt, inconvenience and 
more to your liking— money." — Fuld & Hass, York City, 
Pa. 

Carpet Sweepers 

"The Gift of Gifts— A Bissell Carpet Sweeper. You 
can't select an article at double the cost that will con- 
tribute as much genuine pleasure and satisfaction to a 
friend as a Bissell "Cyco" Carpet Sweeper. Made of the 
richest woods, hand polished and with metal parts all 
nickeled, the Bissell makes a most appropriate and ac- 
ceptable wedding gift and will be a constant reminder of 
the giver for many years."— L B. Van Wagenen Com- 
pany, Kingston and Rondout, N. Y. 

Lamps 

Lamps that are Works of Art. By doing the largest 
lamp business in the East last year the Prince stores have 
secured not only first selection, but very generous price 
concessions from a leading manufacturer, and they are all 
here, ready to be snapped up by people who admire artis- 
tic lamps and who appreciate perfect light-giving quali- 
ties and low prices." — Prince, Allentown, Pa. 

"Decorated Banquet Lamps with center draft burner, 
globes to match, and including chimney. An entirely new 
line never shown in the city before." — The R. A. Mc- 
Whirr Company, Fall River, Mass. 

"Electroliers of perfectly beautiful design and exquisite- 
ly rich coloring illumine our store from the extreme front 
of the effect that they will give properly disposed of in 
your home, where you crave softening tones or brilliant 
light."— H. C. Franzheim Company, Wheeling, W. Va. 

Roasters 

"Special as Long as They Last Saturday. The Famous 
Brownie Turkey Roasters, 19 Cents Each. Every house- 
keeper is familiar with the merits of the famous Brownie 
Turkey Roaster, and should appreciate the opportunity to 
get one at this little price: This Roaister is lirge, roomy 
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and extra deep. It holds a large sized turkey or four 
chickens; has tight fitting lid, patent steam vent, and is 
well made and finished of smooth steel. Genuine $i value." 
— Benesch's, Wilkes-Barre, Pa. 

The D Corona Roaster. Is seamless. It is always sweet 
and clean. It is made from one piece of steel and has a 
rich, black enamel finish. It is self -basting. Nothing can 
bum in it. It saves 25 per cent, of the usual waste of 
cooking. Quickly pays for itself." — George F. Scott, Clin- 
ton, Mass. 

"One Week Demonstration of the 'Wear Ever* Alumi- 
num Self-Basting Roasters. Lightest, Most Durable, 
Quickest Heating and Inexpensive. These Roasters have 
many wonderful characteristics which make them superior 
to any other Roaster. Made from solid aluminum, and 
for this reason there is nothing to chip, rust or wear out. 
Seamless, easy to clean. Miss Bukey, the demonstrator, 
will show how these Roasters can be used with excellent 
results for preserving and baking. We guarantee every 
piece of *Wear Ever* aluminunL*'— Schoedinger-Maur Co., 
Columbus, Ohio. 

"The Savory Roaster. Seamless, Satisfactory, Sanitary, 
Airtight, Self -Browning, Self-Basting, Seamless, Can't 
Burn. Needs no attention, and is suitable for roasting 
meats of all kinds. This is different from all other roast- 
ers — it is entirely seamless, easily ^ept clean, no chance ' 
for grease to hide away in the comers. The concave bot- 
tom collects all of the rich juices, the heat turns this into 
steam which condenses all over the meat or fowl, making 
ir a perfect roaster. Guaranteed, and if not satisfactory, 
money returned."— U. S. Auction Syndicate, Canton, O. 

Qlassware 

"American Cut Glass; Values of Unusual Merit. A 
splendid collection of pieces from one of the best makers 
of ait glass has just been placed on sale. The lowness of 
our purchase price enables us to excel many of our previ- 
ous best efforts at price giving. Value giving." — Mar- 
shall Field & Company, Chicago, 111. 

"China and Cut Glass and American and Foreipm Made 
Artware at 20 per cent. off. Our entire stock of China. 
Cut Glass and Artware will be placed on sale to-day at a 
discount of 20 per cent. This reduction is an unusually 
brqre one. especially at this season of the year, when the 
above-mentioned merrhnndise is so extensively pMrchased. 
Every article to be offered here to-dav is absolutely per- 
fect and ir. of the very best qtiality. The values that fig- 
ure in this sale are astonishingly ereat and. the display of 
the many and various pieces will in itself make worth 
while anv visit to this department to-day." — Blocks, Mem- 
phis, Tenn. 

"A Maker's Entire Stirolus Stock of Rich Cut Glass. 
Owing to the present 'tight money* market conditions, is 
on sale as purchased by us at one-third to one-half less 
than regular prices. An almost unlimited selection, the 
verv finest grades, a collection that will appeal to the most 
critical on account of its weieht. brilliant sparkling color- 
ing, rich deep cuttings, handsome up-to-date patterns and 
artistic shapes.**— The Faie, Chicago, 111. 



Flreless Cookers 

"The Economy Fireless Cooker. Cook your meals while 
you do your shopping in the Economy Fireless Cook 
Stove. Place your vegetables, meats, etc., in the cooker 
at I or 2 P. M.. and at 6 o'clock the dinner is ready to 
serve. As there is no evaporation in this manner of cook- 
ing, less water is needed than by the old method of cook- 
ing, and thus the flavor of the article cooking is preserv- 
ed." — Donaldson's Glass Block^ Minneapolis, Minn. 

Enamelware 

"Elite Enamelware, Underpriced. Forty cases of this 
high-grade imported Blue and White enamelware on sale 
to-morrow at greatly reduced prices. We cannot recom- 
mend the Elite ware too highly. Made of heavy rolled 
steel with four coats of pure enamel, and guaranteed to be 
absolutely free from all substances injurious to health. 
Latest improved patterns; seamless and rivetless. We 
guarantee this ware to give absolute satisfaction, and will 
exchange any article that fails to do so." — Grand Leader, 
St. Louis, Mo. 

Highest Grades Blue and White, and White and White 
Imported Enamelware at Sale Prices. Elite Ware. This 
is the genuine Four Coated Austrian Enameled Ware — ^the 
Highest Grade Enamelware on the market Every piece 
guaranteed to give entire satisfaction. 'Silesia' Ware. 
This is a very high-grade imported Enamelware, made in 
Germany, with four coats of enamel over a steel body. 
Every piece fully guaranteed. Article exchanged or money 
refunded for Any Piece That Proves Unsatisfactory. 

Bath Room Ffttings 

"Fine Bathroom Fittings. This week in the House Fur- 
nishing Department we offer some very special ind'icements 
in the line of fine Bathroom Fittings. These goods arc all 
of first quality, heavily nickel-plated on brass, and we be- 
lieve our assortment is unexcelled ^or beauty of design 
and prices. It includes Glass Shelves, Glass Towel Bars, 
Shaving Mirrors, Bath Tub Seats, Shower Bath Sprays, 
and everything to make the bathroom both convenient and 
attractive."— Weaver Hardware Co., Rochester, N. Y. 



THAT "HARVARD** WINDOW 

In our December issue we illustrated a handsome china 
window display shown during the Christmas holidays by 
G. Fox & Company, of Hartford, Conn., giving credit for 
this window to Mr. Frank A. Montie, the well-known buy- 
e** of china, crockery, glassware and house furnishings for 
that store. 

This window, in which the word "Harvard" bore a con- 
spicuous place, was one of a series of four college win- 
dows decorated by Mr. J. D. Brower, who is well known 
among the trade as the window decorator for G. Fox & 
Company, and Mr. Montei's share in the window was lim- 
ited to providing Mr. Brower with the materials for the 
display. 

This correction is given in justice both to Mr. Brower 
and to Mr. Montei. Mr. Brower has not resigned his 
position as window trimmer for G. Fox & Company, as 
some seem to have thought, and the excellence of his work 
assures him a brilliant future in his chosen vocation. 
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Bell, Gorman & Higbee have incorporated to conduct a 
department store at Atlantic City, N. J.; capital, $26,000. 
Wm. H. Bell, J. J. Gorman and Geveland W. Higbee, in 
corporators. 

Fairley Bros, and the Fairley Mercantile Company, 
of Colorado Springs, Colo., have combined with a capi- 
talization of $100,000, and the business will be conducted 
under one roof in the future. 

Ike Kuhn will open a new department store at Cham- 
paign, 111. in the near future. 

W. G. Herpelsheimer's department store. Grand Riapids, 
Mich., has purchased the five-story business block adjoin- 
ing their great building, and expect to enlarge their present 
structure to make one of the largest department stores in 
the West and the largest in Michigan. 

The Thomas Shepherd Company, Camden, N. J., have 
incorporated to conduct general department stores; capi- 
tal, $75,000. Incorporators: F. R. Hensell, Wm. F. El- 
dell, Jno. A. MacPeak. 

The Spengel House Furnishing Company, Denver, 
Col, has filed articles of incorporation increasing their 
capital from $30,000 to $200,000. A. J. Spengel is presi- 
dent and Ellen C. Spengel, secretary. 

The O'Connor Dry Goods Company has been opened 
for business in Atlanta, Ga., headed by P. A. O'Connor. 

The Manufacturers' Department Store Company, 
New York, has been incorporated to conduct a general de- 
partment store with a capital of $5,000. Incorporators: 
Julius C. Kohn, Esther Frank, Daniel C. Dalsimier. 

The James H. Bunce Company, Middleton, Conn., has 
been incorporated to conduct a department store, with a 
$125,000 capital, starting business with $65,000 of its capi- 
tal paid in. Incorporators: James H. Bunce, Jr., Rich- 
ard H. Bunce, and Ed. P. Schaefer, all of Middletown. 

The McGranaghan Company, Hancock, N. Y., has been 
incorporated to do a general merchandise business, with a 
capital of $20,000. Directors : Hugh McGranaghan, Anna 
McGranaghan and Elizabeth McGranaghan, Hancock, N. Y. 

The Imperial Glass Company, Bellaire, Ohio, one of 
the largest factories in the Ohio Valley, which employs 
six hundred persons, is in full operation. The prospects 
of a steady run are very bright as a large number of or- 
ders are on hand. 

The J. J. Johnston China Company, one of the oldest 
mercantile concerns in Norfolk, Va., has been reorganized 
and incorporated as the Johnston-Abbott China Company, 
and has moved to larger quarters, where new fixtures and 
modem business equipment are expected to further increase 
the immense business of this company. The new stock in- 
cludes imported and domestic chinaware, chockery, cut 
glass, art pottery, bric-a-brac, brass goods, silver cutlery, 



and house furnishing goods. The officers of the new com- 
pany are James J. Johnston, president, and Fred C. Ab- 
bott, secretary-treasurer. 

Thirty potteries and clay plants in the Ohio valley near 
East Liverpool, Ohio, resumed operations during Janu- 
ary, giving employment to eight thousand people. The 
plants have been idle during the holiday season. 

The Homer Brooke Glass Company, Jersey City, N. J., 
has been organized to manufacture glass, glassware, etc. ; 
capital, $100,000. Incorporators: H. O. Coughlan, L. H. 
Gunther and J. R. Turner, Jersey City. 



THE CLOCK THAT MAKES TEA 

Most people seem to think that America has cornered 
the world market on Yankee inventive genius, but it re- 
mains for our British cousins to cap the climax of in- 
ventions intended to permit the weary sojourner on this 
terrestial ball to roll over and take another nap again, 
when the time to rise in the morning has come, by in- 
venting the really wonderful clock shown in this column. 



Johnny Bull likes his cup of tea upon rising, as every- 
body knows, and if he is in a hurry to get to work, al- 
though nobody ever hurries in Europe, he need not worry 
about his sip of Lipton's famous nectar. Far be it from 
thus. The clock disturbs his slumbers, telling him it is 
time to get up, lights a lamp, boils a pint of water, pours 
the water when hot into a handy teapot, puts out the lamp, 
and rings a gong announcing that tea is ready. 

The clock does everything but dress our British friend, 
and drink the tea for him. Doubtless, the inventive lazy 
man will some day attain to even such seemingly impos- 
sible heights. 
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A. H. HEISEY & CO. 

INCORPORATED 

NEWARK, - OHIO 
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DIAMOND H and PLUNGER CUT 

Table Glassware, Bar 
Goods, Etc. 



We are now showing several New Fall Patterns — ^They 
are known as Nos. 1 30* and 369. We have also a 
splendid exhibit of Candlesticks, Candelabra and Vases 



CATALOGUE AND PRICE LIST ON APPUCATION 



NEW YORK OFFICE: 
PHILADELPHIA OFRCE 
BALTIMORE OFFICE : 



42 West Broadway 

1035 Market Street 

122 Weft Baltimore Street 
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With the exception of the manufacture of lamp shades 
and similar small articles, for which there are some works 
in Montreal, there are no big glass making industries in 
Canada, although a considerable business is done in the 
fashioning of glass imported from the larger European fac- 
tories. 

W. A. Demorest has resigned from Demorest & Com- 
pany, New York City, the well-known glassware concern 
controlled by his father, and is now connected with The 
American Ring Company, i Hudson Street, New York. 

The Brush Pottery Company, Putnam, Ohio, at the re- 
cent annual election of officers selected W. C. Mooney as 
president; W. C. Cosgrave, vice-president, and George 
Brush, secretary-treasurer and manager. W. M. Bateman 
has succeeded W. M. Schinnick on the board of directors. 

All stoneware potteries in the Crookesville district near 
Wellsville, Ohio, have resumed operations, thereby giving 
employment to five hundred men and women. The first to 
resume are the A. E. Hull Pottery Company, Keystone 
Pottery Company, Star Pottery Company (two plants), and 
the Burley & Winter Company. 

The Rockwood Pottery at Cincinnati, Ohio, recently 
sent to the Pacific Coast a mantle piece, 12 feet square, to 
be used m the great hall of the new Washington Hotel in 
Seattle, Wash. The design embodies the history and to- 
pography of the upper coast land, and is not only extreme- 
ly beautiful, but remarkably appropriate and suggestive. 
The mantle shelf is supported by totem poles — S3rmbolic of 
the coast Indians — used as columns, with original colors 
painted in. The general decorative design is a character- 
istic landscape with pine trees in the foreground and the 
snow-capped peak of Mt Ranier as its artistic climax. 
The colors are rich greens and blues and the eflFect is one 
of great beauty. 

The Ceramic Supply Company, composed of pottery 
men who propose to develop a new pottery clay that may 
revolutionize the trade, has been organized at Wheeling, 
W. Va. The companies represented are the Knowles, Tay- 
lor & Knowles Company, of East Liverpool; Dresden Pot- 
tery Company, of East Liverpool; Thomas Mattock Com- 
pany, of Trenton, N. J.; Cook Pottery Company, of Tren- 
ton, N. J.; Pope-Gosser Company, of Coshocton, Ohio; 
Mercer Pottery Company, of Trenton, N. J., and the 
Wheeling Potteries Company, of Wheeling, W. Va. The 
principal purpose of the Ceramic Supply Company is to 
deal in pottery supplies, but primarily is to develop the 
holdings of the United Kaolin Properties Company. The 



Ceramic Supply Company have jntered into a contract 
with the United Kaolin Company whereby they are for a 
term of eighteen years to have the entire produqU of their 
Lone Star Kaolin deposits in Texas. These kaolin de- 
posits are about ^ight miles from San Antonio and are 
pronounced to be the best in the world for fine china mak 
ing. 

W. Edwin Wells, a prominent pottery manufacturer of 
East Liverpool, Ohio, and former president of the Potters' 
National Association, was the guest of honor and speaker 
at the monthly banquet of the Pittsburg Credit Men's As- 
sociation. 
*D. K. Bayne has resigned as president of the Trenton 
Potteries Company, Trenton, N. J., and general manager, 
John A. Campbell, has been selected as his successor.: The 
resignation is to take eflFect March- ist. Mr. Baype's re- 
tirement is due to his desire to withdraw from some of 
his more active business connections, and his resignation 
was reluctantly accepted. Mr. Bayne has been president 
for a period of sixteen years, since the organization of the 
company, and during that time one entire plant has been 
erected and the kilns have increased in number from thirty- 
seven to fifty-three. It is the largest sanitary plant in the 
world. The company during these years has also obtain- 
ed a controlling mterest in the Canadian-Trenton Potter- 
ies Company, Ltd., located at St. Johns, Que. 

The Warwick China Company, Wheeling, W. Va., has 
started its decoration and shipping departments, and the 
entire plant is now in full operation. 

The North Wheeling Glass Company, Wheeling, W. 
Va., employing two hundred hands, is now in full opera- 
tion. 

The Fostoria Glass Company, Moundsville, W. Va., 
has resumed full operations. The new factory, owing to 
the fact that repairs had not been completed, did not open 
up until late in January. 

The Northwood Glass Works, Wheeling, W. Va.. 
which employs about three hundred hands, has recently 
begun operations. 

It is expected that the Solar Glass Works, at Owens- 
boro, Ky., will begin operations on February ist. The out- 
put of the factory is sold out for several months ahead, 
and a good business for 1908 seems assured. 

Burr Brothers, Rockford, 111., will add a crockery and 
glass department to occupy 9,000 feet of floor space. 

The wholesale crockery firm of Jenness & McCurdy, 
Detroit, Mich., has been transferred to the control of Os 
born, Boynton & Osborne. 
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WELL-KNOWN MEN OF THE ROAD 



Knisrhts of the Grip Known to the House 

Furnishlns: Trade in the United States 

and Europe 

The subject of this sketch is Mr. R. F. Lund, of the 
Dover Manufacturing Company, Canal Dover, Ohio. Few 
indeed are the members of the trade, who have not met 
this "jolly good fellow," whose abundance of good cheer 
have made him countless friends, not only in this country, 
but abroad. 



R. p. LUND 

Mr. Lund may justly be termed one of the "big guns" 
of the traveling fraternity, for he handles all the large 
trade of the Dover Manufacturing Company, and has trav- 
eled all over the United States and Europe. To his un- 
tiring efforts and engaging personality is due in no small 
degree the phenomenal success of the Dover people, a suc- 
cess that has exceeded every anticipation during the past 
ftw years. Mr. Lund is known as the "Bill Taft" of com- 
mercial diplomacy. 



EDGAR W. DONHAM 

Edgar W. Donham, formerly National President of the 
Travelers' Protective Association, an organization of 40,- 
000 live, wide-awake commercial travelers, with posts in 
32 States, has lately sold his interest in the wholesale 
enamelware house of The Donham-Monn Company, of 
Cincinnati, Ohio, to assume the management of the branch 
house of the Belmont Stamping & Enameling^ Company, of 
New Philadelphia, Ohio, the latter concern having lately 
opened a Southern warehouse at New Orleans, La. Mr. 
Donham also looks after the Southern trade of the Re- 
public Stamping Company, of Canton, Qhio. 



EDGAR W. DONHAM 

Mr. Donham is one of the pioneer traveling men, being 
;« member of Buckeye Council No. 2 of the United Com 
mercial Travelers, and for one year was the general repre- 
sentative of the Travelers* Protective Association, and has 
addressed Boards of Trade, Chambers of Commerce and 
business men's organizations from New York to San Fran- 
cisco. He is always in demand as an after-dinner speaker, 
in which line he has a national reputation. He travels 
Alabama, Mississippi and Tennessee, where he has hosts 
cf friends. 

Mr. Donham is a man of large business experience, and 
for ten years was the head of a big Cincinnati wholesale 
grocery business, when he accumulated a moderate fortune 
only to lose it in outside ventures. His advice to "the 
toys" is, stick to your business, and leave outside matters 
alone. For four years he was a member of the Cincin- 
nati Board of Public Affairs, and the candidate of his par- 
ty for Mayor of that city. 

He is very enthusiastic over the prospects in the South, 
and in spite of dull times is enjoying a fine business, and 
thinks the Southern merchants the finest lot of gentlemen 
he has ever met 



POINTS FOR STORE DECORATORS 

THE New York Section of the Illuminating Engineer- 
ing Society will hold a meeting at the United Engi- 
neering Societies building, 33 West 39th Street, New York, 
Thursday evening, February 13, at 8.15 o'clock. Mr. 
George Leland Hunter will present a paper on "Light and 
Color in Decoration," and readers of the House Furnish- 
ing Review are invited to attend through the courtesy of 
the secretary of the New York Section, Mr. Preston S. 
Miller. 
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Mr. H. J. Fox, of Lock Haven, Pa., a well-known house 
furnishing dealer, who recently went to Philadelphia for 
surreal treatment, improved so rapidly under the physi- 
cians' care as to avoid the necessity of an operation. He is 
now attending to business as usual. 

Joseph B. Gifford, a veteran salesman at A. L. Nichols 
houje furnishing store. Fall River, Mass., recently made 
the pleasing discovery that $139.46 was coming to him from 
a local savings bank, deposited for him in 1862 by a friend 
v.hile Mr. Gifford was serving in the United States Navy. 
Mr. Gifford had forgotten all about the deposit, until he 
saw his name advertised in the Fall River newspapers as 
being a "lost depositor." 

Abraham & Straus, Brooklyn, N. Y., have constructed 
a model executive building occupying a half block, in or- 
der to create additional space for their retail department 
in the main building. 

"The Famous" Department Store, St. Louis, Mo., has 
acquired the lease of the "May Store," and will take over 
the Jatter's fixtures and good will, moving into its im- 
mense retail quarters on or about February 15. The May 
Company is to retire from business, and the- transaction 
will give "The Famous" about three times its present floor 
space. 

The Standard House Furnishing Company, Tacoma. 
Wash., report an increase of fifteen per cent, of business 
in 1907 as compared with 1906, and are enthusiastic over 
the outlook for 1908. 

The L. B. Livingston Dry Goods Company, Columbus, 
Ohio, of which a woman, Mrs. L. B. Livingston, is presi- 
dent and manager, has increased its capital and will move 
into a large, new building, centrally located, adding over 
70,000 square feet of floor space. From a dry goods store, 
this concern will branch out into a full-fledged department 
store, including a strong house furnishings, crockery and 
glassware department. Besides Mrs. Livingston, the presi- 
dent, are P. O. Springer, vic^-president, and W. W. Liv- 
ingston, secretary and treasurer. 

The J. ZucKERMAN Dry Goods Company, St. Louis, Mo., 
has incorporated, capital $7,500, to deal in dry goods and 
furnishings. Jacob Zuckermann, Sophia Zuckerman and 
others are interested. 

The Epstein & Whiser Dry Goods Company, St Louis, 
Mo., capital $25,000, has been incorporated by Samuel Ep- 
stein, S. Whiser and others. 

The C. R. Parrish Company, Columbus, Ohio, one of 
the oldest house furnishing goods companies in Ohio, has 
incorporated with a capital of $150,000. The company op- 
erates thirteen branch stores in Newark, Coshocton, New 
Philadelphia, Steubenville, Zanesville, Delaware, Spring- 



field, Xenia, Bellefontaine, Sandusky, Lima, Findlay and 
London. In the new company will be interested some of 
the young men in the Columbus stores and also the man- 
agers of the branch stores. 

Thrall & Ann able, Gloversville, N. Y., dealers in hard- 
ware and house furnishing supplies, have dissolved part- 
nership. Irvin J. Annable, junior member of the firm, will 
take charge, and George Dence, who has been with the 
firm since he was a boy, will be a partner in the new firm 
in be known as Annable & Dence, although the business 
will be conducted under the former title. 

The Woolson Company, of Mt. Vernon, O., has been in- 
corporated with a capital of $15,000 by W. A. Woolson, S. 
M. Woolson. C. C. Woolson, F. A. Woolson and H. E. 
Woolson. The new company will continue the house fur- 
nishing, crockery, glass, dry goods, notion and toy business 
established ten years ago by Mr. W. A. Woolson. 

David Goodman, formerly owner of a large department 
store in Milwaukee, and of clothing stores in St. Paul and 
Minneapolis, has leased quarters for a large new depart- 
ment store in Sioux City, Iowa. He will close out his 
St. Paul and Minneapolis stores, and move his stock to 
Sioux City. 

The Grand Leader Company, Toledo, O., has incorpo- 
rated to take over the business of D. W. Bums, formerly 
known as the Grand Leader Store. This was opened but 
two months ago. The business, however, has expanded 
gn'eatly, necessitating more capftal. The company will add 
a line of trunks, traveling bags, leather goods, suit cases, 
gas appliances and house furnishings. The officers are: 
D. W. Burns, president and general manager; Bruce Snod 
grass, vice-president; Bertha Lockwood, treasurer, and 
Frank M. Sala, general counsel. 

Cambridge Department Store Company, Cambridge, 
Mass., has incorporated at* Cambridge, Mass., to deal in 
merchandise; capital. $10,000. President, Harris Schwartz, 
Boston: treasurer, Simon Schwartz, Revere; clerk, Abe 
Oppenheim, Cambridge. 

Lyon Bros., Chicago, 111., have incorporated with a capi- 
tal of $QOO.ooo, to deal in merchandise. Incorporators: 
D. T., M. T. & A. H. Lyon, and L. Alexander. 

Redington & Company, Inc., Waterville, N. Y., has been 
orsranized with a capital of $50,000. to deal in house fur- 
nishines. President, C. A. Redington ; treasurer and clerk, 
Frank Redington, both of Waterville. 

The W. F. Shelton Store Company, Kennett, Mo., has 
been incorporated with a capital of $25,000. Incorporat- 
ors: W. F. Shelton, Jr., W. F. Shelton and Lee Shelton. 

J. F. Russ, of Pasedena, Cal, will open a dry goods 
store in Ft. Dodge, la., shortly, to occupy the ©remises for- 
merly used by the L. E. Sturgis Dry Goods Company. 
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Special Railroad Rates 

As the management have before stated, the Spring Ex- 
hibition of House Furnishing Goods, which will be held 
in Grand Central Palace, March 2d to 7th, 1908, under 
the sole management of I. B. Scott, will be a trade ex- 
hibition exclusively. We have deemed it wise to change 
our policy in order that the non-supporting element might 
be excluded, and at the same time offer protection to the 
exhibitor. Every effort has been made to make this show 
a grand success, and we are also pleased to state that 
the visiting buyer and exhibitor will be enabled this year 
to save considerable on traveling expenses. Special rates, 
approximately a fare and a third, have been granted the 
Merchants' Association of New York, and by a special 
arrangement with the association those who desire to at- 
tend our show can take advantage of their agreement 
with the railroads entering New York City. 

Merchants when purchasing their tickets to New York 
should obtain from the local ticket agent the proper Re- 
turn Trip Certificate on account of the Merchants' Asso- 
ciation of New York meeting^. The merchant, upon his 
arrival in New York, may become a member of the Mer- 
chants' Association, free of charge, and by depositing his 
Return Certificate at the office of the association, 66-72 
Lafayette Street, will be granted the reduction on return 
fare, and as before stated, the round trip can be made 
at approximately a fare and a third. Attention is again 
called to the necessity of obtaining Return Trip Certifi- 
cates at the time of purchasing the ticket. 

New features have been added to the exhibition, and it 
will repay the buyer many times over to attend, not only 
for the purpose of seeing the old trade, but also to come 
in touch with the new manufacturers and new lines. Buy- 
ers who have not made application for season pass should 
do so immediately. Large and varied displays of house 
furnishings, hardware, crockery and glass will be on ex- 
hibition and every effort will be made for the convenience 
of the trade. 

Chapman's Specialties 

We call attention to the fact that Chapman's Specialties 
were exhibited during the Grand Industrial Exposition 
conducted by the Wm. Barr Dry Goods Company, at St. 
Louis, during Januar>', and these goods have been a fea- 
ture of many other successful demonstrations. 

We call particular attention this month to the Chapman 
page ad. among the front pages, the feature of which are 
the Van Deusen Cake Moulds. These moulds arc made in 
a variety of shapes and sizes, require no grease or paper, 
and in addition will support the cake while baking. The 



mould may be reversed, after the cake is baked, permitting 
the cake to hang in the mould until it is cooled, when it 
will be found that the cake will be stronger and made 
lighter by its own weight instead of being soggy, as fre- 
quently happens with old-style tins. > 

Full directions are furnished with all the cake moulds, 
and they need only to be demonstrated or exhibited to 
find favor with housewives. The moulds have been on tlit 
market for a long time, and their usefulness has long since 
been demonstrated. 

Dealers should write to C. A. Chapman, Geneva, N. Y. 
tor full particulars regarding these specialties and the 
many others manufactured by him, and rates and terms 
will be found particularly attractive. 

The Vandy- Handy Clothes Pin Bag 

Attention is called to the Vandy-Handy Clothes Pin Bag 
illustrated in this column, which is about the best of any 
article of the kind that has ever been constructed. As it 
will be setn from the design, the bag can be attached to 
the pulley line and clothes pins may be taken out or thrown 




into the bag with a minimum of effort. It is an article 
that sells for 10 cents and needs only to be demonstrated 
by hanging it on a line in the store to produce a big vol 
ume of sales. 

This article is manufactured by the Vandy-Handy Manu 
f.iCturing Company, Newark, N. J., and dealers should 
write at once for particulars. Sample will be furnished 
upon request. 
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Manning-Bowman Alcohol Utilities 

We illustrate in this column two of the striking alcohol 
utilities manufactured by Manning-Bowman & Company, 
Meriden, Conn., and which are in line with the new indus- 
try which is fast growing up to utilize denatured alcohol 
as fuel. 



The Manning-Bowman Alcohol Gas Stove manufacture-^ 
its own gas and burns a blue flame just like the ordinary 
gas range burners. It can be carried to any room in the 
house and lighted at the touch of a match. With an out- 
fit of Manning-Bowman cooking utensils, such as the chaf- 
ing dish, sauce pan, cutlet dish, toastet, coffee percolator, 
tea kettle and tea pot, you can prepare as complete a din- 
ner on the dining room table as on the kitchen gas range. 
The stove is an invaluable adjunct to the sick room and 
a home convenience at all times. 



The possibilities of chafing dish cooking have been more 
than doubled by the Manning-Bowman gas stove. It has 
three times the heating power of the regular chafing dish 
lamp, yet regulates to a simmering flame at a touch. It 
makes its own gas, burns with a hot blue flame, no smoke 
and no odor. It is made with a single and double burner, 
beautifully nickeled. It is far more economical than any 
other stove and an ornament for any side-board. 



The cooking utensils here shown arc made by Manning 
Bowman & Company, of Meriden, Conn., who make a 
specialty of alcohol heating utensils. Catalogues, terms 
and prices, etc., will be furnished upon reqtiest. 

Cooley Carpet Beater 

The Cooley Carpet Beater, which is fully illustrated in 
another section of the paper, is perfectly constructed and 
will retain shape and wear well. The handles are made 
so that they will not turn or come off, and as the Cooley 
ptople sell to rated firms at low manufacturers' prices, a 
good profit can be realized by handling this line. It is one 
that makes trade, is attractive in appearance, and sells at 
sight. 




The Cooley Manufacturing Company do not sell to mail 
order houses, so that house furnishing dealers do not suf- 
fer from such competition. This is a feature which should 
vin approval, particularly among dealers who have felt 
the competition of the catalogue people. 

The Cooley line is an extensive one, and contains many 
other articles valuable to a house furnishing dealer. 

Full particulars will be furnished upon request, and 
prices and terms will be found satisfactory by writing the 
Cooley Manufacturing Company, 103 So. Canal Street, 
Chicago, 111. 

The Pearl Suit Hanger 

Among the best of suit and skirt hangers are the Pearl 
Suit and Skirt Hanger manufactured by Freeman Scott. 
1504 Montgomery Avenue, Philadelphia, Pa. This hanger 
if sold to about 4,000 firms and is on demonstration in all 
leading stores. 

Another good hanger is t>»e Diamond hanger for men, 
which not only holds coat and vest, but also trousers, and 
keeps them in good press. 

Dealer should write for catalogue, and prices and terms, 
which are quoted on another page of this issue, will be 
found conducive to profit and quick sales. 

The Patterson Pineapple Eye Clip 

A dozen pineapples have six hundred to nine hundred 
eyes. The housewife knows the trouble and slow work 
it requires to remove these eyes with a knife, and how the 
fruit is wasted during the operation. 

The Pineapple Eye Clip, shown elsewhere in thi? '=«"*» 
makes the work easy and cuts out the eye as quick a 
wink. As will be seen, the instrument fits the hand 
easily operated, saves time and trouble, lessens wast* 
fruit, and is quickly and easily cleaned. They arc n" 
of steel, handsomely nickled and sell for 25 cents. 

The Pineapple Eye Clip has only to be shown to find 
stant sale. Dealer should write the Harvey Manufac 
ing Company, Rochester, N. Y., for terms and prices. 
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The Electric Hy Kfller 

The Electric Fly Killer, shown in this column, which is 
the very latest and best device for killing flies, ants, 
roaches, water bugs, etc., consists of a neat appearing gilt 
lacquered tin box, containing an absorbant filled with poi- 
son and kept in place by a wire screen. This absorbant 
material, when kept saturated with water, attracts all flies 
and insects which may be in the room, killing them almost 
instantly. It is a great improvement over sticky fly paper. 
This is made by the Syracuse Stamping Company. 



different manufacturers is shown by the rate at which the 
space is being taken. 

The prospective exhibitors realize that the enormous 
number of people who will be attracted will far surpass the 
attendance at other expositions where the field is limited 
to draw from, and when the only people who attend are 
those who are interested in one line only. 

It will be a hard matter to find a single person amongst 
the 10,000,000 residents of New York City and its suburbs 
who will not be interested in the Home Show. 
White Mop Wringers 

The White Mop Wringer Company, of Fultonville, N. 
Y., are putting a new mop wringer on the market. This 
new wringer is all of the best malleable iron except the 
handle, which is wood. The wringer is built on the same 
general principles as the well-known line of "White*" 
wringers. No sheet iron is used, all the iron being malle 
able. Therefore, it can never rust out. 



Other striking novelties manufactured by this concern 
are the Scientific Toaster for toasting bread, or broiling 
oysters or clams, being adapted for use over gas, oil, vapor 
cr coal stoves. Excellent illustration of this toaster is 
shown on a front page of this issue. 

The Chi-nee Clothes Sprinkler is a great improvemeni 
over the usual whisk broom and saves time, labor and wet 
hands; it holds a pint of water and is filled through the 
corked handle. It sprinkles clothes evenly and neatly, is 
strong and durable, and as the body is enameled to pre- 
vent rusting, it will last a long time. 

Dealers should write the Syracuse Stamping Company, 
Syracuse, N. Y., for full information concerning the splen- 
did specialties made by this company ; terms and prices will 
b*^ found unusually attractive. 

The Home Show 

It is a surprising fact, when one considers that almost 
numberless successful expositions of different nature have 
been held in New York in the past few years, that it has 
taken until the present time to properly organize and con- 
duct a Home Show that promises to be the greatest and 
most successful exposition ever held. 

The Home Exhibits Company, Inc., of 52 Broadway, 
New York, are justly proud and enthusiastic over their un- 
dertakingf^ and even at this early date they go on record 
Ls saying that the Home Show, which opens May 2nd at 
Grand Central Palace, New York, and closes May 9th, will 
undoubtedly be one of the most talked of and best patron - 
ired events of the present year. 

When one pauses to consider the broad field covered by 
the Home Show, what possibilities it brings to mind; if 
one desires to view the latest inventions in any line that 
appears m the home they will be on view, no matter 
whether it be some modern labor-saving device or house 
furnishings of any kind, building material, etc., anything 
aiid everything that goes to furnish the modem home. 

This is the first opportunity that all the building, fur- 
nishing and decorating trades have had to exhibit together. 
The best criterion that the Home Show is appealing to the 



Ten years ago this company marketed an all iron wring 
ei, at that time making it of sheet metal, galvanized, but 
not proving satisfactory, it was discontinued. Their many 
years of experience in the mop wringer business lead them 
to offer this all malleable wringer to such trade as desires 
an all metal one. 

This is made janitors' size, for both round and flat mops. 
The round wringer will be known as No. 7, and the flai 
as No. 8. These will bear the usual warrant and guaran 
tee of satisfaction associated with the White trade-mark 
as appears on all the "White" wringers. 

More Honors for the Bisseli 

The Bissell Carpet Sweeper Company, Grand Rapids, 
Mich., have just received notification from New Zealand 
that they were awarded the Gold Medal at the New Zea- 
l«:nd International Exposition held at Christchurch, No- 
vember 1st, 1906, to April ist, 1907. The Bissell Company's 
foreign trade is growing rapidly, and this is due largely to 
the systematic advertising they are doing in foreign trad*: 
papers and high-class magazines. 
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The Eas:le Mop Wriiis:er 

Eagle Mop Wringers and Buckets combined have evtry 
feature which could be desired in an article of the kind. 
The wringing device is powerful in action and yet oper- 
ates with perfect ease. It is so constructed as to leave no 
occasion to soil the hands, and is therefore sanitary, and 
for this reason will appeal to particular people. The pail 
is made of white cedar, designed especially for this pur- 
pose. The rollers are of maple with steel axles. The 
springs are oil tempered steel, and the treadle and portable 
roller shank are of machine steel. The guide plates, 
treadle pivots and foot holders are made of the best re- 
fined malleable iron. All parts are carefully machined and 
fitted to a nicety, every wringer and bucket being carefully 
inspected before it leaves the factory. 



Eagle Mop Wringers and Buckets are made in threo 
sizes, the Domestic intended for use in the home, which 
holds ten quarts of water; the Standard, the medium size, 
and the one most used in stores, which holds fourteen 
quarts of water; and the Janitors', for use in public build 
ings, hotels, etc., holding twenty-two quarts of water. 

Dealers should not forget that the Eagle Cooperage 
Works also make the Ohio Detachable Mops, which for 
simplicity, efficiency, durability and general satisfaction are 
unexcelled. They are simple in construction, the cotton 
being clamped with a positive grip by wire which neither 
breaks nor rusts, and which makes it impossible for cot 
ton to pull off on floor or in wringing pail when mopping 

Dealers should write for further particulars to the Eagle 
Cooperage Works, Circleville, Ohio. 

Chicago Asbestos Table Mats 

There is no article the house furnishing dealer can carry 
in stock that will give more satisfaction to his trade than 
the asbestos table mats made by the Chicago Asbestos 
Table Mat Company, of Chicago, 111. They are made to 
cover the entire table top, fold into small compact size, 
extend to length of any table, and are detachable and 
washable. The line includes six sizes of round and oval 
platter mats. 

Adjustable ironing board pads are another leader that 
result in quick sales, and are made of the best quality of 
stout muslin, enveloping a thick layer of solid felt, mak 
ing the best possible ironing surface. They are easily ad- 
justed to any board of any style or shape. When the top 



surface is soiled the pad may be reversed, or the felt with- 
drawn and cover washed. 

Dealers should write to the Chicago Asbestos Table 
Mat Company for sample, circulars, etc., all of which will 
be found especially attractive. 

20th Century Chamois Rub 

The 20th Century "Rubs" are made of "trimmings" (and 
right here the manufacturers call particular attention to 
the wide difference between "trimmings" and "scrap" — the 
"trimmings" being good sized pieces of chamois that would 
otherwise be available for watch-pockets, knife-cases, etc. 
and not hard useless bits — "scrap." 

20th Century "Rubs" contain as much or more chamois 
as in a large skin ; and every piece Warranted finest French 
oil-tanned, sewed firmly on to a back of canvas (6x5 
inches) having a band under which to place the hand, mak- 
ing it more convenient to use than the whole chamois skin, 
and their flexibility conforming to the contour of the hand 
and the article being rubbed. 

The 20th Century "Rub" is guaranteed not to get hard 
or crack by being wet; in fact, in "Rub" shape, they are 
used for washing as a large sponge, and for cleaning and 
polishing as with an expensive chamois, and for most pur 
poses the "Rubs" are better than either. 

A matter of half a dozen of these "Rubs" can he pos 
SI ssed for the price of one whole skin of equal quality . 
and therefore it seems true economy to have several about 
for the different classes of work that they, to such advan 
I age, can be put to — as wet and dry, fine and rough work, 
etc. 

.\s far as a necessarily restricted product will avail, the 
20th Century "Rubs" will doubtless supersede the use of 
the whole chamois skin for general washing, cleaning and 
polishing purposes; as it comes within the price of a ne- 
cessity, and not a luxury, as in the case of the whole 
chamois. 

The price is 25 cents each, and soon they will be on sale 
by dealers generally. Write the 20th Century Manufactur- 
ing Company, of 19 Warren Street, N. Y., for full particu 
lars. 

The Reliance Mop Wrfais:er 

We call particular attention this month to the announce 
ment of the Lee Chair Company with reference to their 
Reliance Mop Wringer. They have recently put out a 
handsome booklet devoted to a full description of this ar- 
ticle, showing details of construction and demonstrating 



that the wringer lightens women's work, that it has no 
springs to rust and break, and no complicated gears or 
rollers to get out of order, while its greatest feature is a 
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movable follower, so arranged that you do not have to ad- 
just your mop evenly in the wringer, as the movable fol • 
Uiwer adjusts itself to the position the mop may be in, 
thereby producing uniform pressure on all parts of the 
mop. 

This month's announcement illustrates several different 
sizes, but particular attention is called to mop Number O, 
which has wooden pressure boards, japanned metal parts 
and sells for only $1.25. This article is a winner and its 
low price makes it especially attractive to the trade. 

Full particulars regarding this splendid line of mou 
wringers can be obtained by writing the Lee Chair Com- 
[/any, Oneida, N. Y. 

Republic Metalware Co. 

Every buyer of house furnishing goods knows that the 
Republic Metalware Company, of Buffalo, N. Y., manufac- 
tures the Savory Roaster. The sale of the roaster has 
been so enormous during the past year that there is not a 
housewife from Maine to California who does not know 
of these roasters. 

The Republic Metalware Company does not stop with 
the make of Savory Roasters, however, but manufactures 



also the famous ''Hustler' Ash Sifters. This is a rotary 
sifter that sifts out the coal dean without dust -or dirt. 
The dslaes are put in a hopper, and the boy or woman of 
the hoitse turns Uie handle, which revolves a heavy gal- 
vanized sifter, dropping the ashes into the barrel and 
throwing the unburned coal into a waiting coal skuttle. 

It is lots of fun to work eoe of these ash sifters and 
they will more than pay for tfienselv^s within a short time. 

The Republic Metalware Company also makes galvaniz- 
ed ash cans with broad tripple corrugated reinforced strips, 
securely riveted on, with large malleable drop handles. 
These are the best and strongest ash cans made and the 
entire equipment is one 'that should be known to every 
house furnishing dealer in the trade. 

Full particulars regarding this and the many other metal 
ware specialties manufactured by the Republic Metalware 
Company may he obtained by writing to this firm. 



Qflchiist's High Qrade Ice Picks 

House furnishing dealers frequently wonder why ice 
pick points crumble, split and break. The reason is many 
ice picks are made by hammering a piece of wire with die 
n-achines from 4,000 to 6,000 times a minute, which tapers 
the wire into a rough point, and although the point is af- 
terwards ground down, the marks of the dies are some- 
times left. At any rate, the crystallization of the metal 
remains, its life and elasticity has departed, and numer- 
ous cracks and fractures have been created, so that when 
the ice pick is put into use the point soon crumbles, splits 
and breaks. 

The ice picks made by Gilchrist are made by an alto- 
gether different process. The wire is automatically fed to 
ar. emery wheel. The point in its entirety is ground into 
shape, and there is no chance for the metal being injured, 
as not an atom is disturbed by the pointing operation, the 
point is as sharp as a cambric needle and absolutely uni 
term and symmetrical throughout its entire taper. 

Gilchrist's ice picks are hardened their entire lenc^th, not 
the point only. They are automatically tempered in oil, :i 
thermometer being in the oil; no chance is taken on the 
skill or lack of skill of a workman, as the thermometer de- 
termines the temper. 

As a consequence, Gilchrist's ice picks will stand the 
hardest kind of usage and give the utmost satisfaction to 
all who use them. All dealers are recommended to write 
for full particulars to the Gilchrist Company, Newark. 
N' J. 



NEW BASKET IMPOi?TATIONS 

A visit to the show rooms of the Basket Importing Com 
piny, 139 Duane Street, New York City, reveals the fact 
that this concern has a new line of imported baskets that 
is larger and better than ever before. The line includes 
fancy waste baskets, and a bewildering variety of orna- 
mented baskets for different purposes, together with a 
complete line of willow baskets of the latest designs and 
shapes. Among the fancy baskets will be found goods 
especially designed for the Easter trade. 

Another section of the show room is devoted to a large 
line of house furnishing goods and useful kitchen uten- 
sils, which has been greatly enlarged to accommodate the 
trade for 1908. This section includes metalware special- 
ties, woodenware, and all that variety of novelties for 
which German manufacturers are famous. 

Still another section is devoted to what is to all ap- 
pearances the most complete and extensive line of beer 
steins ever shown in this country. The steins range in 
sizes from tiny ones for Baby Gretchen up to steins large 
enough ro accommodate the whole Deutscher family and 
the daschund. 

It will pay house furnishing dealers to spend a few 
moments, or an hour, with the agreeable salesmen to be 
found at the Basket Importing Company, and the line of 
goods handled by this concern this year should find im- 
mediate sale and offer good profits to the dealer. 
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The Snow Flake Freezer 

The Snow Flake Ice Cream Freezer illustrated on the 
front cover of The House Furnishing Review this month 
occupies a unique position in the trade. This company is 
the first to be permitted to insert an advertisement upon 
the front cover of The House Furnishing Review, and it 
manufactures a freezer which is without doubt the best 
and most attractive of any on the market. 



The Snow Flake Freezer represents a radical departure 
from old machines, inasmuch as it is all metal, instead of 
being made of metal and wood. The outside box is of 
heavy galvanized iron, and has a re-inforced cover. The 
cover economizes ice, for as everybody knows ice melts 
when exposed to the air, and this freezer is the only one 
which docs not require the use of cloths, salt and all that 
when making ice crekm, as the cover shuts in the cold and 
keeps out the warm air. 

The cylinder contains the cream itself, and is made of 
heavy tin. It has a friction cover, which is absolutely 
water tight, and prevents the salt or dirty water from 
spoiling the cream. 

The dasher is made from black iron, and is heavily tin- 
ned. The outside head of the dasher fits close against the 
inside of the can, and prevents the cream from accumulat- 
ing on the can. Both upright parts of the dasher are so 
constructed as to keep the contents in constant motion, 
thus freezing the cream rapidly. 

It takes less than half the ice required by any other 
freezer to make ice cream, and the machine is absolutely 
devoid of complex machinery, thus making freezing easy. 

The machine is as easy to clean as a tin pail, and be- 
comes a part of the kitchen equipment, as it may be placed 
on a shelf, instead being so large as to require room in 
the cellar. It will make ice cream, ices and frozen des- 
sert as quickly, as well as at a far less cost than any 
other freezer on the market, and do it in less time. The 
cream once made can be removed from the freezer in as 
great or as little amount as needed, and the freezer is of 
guch a compact size that it can be kept in the ice box. This 
removes the necessity of repacking the ice, something of 
great convenience to the housewife. 

The Snow Flake Freezer is made in one, two, three and 
four quart sizes, and is packed convenient to the trade in 
crates containing twelve of any size. Circular matter is 
provided with the dealers imprint on it, if desired. 

Dealers are urged to write to the Snow Flake Manufac- 
turing Company, 225 Fifth Avenue, N. Y., for further par- 
ticulars, and prices and terms to dealers will be found en- 
tirely satisfactory. 



Dresses for Dolls 

Kahn & Mossbacher, 779 Broadway, New York, are fsWi 
ous the country over for their dresses for dolls, which are 
made in the latest styles of dresses worn by American 
children, and represent a distinct departure from foreign 
dressed dolls, which are frequently turned out in the same 
styles that have prevailed for fifty years back, never fit 
well, and cannot be changed or washed. 

K. & M. doll outfits, on the other hand, are made from 
the best of materials, the dolls can be dressed and undress- 
ed at will, the goods are washable, and the styles are so 
thoroughly up-to-date that children's dress manufacturers 
have not been above copying the designs affected by Kahn 
&• Mossbacher. These outfits include everything from un- 
derclothing to the most fancy and pleasing of street 
. dresses, etc., and dolls robed in these outfits frequently 
are better dressed than many infants we have seen. 

Merchants who buy the K. & M. line are at liberty to 
change their stock at will, so as not to have the same 
styles carried by competitors, and thus better prices may 
be obtained, as the line is so complete and varied that 
there is a wide extent to select from. 

It is also a fact that dealers can take their undressed 
dolls, fit them out with a variety of K. & M. outfits, and 
secure fifty per cent, more tl^n they can obtain from the 
imported dressed doll$. As this firm advertises: Dress a 
dollar doll with a dollar but£t, and sell it for $3.98. This 
is being done by a great many dealers to their profit and 
the satisfaction, of their trade. 

We illustrate here a no\'elty in an outfit for dressing 
celluloid dolls, which has proven a great success the past 
season, and has the advantage of adding a new revenue to 
this line of dolls. K. & M. outfits also include dresses for 
jointed toy animals of every kind, including the famous 
and ever popular Teddy Bears. Orders are accepted for 



the dressing of dolls to order, an Oregon college rec 
sending in an order for a Teddy Bear to be dressed 
football togs, a feature of which was a green sweater \ 
an orange colored "O." Apparently the Irish do not 
in Oregon. Whatever the combinations require for 
dressing of dolls, Kahn & Mossbacher will fill the ore 
and dealers should write for full information and pri 
to this concern at the address given above. 
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The Alaska Refrigerator Co. 

The illustration on this page is a splendid birds-eye 
view of the immense plant of the Alaska Refrigerator 
Company, at Muskegon, Mich. This plant was construct- 
ed especially for the manufacture of Alaska Refrigerators. 
The factory is 340 feet long, 60 feet wide, and three stor- 
ies high. It is built entirely of brick and stone and ap- 
proved by the underwriters. It has a floor space of 61,- 
200 square feet. It is equipped with the most modern ma- 
chinery on the market, and has every possible convenience 
for the comfort of the employees, and to facilitate the 
manufacture of first-class refrigerators. This concern 
has one warehouse, 100 feet long by 60 feet wide, and two 
others, each 200 by 100 feet, 26 feet high from the floor 
to the roof. These warehouses have a floor space of 64,- 
000 square feet, and refrigerators are piled from the floor 
to the roof providing a storage capacity of 40,000 refrig- 
erators at one time. 

This view of the immense plant of the Alaska Refriger- 
ator Company gives a splendid idea to the trade of how 
extensive and complete the equipment of this concern is, 
and may serve to explain why the Alaska Refrigerator is 
generally regarded as one of the best made and the most 
up-to-date of any on the market. 

Argand Qas AppHancesI 

We desire to call particular attention to the Argand Gas 
Appliances illustrated on another page of this issue. We 
show here a three-burner hot plate, which is finished in 
aluminum, nickle-plated or iron, and is one of a large va- 
riety in different styles and size manufactured by the Al- 
bany Foundry Company. 

The line includes many different ranges, some with 
broilers, warming <:loset and shelf, others with oven broil- 



ers and low closet, Some with the usual oven and broiler 
only, while the company also makes a range with a six- 
burner top, oven, low broiler, side broiler and hot-water 
heater. 

House furnishing dealers should write to the Albany 
Foundry Company, Albany, N. Y., for full particulars and 
Cc^talogue, and terms and prices will be found unusually 
attractive. 

«*Meii Who Sell Things" 

The above is the title of a book by Walter D. Moody, 
sales manager for Gage Brothers & Company, Chicago, 
111., and published by A. C McClurg Company, 215 Wabash 
Avenue, Chicago, 111. 

Mr. Moody's mission in writing the book is to preach 
the gospel of salesmanship to the "Commercial Ambassa- 
dor," wherever he may be found. He has been engaged 
on the work for a year and a half, and it embraces the 
experiences and observations of a lifetime in connection 
with the field of salesmanship as viewed from the stand- 
point of the traveling salesman, buyer, sales manager and 
employer. 

The book is destined to attract the widespread notice of 
employers, sales managers and salesmen, because of the 
serious purpose that actuates the author and the practical 
truths to be found on every page. Mr. Moody's style is 
sprightly, and he makes his points in an entertaining man- 
ner, but his book is thoroughly practical, and one sales 
manager in a large mercantile house who looked it over in 
MS. said that it would have saved him five years of ex- 
perimenting, if he could have had it at the beginning of 
his career as a salesman. 
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TRADE PUBLICATIONS 

CUSTOM MADE FLY SCREENS.— The A. J. Phillips 
Company, Fenton, Mich. Catalog showing by abundant il- 
lustrations- raany varieties of wire screens for excluding 
insects from residences, hotels^ hospitals, apartment houses 
and all places requiring summer ventilation. Hardware 
for similar purposes is included. Circulars inserted also 
show various house furnishing specialties made of wood. 

GILT-EDGE BROOMS.— The American Broom and 
Brush Company, Amsterdam, N. Y. Catalog, handsomely 
illustrated, showing as complete a line of brooms for all 
purposes, from parlor to kitchen, and from sidewalk to 
bam, as can be imagined. Whisks of all kinds and shapes 
are also shown, including an attractive line of bone handles. 

ANNOUNCEMENT 1908.— Booklet by Geo. Borg- 
feldt & Co., New York, announcing a complete line 
of every variety of domestic and imported house furnish- 
ing goods for the season of 1908, including an interesting 
set of views of their present and former quarters at Paris, 
Sonneberg, Vienna and Toronto. A handy pocket calendar 
is enclosed for the convenience of buyers. 

BALDWIN DRY AIR REFRIGERATOR— The Bald- 
win Refrigerator Company, Burlington, Vt Catalog hand- 
somely gotten up with beautiful illustrations showing all 
the styles of Baldwin dry air refrigerators made for fam- 
ily use, together with details of construction, as well as 
the larger sire of refrigerators for use by grocers, res- 
taurants, hotels and others who need those of a larger 
capacity. 

LEONARD CLEANABLE REFRIGERATORS.— 
Grand Rapids Refrigerator Company, Grand Rapids, Mich. 
Catalog showing the full line of zinc, porcelain and white 
enamel lined refrigerators for 1908 made by this well- 
known concern, and plainly illustrating the many excellent 
features in the construction of the Leonard Cleanable line. 
The methods of manufacture are also fully illustrated and 
interestingly described. 

SHERWOOD METAL SCREENS.--The Sherwood 
Metal Working Company, Syracuse, N. Y. Catalog de- 
scribing their metal frame adjustable window screens, 
which are said to be the neatest, strongest and best sell- 
ing window screen ever produced. The catalog shows 
many features of construction which indicate this screen 
is well bitilt, and that they can be attached to windows in 
such a way as not to interfere with the raising and low- 
ering of them, while at the same time affording ample pro- 
tection against flics and mosquitoes. 

ICE CREAM FREEZERS.— North Brothers Manufac- 
turing Company, Philadelphia, Pa. A neat booklet de- 
scribing "the best made" ice cream freezer for the year 
1908, showing details of construction and the several styles 
of freezers manufactured by this concern. Ice chippers, 
ice shavers and other specialties are included, as well as ice 
cream freezers for caterers and confectioners to be run 
by power. It would be hard to imagine a better line of 
freezers than the one described in this booklet. 



BATH ROOM AND HOUSEHOLD SPECIALTIES. 
—The Searls Manufacturing Company, Newark, N. J. A 
handsome and well illustrated catalog, showing an im- 
mense variety of such specialties as bath tub seats, brush 
and comb holders, carafe holders, match, nail brush, 
sponge, toilet paper, tooth brush and tumbler holders, cigar 
rests, hand rail for bath tubs, hooks for robes, coats and 
hats, mirrors, plate glass shelves, soap cups, tOTwel racks, 
ring and towel pin and shelves, vase and wliisk broom 
holders, together with other utilities of similar character. 
The line is complete, ornamental and modern, the combi- 
nation holders presenting an exceptional variety. 

TOOLS AND SPECIALTIES.— The Potter Manufac- 
turing Company, Geneva, Ohio, An illustrated price list 
of the various Housekeeper's Hardware, Hardware Special 
ties. Cross Cut Saw Handles and Garden and Floral Tools 
made by this company. The booklet contains 32 pages, 
and is replete with such a variety of tools and specialties 
of the character named as to permit of no detailed de- 
scription here. The line is complete and prices attractive. 

HENDRICKS* COMMERCIAL REGISTER. By the 
Samuel E. Hendricks Company, 74 Lafayette Street, New 
York. Price, $10. A compilation for buyers and sellers 
containing over 350,000 names and addresses under some 
15,000 business classifications of manufacturers and deal- 
ers in the architectural, mechanical, engineering, contract- 
ing, electrical, railroad, iron, steel, mining, quarrying, ex- 
porting and kindred industries, including everything em- 
ployed in the manufacture of material, machinery and ap- 
paratus used in these industries from the raw material to 
the manufactured article, and from the producer to the 
consumer. Its value is evident from this outline of' its 
contents, and its usefulness as a mailing list is unequalled 
The present edition is the sixteenth. 

OPALITE GLASS LINED REFRIGERATORS.— A 
48-page catalog, with white cover, and handsome color de- 
.Sign by Cooper & McKee, Brooklyn, N. Y., showing de- 
tails of construction of their extensive line of *'Opalite" 
refrigerators. Every variety of household, and grocers 
and similar refrigerators are shown, and the entire line 
is as attractive in appearance and price as can be desired. 
No dealer should be without this catalog. 

BISSELL'S NEW YEARS GREETING, 1908. Bissell 
Carpet Sweeper Company, Grand Rapids, Mich. A hand- 
somely gotten up letter on cream colored paper, with an 
embossed design, the principal feature being a grandfather's 
clock, hoary old 1907 retiring, and the cherub, 1908, ap- 
pearing from the base of the clock bearing a Bissell sweep- 
er, assisted by a charming young woman, the color s<;heme 
being beautifully worked out in light green and brown. 
The letter bears good wishes for the year of 1908, and the 
circular matter enclosed is equal to the best produced by 
the very capable advertising staff maintained by this com- 
pany. Attention is called to the extensive advertising 
campaign conducted in the leading women's magazines of 
the country, which has created such widespread demand 
for the "Bissell" as to render every dealer's stock incom- 
plete who carry none. 

(Concluded on page 6r.) 
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SEASONABLE NOVELTIES 



Being a List of House Furnishing Specialties Every Enterprising 
Dealer Wants to Know About in Order to Freshen Up His Stocic 



HE "Easy Emptying" Grass Catcher illus- 
trated on this page is the latest product 
of the Specialty Manufacturing Company, 
St. Anthony Park, Minn., and represents 
an improvement over the old-style wood- 
en handle catcher they have been making 
during the past seven years. The desir- 
able features of the New Style Grass 
Catcher are that they lift off perfectly free 
from the lawn mower with one hand, 
leaving the other free to empty the catcher or drop it en- 
tirely ; they are made in two sizes, one to fit 12 to 18-inch 
mowers, and the other to fit 18 to 22-inch mowers; they 



thoroughly braced with two diamond-shaped galvanized 
clips. On the under side of each arm of this cross is a 
galvanized steel loop, two more of which are also placed 
on the outer end of two of the cross arms. These loop^ 
permit the insertion of an unusually dirty garment which 
can thus be more thoroughly washed. The dasher can 
move up or down to accommodate itself to the quantity 
of clothes in the tub, and will wash a single handkerchief 
or six yards of carpet with equal facility. The only mov- 
ing part in this machine, the dasher, is securely fastened 
to a one-piece shaft and crank, which runs on two sets of 
high-grade bicycle ball bearings, and while in many rotary 
machines the hand must pass through 12 feet of space to 
give the dasher one turn and return, with the Adams ma- 
chine this work is performed in three feet of space, cut- 
ting down the labor three-fourths, the ball bearings fur- 
ther lessening friction. These facts may explain why the 
Adams Ball Bearing Washer is called the simplest, light- 
est, easiest running and fastest washing machine made. 
That the machine is a trade winner is attested by the fact 
that one Kansas concern ordered 496 machines within a 
year and a half, and say that every machine sold is an 
advertisement for others. 



are perfectly adjustable to any style mower; they can be 
adjusted for distance from the ground, distance back from 
the roller and for width of the mower; when once ad- 
justed, they can be attached or detached instantly. These 
features have made the "Easy Emptying" Grass Catchers 
a winner, and the demand for them has made iU neces- 
sary for this concern to double its factory space. 

The Adams Ball Bearing Washing Machine, made by 
the Hiawatha Manufacturing Company, Hiawatha, Kansas, 
weighs but 25 pounds complete, rests upon a stand made 
entirely <?f steel constructed like a bridge, and so arranged 
that the tub can be "nested" in the stand when not in use. 
The tub is made of galvanized iron, preventing leaks, or 
"falling to staves" as sometimes happens with wooden ma- 
chines, and for the same reason it is sanitary and easy to 
clean. The top and dasher are made of selected Louisiana 
Red Cypress, and tha dasher is shaped like a cross and 



The Coverts Great American Fish Scaler is not intend- 
ed for the purpose of verifying "fish stories;" on the con- 
trary, it is guaranteed to remove all fish scales with neat- 
ness and despatch, so as to prevent any doubting Thomas 
from getting the best of a boastful story teller by weighing 
the fish with its own scales and thus proving short weight 
Accordingly, no fisherman should be without one. The ap- 
pliance is rust proof, will not tear the flesh and scales fish 
perfectly and easily, making it a very desirable arljcle for 
household use, or for fish dealers and peddlers. The scal- 
er is made by the Coverts Saddlery Works, Interlaken, 
N. Y. 

The Sunshine Washer, made by the Voss Brothers Man- 
ufacturing Company, Davenport, la., and illustrated on the 
next page, "runs easy and washes cleanly." As will be 
noted, the nf^chine is provided with a fly wheel, and one 
backward and forward motion of the upright lever re- 
volves the fly wheel five and one-half times and gives 
the dasher one complete reverse motion. By operating the 
lever seventy times a minute, the fly wheel runs about 
four hundred revolutions, which creates a momentum and 
fi.'rnishes power. The main bearings are fitted with 
hardened bicycle ball bearings, running in specially tem- 
pered steel ball cups thus eliminating friction and resist- 
ance. As the main gearings on the lid are all enclosed, 
all chance of accident is done away with. The machine 
is fitted with a "visible dasher," which adjusts itself auto- 
matically to any size washing, and the motion and action 
of the clothes is in sight of the operator. There is no 
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iron or wooden center pole projecting through the dasher 
tc grind or tear the clothes, the dasher being free and 
clean, and adjusted through the head of the machine. The 
mechanism under the tub is fastened to a hard wood cross, 
independent of the tub, and the cross is held in position 
by two steel rods l)olted and fastened to the legs. The 
main genrings are on one solid casting, insuring a per- 
fect alignment of gears. Each machine is equipped with 
a new improved iron wringer box, and the best of ma- 
terial and construction being used throughout, the Sun 
shine Washer has come to be known as the most durable 
washing machine made. 



WHAT WAS THAT SALESMAN'S NAME? 

A Handy Directory of Qentlemen Who Will 

Call on You, Representinsr Manufacturers 

of House Furnishinsr Qoods 

The brief list of manufacturers* representatives printed 
below consists of those received too late for insertion in 
our January issue, and two corrections, the names of Mr. 
Davis and Mr. Bcttman, of the Harrington Cutlery Com- 
pany, and M. Gaudry, of the Pike Manufacturing Com- 
pany having unfortunately been misspelled in our Janu- 
ary list. We take pleasure in correcting these errors, and 
ofFer our sincere apologies to the gentlemen concerned. 



♦HARRINGTON CUTLERY CO., Southbridge, Mass. 
(Knives). George Walter Dayis, 7 Warren Street, New 
York; New York City, New England, *New York and 
Pennsylvania; P. H. Bettman, 12 State Street, Chicago; 
Middle and Western States. 

THE S. M. HOWES CO., Boston Mass. W. A. G. 
Marlatt, Western Massachusetts and Connecticut; R. B. 
Curtis, Eastern Massachusetts and Rhode Island; E. H. 
MacKenzie, Maine and New Hampshire; S. B. Smith, 
large cities of the United States; T. F. Tierney, Greater 
Boston; George A. Williamson, New York State and 
Vermont. 



♦Correcting misprints in our January list. 

♦PIKE MANUFACTURING CO., Pike, N. H. E. 
Warren Smith, United States and Canada; M. Gaudry, 
Europe; R. J. Horton, Western Ohio to Kansas; W. E. 



Mayo, Southern States; H. W. Busier, Eastern States. 

REDLINGER MANUFACTURING CO., Freeport, 111. 
(Hardware Specialties). Matt Redlinger, the United 
States. 

STAR ENAMELING & STAMPING CO., Pittsburg, 
Pa. (Sheet metal wares.) J. A. Dorshimer and I. B. 
Fry, Pittsburg and vicnity; J. S. Andrews, Central Penn- 
sylvania, Western Maryland and part of Virginia; H. R. 
Kenneweg, Western Pennsylvania, Eastern Ohio and West 
Virginia; A. Schlesinger, Ohio, Indiana and Michigan; H. 
Weiss, Illinois, Iowa, Minnesota and Wisconsin ; N. Gelb* 
Kansas, Nebraska, Colorado, Texas, Louisiana, Mississippi, 
Alabama, Georgia, North and South Carolina and Tennes- 
see. W. A. Taylor, Pacific Coast ; H. O. Stansbury, Phila- 
delphia, New Jersey and New York; W. H. Dobson, 
Northern and Eastern Pennsylvania; N. Schultz, New 
\ork State; W. L. Stansbury, Baltimore, Washington and 
Virginia; F. A. McMann, New England States. 

STURGES & BURN MANUFACTURING CO., Chi- 
cago, 111. (Ice cream freezers, spiders, griddles and milk 
cans). T. W. Campbell, Minnesota; C. E. Holmes, Iowa. 

WEBSTER COMPANY, North Attleboro, Mass. 
(Sterling Silver Novelties). E. H. Hofmann, New York 
City; N. F. Swift, Chicago and West; Frank Waite, Can- 
ada and New England; O. W. Clifford, factory. 

WHITE ENAMEL REFRIGERATOR CO.', St. Paul, 
Minn. (Refrigerators). William B? Bohn, Western 
States; H. S. Parks, Eastern States. 

WILKINSON MANUFACTURING CO., Binghamton, 
N. Y. (Toy Wagons and Sleds). E. W. Peabody, New 
England, New York and Eastern Pennsylvania; A. R. 
Wilkinson, Western Pennsylvania, Ohio, West Virginia, 
Kentucky and Indiana. 

JAMES R. WOTHERSPOON, Philadelphia, Pa. (Gas 
and Oil Stoves; Nursery Refrigerators). F. I. Carpen- 
ter, New York City; Frank Diel, Northern New York 
State; A. Buddinberg, Middle West; W. Bunting, Penn- 
sylvania and New Jersey. 

J. A. WRIGHT & CO., Keene, N. H. (Silver Cream). 
Harry E. Williams, Eastern States; Charles L. Derby, 
Western States. 

A CANADIAN OUTLET OFFERED 

Manufacturers of house furnishing goods of every va- 
riety, who desire a Canadian outlet for their products, will 
be glad to know that Tarbox Brothers, 274 Dundas Street, 
Toronto, Ont., Canada, have a large warehouse available 
for carrying considerable stocks of goods, and are in a po- 
sition to act as distributing agents for any American house 
that desires to establish such an agency in Canada. Such 
firms must be prepared to offer Tarbox Brothers abso 
lutely the bottom price on their line, as import duties often 
make it impossible for this concern to make large sales, 
unless they have the lowest possible quotations. 

Tarbox Brothers are manufacturers and sell their prod- 
ucts largely through the wholesale hardware, woodenware, 
grocery and moulding trades, while they conduct a mail 
order department separately and have for it exclusive 
catalogs. 

They are now in the market for a first-class can opener, 
similar to the "Lightning" brand, and for such other 
American specialties as may be offered. 
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TRADE PUBLICATIONS 

(Concluded from page 58.) 

THE ALASKA REFRIGERATOR COMPANY.— An 
80-page catalog, with a handsome cover, and splendidly il- 
lustrated, showing the 1908 output of the Alaska Refrig- 
erator Company, of Muskegon, Mich. The immense plant 
of this concern, and the details of the construction of 
their refrigerators is beautifully illustrated, and the line 
is as complete as can be imagined. Prices will be found 
attractive, and a copy of this catalog should be in the 
hands of every dealer. 

ARC AND GAS.— A 52-page catalog, done in red and 
blown by the Albany Foundry Company, Albany, N. Y., 
showing an extensive and complete line of fuel gas appli- 
ances for domestic and industrial purposes. Hot plates, 
gas ranges, gas heaters, and specialties, such as griddles, 



sad iron heaters, asbestos baking sheets, stove mats, jelly 
Ciike pans, omelet pans and pie plates, and toasters are 
more than adequately illustrated, and the prices given will 
interest the trade. Gas forges, oven furnaces, melting fur- 
naces and blowers are also included. 

THE CHEST WITH A CHILL IN IT.— A 16-page 
booklet, handsomely put together in colors by the Maine 
Manufacturing Company, Nashua, N. H., makers of the 
famous "Stone White" refrigerators. Details of the con- 
struction of this superior product are clearly described and 
illustrated, and pictures are shown of the "Stone White" 
quarry from whence this company secures the material for 
their clean and sanitary refrigerators. The booklet makes 
the "Stone White" ice chest appear to be what it really is 
— the most pleasing and attractive on the market, and is 
well calculated to increase the already large demand for 
this article. 
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Subscribers may insert want advertisements, such as may be approued by the 
publisher, in THE HOUSE FURNISHING REVIEW, free of charge. Adver- 
tisements for this department must be received not later than the 16th of the 
month. 

PHANGE WANTED— Buyer for -China, Toys and House 
^ Furnishing Goods wants to make change ; ready at any time. 
Fifteen years' experience in large city of Chicago. Can give 
best of references. Address S. O., care House Furnishing 
Review. 

pOR SALE — Complete stock of China, Glass, Silver and gen- 
^ eral House Furnishing Goods, with good will of prosperous 
business established forty years, for sale in thriving manufac- 
turing and summer resort town in Massachusetts at rare bar- 
gain. Address Box 42, care House Furnishing Review. 

• 

POSITION WANTED— Assistant buyer of House Furnishing 
^ Goods desires a position. Five years' experience in large 
department store carrying $50,000 stock. Feel confident of tak- 
ing full charge of small department carrying $25,000 stock or 
more. Can furnish best of references. Address A. P., care 
House Furnishing Review. 

"117 ANTED — Buyer of China, House Furnishings, Dolls and 
'* Toys, Trunks and Traveling Bags, and Silverware; ten 
years' experience in Central Western States, large cities, de- 
sires position in East or extreme Western territory. Address 
Experienced, care House Furnishing Review. 

117 ANTED — Demonstrations of any kind in the house furnish- 
'* ing or grocery line for free space in a house furnishing 
exhibit to be given in largest department store in Lexington, 
Ky. Address K. K, D., care J. D. Purcell Company, Lexington, 
Ky. 

WANTED— To represent manufacturers of House Furnishing 
Goods and Hardware Specialties in the city of Milwaukee, 
on commission basis, to Department Store and Hardware trade. 
Address Milwis, care Hguse Furnishing Review. 

HOUSE FURNISHING BASEMENT FOR RENT— in finest 
department store in North Carolina. Size, 40x125, com- 
pletely equipped with fixtures for china, glass and house furnish- 
ings. Practically no live competition. Address, the Meyer's 
Company, Greensboro, N. C. 

WANTED— We are manufacturers' agents, and have splen- 
didly equipped offices and salesrooms for handling all kinds 
of house furnishing goods and hardware specialties. We have 
a strong selling force; new lines desired. Write Harper, Spen- 
cer & Joys, 420-422 E. North Ave., Milwaukee, Wis. 

(CANADIAN AGENCY WANTED— We would like to estab- 
^ lish connection^ with several American manufacturers of 
household articles for introducing their goods in Canada. Our 
large organization and our well established mail order business, 
together with our ability to carry a large stock, fits us admirably 
for promoting, the sale of goods. Send catalogues and lowest 
wholesale prices. Address Tarbox Bros., 274 Dundas Street, 
Toronto, Ont. 

THOROUGHLY EXPERIENCED BUYER and Manager of 
House Furnishing and China departments is open for a 
position. Reliable, practical and up-to-date in buying, and can 
furnish best of references. Address Buyer, care House Fur- 
nishing Review. 

A RELIABLE MANUFACTURER of tinware in Philadelphia 
has several good men covering Pennsylvania, Baltimore 
and Washington. Would like to take up a good line on a com- 
mission basis in connection with his own, on account of his line 
being short. Address Manufacturer, care House Furnishing 
Review. 

WANTED— A few good live representatives to sell our Re- 
liance Mop Wringer to the retail and jobbing trade on 
commission basis. Address Lee Chair Company, W^ringer Dept., 
Oneida, N. Y. 



117 ANTED— An experienced china and house furnishing buy- 
'" er. The Reid & Hughes Dry Goods Company, Water- 
bury, Conn. 

"117 ANTED — To represent manufacturers of house furnishing 
'" goods in the Southern States, on commission basis. Es- 
tablished ten jears, and travel several salesmen. Address M. 
H. Pendleton & Company, Roanoke, Va. 

CIDE LINE OFFERED— To salesmen calling on house fur- 
^ nishing goods buyers we offer an opportunity to increase 
their income easily. Article is well known; sample can be car- 
ried in pocket. Liberal cash commission. Address B. E. A., 
care House Furnishing Review. 

IT AVE YOU A SON OR DAUGHTER?— Do you want to 
^^ give them a chance to earn some money? We will pay them 
a liberal cash commission for subscriptions to The House Fur- 
nishing Review. The work is easy and entirely respectable. 
Ask for particulars. Address Circulation Manager, The House 
Furnishing Review. 

DUYER AND MANAGER of House Furnishing Goods, China, 
^ Glass and Toys desires to make a change. Fifteen years of 
steady experience in cities of 25,000 to 85,000 population. Have 
been five years in present position. Can furnish best references. 
Address "Steady," care of House Furnishing Review. 

WANTED — A few live representatives to sell our Patented 
Sad Irons to retail and jobbing trade on commission basis; 
good position lo right parties. Address Patent Sad Iron Com- 
pany, Department A. W., Reading, Pa. 

"117 ANTED — Agency for Eastern States for large lines of 
'* house furnishing goods. Am equipped with ground floor 
salesroom, basement and lofts, and will carry large stocks. Am 
already representing good firms, but have room for more. Ad- 
dress L. E., care House Furnishing Review. 





The Pearl 






Suit and 






Skirt 




Suit Skirt 

Sold and used 


Hanger 




Diamond 


by 4000 Firms. 


f 1 ^ 


Hanger 




Suit Hanger 


For Men 


On demonstra- 




Holds the en- 


tion in all lead- 




tire suit. 


ing stores. 




$17.00 per 100 


Per 100 




Sold at 25c each 


Soft Hangcn. f lO.SO 
Sidrt Hangen, 8.50 




Jobber or direct. 


Kods. 12" long, 7.00 






" 18" " 8.00 




Write for 


" 24 " 10.00 




Catalogue 


The Economy Closet 
Rod. used in conjunc- j 
tion with the Pearl i 

keep the closet neat 
and orderly. 




Carson. Pirib. Scott 
fc Co., of Chicago, say 
they consider The Pearl 
Hangers the best on 
the market, and find a 
ready sale for them in 
their wholesale and re- 
tail cepartments. 


FREEMAN SCOTT 1 


1504 Montgomerv Ave. PHILADELPHIA 1 
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RETAIL PRICES 



^^Xaace 



No 



Wood Press 
Metal Parts 



$1 



All 
All; 



No.1 

All MeUl Jai 

$1.5( 

All Metal Gal^ 

$1.7S 



>^iM» 



We are goin^ to make an aggressive campaign for the 
sale of the ^^sS^Sk in all localities. It will be worth 
your while to co-operate with us. Write to-day for 
trade prices. 

THE LEE CHAIR CO., Oneida, N. Y. 



JS^gce 



"An Ounce of Sight is Worth a Ton of Print." 

THE HOME SHOW 

, May 2 to 9, Inclusive, at 
Gra.nd Central Pa,lace 
NEW YORK CITY 

Exhibits of Kitchen Utensils and Equipment, Bath Room Fixtures, China, Crockery, Glass and Table 
Ware, Lamps and Illuminating Devices, Household Novelties. 

Space Now Being Allotted 

For Additional Information Addreas 

TKe Home Exhibits Co., (Inc.) 52 Bro&dway. New York 

and 

GRAND CENTRAL PALACE 



-63 



Digitized by 



Google 



THE KNORR 




PATENT APPLISD FOR 



RONING BOARD 

=50?^ Profit-No G>me-Back8=^ 

H The Knorr Ironing Board U the cleverest labor saving 
device of its land on the market. It combines in one com- 
pact design a shirt-waist board* a sleeve board and an iron- 
ing board for all general purposes. U The clamping device 
is the strongest, simplest and best made, holding the board 
firmly in place, making it stable as a rock, yet the clamp vriU 
not mar the table or shelf to which it is attached. U The 
Knorr Ironing Board is made in three sizes — Infants', 
Children's and full sizes, all one price. The full sized board 
measures 29x30 in. and is strongly constructed of Idln-dried 
white wood, fully reinforced underneath and built on honor. 
Our printed matter furmshed to dealers makes 

QUICK SALES 

Terms and particulars from 

Tho KNCRR Ironing Board Oo. 

415 fltntttt St., RttlMtttr, N. Y. 




HOLTS m»n*»«< oov«« 

Egg Bealtf >n< Cream Whip 

/tamM to litt Eat 

Ti PwMiN li 20 SmMs. 

Th« nar«d Dssh«r Doss It. 
WAtN tOON tt U8CD tV TWHIIM M WTO; 



we WIRE ONE OP THESE 



TAQS TO EVERY 

EGG BEATER ^ 
RUG BEATER 

we MAKE 

THEY BEAT 
BUT CAN'T 
BE BEATEN 

HOLT-LYON CO. 

TARRYTOWN,N. Y., U, S. A, 



THE "CLEANER" RIM 
and CARPET 



IS MAOe mOM THt MST 

rUimiTURE SPMNQ STCEl, 

Is very Blaatlo. 
The Handle Is Oaarantesd not to eome 
€ir or Wire break off at the handle. 
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Higgins Perfect Flue Step 



Rerersed for 
papering over. 



(PATINTID) 
formerly made by 

G. A. Higgins & Son. 

Locks tight in 
the Flue. 



The Thumb 

Screw expands 

the Flat Steel 

Springs. 



Showing face 
and side. 



Q No wind or gas explosion can blow it out 

^ Its sales have steadily increased for years. 

Now made by 

ANDREWS WIRE & IRON 
WORKS, 

ROCKFORD, ... ILL. 

Send for Catalogue, 



It Pays to Sell Good 

Merchandise. 

"Andrews Specialties*' 

are in that class and pay 

good profits. 



Vrooman's Sink. Strainers 

Higgins Flue Stops 

"Androck" and Meal 

Carpet Beaters 

High Grade Wire Goods 



Every Buyer of 

CARPET SWEEPERS 

Ought to Know 

That the National Sweeper Company makes a line 
of sweepers listing in price from $18.00 to $54.00. 

That every sweeper in the line is superior, point 
by point, to any other made. 

That Nationals are made in the most complete 
sweeper factory in the world. 

That Display stands and other .sales helps are 
furnished. 

That shipments can be made prompdy — in a hurry 
if need be. 

That every one of the sweepers in a shipment is 
packed securely in dust proof, heavy carton. 

That the finish is right — that every detail of the 
sweeper is right — and ihat the price is right. 

ONE OF THE TRIPLE MEDAL LINE. 



There's something new in carpet sweepers that IS 
new — ask us. 

Get in early. Write to-day. 

NATIONAL SWEEPER CO. 

98 WARREN STREET. NEWARK. N. J. 
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Miniature Lights 




r 



THE KIND OUR 

FOREMOTHERS USE;D 

w 

They' re the fad now, and if 
you pretend to keep fyour 
store up-to-date, you need 
an assortment in stock. . . . 



1 



They make beautiful win- 
dow and counter displays 
and sell at a good profit 
to the dealer 

Made in a great variety of styles 
and prices. 

Ask for our Art Catalog 

Rostand Mfge Co. 

MILFORD, CT. ^ 



THE 



Royal Inverted Gas Burner 



New G4N»se Neck type Inverted Burner employing 
new needle valve 

GUARANTEED 

To work satisfactori- 
ly on both natural and 
urtiflcial gaaea. 

To work under all 
pressures 

TO give hiffhest can- 
dle power light per 
cubic foot consump- 
tion of gas 

WILL NOT 

Flash-back, flicker 
nor carbonize 

PRICES 

Not higher than you 
expect to pay— may be 
lower 

Write for informatioii 
pamphlet B 



No. 300 Royal 



Manufactured by 

MANHAHAN SCREW AND STAMPING WORKS 
67th Street and West End Avenue. New York 



I 



OFF THE DIRT" 

T is sound sense to sell a well-advertised article— some- 
thing for which there is already a well-established 
demand. 

SELL SANITAS 

SANITAS, the widely known washable wall covering, is 
so well advertised that thousands of inquiries are coming in 
from people who want the material on their walls this 
Spring. They come from every locality— many ww^/ come 
from yours. The nearest agent gets these inquiries— if j'^w 
have the agency we send them to you. 

SANITAS has all the beauty of wall paper, but none of 
its faults. It's as easily hung. Made on strong muslin with 
oil colors in many patterns. Waterproof— dust and dirt can 
be wiped off with a damp cloth. Cannot fade, stain, crack 
or tear. . . , 

Brings a fine margin of profit at the pnce of good cart- 
ridge paper. 

SEND FOR SAMPLES AND PRICES. 

The Standard Oil Cloth Co. 

320 BROADWAY, NEW YORK 



K.SMJQTFITS 

FOR 

DOLlSiidBEIRS 

Have resulted in immediately 
increased sales. As a matter 
of fact, they 

Have Created 
A ILevolution 



in the sale of Dolls. 



$1.00 
1.00 



Add a Dollar Suit of Clothes . . . 

To a Dollar Doll, and you have a - . 

Three Dollar and Nine-Eight Cent 
combination that will sell faster 
than you had thought possible . . $3.98 

A«k Your Fellow Buyers. 
Many buyers found this out In 1907. 
Do not miss this opportunity In 1908. 

Our New Line is Ready for Inspection. 

KAHN eSl MOSSBACHER 

Makers of Doll Outfits 
779 Broadway, New York City 
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THE rOOLEY 



THE 




v/ARPET BEATER 

Will Make Trade 

It is perfectly constructed, retains 
shape, and wears well. Handles will 
not turn or come off. 

We also manufacture Suit Hangers, Pants 
Hangers, Pot Lid Holders. Calf Weaners, Hose 
Supporters, Hat Racks and other Wire Novelties 

Spedal Prices for 1908. Agents Wanted. 

Good Profits. 



Cooley Mfg. Co., 



Its-Its S. Caul St 
CHICAGO, ILL. 



RIKK S and Curling Iron HOLDEn 
The Best 10c. Seller 
of its Kind Ever 
Offered to the 
Trade 



. Higlily Polished. 
Every Well Appointed Bathroom. 



A Necessity in 



ALSO A FULL UNE OF TAPE MEASURES 



HARRY D. KIRK, 5-l7W.Nadbon St. Chicago. III. 



rVANDY-HANDY^ 

I CLOTHES-PIN BAG I 

I PATINTIO FCB. 19th. 1907 I . 

VANDY ^i Handy 

Name If/T^ Nature 



VANDY-H ANDY 

▼RADB MARK 

A Unique, Practical. Inexpensive and Profitable 
article for holding Clothes-Pins which you and 
your Customers will be pleased with. 

EXPLANATION 
The clothes-pins are put in through the wire mouth at the top 
and taken out from the opening in the side of the bag, which 
always faces you while it is in use on the Une or at the side of the 
window. 

The VANDY-HANDY is made of strong material and has a 
capacity for holding 200 Clothea-pins. 

Get them on your counters soon. Display them 
and they will sell themselves. 

VANDY-NAIIDY MFa. CO., Ntwark, N. J. 



BATH ROOM ACCESSORIES 

Attractive in Design— Strong in Gmstnicticm 




Made of 




BRASS. 


ffiOQ' 'ufl^ 


Heavily 




Nickel 




Plated 




and 




Highly 




PoGihed 

II 1 


« 



0AXAI-009 ON RCQUI 




AMERICAN RING CO^ ^C Waterbury, Conn. 

Manii£scturer8 of Caat and Wroaght Braas Colonial Candleaticka, 
Brass Upholstery Naila. Curtain Pole Trimmings, etc. 

IIRANGH UmCBS ^ ^.^.^ ^q j...^ j,. Su Fraaclsco, 1122 Dili fk. 



GOOD EASY SELLERS 

CORK EXTRACTOR. 
CROIVN OPENER 
and SEAI. I.IFTER 



No. 4 Wood Tibo 

N0.4HMital 
Tubs 

1 or 2 doz. on a 
eard 



C. T. Williamson Wire Novelty Co. 

58 Badger Avenue* NewarK, N. J. 
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3L»^^ggCg RETAIL PRICES ^g^^ValKfe 



No. 



WoodPreflsu 
Metal PartaJ 



$1.2 



No. 1 

AUHetalJapai 

$1.50 

An Hetal Gdvai 

$1.75 



N 

AUHel 
$ 

An Met 



^eitasc^ 



We are going to make an aggressive campaign for the 
sale of the JfisSSSSL, in all localities. It will be worth 
your while to co-operate with us. Write to-day for 
trade prices. 

THE LEE CHAIR CO., Ondda, N. Y. 



J*: 



gaagggg 



OPALITE GLASS LINED REFRIGERATORS 



Positively Sanitary — Easily Cleaned. The 
''Neptune Insulation" used in these Re- 
frigerators is the best non-conductor of heat 
known. 

Extra heavy doors, metal ice racks, steel 
wire mesh shelves, removable waste pipe, 
round corners and cabinet finish are only a 
few of the notable features of the **Opalite." 

ASK FOR CATALOG OF FULL LINE 



Manafactared by 

COOPER & McKEE 

113, 115, 117, 119. 121 146, 148. ISO, 152. 154 

Lorimer Street Middleton Street 

Office 

119 Lorimer Street 
Brooklyn. N. Y., • • - U. S. A. 



CoogU 
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Household Specialties 



Sleeve Boards 
Towel Racks 
Clothes Racks 
Dust Pans 
Suit Holders 
Etc., Etc. 

SEND FOR CATALOOUe 




Eclipse Mfg. Co. 

NORTH GIRARD, PA. 



A good cook will quickly see 
the merits of this cake ttimer. 
( The grease passes through it 
instantly and leaves the food 
light and tempting. The 
handle gives a firm, cool grip 
and is easily cleaned. It is 
made entirely of steel and 
will last a lifetime. Costs 
no more than the poor ones. 

Our catalog should be 
in the hands of every 
dealer. 

ARCADE MFC CO., 

FRBEPORT, ILL. 
nw YORK Aonrr 

CHarl«« C. Nar«t» 97 'WmTT9Wk St, 



No. 01 FOR KITCHEN. 



The "Practical " Knife Grinder 



1 A simple Kitchen Knife Grinder within the means of 
almost every house-wife. 

1 Made of Alundum, the sharpest and most durable 
abrasive known. Clamps to table or shelf and meas- 
ures lOi inches in height. Cutting Wheel, 3) inches x 
i inch. 

1 Other sizes up to 6 inch Cutting Wheel in hand or 
foot power for every purpose. 

9 Abundant literature to promote sales, and handsome 
display stand free, 

Wrilt for prices, and 
^Practical Talks About Practical Grindcfs'' 



ROYAL HFG* CO*^ 102 E* Walnut St, Lancaster, Pa* 



Eagle Mop Wringers 

Have b««n TESTED arid PROVEN 



1 •. — 
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ASBESTOS TABLE MATS 

GUARANTEED TO PROTEQ THE DINING 
TABLE. HEAT-PROOF AND WATER-PROOF 



OUK PERFECTION 
IRON HOLDERS 

Are the best on the market. 
They are made of a thick 
felt pad inclosed in a 
strong flannel cover, 
treated with a chemical 
solution which makes them 

HEAT-PROOF 



OUR ADJUSTABLE IRONING 
BOARD PADS 

are made of the best quality of stout mus- 
lin, enveloping a thick layer of soft felt, 
making the bast possible Ironing: sur- 
face. They are easily adjusted to boards 
of any style or shape. When the top 
surface is soiled the pad may be reversed, 
or the felt withdrawn, and cover washed. 

Geo. W. Johnston, 341 Broadway, New York, 
representing Philadelphia, New York City and 
New England States. 




Made to cover the entire table top. Fold into small compact size. 
Extend to length of any table. Detachable and washable covers. 

ALSO ROUND AND OVAL PUTTER MATS, SIX SIZES 
Write for Samples, Circolars and Prices 

Chicago Asbestos Table Mat Co. 

760 West Lake Street, Chicago, III. 



oooD^M^MVF^^v^ THE CENTRAL STAMPING CO. 

24 Cl^irr STREET* NEW YORK CITY» and NEWARK* N. J. 

^ Betides ** STCRUNa-AUIMIIIIIII DUMOEO WARE " we manufacture the following fuH Lines of Goods: Deep Stamped 

Ware. Shallow Siamped Ware. Tinners' Trimmings. Metallic Sieves. Spoons, Japanned Ware, Extn Heavy 
Japanned Ware, Tea Trays. Common Pieced Ware. " U. S." Pieced Ware. Heavy Polished Pieced Ware, Planished 
Ware. BriUnnia Ware. Copper and Brass Ware Goods. Nickel and Plated Ware. Milk Kettles and Dairy Supplies. 
Sheet Iron Ware. Galvanised Iron Ware. 

Our NmrTln W«f is tht Htavy Sort PURITAN WARE— Sond for CatalogM 

^ COAL NODS. We wish to call your special attention to our New **.Co- 

lumbia " Coal Hod, which has a deep foot, large wire at top and miade 
of heavy material, which makes it a great seller. We also make our 
high-grade goods, the " Central " Coal Hods, which are still heavier 
goods, and are made for the best class of trade. We make all these 
goods in sices i<. i6. 17 snd 18 inches, Open and Funnel, Black and 
Galvanised, and Black ornamented. On the " Central " Coal Hod we 
furnish the Spiral Handle on Bails. 




We have a large and complete line of all 

grades. The " Giant " is unsurpa sse d as to strength and durability, to 
which we call your notice. 

OIL WASH CANS. We also make a full Une of Galvanized Iron Ware, 
and can fill all orders promptly. We will furnish booklets for any of 
these articles, or a catalogue, covering our entire line of goods, upon 
application. 
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GENUINE PHILADELPHIA LAWN MOWER 



17 Styles Hand and of Horse Mowers. 3 to 8 Blades, 6i to 12-Inch Wheels 

THE LARGEST LINE OF HIGH-GRADE MOWERS MADE. 
SOME ARE ADAPTED TO ALL MARKETS OF THE WORLD 

The Philadelphia Lawn Mower Company 

3101 to 3109 CHESTNUT STREET, PHILADELPHIA, PA., U. S..A. 

London Warehouse, 14 and 16 Scrutton St, Finsbury, L C. New York Salesroom, 18 Warren St H. E. Sturtevant Mf r 



NicKtKauser (£l Levy 

Office and Salesrooms: Java and Provost Sts.t Brooklyn* N. Y. 

MANVrACTVRKRS OW 

Tin Ware, Japanned Ware, Galvanized 
Iron Ware and Oil Cooking Stoves 

As well at 

HOUSE FURNISHING SPECIALTIES THAT SELL ON SIGHT 

We make Cake Closets and Roll Top Bread 
and Cake Boxes In Assorted Colors 



Dpm't fall to caff •» «• •r ••fid for 
iatmst emtat9gu9 



- IS - 
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"Sesco" "Blue^White" 




The well and favorably known 
old style, gray 
mottled enameled 
ware. We posi- 
tively give the 
buyer more for 
his money in this, 
grade than can 
be had in any 
other MAKE, 
GRA DE or 
STYLE of ENAMELED 
WARE. 



Our standard grade, marble- 
i z e d enameled 
ware is the most 
attractive ware 
on the market 
without e z c e p - 
tion. tt is a 
most beautiful 
color, very dur- 
able and an easy 
rapid seller at 
a POPULAR 
PRICE. 





Vrpit« VLB NOVr for N«w 1908 Catalogs* and 
Revised Price I#i«t 

Pull UoM Of B«th War«s, BMt DMigu MMHitectmWl bj 

Star if Enameling and Stamping Co. 

Pittsburs. Pa. 




Means 



Best Refrigerater Quality 

Alaska Quality 

Our plant, constructed expressly for 
the manufacture of refrigerators, equipped 
with the most modern machinery in the 
market, is one of the most complete plants 
of its kind in the country. 

Alaska Refrigerators 

produce a maximum of cold air with a minimum consumption of ice. They preserve food 
perfectly, and are absolutely sanitary. The cross sectional cut above shows the Alaska 
system of circulation, the most simple and at the same time the most efficient system in use. 

ASK FOR complete: catalogue 



AUSKA REFRI8ERAT0R CO., ■USKE80N, ■ICH. 



L. E. MOON. Eastern Manager. 35 Warren St.. N. Y. 



noogle 
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The Basket Importing Co., Inc. 

TH£0. OI^LCSHEIM£R 01 BROS. 

IMPORTERS AMU MANVFACTVRKRS 

139 IKiane St. <& 62.66 Tl&omas St.. NEW YORK 

Our M^w LinmM for f90S arm- now on dlMpiay in our thowrooms 

SPECIALTIES — ^Willow VfmTm, Ba«R«t«» St«in«» House 

FvrnisKing Goods* KitcKon MTaro* Bar Supplios 

5 and lO Cont Goods 

JUi ordmrg from St^ek at ShorioMt Motieo. Speeiai Doparimmnt for 
Import Ordorg. 





**An 0\ince of Sight is Worth a Ton of Print/* 

THE HOME SHOW 

May 2 to 9, Inclusive, at 

Gra.nd Central PaJace 

NEW YORK CITY 

Exhibits of Kitchen Utensils and Equipment, Bath Rocxn Fixtures, China, Crockery, Glass and Table 
Ware, Lamps and Illuminating Devices, Household Novelties. 

Space Now Being Allotted 

For Additional Information Address 

TKe Home Exhibits Co.. (Inc.) 52 Broa^dway. New York 

and 

GRAND CENTRAL PALACE 
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SMIL IE PHASED TO M«E inCIESTED nSITUS CUL «T Oil OFFICE, 19 WatrraSI.,lMrlrM<inr.. 



HEAT AND UGHT 
IN ONE 

WITH THE CONVENIENCE AND AT THE COST 
OF LIGHT ONLY 



No Waste or Odor— No Smokelor Dirt 

No Datngerous Rubber Tube Connections. 

RETAILS AT $1.25 

People knowing about these atre aure users. 

Winter is just commencing. 

We are shipping quantities every day now 

to new trade in all directions 

SHOW CARDS AND CIRCULARS SUPPLIED 



in practical, economical shape — For washing, cleaning and 

polishing windows and all glass — Hardwoods 

and Furniture, Metals, &c. 

20th CENTURY CHAMOIS "RUBS" 

are made up very full of chamois "trimmings'* of good size 
which would otherwise be available for watchpockets, knite- 
cases, etc., and so must not be confused with worthless bits 
of "scrap." 



Every piece in these Rubs warranted Best Oil Tanned. 

Not to become hard or crack by use in water. 

Strongly backed on canvas. 

Their flexibility conforming to shape of hands and article 

rubbed. 

RETAILS AT 25 CenU EACH. 

Households, Hotels, Stores, Shops, Garages, Stables, about 

Machinery, aboard Boats, Railroads, Fire Departments, 

Are all becoming users of 20th Century "Rubs." 

HFAI FP^ 30th CENTURY MFO. CO. 

•''-'**-^'**' 19 WARREN STREET. NEW YORK 



ICE CREAM 

FREEZERS 

THAT SELL 



THBY EXCEL IN 
Easy Rannlns 
Quick Preexing 
Economy 
Convenience 
Practical ResoHs 



THEY ARE 
Well Advertised 
In Demand 
Easily 5old 
Satisfactory In Use 
Of Known Reputation 



THEY 
ARC SOLD 
BY LEADING 
JOBBERS 
EVERYWHERE 

Our line of Freezers comprises the largest variety made in any one fac- 
tory. They embody all that is best and of intrinsic merit in a Fieezer. 
Send for 1907 Freezer Book-, illustrating these and the new "AMERICAN 
TWIN FREEZER." 

NORTH BROS. MFG. CO., Philadelphia, Pa., U. S. A. 
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BALDWIN REFRIGERATORS 

DRY AIR. 



E WERE THE FIRST TO TALK ABOUT 
Dry Air in Refrigerators — about 35 years 
ago. 

And " they " laughed at us — said it was 
an impossibility. A refrigerator with wet 
ice in it just had to be damp. 

Now they call theirs **dryair" so we 
must have been right. 

But now, same as 35 years ago, the Bald- 
win is the only perfect dry refrigerator on 
the market. 

Baldwin air circulation — different from the others — 
does it. 

Our catalogue shows 150 styles of the ** Dry Air'* kind 
- a line of them will please you. 

Lined with Opalite Glass, Vitrified Steel or 
Porcelain, White Tile, Vermont Spruce and 
Metal, Oak, Ash and Softwood Cases. 



BALDWIN REFRIGERATOR CO. 

BURLINGTON. VERMONT. 

H. E. STURTEVANT, C. H. SMITH, W. P. HORN CO. 

18 Warren St., 707 West 23d St, 138 Front St, 

New York City. Los Angeles, Calif. San Francisco, Calif. 



ELY'S LINE OF DANDIES 



There are Better Ones in Our 
Free Catalogue 

Write To'day 



WE MANUFACTtRE 

9 Diftorent Styles 
of Carpet Beaters 

16 Different Styles 
of Mop Handles 

AND 

Many OtHer 

HovseKold 

Articles 




gI^Y>S DAWDY Wo, S, For Jaattor aad Hot^l Traa^ 

THEO. J. ELY MFG. CO. - Girard, Pa. 
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A PERMANENT 

OF ENAMELED AND 




tRED TRADE MARK^ 






Visiting buyers will find it to their 
best interests to make a careful inspec- 
tion of the goods which will be found in 
our show rooms at 736 Broadway. Here 
we display samples of everything that is 
made in Enameled and Galvanized wares. 



Ideal Double Coated Gray Steel Enameled Ware 

New England Gray Steel Enameled Ware 

Turquoise Blue (White Lined) Steel Enameled Ware 





Full Line of Samples Displayed 

The New England 

r&ctoriest MIDDLETOWN. CONN. 

H. GINSBURG 

736 Broadway 
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EXHIBITION 

GALVANIZED WARE 





Special attention of the trade is 
called to the fact that we are the 

only manufacturers working 
independently of any associa- 
tion or trade agreements* and 

that it is to your interest to obtain our 
prices before you place your orders. 





Blue and Whrte Steel Enameled Ware 

All White Steel Enameled Ware 

Also a Full Line of Galvanized and Tin Ware 



at Our New York Sales Room 

Enameling Co.^ inc. 

AND PORTLAND. CONN. 

Selling Agent 

New York City 
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"BENGALIA" 

Alcohol Incandescent Light Bvirner 

/OO CANDLE POWER 



The most Wonderful 
Light! 

Can be adapted to any 
ordinary D collar lamp. 

Unaffected by wind. 

Suitable for outdoor il- 
lumination. 

Can be operated by 
eLfiybody. 

Retail Price 
$4.00 Complete 

Liberal 

DiscoTjnt 

to Dealers 



Fullest guarantee giv- 
en for 3 years, that Burn- 
er will act perfect. 

No wick Burning! 

Chimneys manufac- 
tured in Jena, Germany. 
Will not breaLk from 
heaLt. 



No Danger 
Non-Explosive 

One live 
dealer w^ant- 
ed in every 

town to 

hd^ndle our 

specialties. 



Can be used on any ordinary Kerosene Lamp. No blacking of mantle. Wind Proof. Absolutely safe. 
Use ordinary mantle. Superior to any incandescent ffas burner. Consumption one quart of denatured alcohol 
in 16 hours. ^ Cost Y^ of a cent per hour. No soot. No smell. Absolutely no danger. No burning wick. Very 
simple, a child can light it. Absolutely odorless. I also supply brass founts, store and table lamps for this 
burner. Also Sole Agent for the KEROSENE INCANDESCENT BURNER. 

G. COHN 61 COMPANY 

337 BROADWAY 

NEW YORK 

Digitized by VjOOQIC 



-24- 



= TO VISITING BUYERS - 

Your New York visit will not be complete if 
you fail to call at our show rooms at 337 Broad- 
way or at 

Our Booth in the House Furnishing Goods Show 

In either place we will be pleased to prove by 
demonstration all our claims regarding ^^Bengalia" 
Lights and Stoves. 



**Bengalia" Alcohol Blue Flame Cooking 

ABSOLUTELY SAFE. ODORLESS. 

No. 6 With 2 No. 7 With 2 

^ ^ ^ Galvanized Tin 

Brass Founts. 

Founts. Heavy 
HeeLvy Bronzed 

Bronzed Cast 
Cast Iron Stove. 

Iron Stove. 



Also in round shape, with beautihil brass fount, blue or white enameled body. 
Consumption, one quart in 18 hours. Boils one quart of water in 3 minutes. 

G. COHN & COMPANY 

337 BROADWAY 

NEW YORK 
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Mr. Buyer I ! ! 

Here is a trade-pleasing, trade-winning, trade-holding propo- 
sition, with liberal profits and absolute security for you against 
loss. You don't have to tie up a lot' of money in the goods — 
you can put in a line of Patent Sad Irons for an exceedingly 
small investment. 

PATENT SAD IRONS move quickly. Their improve- 
ments are so radical that they are instantly appreciated by 
every woman who sees them. 

PATENT SAD IRONS almost sell themselves. You 
cannot be too loud and emphatic in their praises. They will 
live up to every claim you can possibly make for a sad* iron. 

Here are some of their selling points : 

MOST DURABLE IRON ON THE MARKET. 

Patent Lock Attachment — the most simple and easily oper- 
ated lock made. 

Holds cover tight and firm— no loosening of cover or vibrator 
while in use. 

Iron holds heat twice as long as ordinary kind. 

Every Patent Sad Iron beautifully finished and highly 
polished. 

Scientifically molded to produce best results. 
Does the ironing quickest and with least exertion. 
Saves backache— tired arms. 



Patent Sad Irons 



Put this proposition up to your 
trade. Large department stores and 
supply houses have already proven 
Patent Sad Irons to be the best Sad 
Iron proposition on the market. You 
can do the same. Yet we ask you to 
take no chances. 

We GUARANTEE YOUR 

SALE by taking back the goods 
and crediting you with them, if at 
any time you become dissatisfied. 

Get our free booklet with illustra- 
tions of the 7 sets of Sad Irons we 
make. Don't delay. Write for it 
to-day. 



WANTED 



Good live represen- 
tative to sell our 
Patent Sad Irons to 

Retail and Jobbing Trade. Address the THIS IS WHERE WE MAKE patent sad IRONS. We are down in the heart of the iron 

Rpadincr nflfirp country and can make Roods at minimum cost. This means aomethinsr to you in price. We are 

Axcrtumg yjinK,^. equipped to turn out 1,000 seta of Patent Sad Irons a day and can fill rush orders at short notice. 



PATENT SAD IRON MANUFACTURING CO. 

FACTORY ( 1444 Mulbfrry St., Rfiding, Pa. NEW YORK OFFrCE i 114 Fifth Avfnut, Ntw York 
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Popular Stoves Burning Alcohol 



The Newest 
Alcohol G&.s Stove 
SiiTkplest 
Most Effective. 



Trotde Mark Registered. 



Burner Patented 

So that It cannot overflow 
when etlcohol is pressed 
into rim for ste^rting. 



"Sunburst" 
Trade Mark Registered 



This Stovo is made in Brass Peiislied and Brass Nicitel Plated. 

Pacited separately in bex, a tag en eacii Steve witli full directiens. 




Acme 
Alcohol Gas Stove 




663 




1212 




777 



We ma.nufaLCture a. very full 
line of goods using alcohoL either 
wood, gre^in or dena^tured. 

Consisting of stoves burning alco- 
hol as well as those va^porizing the 
a^lcohol a.nd burning the gas thus 
nna.de. 

Curling Iron Heaters, 

Alcohol Torches, Etc. 

A large line of Household Specialties 
a^lu^ays on hand. 

THOS. W. HOUCHIN CO. 

341 Breadway, New Yerk. 




1210, Curling Iron Heater 




Ideal 
Alcohol Gas Stove 



1020 




Perfection 




888 
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IS THE SMALL DEALER DOOMED? 

How the Trolley Has Cut Into the Business off Small Dealers, and 
Brought Competition With City Stores Right to Their Doors 



i:lE DAY of the small dealer is 
ended/' said Mr. John J. 
Reed, manager of the House 
Furnishing Department of 
The Snellenburg Store in 
Philadelphia to the Review 
recently. "There was a time 
when any man of fair busi- 
ness ability could invest a 
few thousand dollars in a 
stock of goods composed of 
china, crockery, glassware 
and house furnishings in al- 
most any city or small town 
and make a good living. To- 
day such a man is far 
better off if he offers • his 
services to a large department store, and spends 
his time, thought and energy in building up trade 
for the department devoted to such lines, and con- 
tents himself with drawing a salary free from wor- 
ry and care instead of striving to pacify creditors 
and make ends meet. 

'^Whatever might be said against the department 
store — that it has killed off the 'small merchant,' 



makes it impossible for the man with limited capital 
to compete for trade, anel all that — it is none the 
less true that the department store has come to stay. 
We are dealing with conditions, not theories, and 
we must look matteis squarely in the face when 
talking about the future of the small dealer. 

"It is my personal conviction that the small dealer 
is doomed. ^lodern combinations of capital, the public 
demand for goods of better than the average quality 
at 'bargam prices,' for convenience in shopping and 
for a large variety of goods to select from cannot 
be met by a man with limited capital. Department 
stores have taught the buying public in city, town 
and country to expect as their natural right privi- 
leges the small dealer cannot guarantee them — such 
as the ability to walk into a store and furnish a new 
home from cellar to garret, coupled with a guar- 
antee of satisfaction or goods returnable for ex- 
change. As people are bound to observe no other 
law than that of economy and convenience, they 
are certain to pass by the small dealer and pat- 
ronize department stores. 

Personal Pride and City Stores 

''Another factor not to be overlooked, particu- 
larly in small cities, Jruburban towns and country 
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villages, is the element of personal pride — there is 
a look of prosperity and success when the delivery 
wagon of a large and well-known department store 
drives up to the door every now and then and leaves 
something. Neighbors talk, and are much more 
impressed than they would be if the shabby outfit 
of the average small dealer made similar deliveries, 
no matter what the quality or cost of the goods. 

Wide Extent of Department Store Competition 

*7wst stop to consider for a moment the situation 
of the average small dealer. If he is in business in 
a city like Philadelphia he has a large population 
to draw from within a radius of half a dozen or a 
dozen blocks of his store, or possibly a wider area, 
if he is located on the outskirts of the city. Out 
of the hundreds of people living in his territor>', 
however, how many will patronize him? The wo- 
man who needs some kitchen utensil and needs it 
right away; but when it comes to buying a quan- 
tity of goods for which she can wait, who gets the 
business — ^the small dealer or the department store ? 
Those who know the average wotnan's love for 
shopping and bargain hunting will tell you quickly 
enough. The trolley passes within a short walk of 
her door and in a few minutes she is down town. 

Where the Country Dealer Comes in 

*'If the small dealer is doing business in the coun- 
try, he has one advantage over his city brother — 
the trip to the city is longer in time and car fare, 
and more people find his store convenient than do 
those in the city, though this advantage is in a 
measure oflfset by the fact that he has fewer people 
to draw upon for business. 

**Even this slight advantage is fast disappearing 
with the rapid extension of the trolley service into 
the country in almost every populous section in 
the United States. Few small towns to-day are 
more than an hour, or perhaps two hours' ride from 
a large city and the trolley fare is very small in- 
deed. The department stores are reaching out for 
the country trade and extending their delivery sys- 
tem to cover wider areas of territory. They are 
aided by the fact that many express companies util- 
ize the trolley tracks for express and baggage cars. 

The Mail Order End 

"Department stores in all large cities are also 
doing a big mail-order business, and no small pro- 
portion of our annual sale of crockery, china, glass- 
ware and hotise furnishings is obtained through this 
service. They send out catalogues, abundantly illus- 



trated and carefully priced, free delivery is given with- 
in a specified district, frequently extendiung lOO 
miles, as in the case of a ce:rtain New York depart- 
ment store, and country people are thus enabled, 
without leaving their homes, to buy the best goods 
their city friends can buy at no greater cost and with 
much less trouble, for the store does their shopping 
for them while their city friends must go to the 
store to make their purchases. In a word, the trol- 
ley has brought the competiton of the department 
store right to the very door of the small dealer in 
the country distrcts. 

His End is in Sisrht 

**It is for this reason, I beheve the end of the 
small dealer is in sight. I think he will be happier, 
sleep better, and earn a better living if he goes out 
of business and joins forces with the city depart- 
ment store, or invests his few thousands of dollars 
in a field where competition with large capital is 
not so keen — the latter alternative being difficult to 
find, I must admit. From observation and expe- 
rience I should say, therefore, that it is along such 
channels of trade the small dealer of the past is to 
find an honorable and profitable future." 



BE A TOP-NOTCHER 

Why not be a top-notcher ? A top-notcher is sim- 
ply an indivdual who works for the institution of 
which he is a part, not against it. 

He does not wear rubber boots and stand on glass 
when he gets orders from the boss. He is a good 
conductor, and through him plays the policy of the 
house. The interests of the house are his — he is 
the business and he never separates himself from 
the concern, swabbing the greased chute, by knock- 
ing on the place or management. ^ 

A top-notcher never says inwardly, or outwardly, 
**I wasn't hired to do that,** nor does h^ figure to 
work exactly eight hours, and wear the face oflF the 
clock. 

He works until the work is done and does not 
leave his desk looking like a map of San Francisco 
after the shake-up. 

As a general proposition, I would say that top- 
notchers and cigarettists are different persons. A 
top-notcher prizes his health more than a good time. 
Sore heads and belliackers are usually suflFering 
from over-eating, lack of oxygen and loss of sleep. 

If you want to be a top-notcher beware of the 
poker proclivity and pool-room habit — otherwise, 
destinv has vou on the list. — Elbert Hubbard. 



- 30 



Digitized by 



Google 



THE ARGUMENT FOR THE SMALL MERCHANT 

The Opportunities for increased Trade are Ciood and Profits are 
Greater Tlian Ever Before. Tlie Requirements Needed for Success 




I 1 E WHO SAYS the small dealer is 

ii Flf doomed must refer to a certain 

I J class of merchants who are rap- 

idly becoming as extinct as the 
"Dodo" and other monsters fabled 
in history — the merchant whose 
stock of goods consisted of job- 
lots; whose shelves were loaded 
with lelics of by-gone days; whose 
store was covered with cobwebs and dirt, was as 
dark as Egypt whose personality was of a roughness 
characteristic of pioneei days ; whose beard was yel- 
low with tobacco juice, and whose language sa- 
vored of the barroom. This type of merchant sur- 
vives at country cross roads, and certain other quar- 
ters of the United States, but as the population in- 
creases and civilization advances upon the less 
populated communities, he is being eliminated. He 
has served his day and generation and he will sur- 
vive only so long as he is needed. 

No Limit to Wliat Ambitious Men May 
Accomplish 

But the small merchant, who serves his commu- 
nity intelligently, provides goods and service suita- 
ble to local demands, advertises his wares in the 
right way, and keeps fighting for his share of trade 
has a future that is as bright as ever — indeed, 
knowledge of, how to organize a successful business 
is being spread so broadcast by newspapers, maga- 
zines and trade journals these days, personal ability 
counts for so much, and capital is so readily ob- 
tainable for corporate undertakings which merit a 
larger field that there is really no limit to what the 
small dealer may do who has the ability and en- 
ergy- to succeed in a large way. 

There is Woolworth, famous the country over for 
his chain of five and ten-cent stores, stretching 
from the Atlantic to the Pacific, and who started out 
with a few hundred dollars, indomitable pluck and 
the will* to succeed. 

There is John Wanamaker, Marshall Field and 
many other names to conjure with, all of them 
starting in business as **small merchants," but who 
were not satisfied with small achievements. Their 
success is not to be duplicated by every small mer- 
chant, it is true, but there are those who will equal 
their attainments in the future with nothing to 
hinder the accomplishment of such results. 



Tlie Qualities Tliat Win Success 

The men who win success are the men who are 
blind to the chances against them. This does not 
mean that a man should not weigh every element 
that makes for success or failure in the conditions 
that confront him : it means that, counting the costs 
and overcoming all obstacles, the men who succeed 
do so in spite of every adverse circumstance. 

**Where there is a will, there is a way,'* runs the 
old adage. The point is: To succeed, have the 
will, and then find the way. 

**I will fight it out along this line, if it takes all 
summer,'' said General Grant, and by his determin- 
ation and bull dog tenacity of purpose, he finally 
won the war that had threatened the disruption of 
the United States. 

The man who is struggling with small capital 
and working under adverse conditions to make in- 
creased profits that mean for him a bigger store 
and a larger share of the trade of his community, 
may sometimes lose heart and say, **It's no use." 
r>ut he should remember that others have faced diffi- 
culties as great and succeeded. He may take heart 
from knowledge of this fact and strive more dili- 
gently than ever to find a way out. The paths to 
success are there, and if he will study his weak 
points and the weak points of his competitors; if 
he will strive to find out what most people in his 
field want and supply their needs; if he will make 
known by abundant advertising what he has to 
offer the public in the way of service, goods and the 
things they most desire, he need not fear for the 
future — success is sure and a constantly increasing 
business certain. 

Tlie Value of Appearances 

.The small merchant who courts success must re- 
member one thing — people will forgive a man ev- 
erything but being out-of-date. Let any depart- 
ment store, to-day at the pinnacle of prosperity, fall 
behind in its merchandising methods, lower its tone 
and its atmosphere of success, and its failure is as 
certain as Death, no matter what its capital, loca- 
tion and all that may be. 

The chief reason why small merchants remain, 
small, or eventually fail, is not lick of capital; it is 
lack of enterprise. '^Nothing succeeds like success," 
runs the old saying, and certainly appearances count 
for a great deal in merchandising, as in everything 
else. 
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The chief distinction between a dinner for a 
dollar and a half and a quarter dinner, is that the 
$1.50 layout is served at Delmonico's, or some other 
restaurant, with music and frills and a high-sound- 
ing name, while the quarter meal is put up by some 
quick-lunch hash-house, that makes no pretentions 
at style. 

How many small merchants realize how much 
appearances have to do with their success. This 
applies to dealers in small towns, in villages, or in 
cities, and as much to one as the other. A little 
reflection on this point will teach the average mer- 
chant a much-needed lesson. It is a fact, plain to 
all observers, that all successful stores are character- 
ized by the appearances of success — a good store 
front, suitable signs, plenty of newspaper advertising, 
attractive store interiors, clean-looking, well-arrang- 
ed stock, pleasing and capable clerks, and delivery 
wagons that are a credit to the store. If this fact 
means nothing to the small merchant his case is 
hopeless. 

Strensrth of the Small Dealer 

We are told that the small merchant is doomed 
because the department store has carried its com- 
petition into the enemy's territory through the agen- 
cy of the trolley, and the mail-order department — 
that is, the department store advertises extensively 
throughout the country districts, and in the small 
towns adjacent to its location, and sells its goofls 
either through the mails or by offering to refund 
the fares of those who will take the trolley to town 
and buy in person. The contention is that people 
arc learning to use the small merchant as a con- 
venience, but are buying the most of their goods of 
the large city merchants, who can offer them im- 
mense stocks of modern goods to select from at 
lower prices than the small merchant can offer. 

This argument sounds good, but it does not bear 
close inspection. It argues that the small merchant 
is in no position to compete with the modem de- 
partment store system, that the city department 
store can undersell him, can take his trade away ' 
from him, and deliver goods quickly enough and 
cheaply enough to satisfy the legitimate trade of 
the small merchant better than he can himself. 

All this is true, if the small merchant is willing. 

The small merchant has local pride in local in- 
dustries in his favor, has knowledge of local de- 
mands, personal acquaintance with everybody in 
his community and has the all-important advantage 
of being on the ground — people can, if they are 



offered the slightest inducement to do so, comt in 
and select what they want without spending time 
and money on the trolley car, or putting up cash 
in advance for goods they have not seen, if they 
buy by mail, and take a chance on such goods 
proving unsatisfactorv. 

To overcome this natural strategic position of the 
local merchant, the department store must employ 
costly advertising methods; exert great effort to 
induce people to buy of them; pay freight or ex- 
press charges with the likelihood of suffering a 
double expense in this regard, if goods must be ex- 
changed after delivery ; must pay an expensive rent ; 
maintain a costly salary account for high-salaried 
department managers, clerks and delivery force; 
support an expensive delivery system and pay a 
large sum annually for maintenance charges on 
their propert\% all of which mean high prices and 
large profits on merchandise, or bust. 

As an offset to such conditions, the local dealer 
pays only a nominal rent, and in many cases owns 
his own store; he is himself buyer, sales force and 
proprietor with a finger on the pulse of costs ; if he 
has any helpers, he gets their services at a low fig- 
ure, and his maintenance charges are nothing in 
comparison with what the city store must pay, so 
that in the end his lower fixed charges for main- 
taining his store go so far toward equalizing the 
relatively higher prices he must pay for goods that 
he cannot only afford to meet the prices charged 
by the city department store, but in many cases he 
can undersell them. 

So, we repeat, the city department store will drive 
out of business only those small dealers who are 
willing to suffer extinction. 

The enterprising, intelligent, up-to-date small 
dealer, who is alive to his opportunities and the 
real situation, has nothing to fear from compe- 
tition with big city stores. On the contrary, he 
has everything his own way, and he can earn as 
good a living as did the small dealer of a genera- 
tion ago. 

In fact, if he is ambitious and far-sighted, there 
is no limit to what he may accomplish in* the way 
of branching out by taking the profits of his first 
establishment and starting another store at a stra- 
tegic point, until he has a chain of stores in the 
small cities and towns of his state that are more 
than a match for the department stores in the large 
cities, and not only that, are also building up his 
personal fortune to a point most satisfactory even 
in these davs of multi-millionaires. 
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SUCCESS WITH SMALL CAPITAL 

Haw the Average Small Dealer Can Build Up Trade, 
Improve His Store, and Earn Increased Profits 



' LS OUR EARXEST BELIEF, 
gained from an intimate knowledge 
of thousands of retail stores in all 
parts of the country," say Butler 
[brothers, of Chicago, **that nine 
merchants out of ten could do more 
business than they now do without 
increasing expense or investing a 
penny. In business it does not pay 
to be too easily satisfied. Just a lit- 
tle more business means a good deal more pro>fit. 
A few more dollars added to each day's sales make 
a handsome increase in the *net' at the end of the 
year." 

This is an impressive statement of the case from 
a firm that outfits evorv veat hundreds of five and 



Cuts by court fsy of liutler Bros., Chicaeo. 



ten-cent stores, and similar establishments scattered 
all over the United States having a capital ra*.iging 
from $800 to $10,000, and we show in these pages 
illustrations of typical small stores that are well 
equipped to win success — that is to say, to pay big 
dividends on the small amount of capital invested. 

How to increase Net Profits 

**A store his a certain fixed expense," says this 
same authority. "So many dollars a day for rent, 
light, heat, insurance, clerk hire and interest on 
capital invested. Whether the business is big or 
little that expense goes on just the same.. 

"At a certain point in the volume of sales, profit 
just equals expense. When sales fall below that 
point there is a loss: not until you pass it is there 
one penny of real profit. I'ntil you reach that 
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point you are simply getting ready to make a profit. 
After you pass it, profit rolls up fast, for then near- 
ly all the gross gains become net gains. 

"Suppose you are selling $40 a day at an expense 
of $7. If your gross profit averages thirty per cent, 
of your sales, or $12, your net gain each day is $5. 
Suppose by special effort of some sort you force 
sales up to $50. If expense stays the same—ras it 
probably will — your net will be $8. In other words, 
an increase of twenty per cent, on sales means an 
increase of sixty per cent, in net profits.'' 

Here, then, is the working principle by which the 
small dealer located in city, town or country must 
govern himself in seeking success with small capi- 
tal, and the first duty he owes himself is to sit down 
and figure out where the dividing line comes in his 
business between "getting ready'' to rhake a profit, 
and making it. That done, his volume of daily sales 
will tell him whether he is meeting with success or 
failure, and his whole concern is how to make a 
maxirnum volume of sales with a minimum of ex- 
pense. 

How to Increase Trade 

From observation of small stores in various parts 
of the country, and drawing upon our experience 
with dealers in our ow^n place of residence, a city 
in New Jersey of about 25,000 population, where 
competition with the big department stores of New 
York is particularly lively, we should say that the 
average small dealer sinks or swims according to 
the degree of his enterprise. 

Plenty of our friends and neighbors deal with the 
small stores on the New^ Jersey side: first, because 
there are several house furnishing dealers and small 
department stores, which carry a splendid variety 
of goods at popular prices, equal in quality to what 
may be obtained across the Hudson; and, second, 
because, being nearer home, the time and car fare 
required to shop in New Jersey is less. 

A third factor is a feeling of local pride, which 
leads the people to patronize local industries in all 
cases where they merit support, and, again, with the 
Sunday newspapers, containing the costly announce- 
ments of the New York stores, come colored inserts 
bearing the advertising of the leading New Jersey 
stores, which have cost a few dollars per thousand 
to print and a low rate paid to local newsdealers to 
deliver. That is to say, the New Jersey stores, 
are able to advertise as extensively as the New York- 
stores, which compete with them for business, and 
at a tithe of the expense. 



If any small dealer in the United States has oc- 
casion to complain of excessive competition with 
big city department stores, surely those doing busi- 
ness within a hundred miles of New York is that 
man, and yet these dealers are meeting with merited 
success. 

On the other hand, those small dealers in New 
England and some Western states, who have had 
long tales of woe to tell, have ended by confessing 
that they did no advertising to speak of; their 
stores could not, by any stretch of imagination, be 
called attractive, inside or out, and their stock was 
for the most part incomplete, poorly kept, out of 
date and high priced. The small dealer who is 
forced to plead guilty to such an indictment has 
only himself to blame, if his trade is poor. If he is 
unable to get out of the rut he is in, spend the 
money needed to make his store attractive, and do 
the advertising that will bring the people he caters 
to to his store, he had better go out of business and 
let somebody else take hold who has the energy, 
ambition and ability to employ modern merchan- 
dising methods in building up trade. 

Advertising: Methods 

To build up trade, fhe first requirement is to 
bring people to the store. No matter what opin- 
ions the small dealer may hold, and most of them 
plead poverty when the advertising solicitor comes 
around, the fact has* been demonstrated beyond all 
argument that 'the only way to bring trade to the 
store is to advertise. Without advertising, the 
dealer gets only the trade that ^'happens to drop 
in," and their number is inconsiderable as compared 
with the trade created by judicious advertising 
methods. 

City department stores generally spend about: 
two per cent, of their annual sales on advertising; 
that is to say, if a department store sells a million 
dollars' worth of merchandise annually, the adver- 
tising appropriation will run to at least $20,000 laid 
out for the most part on newspaper publicity. 

If the small dealer sells $25,000 worth of mer- 
chandise a year, he should therefore be prepared to 
spend about $500 annually for advertising purposes, 
his local newspapers getting the lion's share, dis- 
tributed over the entire year, while a portion should 
be laid aside for announcing special sales, circulars, 
mail-order literature, and such other advertising 
purposes as particular occasions may require. 
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The Store Front and Show Windows 

Having brought people to the store, the next 
problem is how to get them inside. The solution 
of this problem is, have an attractive store front, 
suitable signs, and the largest show window feasi- 
ble. 

The store front should be painted red, blue, white, 
yellow, green or any other color that good taste 
dictates; but the decorations should be so charac- 
teristic that people will say, ''Where is Smith, Jones 
& Co.- Why, that is the store with the Red Front 
on Main street." 

In cities the use of electric signs is recommended, 
but in any case the store should have a sign of spec- 
ial design, capable of night illumination, and it is 
a good plan to reproduce the 
sign and use it in all newspa- 
per and general publicity, for a 
store front and sign that is char- 
acteristic comes to have as 
definite an advertising value as 
a trade-mark. 

The show window should be 
large and roomy, fronted with 
solid plate glass so as to avoid 
the use of sash bars that ob- 
struct the view. This may be 
insured against breakage. In 
the sashes above and below the 
front glass should be placed air 
vents, or some other method of 
ventilation, .so that the tempera- 
ture will be the same on both 
sides of the glass and thus pre- 
vent frosting during cold weath- 
er. The depth of the show win- 



dow should not be less than six feet, deeper if pos- 
sible, and the back partition should be air tight to 
prevent the warm air of the store from frosting the 
glass in spite of the vents. The partition should be 
of soft pine to permit the use of nails and tacks, and 
be equipped with sliding doors wide enough to per- 
mit the entrance of bulky objects into the show 
window. 

Dealers whose show windows are now small and 
inadequate should spend the money needed to make 
their window^s conform to the above standard, and 
charge the cost to the advertising account. The 
proprietor should set aside a part of his time each 
week to changing his window displays ; every article 
should bear a price tag, and care should be taken 
that the show is neat and attractive, conform to his 
week's advertising announcements, nor should he 
limit himself to staple goods — specialties, new 
goods, novelties and the stock most people have 
never seen constitute the best materials for window 
displays. 

Small dealers who employ assistants should place 
one of the young men in their employ in charge of 
the show window, and hold him responsible for its 
appearance. The window dresser will do better as 
he gains experience, and will eventually take pride 
in his work, so that each show will be better than 
the last. If it is not. appoint another window 
dresser. 

The Store Interior 

We regard the store interior as a matter of su- 
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preme importance. Light, air, and space are essen- 
tial, but the effect of the store interior upon the 
mind and pocket-hooks of all drawn into the store 
by its advertising, and attractive window displays 
and exterior appearance, has everything to do with 
the future relations of the store and its customers. 

A store that is well arranged, restful, not over- 
crowded, and so conveniently laid out that a person 
feels at home as soon as he enters predisposes peo- 
ple to believe that the goods on sale are right in 
quality and price. Xo matter how good the stock 
or how low the price, on the other hand, nothing 
will satisfy a customer who gains a bad impres- 
sion upon entering a store. 

To make good impressions on customers does not 
mean expensive fixtures and costly mural decora- 
tions. It means good taste, orderliness and con- 
venience. Further than this, we cannot go. Every 
man must be guided by his own appreciation of 
what constitutes a good store interior and govern 
himself accordingly, although the accompanying 
photographs of good store interiors will doubtless 
be of assistance to him. 

The Character of His Clerks 

The next matter of importance is — clerks. The 
proprietor must be a man of pleasing personality, 
agreeable, fair and just in his dealings with all 
/ his clerks, for it is a well-known fact that the pro- 
prietor sets the example for all his subordinates. 
"Like master, like man,'* gives point to this state- 
ment. 

By setting the right example, the small dealer 
may justly require of all his assistants that they 
show courtesy, give close attention to the wants of 
customers, and make an unceasing effort to please 
everybody. Back of this should stand the guaran- 
tee of the store that all unsatisfactory goods may 
be exchanged without needless trouble or protest. 

Qoods and Prices 

The last thing to be considered is goods and 
prices. 

The stock to be carried is to be governed by the 
class of trade sought. Who predominate in your 
locality — the wealthy? Then cyrry an exclusive 
class of goods at right prices. The middle class? 
Carry goods of substantial quality and fair price. 
Factory Hands and those lacking discrimination? 
Goods of fair quality and low price. Select the class 
of trade you want to cater to atid play up to it at 
every point. But remember that most people to- 
day put quality before price every time, and only 



goods should be carried in stock that can be guar- 
anteed, and exchanged, if need be, and that may 
be rely?d upon to give satisfaction to customers. 

Once a store gets a reputation for square dealing 
and a good stock of merchandise, the rest is easy. 
The future depends upon how that store dnmis up 
trade, advertises, and keeps itself before the public; 
how it seizes every opportunity to branch out, over- 
come competition and enlarge the business. 

Requirements Needed for Success 

The requirements needed for the success of the 
small dealer are not haid to find, nor costly to meet. 
The department stores have blazed the way, and, to 
put the matter in a nutshell, the small dealer should 
make his establishment at every point — its adver- 
sising methods, store front, show windows, bright, 
attractive, clean, well-lighted, well-arranged inter- 
ior, courteous clerks, genial proprietor, goods of 
good quality and pair price, and an adequate de- 
livery system — a perfect model of the city depart- 
ment store. 

When the fires swept over the prairies of the 
West years ago, the pioneers stopped them by start- 
ing other fires, and the advancing flames, finding 
nothing to feed on, went out. 

People are governed by self-interest at all times. 
Everybody buys where they can buy cheape.st and 
most conveniently. 

The small dealer who fails to clean out his old 
stock by bargain sales, who never advertises, who 
lets dust, dirt and darkness accumulate year after 
year in his store will die of dry rot — that bogie 
man, the department store, will catch him. On the 
other hand, the small dealer who advertises exten- 
sively, conducts his store in an up-to-date manner, 
peels off his coat and buckles right down to busi- 
ness, and convinces his friends and neighbors that 
he is able and ready to serve their needs better than 
any out-of-town competitor, and deserves their 
support, will g^t it. 

Let him fight the department store with depart- 
ment-store methods, and the Prairie Fire of cata- 
logue-house competition and mail-order buying, 
which has threatened to overwhelm the small mer- 
chants of the country will find nothing to feed on 
and go out, whereupon the small merchant will 
come into his own. 

As we have said twice before, the success of the 
small merchant is in his own hands and not in the 
hands of his far-away city competitors. 
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A New American Industry Progressive Merchants Want to iCnow About, Offering Opportunities 
for immense Profits, And All the Facts Condensed and Stripped of Technalities for Their Benefit 
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INCE THE PASSAGE of the 
recent act by Congress, which 
went into effect on January 
I, 1907, and the supplemen- 
tary act of March 2, which 
took effect September i, 1907. 
removing the tax of $2.07 per 
gallon on alcohol r^mdere 1 
undrinkable, or unht for use 
as a beverage, the eyes of 
American manufacturers and 
merchants have been turnin^^ 
toward denatured alcohol 
with searching inquiry into 
its possibilities, and already 
signs appear that a new and 
great industry is awakeninu: 
to life in the United States. 

Xobody needs to be told 
the vast proportions of the in 



ciustry controlled and developed by the Standard Oil Cor- 
poration, which places millions of gallons of kerosene oil. 
and the Irmps and stoves to burn it, on the world mar 
ktts annually, but it is no exaggeration to say that once 
the denatured alcohol industry gets into full sw^ng, it will 
some day assimie proportions as gigantic as Standard Oil, 
and prove to be a mighty competitor of kerosene, gasoline 
and other fuels. 

This being true (and we think we can demonstrate its 
truth before we are done), it behooves every jlealer in 
house furnishing goods in the United States, and particu- 
larly the dealers who serve the people in those sections of 
the country which lack the convenience of artificial and 
natural gas for heating and lighting purposes, to inform 
himself fully as to the advantages that obtain from the 
use of denatured alcohol for all household purposes. Its 
economy, safety, cleanliness and general utility will con- 
vince him that country people may now have all the con- 
veniences that constitute a necessary part of every city 
household, and at no greater cost. 

In a word, new opportunities for money making and in- 
creasing trade are near at hand for the small merchant, as 
well as for dealers in large cities, and both will be blind 
indeed if they neglect them. That American manufactur- 
ers are making ready to provide merchants with the neces 
s;iry utilities will shortly be in evidence by their products, 
and meanwhile himdreds of utilities are being imported in- 
to this country from abroad, which for twenty years have 
added mightily to the convenience and comfort of Euro- 
pean households. 

The Usefulness of Alcohol 

Going from the city to the country to-day, we find a 
vast difference in the equipment of the farm house from 
that of he city apartment, so far as appliances for light- 
irg and cooking purposes are concerned. 



The city housewife, on arising in the morning, strikes a 
match, turns a little cock on the gas range and applies the 
P.ame, and instantly she has a hot fire at her command for 
preparing her husband's breakfast. Artificial or natural 
Kas makes all this possible, and there are no ashes, no 
coal, no trouble, no danger. 

The country housewife must start a wood fire, or burn 
a coal fire over night, thereby wasting a costly fuel for 
the sake of convenience, and rise considerably earlier than 
her city sister to get breakfast ready, the labor required 
being much greater. If she had an alcohol stove, costing 
little more to install and maintain than the gas range, or 
the handy little hot-plate, she would find herself on an 
equal footing with the women who have gas at their com- 
niand, and as people are educated up to the convenience of 
alcohol and alcohol utilities by enterprising dealers, the 
demand for these products is bound to reach large propor- 
tions. 

The same thing is true of house illumination. The in- 
troduction of the Welsbach mantle into city homes has led 
U: an almost universal use of these powerful and econom- 
ical lamps wherever gas is to be had. Country houses now 
I. sing the dangerous, smelly, and dim kerosene lamp will 
find that the Welsbach mantle has been adapted to the al- 
c(hol flame, and may enjoy as brilliant a light as do those 
who live where city gas is on tap. 

We speak of these two methods of using denatured al- 
cohol as illustrative of what has already been accomplished 
i:i the manufacture of alcohol burning utilities imported 
from Germany and other European countries. These are 
ufAv made available to American dealers by the removal of 
the tax on non-drinkable alcohol, but they are only two of 
a multitude of inventions for household purposes manu- 
factured abroad, where the use of denatured alcohol for 
a number of years past has called into being hundreds of 
useful inventions. The list includes heaters, coffee perco- 
lators, chafing dishes, cook stoves, sad irons, hair dryers, 
flat-iron and water heaters, soldering irons, coffee roasters, 
street, household and factory lamps — in fact, everything 
imaginable in which kerosene, gasoline, coal, electricity and 
artificial or natural gas is now employed in the United 
States. 

The field for the development of the denatured alcohol 
industry in this country is therefore unlimited, and our 
chief concern has to do with the sources of supply, cost 
01* fuel, its advantages, the utilities to burn it, and the 
nitthods that may be employed for the creation of a pub- 
lic demand for its consumption. 

What is Denatured Alcohol ? 

The process of rendering the ordinary ethyl, or grain 
alcohol of commerce unsuitable for drink, is called '"de- 
naturing, ' and consists, essentially, in adding to the alco- 
hol a substance soluble therein which renders it unfit for 
use as an alcoholic beverage. As for the substances which 
have been mixed with alcohol to denature it, their number 
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i? legion, and are usually selected according to what de- 
naturant is best adapted to the special use to which the 
alcohol is to be put. 

The Sources of Supply 

In considering the probable future increase in the con- 
si'mption 6i industrial alcohol in the United States, the 
dealer should inform himself on two points — first, where 
the raw material is coming from from which the alcohol is 
to be derived, and second, who will manufacture it. 

Alcohol is derived from farm products, the chief alco- 
hol yielding material produced in farm crops being starch, 
the second being sugar, and the least important raw ma- 
terial being certain waste products containing cellulose or 
woody fibre. The farmer will be the first to benefit from 
the new industry, therefore, for we must look to him for 
the raw material. 

The principal starch producing plants cultivated by 
American farmers arc the cereals, the potato, including the 
sweet potato and the yam, and cassava. For richness in 
sugar, two plants are best known — the sugar cane and the 
sugar beet. As for cellulose the qunatity of alcohol pro- 
duced from this source is likely to be so small as to be 
eliminated from consideration in this article. 

Seven Billion Gallons Possible From Starch Plants 

As an indication of how many gallons of alcohol can be 
produced in this country from two of the most important 
starch yielding plants, we offer the following compilation 
of figures taken from Government sources : 



Bushels years end- Yield of 94% 
ing Dec. 3:1 , '05 alcohol per bus. 

Indian corn 2.707,993,540 

Potatoes 260,741,294 

♦Sweet potatoes 42.526,696 



Total 
2.7 gallons 7.311082,558 
3.6 quarts 234,667,165 
i.o gallons 42,526,696 



♦Year ending Dec. 31, 1899. 



7,588,776,419 



Germany produces approximately 100,000,000 gallons of 
94 per cent, commercial strength industrial alcohol a year, 
and in the United States, during 1907, the Standard Oil 
Company distributed 500.000,000 or a half billion gallons 
of kerosene oil. These figures are large, but they arc in- 
significant in comparison with the'seven and a half billions 
of gallons of industrial alcohol, 94 per cent. pure, that 
could have been produced in the United States during the 
year ending December 31, 1905, from only two starch yield- 
ing plants — Indian corn and potatoes, white, sweet and 
yams. Potatoes alone could have produced over twice the 
quantity of industrial alcohol consumed in Germany. 

Sources of Supply Practically Unlimited 

This settles for all time the question as to where we arc 
to obtain the raw material for making industrial alcohol, 
for should potatoes and corn fail us, there yet remain the 
cereals, cassava, the sugar cane and sugar beet, and a host 
of waste products now thrown aside as useless. It is en- 
tirely conservative to say that American farm produce is 
capable of" yielding one billion gallons of denatured alco- 
hol annually, if so much is needed, without sacrificing any 
of the u^cs to which farm products are now put for food 
and otherwise. 



Future Production in the United States 

Interviewing a high official of the United States Indus 
trial Alcohol Company, of New York, in regard to the 
probable future production of denatured alcohol for house- 
hold purposes — that is, for light, heat and power — we were 
informed that dealers can obtain to-day all the industrial 
alfohol they can use, shipped anywhere in the United 
States, and there are plenty of manufacturers ready and 
able to take care of the future demands for this! fuel. 

The Question of Price 

So far as price is concerned, the dealer in household 
utilities should clearly understand, and drill into the minds 
of his sales force for the information of customers, that 
denatured alcohol at 40 or 50 cents per gallon^ because of 
economy in consumption, and its advantages in safety and 
cleanliness over all other fuels, may actually be lower in 
price than kerosene for lighting purposes, with kerosene 
at 15 cents per gallon, and lower in cost than coal for cook 
ing purposes, with coal at $7.00 per ton. This is the fact, 
and we will undertake its demonstration a little further on. 

As a matter of fact, denatured alcohol is being adver 
t:5^ed in two well-known farm papers which circulate chief- 
ly in Illinois, Iowa, Indiana and Missouri at 36 cents per 
gallon by the single barrel, delivered on board cars at Pe 
oria. The parties offering this alcohol, the Geo. L. Mar- 
ion Manufacturing Company, of New York City, state in 
their advertisement that the value of the barrel will fully 
ccveP the freight charges from Peoria to the home of the 
consumer, the barrel being perfectly safe to use after the 
alcohol is emptied out and the barrel being worth more 
than two dollars. 

As will shortly be seen, where denatured alcohol can be 
hsd for less than 40 cents per gallon, and we» are assured 
the pricc^will be still lower af^r the problem of distribu- 
tion has been solved, it will cost less than kerosene for 
lighting purposes, to say nothing of the superior light it 
provides, and will be far cheaper than anthracite coal for 
cooking purposes. In a word, there is every possibility 
that, because of the economies made possible by this new, 
safe and convenient fuel, denatured alcohol will come to 
replace coal, kerosene and gasoline for all household uses. 

Advantages of Denatured Alcohol 

The advantages of denatured alcohol over most other 
fuels is that it is a natural fuel, since water, the natural 
enemy of fire, quenches its flames. 

To demonstrate the truth of this observation, take a 
cupful of alcohol and pour it over an oilcloth-covered 
floor, or any other smooth surface, and then touch a 
match to it. Now take a cupful of water and throw it 
over the flames, and the moment the volume of water 
equals the volume of alcohol the fire will go out. More- 
over, it is one of the peculiarities of the alcohol that the 
surface of the oilcloth will not be scorched. 

Now take a cupful of gasoline, and try the same ex- 
periment. You should first call the city fire department, 
and have ready a load of sand to put the fire out, how- 
ever, for water will only spread the ffames over a wider 
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area. This one fact gives alcohol immediate superiority 
over gasoline, kerosene and all other liquid fuels for 
household uses. 

Alcohol and Fire insurance Rates 

"Proof that the us^ of alcohol for lighting and burning 
is not attended with the danger of gasoline,* for example," 
says Mr. J. H. Allen in a letter to the National Fire Pro- 
tection Association, "is found in the practical experience 
of Germany. The policy of untaxed denatured alcohol ha*? 
been in force in that country for nearly twenty years, and 
the quantity of this material used for industrial purposes, 
including heating, cooking and lighting, has steadily in- 
creased each year, now reaching the large amount of more 
than seventy million gallons annually. We are advised by 
German manufacturers of alcohoi-using apparatus that in 
an experience of fifteen years they have never heard of 
a single case where alcohol used in stoves, lamps or heat- 
ers has exploded. They also state that very complete rec- 
ords are kept in Germany of the causes of all fires, and 
that the total number which originated with the use of 
alcohol for domestic purposes above referred to is very 
small, the percentage, in proportion to the quantity jcon- 
sumed, being less than chat of the fires due to the use of 
kerosene. So clearly is this fact established that no differ- 
ence is made in the rates of insurance on premises where 
alcohol is used for lighting, cooking and the like." 

"Alcohol is a safer fuel than gasoline," says Professor 
Elihu Thomson of the General Electric Company, "as the 
gasoline can set fire by pure radiation where alcohol would 
not. It is a well-known fact that it is comparatively use- 
less to attempt to extinguish burning gasoline or kerosene 
by water alone. The use of water may. in fact, be a posi- 
tive disadvantage in floating the burning material over 
considerable spaces and spreading the fire. Not so with 
alcohol, which mixes with water in all proportions, and 
which is at once diluted and prevented from remaining 
combustible." 

Cieanliness of Alcoliol 

But not only is alcohol safe; it is clean. Spill kerosene 
over your hands, or the outside of a lamp, and if anything 
is more disgusting to the nose and disagreeable to the 
touch we have yet to discover it. Spill alcohol, and it 
evaporates rapidly, leaving the hands feeling cool, clean 
and sanitary. 

"From the standpoint of cleanliness and saving of labor," 
says Allen & Graham, of New York, "it is ideal. The wick 
of an alcohol lamp does not char or gum up, and it is not 
necessary to repeatedly regulate it. When once adjusted 
the lamp will bum until exhausted, giving an uniform 
light whether the fluid be high or low in the lamp. It 
never smokes. Chimneys keep clean and transparent, giv- 
ing the maximum of light. There is but little heat, the 
heat of combustion being converted into light by the man- 
tle. There is absolutely no odor from it, broken chimneys 
are a rarity, and wicks and mantels last a long time." 

Economy in Consumption 

Coming now to the question of cost in the consumption 
of denatured alcohol for light, heat and fuel, the dealer 
desires exact information of tests as between alcohol and 
kerosene, gasoline and other fuels. This the Re\mew is 
able to give so far as li^ht is concerned. 



For fuel, we must wait until experiments now planned 
are conducted, and the results published, but we may say 
that it is confidently expected fourteen gallons of indus- 
trial alcohol will be proven to give the same service for 
such a household use as the cooking of food as is now given 
by a ton of anthracite coal. In other words, coal at $7.00 
a ton and fourteen gallons of alcohol costing $7.00, will 
produce equal results, \hile alcohol will have it in its 
favor no ashes, no dust, no heavy lifting, no waste of 
heat or fuel, and all the other advantages incident to the 
use of a liquid fuel. 

With such advantages in its favor can any wide-awake 
merchant rest long in doubt as to the future of the alcohol 
industry once the American public is apprised of their op- 
portunities. 

Cost of Kerosene vs Alcoliol for Liglit 

We stated above that alcohol at fifty cents per gallon 
may be as economiral to use as kerosene at fifteen cents 
per gallon, and we will now proceed to demonstrate the 
truth of this proposition by quoting from a report of 
tests conducted by the l^lectrical Testing Laboratories of 
New York, the recogmzed authorities in the United 
States for testing the candle-power and rate of consump- 
tion of all kinds of lighting apparatus — tests made for the 
Geo. L. Marion Manufacturing Company, of New York. 

The tests were made to determine the candle-power 
and rate of fuel consumption of two incandescent mantle 
alcohol lamps, of 27 and 45 candle-power, respectively, and 
one round-wick, center-draught kerosene lamp, the latter 
being the "Rayo" lamp. 

The renewal costs for wicks and chimneys for the 
kerosene lamp, and for mantels and chimneys for the al- 
cohol lamps must be considered in arriving at a conclu- 
sion, and may be dismissed by saying that under service 
conditions the renewal costs would be strikingly in favor 
of the alcohol lamps. 

Comparison of Alcohol and Kerosene Lamps 

ONE GALLON .WER^ C. P. COST 
WILL LAST C. P.~ HRS. PER HR. 

Alcohol Burner. No. 2 38hrs. 3omin 45.2 1740 1.3 c. 
Alcohol Burner, No. I 55hrs. 54min. 27.4 1532 0.9 c. 
Kerosine Lamp 32hrs. 42min. 14.8 484 0.45c. 

Average candle power for 9 hours, 43 minutes for al- 
cohol lamps, and Q hours, 5 minutes for kerosene lamp, dur- 
ing u*hich adjustments of lamps were not changed nor 
chimneys cleaned; mantles of alcohol lamps new. Alcohol 
at 30c. per gallon; kerosene at 13c. per gallon. 

As will be seen, a gallon of kerosene oil. when burned in 
a **Rayo'" lamp gives 484 candle-power hours: one gallon 
of alcohol, when burned in the 27.4 candle-power lamp, 
gives 1532 candle-power hours (of light), and when burned 
in the 45.2 candle-power lamp, gives 1740 candle-power 
hours — meaning that if. for illustration, we had an alcohol 
lamp of one candle-power, and of the same relative effi- 
ciency as the 45-2 candle-power lamp, one gallon of dena- 
tured alcohol would burn for 1740 hours. 

From the above facts, it is already plain as to why an al- 
cohol lamp is as economical to burn as the kerosene lamp, 
to say nothing of its superior advantages in the way of 
safety, cleanliness and greater volume of light. 
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It is clear that, taking the "Rayo" lamp as a basis of 
comparison, one gallon of alcohol, when burned in a 45.2 
candle-power lamp, gives three and one-half times as 
much light as does a gallon of kerosene, while comparing 
the "Rayo" with the 27.4 candle-power lamp, one gallon of 
alcohol gives three and one-sixth times as much light as 
does a gallon of kerosene. From these conclusions, we 
derive the following table of comparative costs; which 
shows the cost per hour to operate both the 2^ and 45-can- 
dle-power alcohol lamps, and also indicates that alcohol 
at various prices, ranging from 60 cents down to 35 cents 
per gallon, will at least be as cheap as kerosene costing from 
19 cent> to 10 cents per gallon. 

Comparative Costs Per Hour to Operate Lamps 

Lamp No. 1 Lamp No. 1 Lamp No. 2 Lamp N. 2 

Alcohol per Ck>8t per hour Cheap as Coat per hour Cheap as 

Gallon 27 C. P. Kerosene at 45 C. P. Keroeene at 

60c. i.ic. 19c. gallon i.6c. i8c. 

5SC. i.oc. i8c. *' 1.5c. i6c. 

50c. .9c. i6c. ** 1.3c. 15c. 

45c. .9c. 15c. " I.2C. 13c. 

40c. .8c. 13c. •* I.IC. I2C. 

35c. .7c. I2C. " I.oc. IOC. 

The above table shows the following interesting and im- 
portant facts to merchants, who sooner or later will under- 
take the sale of alcohol lamps: 

1. With alcohol at 50 cents per gallon, retail, it costs less 
than one cent an hour to burn an alcohol lamp radiating 
2"] candle power of light, and one and three-tenths cents 
a:i hour provides 45 candle-power, the lamps giving forth 
a light that is brighter than the best kerosene lamp made, 
greater in volume and friendly to all colors, as well as 
pleasant to read by. 

2. The 27-candle-power lamp, with alcohol at 50 cents 
per en! lor. cost no more to operate than a kerosene lamp 
with kerosene at 16 cents per gallon, while a 45-candle- 
power lamp costs no more to maintain than a kerosene lamp 
with kerosene at 15 cents per gallon, to say nothing about 
the superiority of the light distributed by the alcohol lamp, 
and its other advantages. 

The Future of Denatured Alcohol 

The future of denatured alcohol may therefore be com- 
pressed into one brief sentence — one of the greatest in- 
dustries in the history of the United States has sprung 
into being with the passage of legislation making the pro- 
duction pf industrial alcohol profitable. 

This new industry has special interest for the house 
furnishing dealer, because he is the natural distributor of 
the alcohol utilities, which will be produced from this time 
on in increasing variety by American manufacturers, and 
which he can obtain at once from importers of the many 
useful household alcohol-gas utilities manufactured in Ger- 
many and elsewhere abroad. There is not a large depart- 
ment store in the country which will not have to install 
within a short time departmeitts devoted to alcohol utilities, 
and as for the small hardware dealers, general merchandise 
merchants and others, who supply the needs of citizens liv- 
ing in the small towns and cities of the United States, 
their opportunities are the most promising in golden re- 
wards that have yet chanced their way, for alcohol-gas 
appliances will meet with instant appreciation in the homes 



which have heretofore lacked, for want of a proper fuel, 
the conveniences offered residents in large cities. 

The illuminants most used in the IJnited States to-day 
are artificial and natural gas, electricity and kerosene oil. 
and the fuels most commonly used are coal and gas — wood 
ir some country districts. 

The manufacture of artificial gas requires the invest- 
ment of millions of dollars for gas plants and the laying 
of gas mains, and its use is therefore limited to inhabi- 
tants of Isrge cities. Natural gas is likewise limited to 
certain favored sections of the country where natural gas 
i> to be found. 

Denatured alcohol may be transported to any part of 
the country, however ; from the city flat to the rudest cabin 
in the backwoods, or out on the Western prairies, and 
produces its own gas safely, economically and easily in the 
lamps, stoves, sad-irons or other household utensils in 
which it is used. Xo gas wells, no million-dollar gas 
plants, no piping of houses are required — what, then, is the 
limit upon where industrial alcohol may be used for house 
hold purposes I 

What housewife feels kindly disposed toward coal for 
fuel! The city housewife uses her gas range at every op- 
portunity, and few city people occupy apartments from 
choice lacking steam-heat appliances. Nobody likes the 
trouble of lifting coal, and disposing of the dirt and ashes 
I hat accumulate from the use of this fuel. 

How many people will' hesitate long to use industrial 
alcohol in preference over all other fuels, when they dis 
cover that 14 gallons of this fluid will do the work of a 
ton of anthracite coal at no greater cost — the alcohol 
weighing one-twentieth of what the coal does, and leaving 
nc ashes, no dirt, nor. wasting one ounce of the precious 
fuel. Think of the heat that goes up the chimney, think 
of the coal burned up uselessly in the kitchen range in 
order to keep the fire going, until it can be used for cook- 
ing food again. No such waste of money and material 
with alcoh( 1, for the alcohol-gas is used just as artificial 
gas is usee! — when wanted, no longer. 

While kerosene oil is used in many country districts 
to-day for lighting and heating purposes, it is used sim- 
ply because there has heretofore been nothing better avail- 
able, and some people are paying as high as 25 or 30 cents 
a gallon f r r a fluid that is dangerous, ill smelling and dis- 
agreeable to use. How long will kerosene be used in such 
places, when it can be obtained at a price which makes it 
much less expensive to use than kerosene, while at the 
seme time it is superior in every way for heating and light- 
ing purposes. 

It is just such considerations which lead us to assert 
that the industrial alcohol industry, after American man- 
ufacturers have had time to produce the proper utilities 
to consume it : after the people have had time to learn of 
its countless advantages, and after the producers of in- 
dustrial alcohol have had time to work out the problem 
of distribution, that then industrial alcohol will take its 
place at the head of the greatest industries this country 
has ever known, g^iving employment to hundreds of men, 
profit to merchants large and small in every nook and cor- 
ner of the United States, and conferring blessings hitherto 
withheld from women whose house work has been drud- 
ger>- for lack of the means to lighten their burdens. 



40 



Digitized by 



GoQgl( 



TRADE PUBLICITY 

How Enterprising House Furnishing Dealers Advertise 
Their Wares, What They Say, And How They Say It 



BLICITY is something 
Ml the cut and dried 
ny merchants make of 
it. How many times 
do advertising solic- 
itors go into a deal- 
er's office with the 
usual query, "Is your 
copy ready for the 
xt issue?" and hear the 
reotyped reply, "Oh, 
n too busy to bother 
th it; run the same 
py we ran last week." 
While the average ad- 
solicitor does not feel 
tell a man how to run 
less, nevertheless he is 
ly tempted for his own 
>it down and' say a few 
t things about profit- 
le publicity. If an ad- 
chooses to waste his 
ng appropriation on 
r - nothing advertising 
(usiness; but when the 
aaveniscr ummca the publisher for his 
own sins of omission, that becomes the publisher's busi- 
ness, and yet the publisher's representatives do not always 
like to tell an advertiser he does not know how to adver- 
tise, and tljere's the rub. 

For the sake of the advertising solicitor, we want to 
say, therefore, what he is not in a position to say to his 
clients, "If your advertising does not pull results, don't 
blame the medium— pull down the file of ads. you have 
been running the past six months, and ask yourself 
whether they are so attractive, readable and convincing 
that, if they were the announcements of some other deal- 
er and you wanted to buy his goods, would you be induced 
by the ads. to give him a trial f If your advertising will 
not stand this test, you cannot blame our publication ; you 
should use attractive cuts, change your copy at least once 
a week, and use enough space to enable you to convince 
the buying public that you have the goods of the quality 
ai:d price they want. If the results are not satisfactory 
after that, it will be time enough to take the medium to 
task." 

Does Advertising Pay? 

Sometimes the advertising solicitor hears another story, 
"We can't afford to advertise," or the converse of this— 
"We are so big and well known that we don't need to ad- 



vertise." Either argument is evidence of oin: of two 
things : cither the merchant lacks knowledge of one of the 
most important business policies, which has contributed 
most to the enormous expansion of trade that has charac 
terized the last twenty years in this country, or, he is hard 
up and is compelled to economize very sharply, for most 
modern merchants and department stores in large cities ad 
vertise on the largest scale when trade is dull, and cuttmg 
down their advertising expenses is about the last ditch they 
take to in hard times. 

The question as to whether advertising pays, in other 
words, is no longer a matter for argimient; every business 
man in the United States, who is well informed and knows 
what constitutes good business practice knozcs that adver- 
tising pays. The only question that exists in his mind is 
how he cisn advertise his particular business to the best 
advantage — what mediums, methods and copy he should 
employ to bring trade to his establishment. 

The Medium 

The discussion of what mediums are best for the gen- 
eral advertiser is too large a subject, and is not pertinent 
to these columns: it is enough to say that the best and 
only medium for any advertiser to choose is the one that 
is read by the people or class of people who want and will 
buy his tjoods. Any other medium is like shooting into the 
vacuity of space in the hopes of bringing down a duck on 
the chance that somehow one of these delectable birds may 
get in the way of the shot. 

The local merchant is in no quandary as to what medi- 
ums are best for his purposes; there is only one answer— 
his local newspapers. He may supplement this by street 
car advertising, bill boards and mail order circulars to be 
sent to his out-of-town trade, but no live, up-to-date, do- 
or-die merchant these days can aflFord to stay out of his 
local newspapers. If he must cut expenses, ho should cut 
somewhere else — the advertising appropriation is a fixed 
charge that represents to him a sales force that works 
v/hile he sleeps and never grows weary. 

How to Prepare Ads That «*Puii" 

There are four things that make a strong, result-bring- 
ing advertisement, whether it be a small or a large one — 
it must be so striking that it will attract attention first of 
all the other advertisements on the same page; it must be 
well illustrated ; there should be good typographical dis- 
play, plenty of white space, and the reaaing matter should 
be condensed, containing short, crisp statements of the 
strong selling points of the articles described. A small ad- 
vertisement should be devoted to describing and illustrat- 
ing one article, a leader, with a line or two, if neces- 
sary, calling attention to the class of goods carried by the 
advertiser. 
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Enormous Savinirs Await Housewives Who Attend This Qiirantic Sale 



A Good Full Page Advertisement 

The fr.ll page advertisement reproduced on an adjoining 
pc.gc was sent us by Mr Kline, manager of the house fur- 
nishing department of the "Famous" Department Store, 
of Braddock, Pa., and is one side of circular mailed to 
their customers. We also acknowledge another circular of 
similar kind fn ni Mr. H. H. Windhorst, of Lyons & Cha- 
bot. Xew York, which for lack of space will be reproduced 
h.lcr. A circular of this kind should be classified, well il- 
lustrated, close attention given to typographical display, so 
as to avoid sameness, crowding and the "blurred" effect 
common to a large advertisement that is poorly arranged. 
The "F'amous" ad. is a good model, and worthy of study by 
the ad-smith. 

A Half Page Advertisement 

The larger the space the more difficult it is to produce 
a well arranged advertisement, and the half-page adver- 
tisement of the Herman Straus & Sons Company, Louis- 
ville, Ky.. is particularly commendable for its striking bor- 
der design, well arranged typography and good display 
lines. 

* With the Smaller Advertisers 

The advertisement by the Hunter, Tuppen Company, 
Syracuse. N. Y., is a good example of a twelve-inch, five- 
column advertisement suitable for merchants in smaller 
towns. They are to be congratulated on its excellent ap- 
pearance, as it is well laid out. well illustrated, free from 
over-crowding, a common fault, and should have produc- 
ed excellent results. 



See Page 44. 



The three-inch, four-column advertisement by the 
Schoedinger-Marr Company, Columbus, Ohio, is striking 
because of its upper and lower border. This was drawn 
to order, and shows the good results to be obtained by 
spending a few dollars occasionally for special designs, 
which will make the firm's advertising distinctive from 
that of all other advertisers. 

For small merchants, who cannot afford large space, an- 
other good suggestion may be obtained from the nine-inch, 
three-column advertisement by Brittain & Company, San 
Francisco, Cal. Special study should be given to its dis- 
play lines, and to the general arrangement of the ad. As 
will be seen, the Hunter, Tuppen Company placed their 
signature at the top of the ad., whilel Brittain & Company 
placed theirs at the bottom; this is a matter of preference 
largely, but we are inclined to favor giving the top lines 
over to strong catch-lines, as these sell the goods, no mat- 
ter how reliable the advertiser is known X.6 be. 

The three-inch, single-column advertisement by Sees & 
Faber, Philadelphia, Pa., shows what can be done with 
small space. One article is illustrated and described, al- 
though room is found for the mention of files. This is the 
best advertising practice. 

The six-inch, single-column advertisement by T. F. Foss 
& Sons, Portland, Me., measures up to the best standards 
of what a small advertisement should be. Good catch- 
lines, plenty of white margin, and brief, strong selling 
talk make this copy distinctive, and we have no doubt it 
proved a trade winner. 
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CLEVER CATCH-PHRASES 

Useful For House Furnishing Goods 
Headlines or Snappy Window Cards 



"What makes a catch-line valuable?'' asks Fred. 
G. Kaessman in a recent article. "What makes the 
best kind of catch-line? Many have answered 
these questions to their own satisfaction; yet, judg- 
ing by the catch-lines one sees on every hand, much 
still remains to be said upon the subject. One thing 
is certain : If some of those used are good, others, 
measured by the same standard, are very, very bad. 

"We are familiar with *Good Morning — Have 
You Used Pear's Soap:' 'Let the (xold Dust Twins 
Do Your Work,' The Smile That Won't Come Off,' 
and all that, but perhaps our appropriation is not 
of the same size as the ones back of these propo- 
sitions. The question of an effective catch-line. then, 
becomes more difficult. We are deprived of two 
very important aids — much repetition and large size 
of catch-line, and the matter of a satisfactory line 
becomes vital. 

*'A catch-line must be new, novel, interesting, 
suggestive. It must be such as to attach itself to 
the goods of the maker who uses it — and, under no 
Circumstances, to those of another dealer or manu- 



facturer. Only when backed up by practicall> un- 
limited resources may it violate these principles, and 
then only in the case of catch-lines semi-humorous 
or facetious, something appealing to the popular 
fancy. 'Let the Gold Dust Twins Do Your Work.' 
is a fair example of a day-in and day-out sale pro- 
ducer, whereas, the line The Food That's All Meat.' 
may have been all right for an insertion or two — ^but 
for no more." 



Solid week of Rarest Bargains. 

Take Advantage of Universal Price Concessions. 

Shelf- Emptying Goes on Under Magic of Lowest 
Prices ever Known in This City. 

Shrewd Buyers Take Notice. 

Money-Savers for Shoppers in Housewares. 

A Bull in the China Shop. 

Fine Enamelware That Will Stand the Test of 
Time and Fire. 

Kitchen Comforts. 

A "Save the Difference" Sale. 

The '*Sale You Have Been Waiting For." 
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BRISK SELLING PLANS FOR BUSY DEALERS 

Hard Problems for Dealers to Solve, and a Few Selling: 
Plans F6and by Experience to be Trade Winners 




HATTING with a prom- 
inent Western manager 
of house furnishings, 
china, crockery and 
glassware the other day, 
who is connected with 
one of the largest de- 
partment stores in his 
section, he suggested 
that the House Fur- 
nishing Review would increase its usefulness to 
the trade by publishing every now and then a few 
pages devoted to Selling Plans. 

As it is the purpose of the new management of 
the Review to make the publication a practical, 
every-day handbook of ready reference, wherein 
dealers, large and small, may find something each 
month that will aid them in increasing their sales, 
improving their advertising, bettering their stores 
and will stimulate each one toward renewed efforts 
to achieve more effective business methods, we have 
undertaken to collect together for this issue a few 
selling plans merchants have found valuable after 
a trial. We hope they will prove helpful, and we 
ask our readers to co-operate with us to make the 
idea a success, provided it is useful to the majority. 
By co-operation, we mean let all who can contrib- 
ute plans they have tried out and found successful, 
and let those who have problems that perplex them 
inform us of their difficulties. Names, places and 
all that will be held confidential, of course, but the 
problem will be stated and solutions sought from 
other dealers. 

Nor should dealers refuse to participate in this 
idea, as did one man we have met (curiously enough 
in the City of Brotherly Love) who said he knew 
his business, and did not propose to teach others 
what he had learned from experience. "It is more 
blessed to give than receive," and broad-minded busi- 
ness men, by giving freely from the stores of knowl- 
edge they have acquired, will find that their exam- 
ple will lead others to tell of experiences from which 
they themselves may learn lessons as valuable as 
those they impart. 



Every issue of the Remevv contains each month 
an increasing number of pointers from progressive, 
successful and able house furnishing dealers, and 
as the trade begins to realize the value of this inter- 
change of ideas, we feel sure that the Review will 
increase in value and usefulness to the trade, be- 
cause every man in the field it serves has come tp 
appreciate it for his own. The opportunity is open 
to all, and we trust it will be grasped by everybody. 

Why Can't He Sell Low-Prtced China? 

Here is one problem, and we hope we may be fa- 
vored with several solutions in time for the April 
issue. 

The manager of the house furnishing department 
of one of the largest department stores in a Western 
city of 80,000 inhabitants, and whose department is 
located on the seventh floor, carries in his china and 
glassware section a splendid assortment of high- 
grade goods at suitable prices. His sales of his 
stock of china and glassware are satisfactory, but 
he is unable to operate "special sales" of cheaper 
grades to draw trade with any degree of success. 
The store is equipped with three large passenger 
elevators, and whenever he advertises a special sale 
of low-priced enamelware or similar house furnish- 
ing goods, his advertising draws large crowds. The 
problem is, why do his special sales of low-priced 
chinaware prove unsuccessful, and what can he do 
to draw trade to his china department. 

How Increase the Volume of Annual Sales 

Another Western manager connected with a well- 
known house, who recently addressed the Monthly 
Managers' Meeting on the topic, "How I am going 
to increase the sales in my department this year," 
writes that he would like to see something -along 
this line in the Review, as it would be helpful to 
him and to others. 

Nobody can answer such a question in a way to 
satisfy our correspondent without knowing particu- 
lars regarding the volume of sales last year, previ- 
ous sales methods, the class of goods carried and 
the trade catered to, and yet a few general ideas 
may be advanced which will prove useful to him 
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and many others similarly situated. We suggest : 

A persistent, aggressive and carefully-planned 
advertising campaign devoted to both local and out- 
of-town trade. 

Striking and frequent window displays of house 
furnishing goods, china, glassware and specialties. 

Demonstrations of new goods from time to time, 
lectures on cooking and domestic science, invita- 
tions extended the ladies' circles of local churches 
to conduct their sales in a space to be given free of 
charge in the House Furnishing Department, and 
other steps taken to identify the store with enter- 
prises of a public and meritorious nature. 

A waiting room for women with small children, 
with a nurse in charge, where infants and small 
children may be left while the mothers are shopping. 

Frequent changes made in the arrangement of 
stock, prizes offered to stock clerks who make their 
stocks look most attractive and keep thdm in best 
order, and similar plans tried which will tend to 
give the store interior a pleasing appearance to all 
customers. 

Organize a Mutual Benefit Association among all 
employees of the store, provide for their entertain- 
ment, instruction in salesmanship, and all other 
suitable means for securing their loyalty and good 
will, thus furnishing an incentive to them to co- 
operate with the heads of departments in promoting 
the success of the business. 

Among the plans for the year, make a resolution 
to buy goods of standard quality to be sold at fair 
prices, with a guarantee of satisfaction or exchange 
privilege, and see that every clerk takes pains to 
show courtesy, attention and gives good service to 
all customers. 

In planning "special sales,*' which should not be 
held at too frequent intervals, care should be taken 
to provide genuine bargains, the sales being planned 
far enough ahead to insure perfect satisfaction to 
the trade. Each sale should have some new feat- 
ures to make it stand out as different from any other 
the store has held, and the effort, time and thought 
the carrying out of this program will require will 
well repay the effort expended. Of course, the ad- 
vertising, window display and arrangement of the 
House Furnishing Department will all be planned 
to work together for the success of each "special 
sale." 



among their trade may have all the advantages of 
a full-page advertisement by having their local 
printer strike off a circular the size of the usual 
newspaper page, printed on both sides, if so de- 
sired, and then make arrangements with local news- 
dealers to slip the circulars in all newspapers deliv- 
ered in the district where live the customers who 
should trade at their stores. We know of several 
large department stores in boroughs on the outskirts 
of Greater New York who use this plan. 

Making Your Wrappini^ Paper Brini^ Business 

Few merchants realize how valuable to them are 
the common everyday adjuncts to their business. 
Almost everybody places their imprint on the wrap- 
ping paper with which they do up bundles, but why 
not go a step farther and print a coupon on each 
wrapper, stating: "Save this coupon; it is worth, 
one-fourth cent in trade on all future purchases at 
Smith, Jones & Co., Oshkosh, Wis.," and there you 
are. 

Malcinir Contributions to Public Cliarities 

Suppose your town needs a public library, or some 
other public institution needs support. Let the mer- 
chants in town get together and contribute all to- 
gether the sUm of $500 or $1,000 to be donated by 
them to the public charity which receives the major- 
ity of votes from their customers. All the mer- 
chants who share in the contributions should state 
the fact in their advertising announcements, pla- 
cards can be distributed throughout their stores an- 
nouncing that all customers are entitled to vote once 
for each dollar's worth of goods bought, and the 
church, society, library association or other public 
enterprises that may be benefited notified that they 
should urge all friends to buy goods of the mer- 
chants concerned and vote in their behalf. The re- 
sultant advertising will be worth the money ex- 
pended. 



How to Get Pull Page Advertisements Cheaply 

Small dealers located in towns so near to large 
cities that they feel the com^tition of the big 
department stores, whose full-page advertisements 
appear in the Sunday newspapers th?it circulate 



MY PAVORITE RECIPES 

One of the features of the Grand Industrial Ex- 
position held by the William Barr Dry Goods Com- 
pany, at St. Louis, Mo., recently was the daily lec- 
tures on Domestic Science by Mrs. F. Violet San- 
bom. Regarding them, Mr. Wade, the manager, 
writes, "Many of our customers have come to us 
and expressed their appreciation of this feature of 
our Exposition, and all have spoken in the highest 
tesms of praise of your work." This is the "Mrs. 
F. Violet Black" referred to in our "Snappy Adver- 
tising Talk" in the February issue. 
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VIFWS OF R. H. MACY & COMPANY'S STORES IN NEW YORK, 
THE OLD SIXTH AVENUE STORE AND THE MODERN BROADWAY 
STORE. 



EVOLUTION OF THE MODERN EMPORIUM 



A Brief and Instructive Analysis of What Business 
Policies Have Created "Macy's"^Out of a Small Store 



HE celebration of the golden anniver- 
sary of R. H. Macy & Company, dur- 
ing the month of February, presents 
to mind the true type of the up-to- 
date American retail house, and this 
store assumes still further importance 
because, within its fifty years it has 
given impetus to many phases of re- 
tail merchandise that are peculiarly 
distinctive of the present day. 

A brief review of the history of this 
great concern is instructive, because 
it demonstrates that from small be- 
ginnings, there still remain opportun- 
ities for the small merchant to build 
up his business to vast proportions, if he has the foresight 
and energy to establish his enterprise along the lines that 
make for a large success. 

There are many stores in the small and large cities of 
the United States far more pretentious than the four-stor>' 
building first occupied by R. H. Macy & Company in New 



York, and we have no doubt the ambition of almost every 
small merchant is to increase his business until he has 
reached the success represented by the vast biiilding now 
occupied by Macy's on Broadway. This establishment pro- 
vides twenty-four acres of floor space and gives employ- 
ment to 10,000 persons. 

Roland H. Macy "Z^ 

In 1849, during the gold fever in California, a hustling 
young man named Roland H. Macy entered a new town, 
which had been opened in the Sacramento Valley at the 
time when the valley was flooded to the foot hills of the 
Sierras. It was the worst inundation known, and it was 
a serious question as to how miners could be provided 
with supplies. What is now the city of Marysville was 
founded during this period, and young Macy was the first 
tc see the opportunity of making money by meeting the 
demand for miners* supplies. He opened a store and soon 
built up a large business. He obtained the agency of an 
express company and bought gold from the miners, aU 
lowing $16.00 an ounce; as it was of fine quality, the 
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United States Mint at Philadelphia allowed him from 
$22.00 to $23.00 an ounce. 

Some time afterwards, Macy went to Haverhill, Mass., 
and opened a dry goods store. In 1858, he became con- 
vinced that a larger city offered greater opportunities for 
commercial achievements, and coming to New York he 
set up the business of R. H. Macy & Company in tht 
cramped four-story building on Sixth Avenue. 

Beginning of tlie Department Store 

Macy's new establishment in the metropolis was called 
a general store by reason of the wide range of article an J 
wares with which its counters and shelves were stocked. 
He sub-let various parts of his store to parties who dis- ' 
played different kind of commodities. Thus each one of 
these sub-tenants merely conducted his particular line of 
business under the main roof. The first department store, 
therefore, was really a collection of small shops gathered 
in one building. 

'f his was the beginning of thie modern department store, 
and it wus perhaps fortunate for Macy that L. Straus A 
Company, then, as now, conducting a china and glassware 
house in Warren Street, placed a branch in the Macy store. 
This fact paved the way to Isidore and Nathan Straus 
the men who now form the firm of R. H. Macy & Com- 
pany, who assumed charge of the concern after tho death 
of Mr. Macy in Europe in 1877. 

The Working Principles of tlie Macy Store 

The working principles of the Macy store were based 
upon a rule now accepted as of supreme importance — 
tf please his customers. To this end he was exceeding- 
ly caref j1 to sell "quality goods." He saw to it that his 
few clerks told with truth and exactness the merits of the 
articles which they sold. Mr. Macy backed up his "quali- 
ty wares" with another principle then new— "money back, 
if your purchases do not prove satisfactory." 

Another factor in the success of the Macy establishment 
was the close attention given by him to the b'ly'ng end of 
his retail business. He realized that economical purchases 
of stock made subsequent low retail prices possible, and 
the latter formed a powerful magnet in attracting pur 
chasers. He understood that many economies in purchases 
so small as to represent but a fraction of^ a cent, taken in 
the aggregate, formed a large saving that allowed him t(» 
make prices that would capture the buying public. 

Tlie Cash System 

After the Straus interests took hold of the Macy store. 
a new principle was established—the requirement that cash 
must be paid for all goods purchased. To force this is 
sue upon a large department store was a difficult under- 
taking, as many customers did not care to pay cash for 
each order given. In order to sustain the principle of 
the house, a method was devised, allowing such customers 
to make a cash deposit against which they might make pur- 
chases. These deposits are balanced daily and on all bal- 
ances the depositors are allowed interest at the rate of 
four per cent, which is compounded every three months. 
Thus many customers of this class regard their credit de- 
posit in the light of a bartk account as well as a trading 
convener ence. 



The Delivery System 

When R. H. Macy first opened his store, everybody took 
home their purchases. It occurred to him that he could 
install no more helpful feature than to undertake the de- 
livery of goods for customers. 

At fir.it, only bulky packages were taken to customers' 
hemes; now 170 wagons and 30 electric vehicles deliver 
goods within a radius of twenty-five miles of the store 
daily, giving employment to about 800 persons and deliv- 
ering between six and seven million packages of all kinL 
annually. 

Distributing depots are located at strategic points, such 
as the Bronx, Brooklyn, Flushing, N. Y. ; and Hoboken, 
Newark and Hackensack, N. J., immense vans taking the 
goods at night to each distributing depot, where local de- 
livery wagons dd the rest. At Woodlawn, N. Y., is a dis- 
tributing depot to which goods are forwarded by electric 
express cars operating over local traction lines. 

Tlie Advertising Policy 

When Mr. Macy was conducting his store at Haverhill, 
Mass., he believed that "advertising was the life of trade," 
and his use of space aroused amazement among his New 
England competitors. He carried the same policy with 
him to New York, and this policy has been practised by the 
house throughout its fifty years of existence. 

Stimulating the Employe* 

As a means of uniting together the 10,000 employes of 
this house into one great army working for a single pur- 
po.se — the success ol the firm — The Macy Mutual Aid As- 
sociation has been organized. This /association provides a 
sick and death benefit, and as a means of assisting those 
who face temporary financial stringencies, carries a fund 
from which members may borrow, repaying their loans by 
weekly installments. 

There is also an employees' dining room, where food 
is served practically at cost, and a large rest room set 
aside for the women employees contains a piano and many 
ea.sy chairs. A hospital with nurses and physicians in at- 
tendance in case of sudden illness is another feature, while 
women employees are also provided with bathrooms, which 
may be utilized after working hours, if so desired. 

This care for the comfort of the working force has had 
the effect of inspiring loyalty in the thousands of em- 
ployees, and they give their best efforts to the affairs of 
the house. 

The Lesson of the Hour 

Looking again at the small store of Mac/s first estab- 
lished in New York and then at the modern structure, and 
considering the policies which have wrought for the mighty 
advance there represented, the corner stone of merchan- 
dising success comes before the mind's eye — locate where 
the opportunities of growth in population and demand for 
merchandise is sure to increase with time; treat every 
customer with courtesy and supply them with "quality 
goods;'' find ways and means of improving your service, 
being satisfied with nothing but the best, and keep grow- 
ing. Never be satisfied with present attainments, but strive 
for larger things. The end should satisfy the most am- 
bitious of men as the years roll by. 
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A Profitable 



Self interest demands that every 
house furnishing dealer in the 
New Industry trade shall read and study the ar- 
ticle on *The Future of Denatured Alcohol/' pub- 
lished in this issue. 

We have gone to considerable trouble and ex- 
pense to collect together the information published 
in the four pages devoted to the subject, chiefly be- 
cause denatured alcohol will undoubtedly be the 
fuel of the future and the utilities that bum it will 
be sold for the most part by house furnishing deal- 
ers. 



The importance of denatured alcohol is seen 
from the fact that if all our forests were to burn up, 
all our coal mines peter out, our oil wells go dry 
and natural gas cease to flow, the United States 
could produce all the denatured alcohol needed to 
light our homes, heat our houses and cook our food. 

Nor will the city department store be the chief 



profit-maker in selling denatured alcohol utilities. 
The country dealer will profit largely, because de- 
natured alcohol puts the country wife on an equal 
footing with her city sister, who has city gas at her 
disposal. 

We venture to say that within a comparatively 
short period of time there will not be a house fur- 
nishing dealer of any consequence in the United 
States who will not have alcohol utilities for sale 
in his store, and the ones who will profit most will 
be the ones who urge the sale of these goods now, 
while the industry is still in its infancy. The de- 
mand for household utilities employing industral 
alcohol is sure to increase to immense proportions 
within a very few years, and the dealers who benetit 
most will be the ones who anticipate this demand 
at once. 



Time and again, when reading over our 
daily batch of news items, we run 
Insured ? across mention of fires that have burned 
out house furnishing stores in various parts of the 
country, and as often as not we see the statement — 
"Loss $5,ooo, insurance $250," or some other ri- 
diculously small amount. Then, again, the entire 
absence of fire insurance is all too frequently in evi- 
dence. 

Of course, we sometimes see cases mentioned 
where dealers have gone to the other extreme and 
insured their establishments to the limit, and later 
suflFered arrest on the charge of having had an 
altogether too opportune fire. We take pains to 
mention this matter because there are those with a 
streak of humor in their composition who permit 
this unfortunate side of the case to blind their eyes 
to the importance of the subject. 

We will admit that fire insurance is a joke — that 
is, fire insurance is a joke, until an unexpected fire 
results in a total loss of stock, fixtures and invested 
capital, whereupon the "joke" becomes a calamity 
some business men have not the surplus capital to 
survive. But, whether or no, no business should 
be permitted to remain in jeopardy for an in«tant 
of meeting with that dead loss of capital a fire in- 
evitably entails. 

It is needless to add that fire insurance is a fixed 
charge in all well-regulated concerns, and for the 
sake of the negligent and forgetful, we urge every 
dealer in the trade whose business property is not 
now insured to attend to this important matter at 
once. Misfortune always finds us unprepared. 
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Is the Small 



Our leading article this month 



is devoted to a discussion of the 
Dealer Doomed? question. -Is the Small Dealer 
doomed?'* There are those who believe the mod 
em department store system is slowly but surel> 
driving the merchant with limited capital out of ex 
istence. 

Rut is it? 

We have our opinions on the subject, hut we 
would much rather have the opinions of the men 
directly concerned. 

The department store can only exist in cities of 
100,000 population and upwards, and such cities 
are not nearly as numerous as those running from 
10,000 to 60,000, where the field for the small mer- 
chant is as profitable as ever. 

Is the small dealer doomed? 

How can he meet the competition of the depart- 
ment stores and the catalogue houses and earn a 
good living these days? Let's have a hundred brief 
answers from as manv interested dealers. 



Talking with Mr. Mau- 

Opttmlsm Prevalent ,,,1 re 

•^ rice Block, of San 

on Pacific Coast Francisco, a well-known 

jobber of crockery, china and glassware, we were in- 
formed that there are no such signs of pessimism 
on the Pacific Coast as prevail in the East. 

"We have no use for the pessimist out in Cali- 
fornia," said Mr. Hlock. **ln fact, the Western 
man has such a dislike for the 'croaker,' and the 
fellow who is continually shouting hard times that 
he goes armed for the particular purpose of driving 
such individuals out of town. Throughout the 
West the country is prosperous and business is pro- 
ceeding in as great volume as ever. Our records 
for January of this year are far in advance of those 
of a year ago, and reports from our men on the 
road indicate that our spring business will reach 
larger figures than we have yet touched. 

**We cannot understand out our way why the 
Eastern business man is down in the dumps, unless 
it is that he has lost his nerve, or has been taking 
too seriously to heart the troubles of the Wall 
Street contingent. 

**We not only talk optimi.sm on the Coast, but 
we practice optimism, nor are we whistling to keep 
up our courage. lUisiness conditions in the West 
warrant the best that can be said for them, , and 
we believe the year vybS will be as good in a busi- 
ness way as any this country has experienced. 

**It seems to me that San Francisco has the best 



excuse of any city in the country for pleading pov- 
erty or talking 'hard times/ not merely because of 
the terrible fire which destroyed our city not long 
ago, but also because of the reign of graft from 
which we have only recently escaped. 

"I carry in my pocket something of which I am 
extremely proud, and show it with the same feeling 
that leads the Civil War veteran to show his hon- 
orable discharge from the army that fought to save 
tlie union during that troublesome period. This is 
a card showing that I served on the Grand Jury 
for thirteen months that had a hand in convicting 
Mayor Schmitz and sending him to states prison for 
his share in the political corruption that besmirched 
the good name of San Francisco, and bound the 
city hand and foot to a band of grafters, who had 
drained the city and its business men dry. 

'*! was one of the body of men who bore an ac- 
tive j)art in breaking the power of Schmitz, Ruef 
and the others, who had defied the decent men 
of San Francisco to bring them to the bar of jus- 
tice. I was ofiFered bribes and threats, but 1 am 
thankful to say that the Grand Jury on which I 
served was composed of men who did their sworn 
duty Jto the city without fear or favor, and who, by 
convicting Schmitz and his partners in crime have 
set an example the business men of other cities of 
the country may well follow. 

"The average business man is altogether too neg- 
ligent in regard to his political duties and his ob- 
ligations as a public-spirited citizen. The primaries 
offer an opportunity to all decent men to get to- 
gether and break up the gang ntle which character- 
izes the political situation in almost every large 
city in the United States, and yet business men 
for the most part never attend a primary election, 
but permit the professional politician to nominate 
for office those who will do their bidding and sup- 
port the graft system of city administration, which 
is everywhere a recognized evil. 

**If American business men were as good patriots 
as they are captains of industry, we should see a 
great change for the better in the administration 
of muuicipal, state and national afiFairs, and 1 am 
also inclined to believe that the panicky conditions, 
which marked the close of 1907, could thereby be 
prevented from occurring again in the future. 

"In any case. Western business men believe that 
optimism and the restoration of confidence is an 
obligation every American patriot owes his coun- 
try, and we believe we are meeting our obligations 
all along the line in a manner that demonstrates 
we know how to practice what we preach." 
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THE GOSPEL OF OPTIMISM 

"Blessed are They Who Preach Optfanlsm, 
For They Shall Inherit the Earth" 




I E have no apologies to make for thus 
paraphrasing one of the Beatitudes, 
for certainly there is ground enough 
for asserting the Optimist is blessed 
above all other men in these days of 
business conservatism. That he will 
inherit the earth — meaning his proper 
share of its material rewards — goes 
without saying, for it is always the 
man who sees no obstacles in the path- 
way to success who reach- 
es the goal he seeks. We 
have no doubt that every 
member of the trade de- 
sires to surpass all former 
records in the volume of 
business transacted during 
the year of 1908, but we 
have grave doubts of his 
attaining his desire if he 
lacks faith in his ability to 
do so. 

In December we said, 
"The United States was 
never in a more prosperous 
condition than it is to-day, 
and the future is bright, 
bright, bright." In Janu- 
ary we said, "Buy, Mr. 
Buyer, buy — make your in- 
ventory early in January, 
and push in your orders as 
soon as possible. Dilatory 
buyers will be sorry enough 
who fail to heed our ad- 
vice." In February we 
said, "To those who need 
to be shown, surely Janu- 
ary has given evidence 
enough that there is ground 
for abunilant confidence as 
to the future, and the time 
13 now ripe for the Opti- 
mist to resume his right- 
ful position of authority 
throughout the country." 
In March we assert, with 
all the strength that is in 

us, that, in spite of 1908 being a Presidential year and the 
successor of a year ending in general business depression, 
1908 will undoubtedly close with new trade records establish- 
ed in the United States. Here in the East a spirit of "blues" 
at present prevails, but this wave of business depression is 
headed for the Atlantic Ocean, and the commercial weather 
man informs us that we may look for fair weather and 
clear skies in the very near future. 



To Visiting Buyers:- 

q The booth of the House Fur- 
nishing Review, at the House 
Furnishing Goods Show, is con- 
veniently located and is for your 
special benefit. 

4 You are not only invited, but 
urged to make it your head- 
quarters; make appointments to 
meet your friends there; use the 
easy chairs, and, in fact, use the 
booth as if it were your own. 



Buyers io New York 

Talking with Mr. S. C. Mead, Secretary of the Mer- 
chants' Association of New York, regarding the influx of 
buyers and out-of-town merchants to New York for the 
Spring buying season, we are informed that the nimiber 
of buyers who have registered at the Association head- 
quarters is next to the largest in the history of the As- 
sociation, and almost three times as many as registered 
during the corresponding number of days during July and 

August of last year. These 
visitors represent all class- 
es of trade. 

"Wc may fairly deduce 
from this large registration 
of buyers," said Mr. Mead, 
"coming as they do from 
towns west of Pittsburg 
and Buffalo, and represent- 
ing only a part of the ac- 
tual number of buyers who 
visited the New York mar- 
ket during February, as not 
all who come to this city 
register here, that business 
conditions throughout the 
West are sound and the 
demand for merchandise 
as great as ever before. In 
fact, all the buyers who 
register with us come fill- 
ed with enthusiasm over 
the business outlook in 
their section of the coun- 
try, and you must remem- 
ber that they represent the 
biggest houses of the West 
from Chicago to Oklahoma. 
"From our records we 
know that nearly 2,000 buy- 
ers have come to New 
York during February, and 
how many more we cannot 
tell. As about one quarter 
of this number represents 
new business firms, and ex- 
perienced local merchants 
will tell you that each buy- 
er spends $10,000, you can figure up for yourself the large 
amount of money which has come to New York so far 
this year, the new firms contributing at least half a mil 
lion dollars to the coffers of local jobbers. These figures 
are not so important, however, as the fact that business 
is good throughout the West, and Western merchants are 
(Concluded on Page 52.) 
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E. N. BELL. 



L. J. BRILLHAKT. 



C. H. DU BOIS. 



WELL-KNOWN MEN OF THE ROAD 

Knights 'of the Grip Known to the House 
Furnishing Trade In the United SUtes 



P UGENE M. BELL, of Philadelphia. Pa., is well known 
to house furnishing dealers in New Jersey, Delaware, 
Maryland and southern Pennsylvania, and is on the road 
for the Atlantic Stamping Company. Rochester, N. Y. 

Mr. Bell has spent his entire business life among the hard- 
ware and house furnishing trade, beginning back in 1900 
with the Enterprise Manufacturing Company, with whom 
he continued until the vicissitudes of fortune led him to 
join the emissaries of a Philadelphia wood and willowware 
company. Since Mr. Bell has been with the Atlantic 
Stamping Company, he has been wearing the "smile that 
won't come off," and he is an ever welcome visitor among 
the trade he visits. 

C. H. Du Bols 

/^ NE of the best known travelers among the large cities 
^^^ east of the Missouri River and in Canada among the 
house furnishing trade is Cyrus H. DuBois, who has been 
connected with the W. G. Browne Manufacturing Com- 
pany, of Kingston, N. Y. since the latter part of May, 
1905.. 

Before becoming a member of the "Browne" forces, 
Mr. DuBois had been calling on the drug trade. He 
saw the *'crror of his ways," however, and having duly 
repented, turned his back on dispensing goods to cure 
man's ills, and began to energetically assist the house 
furnishing' trade in doctoring up the "weak spots" in the 
kitchen — the work-shop of the home. 



L. J. Brilhart 

f F ENTHUSIASM counts for anything in salesmanship, 
and some assert it docs, then Mr. L. J. Brilhart, man- 
ager of the Chicago office of the Republic Stamping and 
Enameling Company, Canton, Ohio, is one of the most 
successful salesmen in the trade. 

Mr. Brillhart says the Republic people are the finest 
people he ever worked for, and the ware they are making 
the best in the world. Perhaps these statements may ex- 
plain why he was first of all in sales last year, and looks 
forward to a bigger record of sales during 1908. 

Mr. Brilhart has had ten years experience on the road 
as a salesman, was with Marshall Field & Company of 
Chicago three years, and he has been with his present 
firm two years. 



THE QOSPEL OF OPTISIM 

(Concluded from page 51.) 

not afraid to stock up with all the goods necessary to sup- 
ply their Spring and early Summer requirements. 

"We feel that the fact 1908 is a Presidential year may 
cause a certain degree of commercial conservatism, but 
as for commercial depression we see no signs of that any- 
where in sight — on the contrary, we feel that confidence 
has returned throughout the West and that the outlook is 
all that could be desired." 
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The quarters occupied by the Lalance & Grosjean Man- 
ufacturing Company, at 19 Cliff Street, New York, were 
burned out on January 31st. The company had occupied 
these premises for upward of thirty years, solely for of- 
fice and salesroom purposes. The fire has put the com- 
pany to but little inconvenience, and a temporary office 
has been equipped at 56-58 Fulton Street. The company 
has arranged for a permanent location to be occupied ear- 
ly in March, having taken a floor in the new Barclay build- 
ing, Broadway and Duane Street, which will be fitted up 
in an elaborate manner as an office, with sample and sales- 
rc»oms attached. 

The report that Nicholas H. Col well has been appointed 
receiver of the Hardware & Woodenware Manufacturing 
Company, of New York, is modified by the fact that the 
receivership is expected to be only . temporary, and a plan 
is now under way whereby the full payment of the com- 
pany's liabilities and a successful continuance of the busi- 
ness will be provided for. As soon as its financial affairs 
can be adjusted, it may be expected that business will be 
continued as successfully and on as large a scale as here- 
tofore. 

John H. Ohlerking, 40 Dearborn Street, Chicago, ;i 
well-known sales agent, has consolidated with S. T. Smith, 
of Chicago, and the firm name has been changed to Ohler- 
king & Smith. They carry a complete line of hardware 
and house furnishing specialties. 

The Eisler Manufacturing Company has been incor- 
l^orated Jit Rochester, N. Y., with a capital of $1,500, to 
manufacture hardware. The directors are Chas. Eisler, 
James L. Brewer and Horace G. Pierce, all of Rochester. 

The Noepel Hardware Specialty Company has been in- 
corporated at Harrison, N. J., to manufacture awnings, 
hardware supplies, etc., with a capital Of $50,000. The in- 
corporators are Wm. C. Woost, 41 Florence Avenue; Fred- 
erick Riecke, 140 Harrison Avenue; Napoleon B. Sanford, 
607 Harrison Avenue, Harrison, N. J. 

The Mothers' Congress Doll Company, Wilmington, 
Del., has been incorporated with a capital of $50,000. The 
incorporators are William W. Whitney and John Wen 
gef Keller, Philadelphia; M. L. Mead, Waynesburg, Pa. 

In accordance with their usual custom, the H. W. Johns- 
Manville Company held a convention of its branch manag- 
ers, in New York, from January 29th to February ist. 
The managers of the various branches of the company 
throughout the United States were present at the meeting 
and a general discussion of the business affairs of the 
company took place. As a fitting wind-up of the con- 
vention, .1 banquet was given to the managers at the Union 
League Club, on Friday evening, January 31st. The con- 
vention was pronounced a decided success by all present. 

The Lisk Manufacturing Company, Canandaigua, N. 
Y., and the Reed Manufacturing Company, of Newark, N. 



Y., have resumed operations, and from present indication; 
the troubles of the company are a thing of the past. 

The Xevv Century We.\thek Strip Company has bee;i 
iiicorporated at Camden, N. J., with a capital of $30,000, to 
n'anufacrure wood, iron and steel weather strips, shelf 
hardware, etc. The incorporators are R. G. Reed, E 
Truxall, N. A. Henry, all of Camden. 

The American Wringer Company, Auburn, N. Y., has 
resumed operations. 

The Monitor Sad-Iron Company, Big Prairie, Ohio, 
has been incorporated with a capital of $50,000, to manu- 
facture self-heating sad-irons. 

The Blackhawk Screen Company, Waterloo, Iowa, hai 
been incorporated with a capital of $10,000, to manufac- 
ture screen doors and all kinds of screens. Those in- 
terested are Bertha M. Patterson and C. W. Hutton. 

The French-American Toy & Novelty Manufactur- 
ing Company, New York, has been incorporated with a 
capital of $10,000. The incorporators are Marie Lewko- 
wicz, 532 Dean Street; Luke Levy, 377 Munroe Street, 
Brooklyn; Barrett Cohen, 66 E. io6th Street, New York. 

The Rochester Non-Rust Tinware Company, Roches- 
ter, N. Y., are now located in their new plant where they 
are well equipped to fill all orders promptly. 

The Love-Cochran Manufacturing Company, Greens- 
boro, N. C, has been incorporated with an authorized cap- 
ital of $15,000, to manufacture washboards, buckets and 
step-ladders. The incorporators are W. E. Cochran, E. C 
Love and W. H. Love. 

The California Basket Company has been organized 
at Sacramento, Cal., to manufacture all kinds of baskets, 
pails, paper and merchandise. The incorporators arc 
Freeman B. Mills, W. C. Walker, G. H. Cutter, J. L. Na- 
gle and F. J. Fitch. 

Nichthauser & Levy, the well-known manufacturers of 
kitchen household ware and ornaments, have incorporated 
with a capital of $80,000. The incorporators are D. Her- 
man, Brooklyn; W. B. Logan and H. L. Moses, New 
York City; Mr. William Nichthauser, president; Mr. Isi- 
dor Levy, treasurer. 

The Vandalia Toy Company, New York, has been in- 
corporated with a capital of $15,000, to manufacture toys 
and similar articles. The incorporators are Albert Mul- 
ler, 14 E. 8ist Street; Louisa Schramm and Martha 
Schramm. 

The New York Standard Ash Can Manufacturing 
Company, New York, has been incorporated with a capi- 
tal of $5,000, to manufacture ash cans, metal wash-tub 
covers, etc. The incorporators are Abraham L. Horn, 
Katie Horn, Jacob Goldman, 236 E. loth Street, New York. 

The Jackson Woodenware Company^ of Atchison, 
Kans., have incorporated under the laws of Missouri to 
manufacture woodenware at Penrose and St. Francis, Ark. 
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ASK THE DEALER. 



A. H. Heisey & Co, inc. 

NEWARK, OHIO. 

New York Sample Room Baltimore Sample Room 

No. 25 West Broadway 122 West Baltimore St. 

A. A. Bean, Agt. H. S. Bokee, Agt. 

Philadelphia Sample Room 
1035 Market St., T, Downs, Jr.. Agt. 
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The Ionia Pottery Company, of Jackson, Mich., re- 
ports that 1907 was the best year in the company's history. 
The prohts will be put into extensions. The officers were 
unanimously re-elected as follows: President, Fred Cut- 
ler, Jr.; vice-president, Royal A. Hawley; secretary-treas- 
urer and general manager, Harvey Kidder. The prospects 
are good for further increase in business in 1908, and the 
plant is now being operated to its fullest capacity to take 
care of its orders. 

Callaway, Hoock Si Francis, one of the largest crock- 
cry dealers at Salt Lake City, Utah, have signed a lease 
running fifty years on a handsome concrete b.iilding, which 
will be ready for their occupancy about September ist. 
The ground floor and basement will be occupied by the 
ciockery firm, and they will have one of the best appointed 
stores in Utah. 

An association composed of superintendents and fore- 
men of the potteries in the Ohio Valley district at East 
Liverpool, Ohio, has been organized for the purpose of 
"Education and Protection," and it is planned to have tech- 
nical addresses delivered before the association, either 
monthly or fortnightly, to be followed by discussions which 
should prove helpful to the members of the association. 
The officers are : President, John Stamm, National Chind 
Company; vice-president, Robert J. Meakin, Hall China 
Company; secretary, Joseph F. Manor; treasurer, Silas M. 
Ferguson, United States Pottery Company, Wellsville, O. 

The Imperial Glass Company, Wheeling, W. Va., has 
resumed operations in full. The Imperial closed down 
shortly before the holidays, and the large number of or- 
ders since accumulated will give employment to about five 
hundred persons. 

The Bradshaw Pottery Company, at Warren, Ohio, has 
resumed operations, the plant having been idle since Sep- 
tember 1st. 

The attention of the trade is called to the fact that A. 
H. Heisey & Company, the well-known manufacturers of 
fine table glassware, whose factory is located at Newark, 
Ohio, have moved their New York office from 42 West 
Broadway to 25 West Broadway. The office is in charge 
of A. A. Bean, who will also look after the New England 
district. 

A visit to the New York office of this concern will well 
repay all buyers of glassware, as their line of Colonial 
glassware. Diamond H., and other well-known lines in- 
clude a splendid variety of goods well qualified to build up 
tiade and to oflFer large profits to the discriminating buyer. 

The Mohgadore Stoneware Company has been incor- 



porated It Columbus, Ohio, with ^a capital of $15,000 by 
Wallace Pero, Daniel Wise, John P. Hall, H. B. Bixley 
and Jam^s W. Poulson. 

The Block Queensware Company, Hot Springs, Ark., 
has enjoyed such an increase in business as to warrant the 
remodeling of their store, and the putting in of a new 
front. The alterations will give this company as fine a 
iuoking establishment as there is in Hot Springs. 

The Fostoria Glass Company, at Wheeling, W. Va., 
has resumed operations, including the new factory and the 
cutting shops. 

The D. L. Melick Pottery Company, Zanesville, Ohio, 
has been organized with a capital of $10,000, by P. L. Mel- 
ick, Georgv- W. Owens. Frank L. Crary, John W. Kropp 
and John J. LeRoy. 

The Salem China Company, Salem, Ohio, has resumed 
operations, the plant having been idle since the holidays. 
L'uring the shut-down a number of repairs were made to 
pFant, including the installation of a new sprinkling ap- 
paratus. 

The Akron China Company, Akron, Ohio, has increas- 
ed its capital from $150,000 to $250,000. 

The Perrysville Pottery Company, Mansfield, Ohio, 
will increase its capital from $25,000 to $50,000. 

The Kenton Glass Sign & Novelty Company, Kenton, 
Ohio, has been organized with a capital of $10,000. R. 
D. Turner and othersi are interested. 

The Elite China & Glass Company, of Portland, Ore., 
has been incorporated with a capital of $1,500. The in- 
corporators are Harold Lange, W. F. Breidenstein and B. 
F. Sinshcimer. 

HiGGiNS & Seiter, china and glass dealers at New York, 
X. Y., have moved into their new twelve-story building, 
56-58 W. 22nd Street, and show one of the largest stocks 
of china and glassware ever exhibited in America. 

Burr Bros., Rockford, 111., will shortly occupy an ad- 
joining building, and the new department will be used 
largely for a crockery and glassware section soon to be 
added. 

The Restaurant China Company, too Washington 
Street, Chicago, 111., has been incorporated to manufacture 
china, glassware and silverware. Capital, $10,000. The in- 
corporators are R. L. Shepherd, K. Neale and W. H. Beck- 
ran. 

Cochran, Drugan & Company have incorporated with 
a capital of $15,000, at Trenton, N. J., to deal in and man 
ufacture pottery. The incorporators are Andrew Cochrai 
and Samuel Drugan. 
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Quick 



Profits 



[ountaiii Freezers always have kept 
t stock on the quickstep. Easy to 
luse your customers all know them 

^j -_^— :ation. This sedLSon they 
u^ill be easier thatn ever. The famous triple motion 

White Mountain 



Freezers 



Freeze the Cream Quickest 

Brinj the Profits Quickest 

Bring You More Customers 

Keep You More Customers 

One of those lines with a good name so well established that they 
help tone up an entire stock. Help sell other goods. 

Bring Larger Profits, Too! 

Place them in a conspicuous spot. Say a pleasant word about 
them now and then. You will be surprised at results. 

THE WHITE MOUNTAIN FREEZER CO. 



Manufacturers of Freezer Perfection 

NASHUA. N. H. 
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Francis J. McNicol has resigned his position as buyer 
c: house furnishing goods, china and toys for Wise, Smith 
& Company, of Hartford, Conn., and has taken charge of 
the same department for Reid & Hughes, Waterbury, Conn. 

E. H. Bentley, buyer of house furnishings, china, toys, 
sewing machines, trunks, etc., for Trask, Prescott & Rich- 
ardson Company of Erie, Pa., resigned February ist to 
take effect April ist, and will accept a position April ist 
with The Columbus Grocery Company as manager of a 
part of their chain of twenty-six stores in Columbus, Ohio. 
Mr. Bentley makes this move on account of ill health, and 
will probably return to the house furnishing lines at the 
end of the year. 

J. V. CoNKOR will shortly open a new department store 
in Mansfield, Ohio, and will handle all lines of general 
merchandise, including clothing, shoes, dry goods, millinery 
and household utensils. 

Extensive preparations are being made for the opening 
cf the new 13-story building of the Maison Blanche De- 
pp, rtment Store, at New Orleans, La. The structure is one 
of the mo5t modern in the South, and was erected at a 
cost of $1,500,000. The first five floors will be employed 
for selling purposes, the other stories being used for of- 
fices. 

M. S. KoPF has recently accepted a position as a house 
furnishing buyer for Gimbel Bros., Milwaukee, Wis., and 
is well equipped by his previous experience to attain good 
spccess in his new berth. He was assistant to Mr. Dalgren. 
of A. Rothschilds & Company for two years, prior to 
which time he was with Ed. Bcltz, of The Famous Depart- 
ment Store, St. Louis, and has also been connected with 
Hillman's, of Chicago, for seven years. He has a repu- 
tJition for being a hustler, and his many friends wish 
him success in Milwaukee. 

The name of the new concern of which George D. 
Sleigh is the head, and which has been established to con- 
tinue the business of Carter & Cooley store, in Spring- 
field, Mass., will be the Carter-Cooley Company. Asso- 
ciated with Mr. Sleigh is J. Otty Morrell, for the last 
twenty years connected as manager and buyer with sev- 
eral of the leading department stores in Canada, and re- 
cently resigned such a position with the Murphy-Gamble 
Company, of Ottawa. 

The O'Gorman Company, Providence, R. L, who until 
recently conducted a large department store and has been 
in the hands of receivers for several months, have been 
adjudged bankrupt. The liabilities of the concern are 
placed at $460,000. 

The p. J. Young & Company, New Brunswick, N. J., 
will add a house furnishing department to their store 
when they move into their new quarters. John A. Ayers 
will assume charge of the new department. 



Carl Kalfman, who recently retired from the Wasser- 
man, Kaufman & Company, will shortly open a new de- 
partment store in Sacramento, Cal. 

A. S. Bkager has been admitted to partnership by his 
father, Albert A. Brager, who conducts a department store 
in Baltimore, Md. 

Nathan-Dohrmann Company, wholesale and retail 
dealers in crockery and house furnishing goods, have leas- 
ed the large new building on the very prominent corner 
of Geary Street and Grant Avenue, facing Union Square, 
in the very center of what is to be the best retail district 
of the future San Francisco. The building, here illustrat- 



nathan-dohrmann company s building. 

ed, is not entirely completed as yet, but so anxiouy was 
the firm to get its wholesale department and force of work- 
ers downtown, and in from their isolated location on El 
Dorado Street, that they have already taken up their quar- 
ters in the new store. The ground floor will be occupied 
by the retail department when completed. This will be a 
very spacious department, and the firm promises to spare 
no expense in making it elaborate and complete. At pres- 
ent the retail store will remain out on Van Ness Avenue, 
where the best class of trade still assembles, and here it 
will remain at least until after next Christmas, although 
by that time it may be operated merely as a branch. 

Cox & Lafferty, of New York, have opened a special 
department devoted to a handsome display of imported 
china, an 1 glassware. A visit to the new department will 
well repay all dealers interested. 
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AN IRON FOR EVERY PURFOS& 



ECONOMY 
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No. 10. Tourist Iron 



In former days woman was compelled to iron the entire washing with one 
style of sad iron — the same size and shape answered for sheets and towels or 
linens and laces. The modern woman demands household utensils that will 
make her work simpler and easier and that will do the work right. We have 
filled this want by producing 

k SAD IRON FOR EVERY PURPOSE 

This means that where the average woman was formerly content with two 
or three of the old style irons, she now is not satisfied until she has a complete 
set. This means more business for the dealer who handles Asbestos Sad Irons. 



No. 50. Flounce Iron 




No. 66. French Set 



No. 570. Familj Cabinet 

This set consists of one pressing iron, two laundry irons, one flounce iron, 
one sleeve iron, one tourist iron, and three asbestos lined steel stands, put in a 
case of nicely polished hardwood with brass trimmings and with apartment for 
each article of the set. 

OUR lEW NOUSENOLO SET lO. 196. As a result of our year's of experience 
we pronounce this set the most complete and best adapted for general house- 
hold purposes. This set consists^^of two laundry irons, pressing iron, flounce 
iron, French polishing iron, and sle'^ve iron, with two asbestos lined stands, a 
waxer and cleaner, all packed in a nec^ white pine box. 

These are only two of our very comprehensive line, all of which is illustrated 
and described in our catalogue which is y>purs for the asking. 



A HOT 
IRON 



A COLD 
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No. 70. UimdrySol 



THE DOVER MANUfAaURING CO. 

Sole Nek.k«r« ^wvd Pek.t«nt««« 

CANAL DOVER.. OHIO. 
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DURABILITY 



AN IRON FOR BVKRY PURPOSK 



SIMPUCITY 



We extend an urgent invitation to really live buyers — those who are in busi- 
ness for profit, not for glory, recreation or philanthropy— to visit our booth at 
the House Furnishing Goods Show, and get acquainted with our representatives, 
our goods, and our profit compelling business methods. 

WE 00-OPERATE WITH THE BUYER 



First: By furnishing perfect sad irons — sadirons that satisfy, that create 
business, that are easily displayed, easily advertised and easily sold. 



No. 40. Sleeve Iron 



Sectional View. Showing Scientific Construction 

Second : We guarantee a reasonable profit to the dealer by establishing 
and maintaining fixed minimum prices, therefore no dealer handling Asbestos 
Sad Irons is in any danger of being undersold. 

Third : Practically every woman who reads has been made acquainted with 
the merits of our goods, by the thousands of dollars we have spent in general 
advertising. 

Fourth : We furnish the dealers with a handsome quarter sawed or flemish 
oak display table or enameled steel display stand, valuable illustrated ideas, 
with decorations, signs and other materials, for window and interior display, 
liberal quantities of literature and electrotyped advertisements. 

Lack of space prevents our more than touching briefly on our methods of 
co-operation, and we shall be pleased to go over the entire matter in detail with 
buyers who will visit our booth. 

THE DOVER MANUFACTURING CO. 

Solm Ma.k«r« and Pa.t«nt«es 

CANAL DOVER. OHIO. 



No. 80. ProMing Iron 




No. 18. Tottriat Set 
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THE JACOB J. VOLLRATH MFG. CO. 



HOME SHEBOYGAN, WIS. o«,ce 



Branch Office 

New York ^j^ Chicago 



"VOLLRATH" 

ENAMELED WARE 



IN 



STEEL - and - CAST IRON 



Majestic 
Ajax 



'A . 



White and White Imperial HoUowware 

Special Blue X and XX 

New Idea Maslin Kettles 
Stove Reservoirs 
Sinks 

Cuspidors Cuspidors 

Spittoons Spittoons 



World's Largest Exclusive Sheet Steel and 
Cast Iron &iameled Ware Manufacturers. 
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HOUSE FURNISHING GOODS SHOW 



""W^' 
^:^ 



SEASON OF 1908 



Hdd at the Grand Central Palace. Lexington Avenue and 43rd Street. N#iw Yorlr 
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'Pii'.i.isHKKs' Note: The attention of buyers is called to ilu- aiinoiincenients of these firms elsewhere in this issue 
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New Home of "Elite" Enamelware 

The following short history of the concern which han 
dies and markets the leading enamelware, Rothschild, Mey- 
ers Company, will interest many dealers in the trade, as 



obliged to move to a Broadway corner, 395 Broadway, 
where they occupied seven thousand square feet. This en- 
larged space only served their purpose for two years, how- 
ever, and another move had to be made in 1903. This 
time to 524 Broadway, corner of Spring Street, where their 
floor space was twelve thousand square feet. 

They have now taken a long lease in the magnificent 
new building at Spring Street, two hundred feet east of 
•Broadway, where they occupy twenty thousand square feet 
back of their old quarters. 

Their business is in such excellent conditions that Broad- 
way corners are no longer required. Everybody knows 
**Elite" Enamelware, and everybody looks for it and knows 
where to find it. We congratulate the "Elite" people on 
their last move, and wish them the success which they So y 
well deserve. The trade values them for their fair deal- x^^ 
ing and for the superior quality of "Elite" enamelware. ^ 

The Vandy-Handy Clothes-Pfn Baft 

The Vandy-Handy Clothes-Pin Bag we illustrate in this 
column is undoubtedly the best and most useful clothes- 
pin bag that has ever been invented. Soiled clothes pins 
can ruin an entire, wash, and the disposal of them while 
hanging out clothes has always been a problem The Van- 




will also the cut of their new building which serves to 
illustrate this article. Rothschild, Meyers & Company 
started business in 1900, occupying about six hundred 
square feet at 568 Broadway. Their business had increas- 
ed to such an extent the following year that they were 



dy-Handy Clothes-Pin Bag saves all the troubles house- 
wives have ever had with clothes pins, and every house- 
wife who sees one is so delighted with its merits that she 
buys it on the spot. 

The most successful method of selling the Vandy-Han- 
dy Clothes-Pin Bag, and trying out its merits, is for deal 
ers to demonstrate them in their store, and make them a 
feature of their advertising. The consequence has always 
been in such cases that the clothes-pin bags have sold 
like the proverbial "hot cakes" and a steady demand cre- 
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afed for this excellent article. 

As will be seen- from the cut, the bag may be hung on 
thej clothes-line or by the side of the window, and clothes 
pins are put in through the wire mouth at the top or tak- 
en out of the opening at the side of the bag, which always 
faces the housewife while she is using it, and cither opera- 
tion requires very little effort. 

The Vandy-Handy Clothes- Pin Bag is made to sell ai 
25 cents each, and not 10 cents as announced last month, 
owing to an unfortunate typographical error, and is worth 
more than the small sum which it sells for. This article 
offers good proffts to dealers, and we feel no hesitancy in 
recommending that every reader of The Review, who is 
not already familiar with this article, should write at once 
to the Vandy-Handy Manufacturing Company, Newark, 
N J., for full details in regard to their proposition. 

C. W. Packer's Standard Ice Cream Freezers 

The "Old Reliable Standard" maintains its popularity a^^ 
the leading first-class freezer. Its introduction many year^ 
ago created a revolution in the manufacture of freezers, is 
popularizing their use where heretofore ice cream was a 
luxury only enjoyed to a limited extent. The simplicity 
of construction and adaptability to the purpose required 
ai once won for it a prominent and permanent place in pub- 
lic favor. The **Standard" has had many imitators but 
no equals. Expense is not spared in the manufacture ; num- 
erous improvements have been introduced, and strength, 
durability, neatness and efficiency are prominent points, 
also the perfection of the mechanical arrangements guar- 
antee the freezing of cream, fruits,* water ices, etc., in the 
shortest time and most satisfactory manner. 



ice cream, also the largest amount it is possible to makf 
from the quantity of cream used. 

The cans are made of the best quality extra weight 
tinned steel plate. Tubs of selected seasoned white cedar, 
free from defects. Inside castings tinned, outside cast 
ings galvanized. Malleable iron fittings used on tub. 

The detachable hinged cross-bar, containing the gear- 
v.heels, may be removed or turned over by unfastening :i 
single hook or bolt on the front. 

The "Standard" freezer is made in sizes suitable for 
family use; is very easy to operate, and will produce ice 
cream, etc., equa> to that prepared by the most, experienc 
ed confectioner. 

Manufactured by Chas. W. Packer, at 409 Commerce 
Street, Philadelphia. 
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ADJUST/MJL 

Trojan Shade Haiis:ers 

The merchant of to-day, who does not handle adjustable 
window shade hangers and other meritorious accessories 
to an upholstery department, cannot make claim to pro- 
gressiveness, and is overlooking a source of revenue. Un- 
doubtedly the most conspicuous among adjustable shade 
hangers :s the "Whitmore." This hanger is hung by means 
of two small hooks, and it reduces the inconvenience of 



^WHITMORE ADJUSTABLE 



SHADE, HANGER 



The ice cream making power of a freezer is in the beat- 
er or dasher and the amount of agitation produced by it 
within the can determines the quality and quantity of the 
ice cream. The beater of the "Packer" freezers is con- 
structed with vibratory scraping-bar, deflectors, cutters and 
lifters of a form peculiarly our own and unlike those used 
in other makes of freezers. 

Our patented automatic double-acting vibratory scraper 
adjusts itself closely to the inner surface of the can (where 
the freezing commences), removing the frozen cream as 
rapidly as formed, whilst the deflectors, lifters and cutters 
force the unfrozen portions to the sides of the can, causing 
"continuous action" upon the cream, by which the maxi- 
mum amount of agitation is secured and the cream is thor- 
oughly beaten, insuring rapid and uniform freezing and 
producin;j the smoothness and richness requisite in good 



shade-hanging^ to a minimum. It is only necessary to 
drive the hooks in the casing, without heed to the exaci 
spot, and insert the hanger with shade attached. Every- 
one who has ever hung a window shade with the common 
brackets has experienced the annoyance attendant upon 
getting the brackets in just the right spot; while trying 
to hold the shade, hammer, screws and brackets at the 
same time. This trouble is all eliminated when the Whit- 
more Hanger is used, and the job is done quickly and 
properly. 

The adjustable feature of the hanger makes it possible 
for the user to preserve the width of his shades when they 
are a little wider than the windows, and it enables the 
dealer to make sales of shades which he would otherwise 
lose when the customer does not know the exact width of 
his windows. The hangers are adjusted to the shades be- 
fore leaving the store and any novice can hang them. 
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The Alcohol Oas Flat Iron 

We illustrate on this page a self-heating alcohol-gas flat 
iron manufactured by George L. Marion Manufacturing 
Company, 129 Front Street, New York City. As will be 
seen by the illustrations, the flat iron is one of the best 
and most economical offered for sale in the United States, 
and it has many striking advantages. 

It is absolutely safe and clean, the heat is uniformly dis- 
liibuted over the entire bottom surface. It is ready for 
.use in from three to four minutes after the alcohol-gas is 
ignited. 

No wire or rubber tube attached to some fixture on the 
wall are require, such as aref necessary in using electrici- 
ty or the ordinary hand iron. It may be carried from 
room to room, as each iron generates its own gas. It can, 
therefore, be used in country districts where it is impos- 
sible to procure gas or electricity, or where a fire cannot 
bi- obtained. The housewife can do her ironing during the 
hot weather out of doors under the shade of the trees, 
while the cost of operation is far less than the cost of coal 
and wood necessary to heat the old-fashioned flat iron, 
because practically all the heat generated in the alcohol 
gas flat iron is utilized, while only a small percentage of 
the heat from the stove can be used. 

Ladies who desire to press the creases out of ribbons, 
expensive lace, shirt waists, etc, in their rooms in hotels, 
or boarding houses, or when traveling, will find this flat- 
iron a great convenience. Dressmakers using the alcohol 
gas flat iron, when employed at the homes of families, and 
who work in the upper part of the house, can save the 
U bor and time necessary to descend to the kitchen to heat 
the old-fashioned irons. The hand is protected from the 
heat by an insulated plate, as shown in the illustration, 



thus keeping the hand perfectly cool during the continuous 
use of the iron. 

According to reports made by Charles Barnard, in charge 
of the housekeeping experiment station at Darien, Conn., 
the cost of operating the iron continuously in regular laun- 
dry work was found to be about three- fourths of one cent 
an hour with alcohol at fifty cents a gallon; calling a day's 
work in the laundry eight hours, the cost for fuel for one 
iron would be ten cents. As the same iron can be used 
continuously, the Alcohol-Gas Flat Iron prevents all waste 
of time and traveling needed when the ordinary flat irons 
are used, as two irons must be used alternately, in the lat- 
ter case, one being heated while the other is in use. The 
self-heating iron, therefore, saves loss of time and labor, 
footsteps, and its superior ease of management, its fine fin- 
ish giving an easy rapid motion, and its uniform heat 
would also make an estimated saving of twenty per cent 
in the time of doing a given amount of laundry work. 
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purchaser of a high grade machine will be highly pleased 
and look to the concern who sells the machine for all 
sewing requirements, and when the machine is sold on 
lease, the frequent weekly or monthly payments brings 
them to the seller's store, which undoubtedly results in a 
considerable increase in the customer's purchases in other 
lines. 

The Standard Rotary Shuttle Sewing Machine isi 
advertised in the largest and best women's magazines in 
the country; the Ladies' Home Journal, Delineator, 
Woman's Home Companion, Ladies* Home Journal Style 
Book, ami the Housekeeper. These mediums reach three 
million subscribers monthly, or ten to fifteen million 
readers, who are continually being educated to the Stand- 
ard Rotary quality, which will eventually result in the 
Standard Rotary becoming the most popular and easiest 
selling machine in the world. 

The Agency for this machine is already considered a 
very valuable asset by the large Eastern concerns who arc 
so fortunate as to have the exclusive sale, of the machine 
in their cities. A golden opportunity awaits many in the 
large cities of the Southern and Western States, who 
are equipped to sell high grade sewing machines at quality 
prices. 

The Standard Sewing Machine of Cleveland, Ohio, 
offers exclusive agency to reliable, pushing concerns, and 
cc-operaie with their agents in establishing and operating 
sewing machine departments according to improved methods 
as well as in advertising them. The profits derived from 
handling this machine will be very large and valuable and 
will be easily obtained by all Standard representatives. 

Dealer should write to the concern as above for further 
information in regard to this sewing machine. 

Knapp's Hardware Specialties 

We call particular attention, to Bullards Carpet Stretch- 
er, made by George S. Knapp, Bridgeport, Conn., which is 
the most complete and practical article made for stretch- 
ing carpets. 



A very interesting advertisement will be found among 
the succeeding pages which illustrates how this carpet 
stretcher works. It will be seen that the instrument is 
simple, strong and effective, and is as useful to the pro- 



fessional carpet layer as it is to the average household. 

Another excellent article made by Knapp is his Gravity 
Broom Holder illustrated in* this column. The Broom 
Holder is one of those useful articles every housewife 
wants as soon as she sees it, and both these articles are 
trade winners of such a character that the house furnish- 
ing department is incomplete without them. 

They are excellent articles to use for demonstration, and 
to draw trade to the store, and we recommend that dealers 
write to Knapp for full particulars concerning his proposi- 
tion. Prices will be found to be right, and terms to deal- 
ers are especially attractive. 

Tribble's Display at the Show 

A. L. Tribble, of Boston, Mass., are planning to have onc- 
of the most striking and interesting displays of clothes 
lines, mops, and twine, making altogether the largest as- 
•sortment of this class of goods ever placed on exhibition. 
in connection with their exhibit, they will put up machin- 
ery making clothes lines on the spot, showing to buyers the 
methods of manufacturing such goods. 

This exhibit will be one that every buyer who is in New 
York should look for, and those who are not able to visit 
the show should write for full particulars regarding the 
excellent line of goods manufactured by this company. 

The Boss Washer 

The accompanying illustration represents the "Boss" 
v/asher, made by the Boss Washing Machine Company of 
Cincinnaci, Ohio. Its design originated with them and it 
is constructed so as to do the washing by a principle pat- 
terned from the old-fashioned washboard (which has been 
the mode of washing since the early ages) and has been 
acknowledged to be the easiest and most satisfactory meth- 
od of cleansing clothes quickly and with no injury to the 
garments. 

This method, however, permits the operator to cleanse 
but one garment at a time, while with the "Boss" washer, 
a quantity of them can be washed at one time and quicker 
than by hand. There are a great many washing machines 
on the market, of various designs, but which are not built 
on the rubbing and squeezing method of cleansing the 
clothes, and are washing machines in name only. 

The principle and general construction of the "Boss" 
washer is, that by turning the hand wheel, the two rub- 
boards on the inner side of the machine will oscillate in 
opposite directions, the clothes being between them, and 
by their action gently rub and force the water through ev- 
ery fibre, removing the dirt as cannot be done with any 
other device. The upper rub-board adjusts itself within 
elongated bearings, so that one garment can be washed a 
quickly and easily as a quantity. 

The "Boss" washer is the only machine that has an ex- 
tra chamber below the two vibrating rubbers, and in which 
chamber all dirt and lint, as it separates from the cloth- 
ing, will settle, with the result that all garments when 
washed in a "Boss" washer are left in an absolutely sani- 
tary condition. 

This is a very essential feature in washing and cleansing 
clothes and is a point which the manufacturers of the 
"Boss" considered indispensable in the construction of their 
machine. The machine is built of Louisiana cypress 
throughout, which is the most substantial lumber used in 
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Do you want the Refri8:erator trade of your town ? If you do, then you must sell the 

ite Frost Refrigerator 

because it is the one, and only one. Refrigrerator that is strictly sanitary 
in every respect. Look at it. and note. 

li is a beautiful piece of furniture, spotless outside and inside as the 
pure, driven snow, or finished in a rich srolden oak. 

It is a metallic refrifirerator, cylindrical in form, made of gralvanized 
sheet steel, and provuled with IH inch air space between walls; thor- 
oughly insulated with Maltha and Asbestos, the combination of which is 
recosrnized as the best material for insulation thst has been discovered— 
certainly the most expensive. Solid brass trinrniin^rs. 

It cannot shrink, swell, warp or decay. There is not one bit of wood 
as larse as a toothpick connected with it in any manner. 

It is coated with enamel inside and out (exceptinsr the ice chamber.) 
and this enamel is thorouarhly baked on. 

It is the handiest Refrigerator made. Has revolving shelves; no 
reaching over a pitcher of milk or jabbinsr a sleeve into a dish of butter. 
Just turn the shelf and everythinar is in front of you. The shelves are 
made adjustable, can be raised, lowered or removed, and replaced in a 
minute. Shelves are made of wire and beautifully tinned. Lisrht and 
strone. with no surface to catch the drippinsrs from an accidentally upset 
dish, but are always clean. 

It is sruaranteed to maintain as low a temperature and as dry an 
atmosphere in the proviskm chamber as any refriirerator made, and owinar 
to scientific circulation, as well as thorough insulation, it is a ^reat saver 
of ice, therefore the most economical Refrigerator. 

Is handsome enough in appearance to adorn 'any room in the house. 
And*it is everlastinsr in Ecrvice. 

Sells on sigrht, and every one sold brinsrs another customer. It is the 
one Refrigerator that appeals at. once to the desires of the buyer. It is 
reasonable in price, and is, therefore, the Refrigerator all the people want. 

Send today* for our literature and prices—you cannot get close to a 
good thing any too soon. 



tI 



"Dear Bob. I want you to buy me a 
White Proat Refrigerator/' 



I ^Metal Stamping Co., si? Mechanic st., Jackson, Mich, i ■ 



TRADE PUBLICATIONS 

GARWOOD.— The J. H. McLain Company. Canton, 
O. A handsome 32-page catalog illustrating many artistic 
Resigns in steam radiators, mantels and open fireplaces 
usiitg gas, artificial or natural for fuel and furnishinj? 
steam for heat. The mantels can be placed anywhere and 
require no flue. The catalogue will be a revelation to 
many dealers. 

CATALOGUE NO. 2.— Forbes Chocolate Company, 
Cleveland, O. A catalog containing such necessary house 
frrnishing specialties as a tack and stub puller, Glasbrite 
for cleaning v/indows, fruit jar openers and other articles 
which find immediate sale among housekeepers. The 
catalog is well worth possessing. 

HIGH ART STATUARY.— The Boston Plastic Art 
Company, Boston, Mass. A handsomely illustrated cata- 
log showing many beautiful designs in art statuary in- 
cluding reproductions from antique, mediaeval and modern 
sculptors, busts, bas-reliefs, statuettes, animals and vases 
of a character well calculated to increase the trade of any 
crockery and glass store, or similar department in a de- 
partment store. 

METAL SPECIALTIES.— Forsyth Manufacturing Com- 
pany, Buffalo, N. Y. A handsomely illustrated catalog 
showing the well known "Forsyth** line of bath room ac- 
cessories, hardware specialties and Eureka Garment 
Hangers. The catalog has just been issued and should be 
in the hands of every house furnishing dealer. 
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"Oh! SO EASY !"— Dt>dge & Zuill, Syracuse, N. Y. 
Booklet describing how and why thqir Easy Washing 
Machine makes the work of washing clothes a pleasure 
ii: stead of drudgery. The booklet is interesting, well il- 
lustrated and convincing. 

"BEATS THE GRINDSTONE."— Royal Mamifactur- 
ing Company, Lancaster, Pa. Booklet describing Alun- 
dum. a grinding material which is the hardest, sharpest 
and most durable known, being nearly as hard as the dia- 
mond. The Royal Company illustrates several of their 
different grinding machines, the stones of all of them being 
made from Alundum. 

BAG CATALOG. — Excelsior Implement Company, 
Troy, N. Y. Booklet describing and illustrating all kinds 
of bags made by this company, from automobile rolls, tire 
covers and tube bags, bags for bricklayers, hand protect- 
ors, tool bags, a cutlery and silverware roll down to two 
styles of grass-catchers for lawnmowers. The booklet in- 
cludes many articles of interest to the trade. 

ONE-PIECE BREAD PANS.— The August Maag Com- 
pany, Baltimore, Md. These bread pans are intended for 
bakers' use, and may be banded together in sets as many 
pans to the set as desired. Brands may also be had 
stamped in the sides of the tins. The line is interesting, 
and includes every kind of bread pans used by bakers. 

WHITE FROST REFRIGERATORS.— Metal Stamp- 
ing Company, Jackson, Mich. Booklet des<iribing and 
illustrating an excellent line of round metal refrigerators 
and ice chests. The line is a sanitary one, and has sev- 
eral striking features worth finding out about. 
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Trade Winners 

For Successful Buyers 

As A SUCCESSFUL AND PROGRESSIVE BUYER, you are always looking for 
• TRADE WINNERS. Our Business is the making of Specialties that win and 
HOLD trade, because Xh^y satisfy customers. We show you below ONE of our 
FEATURE LINES. We Make Others just as good that will meet YOUR Require- 
ments—as well, if not better. We have helped others— WHY NOT YOU ! 

IF YOU ARE WISE, YOU WILL GET POSTED 



The Only Successful, Practical and Durable Cake Molds Made are 

The Van Deusen Cake Molds 



They Require 
No Creasing 

because they have 
openings covered 
with slides, through 
which a knife is in- 
serted and the cake 
loosened, as easy as 
from the loose bot- 
tom pans, and being 
made solid, they will 
not get out of order 
and leak batter, as 
the loosebottom pans 
do. They possess 
every advantage 
claimed by any other 
make and are far 
more practical and 
durable. 



Thousands in 
Daily Use. 
Your Customers 
rAre Included 
In This List 

'and we would refer 
you to such for a ver- 
dict as to their merits 
ascompared with any 
other m ak e, And 
while they possess 
more real merit, and 

, give better satisfac- 
tion, my prices will 
enable you to sell 
them cheaper than 
any other make of the 
same quality of tin. 



We have demonstrated and sold these useful household articles in many sections, and in every case perfect 
satisfaction has resulted from our efforts. We know there are many dealers in house furnishing goods who 
have not yet put our goods in stock and we have a SPECIAL OFFER to make that no dealer claiming to be in any 
way up-to-date can turn down. 



"CHAPMAN'' SPECIALTIES OFFER BIG OPPORTUNITIES FOR MAKING MONEY 
House Furnishing Dealers Write To-Day For Prices and Particulars 

M.,.f.ctu,«i by Q ^ CHAPMAN, GENEVA. N. Y. 
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The Famous 

Stillman Safety Lamps 

Absolutely Safe 

A Steady Seller 

Try Them, Mr. Dealer 

Prices Right 

Discounts Good 

Send for Circular 

STILLMAN SAFETY LAMP 
COMPANY 

43 CORTLANDT ST.. New York 



GET IN RIGHT 
THIS SEASON 

Get my Prices and Sample before 
buying 

Nurseries 

I have price, variety and quality. 

Every Nursery thoroughly tested and 
shipped one in a case. 



JAMES R WOTHERSPOON 



N. Y. Rep] 



240 North Front St., PHILADELPHIA 

itstWe: P. Cakpbntes. No 8 Chambon Street, New York. 



Screen Doors 

AND 

Window Screens 



THE CONTINENTAL COMPANY 

DETROIT. MICH. 



7650 NEW YORK DEATHS 
CAUSED BY HOUSE FLY 



Special to The Journal. 

New York, Dec. 18.— Seven thousand, 
six hundred and fifty deatlis are caused 
annually in New York city by the coni- 
mon house fly. The figures are given in 
a report to Governor Hughes by Dr. 
Daniel C. Jackson, bacteriologist of the 
water bureau. Compilation was made 
from a study of the habits of the fly 
and the way in which victims contract- 
ed fatal attacks of typhoid and intes- 
tinal diseases. 

'*The time of greatest prevalence of 
flies,** says the report, **was in the 
three months beginning on July 1, and 
ending on Oct. 1. Corresponding ex- 
actly, deaths from intestinal diseases 
rose above the normal, culminated at 
the same high point and fell off with 
a slight lag at the time of the gradual 
subsidence of the prevalence of the in- 
sect.*' 



"BOSS" WASHER 

WHY IT IS MORE PROFITABLE TO SELL THAN OTHERS 

The **BOSS'* is widely advertised for the benefit of the dealer, creat- 
ing a constantly increasing demand for it and making it a ready seller. 

Every *'BOSS" sold makes a pleased customer, and acts as a sort of 
silent salesman, leading to the sale of others. 

THE ••BOSS*' IS ENTIRELY DIFFERENT FROM 
OTHER SO-CALLED WA&HERS ON THE MARKET 

The * *BOSS' ' is the only washer constructed on the principle of cleansing 
clothes by RUBBING andSQUEEZING-by the latter forcing the water 
through every fibre and removing the dirt as cannot be done by any 
other device. This has been acknowledged the only true and satisfactory 
principle for washing clothes since the early ages. 



The **BOSS*' washes quicker and with better results, anything from 
large heavy pieces to the finest fabrics, including laces and silks, and is 
GUARANTEED to do so without the least injury to such. 

The **BOSS** is the only washer having a special chamber where the 
dirt and lint accumulate when separated from clothes, preventing this 
matter from becoming continually stirred up and coming in contact with 
clothes, as is the case with all other types of washers. 

The **BOSS" is made in three sizes, for large and small families and 
hotels and laundries. 

IT WILL PAY YOU TO WRITE FOR 
CIRCULAR ••H** AND ORDER SAMPLE 

Address the manufacturers 

THE BOSS WASHING MACHINE CO., CIndnnatI, 0. 
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Subocribera may insert want advertiBonents, such as may be approved by the 
publisher, in THE HOUSE FURNISHING REVIEW, free of chanre. Adver- 
tisements for this department must be received not later than the 16th of the 
month. 



AGATITE MENDS AGATE WARE-Does it right, too! 
■^ Stands the hottest fire. Won't burn off if pan boils dry. 
No acids or solder used. Guaranteed pure. Price $12.00 gross: 
ISC size. Try a gross. — J. S. Longhurst, Jr., Lyn brook, N. Y. 

A HIGH GRADE SPECIALTY SALESMAN desires to rep- 
-^ resent in Greater New York a manufacturer with a good 
line of house furnishing goods. Have sold this trade for years 
and am personally acquainted with the jobbers and department 
store buyers. At present employed by one of the largest com 
panics in the line, but am looking for bigger possibilities. Ad- 
dress Successful, care House Furnishing Review. 

A RELIABLE MANUFACTURER of tinware in Philadelphia 
*^ has several good men covering Pennsylvania, Baltimore 
and Washington. Would like to take up a good line on a com- 
mission basis in connection with his own, on account of his line 
being short. Address Manufacturer, care House Furnishing 
Review. 

DUYER AND MANAGER of House Furnishing Goods and 
*^ Toys desires to make a change. Ten years' experience in 
present position, city of 85,000 populatioi>. More references if 
needed; could take charge of advertising also, if desired. Ad- 
dress E. D. T., care House Furnishing Review. 

DUYER AND MANAGER of House Furnishing Goods, China, 
'^ Glass and Toys desires to make a change. Fifteen years of 
steady experience in cities of 25,000 to 85,000 population. Have 
been five years in present position. Can furnish best references. 
Address "Steady," care of House Furnishing Review. 

pANADIAN AGENCY WANTED— We would like to estab- 
^ lish connections with several American manufacturers of 
household articles for introducing their goods in Canada. Our 
large organization and our well established mail order business, 
together with our ability to carry a large stock, fits us admirably 
for promoting the sale of goods. Send catalogues and lowest 
wholesale prices. Address Tarbox Bros., 274 Dundas Street, 
Toronto, Ont. 

CXPERIENCED BUYER wishes to make change; has made 
■*-' good in every engagement. Too small a department rea- 
son for desiring change; can furnish Ai references. Address 
Make Good, care House Furnishing Review. 

IT AVE YOU A SON OR DAUGHTER?— Do yo.i want to 
^^ give them a chance to earn some money? We will pay them 
a liberal cash commission for subscriptions to The House Fur- 
nishing Review. The work is easy and entirely respectable. 
Ask for particulars. Address Circulation Manager, The Housi: 
Furnishing Review. 

HOUSE FURNLSHING BASEMENT FOR RENT— in finest 
department store in North Carolina. Size. 40x125, com- 
pletely equipped with fixtures for china, glass and house furnish- 
mgs. Practically no live competition. Address, the Meyer's 
Company, Greensboro, N. C. 



pOSITION WANTED as buyer of house furnishings and 
china. Have had eight years' experience in New York City's 
large department stores. Excellent references. Address H. D, 
care House Furnishing Review. 

pOSITION WANTED— Assistant buyer of House Furnishing 
^ Goods desires a position. Five years' experience in large 
department store carrying $50,000 stock. Feel confident of tak- 
ing full charge of small department carrying $25,000 stock or 
more. Can furnish best of references. Address A. P., care 
House Furnishing Review. 

CIDE LINE WANTED— Am calling on Hardware and House 
^ Furnishing Goods trade. Want a good specialty on com- 
mission. Address T. E., care House Furnishing Review. 

CIDE LINE OFFERED— To salesmen calling on house fur- 
^ nishing goods buyers we oflfer an opportunity to increase 
their income easily. Article is \\ell known; sample can be car- 
ried in pocket. Liberal cash commission. Address B. E. A., 
care House Furnishing Review. 

'TRAVELING MAN WANTED to sell our new game as a 
^ side line on commission. Sold to department stores, sta- 
tioners and to all lines. Liberal commissions and exclusive ter- 
ritory given. Write at once A. H. Warner & Company, Bris- 
tol, Conn. 

IITANTED — A few live representatives to sell our Patented 
*'' Sad Irons to retail and jobbing trade on commission basis; 
good position to right parties. Address Patent Sad Iron Com 
pany. Department A. W., Reading, Pa. 

117 ANTED — Agency for Eastern States for large lines of 
'* house furnishing goods. Am equipped with ground floor 
salesroom, basement and lofts, and will carry large stocks. Am 
already representing good firms, but have room for more. Ad- 
dress L. E., care House Furnishing Review. 

lU ANTED — A few good live representatives to sell our Re- 
liance Mop Wringer to the retail and jobbing trade on 
commission basis. Address Lee Chair Company, Wringer Dept., 
Oneida, N. Y. 

117 ANTED— Buyer of China, House Furnishings, Dolls and 

^* Toys, Trunks and Traveling Bags, and Silverware; ten 
years' experience in Central Western States, large cities, de- 
sires position in East or extreme Western territory. Address 
Experienced, care House Furnishing Review. 
117 ANTED — We are manufacturers' agents, and have splen- 

^^ didly equipped offices and salesrooms for handling all kinds 
of house furnishing goods and hardware specialties. We have 
a strong selling force; new lines desired. Write Harper, Spen- 
cer & Joys, 420-422 E. North Ave., Milwaukee, Wis. 
117ANTED — Salesman calling on House Furnishing Goods, 

^^ Crockery, and Glassware dealers to sell as a side line an 
article that can be carried in the pocket. A big seller. Good 
commission. Address Bucosh, 41 Doyle Avenue, Providence, 
R. I. 
1I7ANTED — Position as clerk or ad. writer and window dress- 

'" er. Am familiar with furniture and house furnishing bus- 
iness. Seven years* experience with a concern handling both 
lines, 22 years of age, can speak French and can furnish first- 
class references. A. J. B., care House Furnishing Review. 




[OXTfilES] 



BULLARD'S IMPROVED 
CARPET STRETCHER 

This carpet stretcher is compact, always 
ready for use, and the most practical ar- 
ticle made for stretchlnir carpels. It is the 
cheapest on the market, showing: lanre 
profits to dealers when retailed at 50 cents. 
It is sellinsr in largre quantities, and gives 
the utmost satisfaction to customers. 




XjAteflit Ck,iOL<SL 



Fifir. 1 shows Car- 
pet Stretcher ready 
for use: Fijf. 2 
shows how to use 
lever to brinsr car- 
pet in place, and 
Fig. 3 position 
ready for nailinar. 



>0t. 




GEORGE S. KNAPP. 



ManufaLOturec of 
HaLrd^vBLre Specl«Lltles 
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MR. BUYER 

Tl Your trade demands the best goods at the lowest cost. Why don't you de- 
mand the same? Hundreds of department store buyers through the country 
will tell you that their business in statuary has increased from S(^ to 5005^ 
since they started to handle our line. 

THINK IT OVER 

^[ Would it not pay you to look over our line of Statuary at the House Fur- 
nishing Goods Show — where our Manager, Mr. Greenblatt, and our representa- 
tive, Mr. Bernstein, will be pleased to make your acquaintance, and where you will 
be able to see one of our sculptors making original models in clay. 

*[ Our line of statuary consists mostly of staples— smart subjects that sell every 
day in the year and suitable for every class of trade. It is the originality and 
the coloring of our goods that catches the trade. The quality that holds them. 

H As we have our sculptors continually making new subjects, you are alvrays in 
the lead with exclusive goods when you deal with us, as all our original subjects 
are copyrighted. 

THE BOSTON PLASTIC ART CO. 

67-73 Sudbury St, BOSTON, MASS. 

HAVE YOU OUR CATALOGUE 7 



WHAT'S THE USE 

selling cheap refrigerators at small profit when your 
customers /r^/^r to pay you twice as much for the 

LEONARD CLEANABLE 

"Madt In Brand Rapids." That's one reason why 
'they want it. Round corners; polished oak; nickel 
trim; nine walls; porcelain lined. People read 
about them in the magazines. We sell only 
through the trade and help our dealers with 
advertising matter. 

New York •ale«room and warehouse. 
94 Beekinan 8t., A. U. Macadams. Mg-r. 

6i Ri REFRI6ERAT0R COif grand rapids, mich. 
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The Pearl 
Suit and 

Skirt 
Hanger 



Suit Skirt 



Sold and used 
by 4000 Firms. 



On demonstra- 
tion in all lead- 
ing stores. 

Per 100 

S«H lUsim, IIO.SO 

Sidrt Banlcrs, 8.S0 

Kods, 12" font, 7.M 

" W " 8.M 

•• 24" " IO.M 



Th« Economy Closet 
Rod, U8«d in conjunc- 
tion with the Pearl 
Hanffere, will help to 
keep the closet neat 
and orderly. 




Diamond 
Hanger 

Suit Huwer For Men 

Holds the oi- 
tiresuit. 



FREEMAN 

1504 Montgomery Ave. 



$17.00 per 100 
Sold at 25c each 

Jobber or direct. 

Write for 
Catalogue 

Carson, PntiB. Sgott 
A Co.. of Chicago, say 
they consider The Pearl 
Hansers the best on 
the Ruurket, and lind a 
ready sale for them in 
their wholesale and re- 
tail departments. 

SCOTT 

PHILADELPHIA 



SILVERDIP 



The Old Way 



CLBAN5 GOLD AND SILVER 

NO RUBBlNa ''JUST A DIP" AND irS POLISHED 

5ilverdlp is guaranteed not to injure the finest metal 

nor the hands, is free from add or poison, contains 

no grit to scratch the most delicate surface. 

66f % Profit lor the Dealer 

We furnish plenty of clever printed matter. 
Write us for particulars about demonstrations. 



SILVERDIP 

137 West 23rd Street. 



COMPANY 

- • NEW YORK 




BISSELL'S "CYCO" BEARING SWEEPERS 

SEASON 1908 
OVER. SIXTY DIFFERENT STYLES 



Write for our Exeter 
Offer, the most libera 1 we 
hoLve ever made at this 
season of the year. H 



The largest and most complete lino of carpet 
sweepeis ever offered to the tr&de, sizes ranging 
from ths baby toy to the mammoth Hall machine. 
We UlustroLte herewith a few of our leading brands. 



BISSELL CARPET SWEEPER CO. 

GR.AND RAPIDS. MICH. 

(Largest and only exclusive carpet sweeper makers' 
In the world.) 

BRANCHES t 
NEW YORK LONDON. ENGLAND 

NIAGARA FALLS. ONT. PARIS. FRANCE 
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THE ELECTRIC 
WALL PAPER CLEANER 



COST FOR AN ORDINARY ROOM : 

16 rolls new wall paper (a 20 cto. jper roll, $3:20 (^ 
Wall paper hanger, lOcto. per roll, - • $1.60 ^ 

Or 1 pkge. Electric Cleanser at 1 5c. or - .25 

The cliff erence per room - - 



$4.80 

.25 

$4^45 



That's our story in plain ft^rures. It's a common sense business 
proposition that appeals to men and women who want their homes bright 
and cheerful, and who want to be economical. 

The ELECTRIC cleans wall paper, painted and calcined walls brisrht 
as new. It is practical, economical, and any child can use it successfully. 

The Electric WblII PaLper Cleaner will dean .side 
wblUs and celling of 12x12 room from one package. Re- 
tails e^t I5c. Write /nr ^ricts and particulars. 

ELECTRIC CLEANSER COMPANY, 
Canton, Chio. 



The Best Ooimter Seller on the Maricet ii tiie 



4C 



Perf eetion'' Faaeet Cushion 



leit 
p 



tnooih Fkaeet 
ireaded Ikneet 



NO CHIPPED OR BROKEN DISHES 

A boon to the housewife— consisting of a rubber cushion, 
which slips over the end of the faucet, preventing any- 
thing in hand from striking the metal. Anyone can 
readily comprehend its utility in the 

KITCHBN, LAUNDRY, LAVATORY, BATB AND BAR 



OHLERKINO k SMITH 

Exclu<tive Sales Asr^nts 

40 Deart>om Street 
Chlcasro. III. 



Pa«k«i Ml tmwkVuF 

csHt MaUiaiag tw« 4«Ma 

••••H64 e«sfcf«BS 



"ANDREWS SPECIALTIES" 

Are Patented, High Grade Househimishing Necessities 

Made to Please the Customer. Sell Easily 

and Pay Good Profito 




THR "ANOROCK" 
Carpet Beater 

*'So ea«7 on ttie wrlit/' 

TIM liTelieit beater 
made. 

LlTely in use and a 
Urely seller. 



Send for new catalogue 

ANDREWS WIRE & IRON WORKS, Rockford, III. 
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THE KNORR 



PATENT APPUED FOR 



IRONING BOAR.D 

^=50?^ Profit-No G>me-Back8=^ 

IF The Knorr Ironing B<mrd is the cleverest labor saTing 
device of its kind on the market. It combines in one com- 
pact design a shirt-waist board, a sleeve board and an iron- 
ing board for all general purposes. 1[ The clamping device 
is the strongest, simplest and best made, holding the board 
firmly in place, making it stable as a rock, yet the clamp will 
not mar the table or shelf to which it is attached. 1] The 
Knorr Ironing Board is made in three sixes — Infants', 
Children's and full sixes, all one price. The full sised board 
measures 29x30 in. and is strongly constructed of Idln-dried 
' ^hke woedt fully reinforced u nd e rn ea th and built on honor. 
Our printed matter furnished to dealers makes 

QUICK SALES 

Terms and particulars from 

The KNORR Ironing Board Oo. 

415 SfMStt St.| RMlMstor, R. Y. 




The Cleaner Rug 

and 

Carpet Beater 

PATBNTBD MARCH 1908 

Most Perfect and Effective 
Wire Dust Beater Made. 



Made from the Very Best 

Spring Steel Wire 

That can be formed in the shape required. 



Six wires in the head where they 
are heeded. 

Four wires only in tlie sliank where 
more are worse than useless. 

The shanks are elastic, will bend 
thousands of times without breaking. 

Twisted in and always out of handle 
^eatly strenj?thens the wires directly 
at the handle, the weak point in all 
beaters, can be guaranteed never to 
break at this |)oint. 

ONK wire goes through the 
handle, is bent back and driven into the 
handle, and handle can never come off. 

A BLOW IS DIVIDED OVER A URGE SPACE 

I*^OS Catalogue sent on application . 



HOLT LYON CO., Tarrytown, N. Y. 



CHI-NEE 
CLOTHES SPRINKLER 



Sprinkles Clothes Evenly and Neatly 

Holds a Pint of Water 

Fills Through the Corked Handle 

Is Str«n j and Durable 

Saves Time, Trouble and Wet Hands 

Interests Every Housekeeper 

Send for Samples and Prices. 

SYRACUSE STAMPING COMPANY 

SYRACUSE, N. Y. 



The Silent Door 

There's a lot of Summer com- 
fort in the screen door, and the 

••DIME** 

SCREEN DOOR. 

CHECK 

allows the door to shut noise- 
lessly. It is simple, effective. 
Pig. 1. inexpensive. 

The closing door (fig. 1) throws the rubber bumper to 
position (fig. 2). The door rebounds slightly. Then it closes 
without jar (fig. 3). 



Pig. 2. 



Pig. 3. 



Sold by dealers in hardware and house furnishing goods 
everywhere, 10 cents. Sent by mail, 12 cents. 

CALDWELL MFG. CO. 

No. 3 Jonea Street. ROCHESTER. N. Y. 
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Every Buyer of 

CARPET SWEEPERS 

Ought to Know 

That the National Sweeper Company makes a line 
of sweepers listing in price from $18.00 to $54.00. 

That every sweeper in the line is superior, point 
by point, to any other made. 

That Nationals are made in the most complete 
sweeper factory in the world. 

That Display stands and other sales helps are 
furnished. 

That shipments can be made promptly — ^in a hurry 
if need be. 

That every one of the sweepers in a shipment is 
packed securely in dust proof, heavy carton. 
' That the finish is right — that every detail of the 
sweeper is right — and ihat the price is right. 

ONE OF THE TRIPLE MEDAL UNE. 



There's something new in carpet sweepers that IS 
new — ask us. 

^^ 
Get in early. Write to-day. 

NATIONAL SWEEPER CO. 

98 WARREN STREET, NEWARK, N. J. 
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DO YOU HANDLE 

■^i"» BRASS 



HRE PLACE nXTURES! 

YES? 

IT Then you have never had a better opportu- 
nity to purchase Andirons, Fire Sets, and 
Fenders, than now. 

H If you have our catalogue, make up a list of 
your requirements for Spring or Fall, and we 
will eqter your order now and give you the 
advantage of the present metal market. 
H We will deliver when you say so. 

ANDIRONS, FENDERS, FIRESETS, CANDLESTICKS, 
DOOR KNOCKERS and HARDWARE SPECIALTIES. 

MILFORD, 
CONN. 



Th Rostand Mfg. G>.^ 



THE 



Royal Inverted Gas Burner 



New Goose Neck type Inverted Barner employing 
new needle valve 

GUARANTEED 

To work satisfactori- 
ly on both natural and 
artificial gases. 

To work under all 
pressures 

TO arive hiRhest can- 
dle power Hirht per 
cubic foot consump- 
tion of gaa 



WILL NOT 

Flash-back, flicker 
nor carbonize 

PRICES 

Not higher than you 
expect to pay— may be 
lower , 

Write for inrormation 
pamphlet B 



No. 300 Koval 



Manufactured by 

MANHATTAN SCREW AND STAMPING WORKS 
67th Street and West End Avenue, New York 






K.SMJOTFiTS 

FOR 

DOLlSiDdBEIRS 

Have resulted in immediately 
increased sales. As a matter 
of fact, they 

Have Created 
A R^evolution 



in the sale of Dolls. 



$1.00 
LOO 



$3.98 



Add a Dollar Suit of Clothes . . . 

To a Dollar Doll, and you have a - . 

Three Dollar and Nine-Eight Cent 
combination that will sell faster 
than you had thought possible . . 

Ask Your Fellow Buyers. 
Many buyers found this out in 1907. 
Do not miss this opportunity in 1908. 

Our New Line is Ready for Inspection, 

KAHN (Si MOSSBACHER 

Makers of Doll Outfits 
779 Broadway, New York Gty 
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THEfOOLEY 



THE 




vvARPET BEATER 

Will Make Trade 

It is perfectly constructed, retains 
shape, and wears well. Handles will 
not turn or come off. 

We also manufacture Suit Hangers, Pants 
Hangers, Pot Lid Holders, Calf Weaners, Hose 
Supporters, Hat Racks and other Wire Novelties 

Special Prices for 1908. Agents Wanted. 

Good Profits. 



Cooley Mf^ Co., 



103-IOS S. Canal St 
CHICAGO, ILL. 



VANDY-HANDY 



CLOTHES-PIN BAG 

PATBNTBD FBB. 19TH, 1907 



VANDY 

by 

Name 



RIRK S ad CvIM Inm HDLDEn 



4 

^ 



and Coriii^ Iron I 

The Best 10c. Seller 
off its Kind Ever 
Offered to the 
Trade 



Nickel Plated, Highly Polished. A Necessity in 
Every Well Apjwinted Bathroom. 



ALSO A FULL UNE OF TAPE MEASURES 



HARRY D. KIRK, 5-17 W. Madison St, Chicago. III. 




HANDY 

by 

Nature 



^ 



VANDY-HANDY 

TRADB MARK 

A Unique. Practical. Inexpensive and Profitable 
article for holding Clothes-Pins which ycu and 
your Customers will be pleased with. 

EXPLANATION 
The clothes-pins are put in through the v^ire mouth at the top 
and taken out from the opening in the side of the bag, which 
always faces you while it is in use on the line or at the side of the 
window. 

The VANDY-HANDY is made of strong material and has a 
capacity for holding 200 Clothes pins. 

Get them on your counters soon. Display them 
and they will sell themselves. 

VANDY-NANIIY MFS. CO., Itwark, N. J. 



BATH ROOM ACCESSORIES 

Attractive in Deugn— Strong in G>nstniction 




Made of 
BRASS, 

Heavily 

Nickel 

Plated 
and 
Highly 
Polished 




CATAI-OOS ON REQUEST 




AMERICAN RING CO., ^S;* Waterbury, Conn. 

Mmnulaicnirera of Caat and Wrought Brass Colonial Candleaticka, 
Brass Upholstery Nails, Curtain Pole Trimmings, etc. 

MANGH UmCBS ^ j^,^ jjq j^.^ g,. Sm Fraacltco, 1122 Bbi St. 



GOOD EASY SELLERS 

CORK EXTRACTOR. 
CRO^¥N OPENER 
and SEAL LIFTER 



No. 4 Wood TulM 

No.4^Motal 
Tubs 

1 or 3 dos. on a 
eard 



C. T. Williamson Wire Novelty Co. 

58 Badger Avenue, NewarR, N. J. 
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NEW PATENT 

GEM 

TEA AND COFFEE 

STRAINER. 



Samples and Price List Mailed 
on Application. 



No. 1 No. 2 

SOLE LICENSES FOR 

EASLEY'S PA TENT LEMON JUIC E EXTRACTORS 
30 Patterns of Match Safes and Ash Receivers for Safety Machines 

Sole kimt for the United States of the 
Union Safety and Paraffin Matches. 

PATENTED HOUSE FURNISHINO SPECIALTIES 
M. LOEWENSTEIN, 71 Washington Square, South, New York 

FomMrljr West Fourth St. 



No. 3 




We are the 

Largest Manufacturers 

of 

Nursery 
Refrigerators 

in the Worid 

Our larsre factory and the recent installation 'of new machinery enables 
OS to place these goods on the market at 

THE LOWEST PRICES 

Each one iruaranteed, packed with mineral wooU and each packed 
separately, insnrinff eaie d^very. 

Write for PrloM 

QUAKER TINWARE MFG. CO., 32-34 Bank St, Philadelphia 



THE **KORKER" 
SINK AND POT CLEANEB 

Stamped from heavy 
sheet steel Shovel part 
about 4 inches square. 
Brush at side aids in 
gatherinsr up refuse 
matter. 



THIS SEED 
aUARD OABE 

'f And all other stylet of 

BIRD 
CAGES 

are made by 

O.LINDEMANN&CO. 

35-37 Wooster St. N.Y. 

Catalog rarnithcd to the 
Trade 



DfALEIIS! -s 


^ 


Order 


This advertU- 
ing appears in » 
the Spring * 


1 ^ 


32 FEET Now 

"""''^ Write 


issues of the g 
"DeUneator" d 
with 1,000,000 


1 / 


^ For 
\ Prices. 


circulation. | 


M^ \^ 


THE M 


ARTCROSS COMPANY 


40 Dearborn St. 


Chicago, III. 



"ANCHOR" SINK 

AND = 

TOILET BRUSHES 

(WIRE OR WOOD HAMDLES) 

Most Sanitary Brush on the market, 
as they are made without the use of 
PITCH, CEMENT or soldering the tin 
ferrules. The brush that can be cleaned 
in boiling water without distributing 
itself all over the sink and down the 
drain. Best selling 5c and 10c line. 

Send for Catatogne and Prict List 

PHIUP FOGARTY & CO. 

229 Miller Ave.. Brooklyn. N.Y. 




Manufacturers of COTTON 

FLOOR MOPS, DISN MOPS, 

CLOTHES LINES, ^^^ Manufacturers 

Twines, Yarns, Rope, Calking, Wicking, Waste 

ESTES MILLS 

Successors to J. H. BSTES & SONS 




FALL RIVER. MASS. 
New York OfTice: 97 Warren Street. Tel. 351! Coitlandt 
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GLASS FREEZER FOR HlfiH CLASS TRADE 

NDARD" ICE CREAM FREEZ 

Easily Operated 

Simple in Construction 

Rapid and Efficient in Work 

Well Made, Strong and Durable 

CHAR.LES W. PACKER. 



409 Commerce Street. 



Philadelphia 




HAMMER 



STERLING 




Good household necessities. Perfect in finish and material. **The Browne Line from 
Kingston.*' Will yor send for our booklet and let us tell you about it. The '* Cyclone " Egg 
Beater, Cream Whipper and Mayonnaise Mixer is a wonder. Let us send you a sample. 



THE W. G. BROWNE MFG. CO- 



Kingston, N. Y. 






CYCLONE 



NONE SUCH 



STAR 



CYCLONE 



^ 



m^m-* 



A Few 

of Our 
Specialties 

WE haveJ^ others 

SEND FOR. CATALOG 



Clayton & Company 

421.427 Kent Avenue 
BROOKLYN. NEW YORK 







Komi Green Painted Porch Curtain 

ALL SIZES ALWAYS IN STOCK 

4x8 5x8 6x8 7x8 8x8 9x8 10x8 12x8 8x10 10x10 12x10 

Fitted with Rope and Galvanized Iron Pulley Ready to Hang. 
Guarantee Tag with Each Curtain. Painted with the Best 
Material Known to the American Market. 

R. H. Comey Company, Camden, N. J. 

PHILADELPHIA: 1200 Chestnut Street CHICAGO: 810-24 Washburn Avenue 
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THE FOUNTAIN LAWN SPillNKLER 



Made of Brass 
No Moving Parts 
No Oil-No Bust 

More Beautiful 
Than a Fountain 

ASK ANY JOBBER 

Or Send for a 
Sample 

Postpaid at Whole, 
tale Price. 



BETTER 



MADS 

KNOWN 

LIKCD 



THAN EVER 

The Handsome 

DISPUY EASEL 

IS FREE 

It Has Done Mach 
to Make 

Ike Foontain Sprinkler 

a SHCcesa and a 
Profit Mrlnser 
for yoH. 



The STANDARD STAMPING CO.. Marysville, Ohio. 

V. S. A. 






Every Dealer 
Should HoLve a 
Stock of 

HAWKEYE-\ 



REFRIBERATOR 
BASKETS 



These practical baskets have a ready sale, motorists, 
picnicers, etc., find them unsurpassed for keeping lunches 
m palatable condition. The demand is steadily growing. 
Progressive dealers who do not now carry Hawkey e Refrig- 
erator Baskets should put them in at once. 

WE HELP YOU SELL THE! 

We have planned a comprehensive advertising campaign to 
open early in the Spring and continue through Summer in 
following widely read magazines : Collier's, Saturday Even- 
ing Post, Everybody's, Country Life in America, Motor, 
Recreation, Outmg, Outdoor Life, Field and Stream. Vogue, 
Theatre Magazine, Yachting, Outlook, Literary Digest and 
Sports Afield. 

This is bound to create demand. You can get your share 
of the business. Your jobber will supply you. Write him 
for prices. If he can't, write us. 



lURLIIBTOI lASKET 00. 



Iwlligtti, la. 



^ 



^ 



REFRIGERATORS 

We build 4 first-class lines. 
Send for illustrated catalog 
and price lists. 
We carry stock in New York and Boston 

eHALLENGE REFRIGERATOR e©. 

GRAND HAVEN, MIGH. 



:^ 



Acme 



B£ST BY TEST 



In 



General Use for 
Than 25 Years 



More 



This machine is so simple that a child can 
operate it. The great perfection of its work 
and facility of operation has brought it into 
general use. 

Write lor Prices 



R)r Catting Bread, Meats, Frait, Vegetables, Etc., to Any Desired Tliicicness. 



OELKER.'S 

24 MECHANIC ST.. 



MFG. CO. 

- NEWARK. N. J. 
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NO nORE STRONG BUTTLR 

1 lb., per doz., $2.35 4 lbs., per doz., $5.75 

2 Jbs., per d- z.. 3.50 5 " " " 6.25 

3 " ** •• 4.50 8 " •' ** 10.00 

10 lbs., per doz.. $11.00 

MADB IN ROUND OR 8QUARB JARS 

Carter Patent Olas$ Butter Jars 

d. d. CA»^T«R. - NEWARK, N. d. 




TOWEL RACK AND NOVELTY MFQ. CO. 



BSTABLISHBD 1875 



P. O. Box 837, Providence, R. I.. U. S. A. 

TOILET AND HAT RACKS 

Of all descriptions, manufactured in I>e8t manner. Sell at 

popular prices. Send for latest illustrated catalosue and 

prices. 

SALBSROOM AND FACTORY: AUBURN, R. I. 




New York Office: W. A. STOKES & CO.. 30 WARREN STREET. 




The Perfection Bottle Stopper 

nvalu »ble in dispensing mineral waters at home. No. 1 large quart;, No. 2 pint or small quart size. 

The only satisfactory stopper ever invented for keeping champagne, min^-ral waters, 

ginger ale, etc., etc., and all carbonated beverages wherever used. 

Absolutely Air-Tight After Once Opened; Seir-Adjnsting ; Fits Any Bottle 

Manufactured by L. C. MARKS (Trustee) 260 ClOLrk St., Chicago 

WRITE FOR PRICES AND DISCOUNT 




These cuts represent the "PATENT LEADER" 
sink broom, also *'HANDY LEADER/' made of 
bristles Staple articlss, retail at five and ten 
cents. We also manufacture other styles retailing 
at ten and twenty cents. HOUSE PURNISHINQ 
AND HARDWARE STORES should give this 
advertisement their attention. 

Write for catalogue and price lists to 




HANDY LEADER 
CHAS. PLUNKETT 



205 DiMoe St., New York 



THE BIGELOW WIRE FLY KILLER. 



By or mosquito 

s 



Lg Trade 

J. F. BIGELOW, Mfr.t Worcester^ Mass. new yokk AGEim, wiison Bm7i07 ciian^ display stand 



o ema j or i'rt^€9 



The Chiassc Mouse Trap 

Patanted V. 8. and Canada, 19O2.'03.'05 

IS EASIER TO BAIT AND SET THAN ANY OLD 
STYLE TRAP. I ASY SELLER. 

Write for Prices to your Jobber or 

CHASSE MFG. CO. 

57 VESEY STREET NEW YORK CITY 



vy »w naiit, 



THE ''HOME-KISSED" CURTAIH STRETCHER 

Movable Spring Pins — Once adjusted to Curtain Scollops always in place. 

Interlocking Steel Hinge- Insuring absolute rigidity and strength in center. 

Center Braces—On which the Long Bars fold. 

Our patent covers the device for folding the long bars on 
the Center Brace and the Center Brace. Parties hand- 
ling Curtain Stretchers that infringe should investigate. 

H OLMQUIST & CO., Mfn. Udders and Curtain Stretchers. 101 N. Uncoln St. CHICAGO 
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ARGAND GAS APPLIANCES 



MR. BUYER: 

Write us f olr prices and description of our Gas Hot Plates* Several styles and 
very interesting prices. Cotne quick; we want to get acquainted with your 
firm's bank account ........ 



Albany Foundry Co., Aib??y.AX 



WHITE MOUNTAIN 
STONE WHITE REFRIGERATORS 

This is the Refrigerator that is ** In Over a Million 
Homes." 

This Famous Box made in the World's Largest Re- 
frigerator Factory. 

This particular type of a box, you know, has a Solid 
Stone provision chamber — QUARRIED STONE, and 
as WHITE as the driven SNOW. 

Train loads (not carloads) are leaving our works each day now^ 
and your order should also go in one of these early cars. 

Take no chances. Do not run short on the beautiful **Stone 
Whites" this year. 

The one CLfid only **Chest with the Chill in it/* 

MAINE iANUFAGTURINS COMPANY, NASHUA, N. H. ^ 

BOSTON. MASS. NEW YORK CITY. £T. LOUIS. MO. SAN ANTONIO, TEXAS 

KANSAS CITY. MO. SAN FR.ANCISCO. CAL. ST. PAUL. MINN. 
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VERITAS ALUMINUM FLAT WARE 

None Genuine Without This Trade Mark. 




G. M. THURNAUER & BROTHER 

HAVE REMOVED 

To 83-85 WORTH STREET, New York 

WE EXTEND A CORDIAL INVITATION TO VISITING BUYERS 
TO CALL ON US AT OUR NEW QUARTERS, NEAR BROAD- 
WAY, AND SEE THE MOST COMPLETE LINES OF IMPORTED 
HOUSE FURNISHING GOODS EVER EXHIBITED. 



A VISIT WILL PAY YOU 

COME AND SEE FOR YOURSELVES. 



BUTTER CHURNS 



ALCOHOL IRONS 



— 3 — 
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Be Sure 



Stemau 



To Get the 



Faucet Chain 



Supplied 
with Each 

Only Practical Attachment 

ever made for preventing the 
strongest pressure of water from 
forcing the bulb off the faucet. 



Stemau 
Holdfast Bulb 



Sectional view of Stemau 

Holdfast Bulb with 

FAUCET CHAIN 




Bath-spray, No. 6371 



Send for Catalogue of 

STERNAUWARE 

Consisting of 

High-grade Bathroom Fix- 
tures, Coffee - machines, 
Fancy Tea-kettles, Chafing 
dishes and their Accessor- 
ies, Smoking Sets, Alcohol- 
stoves, Coffee and Tea- 
pots, Candlesticks, Trays, 
Baking-dishes, etc. 



Ask for the 

Bulb with 

the 

CHAIN 



Stemau Bath-sprays are beyond the 
ordinary. 

Each is fitted with the Holdfast 
Bulb, made of metal and rubber, 
noted for strength and long service. 

They are in demand throughout 
the year, but especially so during the 
spring and the summer. 

Prices and illustratations sent on 
request. 

Place your order noiv. 

We guarantee to satisfy you. 

S. Sternau k Co. 



Frontispiece of circulars furnished to those 
dealers stocking Stemau Bath-sprays. 



Fills a long-felt want 

PROLONGS 
the wear of bulb. 




Spray-brush, No. 6396 



New York Showroom 

BROADWAY cor. PARK PL 

Opposite Post-office. 
Office and Factory 

195 PLYMOUTH STREET 
BROOKLYN. N. Y. 

If it burns Alcohol, we 
make it. 



Remember the 
Bulb with the 

CHAIN 
wears longest 
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**W E A R - E V E R" 

ALUMINUM UTENSILS 



WE'RE BUSY MAKING 

"WEAR-EVER" ALUMINUM 
UTENSILS 

AND FILLING ORDERS 

You know the 'Vhys'' and "where- 
fores'* if you sell them. If you 
don't — well, just remember 
that 'WEAR.EVER'' 
utensils are not only 
sellers but 
repeaters. 

HERE ARE THE REASONS: 

They are made of aluminum 99^ pure. 

The sheet is extra hard and thick. 

A special electric finish is placed on the 
inside which prevents, largely, dis- 
coloring. 

Spouts are attached without seams or joints. 

They are strong, but light in weight. 

They present a beautiful appearance when 
displayed for sale. 



At Bauxite, Ark., we mine the ore ; 

At E. SL Louis, we refine the ore ; 

At Niagara Falls and Massena, N. Y., we 

convert the refined ore into pigs or 

ingots; 
At New Kensington, Pa., we roU the sheet 

and make the finished ^* TVear-ever'* 

utensils. 
In other words this means ''from ore bed 

direct to you.'' 



A card will bring to your desk catalogue, 
prices, discounts and further information. 



THE ALUMINUM COOKING UTENSIL CO., Pittsburgh, Pa. 

_ (i _ Digitized by VjOOQ IC 



UNITED STATES GLASS COMPANY 

PITTSBURGH. PA. 

THE WORLD'S ONE LARGE GLASSWARE CONCERN 

SEVEN NEW LINES OF TABLEWARE 

in a wide range of shapes, designs, and decorations, were the additions January Ist^ 1^8, to our 
enormous variety, which numbers more than 20,000 Articles In GlaLSSU^QLre, and to which we are 
constantly adding, to meet the continuous demand for Something New, 

We manufacture everything in glassware for the different branches of the trade, viz : « 

Wholesale Jobbers/ Department Stores, VsLrlety Stores, 

5 and 10c. Stores, Bar and Hotel Supplies, Sodok. Founte.ln Supplies, 

Jewelers' Cut GlsLSsware, Show Jars of all kinds, FsLAcy Cut stnd Decorated Wa^re, 

Confectioners' Supplies, LsLinps, Photograph ore' Supplies, 

Jelly, Fruit, Condiment and PsLckers' Supplies, etc. 



We have li: [rations and 

Illustrated furnished on 

50 ASSORT 
of decidedly n 

attractive pattei . . .. ,, 

of which are DE ade is cordially 

In a large v > inspect Sam- 

STRIKING C iny of the fol- 

orlglnal. only ^ bwrooms : 
selves. 

15114 DIANA PATTERN 

aonerai Offfficos and Salesrooms, South Ninth and Bingham Sts., PITTSBURQ, PA. 

BR.ANCH SALESR.OOMS: 

New York, 29 Murrsty St,, Sydney, N. S. W., Commerce Bldg., Metrtin Land, 

Boston, 127 Federal St., Arco Bldg., Sti Louis, 627 Granite Bldg,, 4th and Market Sts., 

Philadelphia, Ninth stnd Market Sts., San Francisco. 271 Stevenson St., 

Ba^ltimore, 110 Hopkins Place, Chicago, 409 Atlas Block. 35 Randolph St., 

Salt LsLke, 127 East 3rd South St., Denver, 1430 Ara^pahoe St.« 

Mexico City, 2 A de Plateros No. 9, London, 55 FsLrrington St., E. C. 

HsLvana, Cuba, 70 Se^n RsLfeLel ApsLrta^do 948. 
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• Alcohol Gas Stove 

SL1l\. lU 1 H 2 " ^^®' ^^'^■^*"«^ Alcohol) 



In Use 
with 



Absolutely ^SK^' 

Non- 
Exploslvc ^^ 



Sufficiently p< 
the preparatio 
stantial meal PatClltS 

dentiy of 1 1 Pending 

range. See li: 
series below: 

ChaLfing.Dish 
Waiter 
Tea Pot 
Tea Kettle 

"Meteoi 

^'METEOR'* CHAFING DISHCS with 

Circxilkting Coffee Percolators '^Ivory** Enameled Food Pan 

Baking Dishest Tiea Waret Hotel WaLre» 
Batth Room FvirnishingSt Etcet EtCe 

NEW CATALOGUE No. 53 SENT ON REQUEST 

MANNING-BOWMAN & CO., Meriden, Conn. 

NEW YORK CHICAGO SAN FRANCISCO 
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"BENGALIA" 

Alcohol Incandescent Light B\irnLer 

/GO CANDLE POWER 



The most Wonderful 
Light! 

Can be adapted to any 
ordinary D collar lamp. 

Unaffected by wind. 

Suitable for outdoor il- 
lumination. 

Can be operated by 
at ny body. 

Retail PHce 
$4.00 Complete 

Liberal 

Discount 

to Dealers 



Fullest guarantee giv- 
en for 3 years* that Burn- 
er will act perfect. 

No wick Burning ! 

Chimneys maiwifac- 
tured in Jena, Germany. 
Will not breetk from 
heott. 



No Danger 
Non-Explosive 

One live 
dedtler want- 
ed in every 

tow^n to 

handle our 

specialties. 



Can be used on any ordinary Kerosene Lamp. No blacking of mande. Wind Proof. Absolutely s^^ 
Use ordinary mande. Superior to any incandescent ffas burner. Consumption one quart of draatured alcohol 
in 16 hours. Cost ^ of a cent per hour. No soot No smell. Absolutely no danger. No burning wick. V«y 
simple, a child can light it. Absolutely odorless. I also supply brass founts, store and table lamps for thu 
burner. Also Sole Agent for the KEROSENE INCANDESCENT BURNER. 

G. COHN d; COMPANY 

557 BROADWAY 

NEW YORK 
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4 A litde close examination into the merits of the well-known CHAPMAN SPECIAL- 
TIES will reveal the fact to discriminating buyers that our specialties are the kind 
that create trade. 

4 Demonstrations are the fad nowadays in all well conducted House Furnishing Depart- 
ments^ and up-to-date stores, because demonstrations arouse public curiosity » bring trade to 
the store, and sell not only the articles demonstrated, but also stimulate demand for 
staple stock. 

4 But buyers must first have the right articles — articles that save housewives time, labor, ex- 
pense and trouble; articles of merit that are "quality goods,** give satisfaction to customers 
— ^the kind women talk about and tell their neighbors to buy. ' 

4 Other manufacturers produce demonstrable goods. 

q BUT NO OTHER MANUFACTURERS PRODUCE BETTER SPECIAL- 
TIES THAN CHAPMAN FOR DEMONSTRATION PURPOSES— goods 
useful in Spring, Summer, Autumn and Winter, good the year round, sure to create public 
mterest, satisfy trade, goods that have stood the test of experience. 

4 Chapman Specialties are the kind your own clerks can demonstrate — easy to describe, easy 
to sell, easy to prove as to utility and value, the kind you have been looking for. 

4 If Chapman Specialties are good enough for the big department stores of New York, Phil- 
adelphia, Boston, St Louis and Chicago, they ought to be good enough for YOU. 

^ You are losing valuable opportunities of trade building in your department without them. 
You'll. say so, too, when you know what they are! 

SEND FOR BOOKLET TODAY 

A Postal Will Cort One Cent — It Will Earn Dollara. 



C A. CHAPMAN, manufacturer, geneva, N. Y. 



lO 

Digitized by 



Google 



ELY'S LINE OF DANDIES 



There are Better Ones in Our 
Free Catalogue^ 

Write To'day 



WE MANUPACTtIRE 

9 DllforeAt Styles 
of Carpet Beaters 

16 DllfereAt Styles 
of Mop Handles 

AND 




NO Economy ! NO Satisfaction ! ! — 

•R. tudgment in buying CH£AP lines ! ! ! 

Give your customers HIGH GICADE GOODS at 

REASONABLE prices and H< 

THEM. 





Ch«Lflng DisKes 




Table Kettles and Stands 




Coffee Extractors 




Welter PHters 


High 


Nursery Chests 


Crumb Trays and Sorapers 




TeA and Bar Vrr\s 


Grade 


BatKrooiTk 




Fixtures 


Standard 






Wlr\e Coolers 




Water Coolers 


Metalware 


BeLkIng DisKes 
Coal Vases and Hods 




Candlesticks 




Cuspidors 




Match Safes 




5 o'clock Toss. etc. 



Write I 
Catalog 
and 
Discoan 



BRANCH OFFICES 
18 Warren Street, New York 
1480 Arapahot) Street DePTer, Col. 
40 Dearborn Street, ( blcago 
8S8 Washington Street. Bottoa, Maw. 
61 Tonng Street, Toronto, Canada 
and London. England 



The BUFFALO MFG. CO. 



BUFFALO. N. Y. 



No. 204 
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Ever Stop te Think 
—of ItP— 

Some goods are hard to sell — hang around too 
long for profit — take the place of goods that sell easy — 
on demonstration. 

Then other goods in the same line sell on sight. 

Take carpet sweepers — Nationals sell easy. A 
National sweeper lends itself to demonstration. Any 
salesman can see things to talk about. He can't help 
but see points that interest. 

He doesn t have to stammer and mumble a lot 
of generalities or technicalities that means nothing to 
the woman who wants to know — He can say : 

"See this! That keeps the sweeper from tipping 
and spiffing dust.** 

"See that ! That prevents threads from breaking. 
Handle lasts as long as the sweeper — no trouble. ** 

"See how easy to remove brush — ^yet how firm 
it is fixed in place.** 

"That*s a genuine Hankow Chinese bristle 
brush. Can*t be made better.** 

"Look at the fine finish.** 

"Yes, Nationals wear well. They run easy. 
The Roller Bearings are responsible for that ** 

THE TRIPLE MEDAL LINE 

Awarded Grand PHze and two Gold Medals at 

St. Louis Exposition. 



. There*s no end of talking points with a National 
sweeper. 

Best of it, is they make good on any point. 



Ask 



us. 



"There's something new in sweepers. 

NATIONAL SWEEPER CO. 

98 WARREN STREET, NEWARK. N. J. 






Why Divide 
Your Profits? 



Why not buy your Asbes- 
tos Table Covers and 
Luncheoi^ Mats direct from 
manufacturers who have 
their own Asbestos mines, 
instead of from those who 
have to buy this expensive 
material— and thereby make a larger profit yourself ? 

We are the largest and oldest miners and converters of 
Asbestos in the world. 

J.M ASBESTOS 
TABLE COVERS AND MATS 

can be obtained without delay direct from our Branches 
in all large cities. Not necessary to carry a large stock. 

You not only make a larger profit on our goods, but give 
your customers goods you can stake your reputation on. An 
experience of over 50 years and modem machinery enable 
us to turn out goods never equalled. 

WRrrE NEAREST BRANCH FOR SAMPLE AND BOOKLET. 

H. W. Johns-Manville Co. 



w 



NEW YORK PITTSBURG 

MILWAUKEE CLEVELAND 

CHICAQO BUFFALO 

BOSTON BALTIMORE 

PHILADELPHIA NEW 0«ILEANS 
ST. LOUIS KANSAS CITY 



MINNEAPOLIS 
SAN FRANCISCO 
LOS ANQELES 
SEATTLE 
DALLAS 
LONDON 

(778) 



Big Profits For You 



500.000 Already Sold 

in the U. S. and Foreign Countries. 
They go quick at the price. 

25c. RETAIL 

The simplest and most practical of any Eye Clip on the 
market. 

Takes out the eyes quick as a wink. Saves fruit and 
saves bother. 



Made entirely 

of Steel, 

handsomely 

nickeled. 



Every dozen 
mounted on 
an attractive 

double 
display card 



Libero^l Discounts to the Trade. 

HARVEY MANUFAaURING CO., 5488 Granite Bld^. 

ROCHESTER, N. Y. 
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The Exclusive Agency 

In Your City or County 
* For the High Grade " ^ 



Standard, Rotary, Shuttle 

Sewing Machine 

U Is a golden opportunity for profitable business 
worthy of serious consideration. 

1[ To support the advertisements now appearing 
monthly in Ladies Home Journal, Delineator, 
Womans Home Companion, Pictorial Review, 
Quarterly Style Book, Housekeeper, etc, which 
are read by millions of women, we are establish- 
ing exclusive c^encies in each large town or city 
in the United States where we do not now have 
sufficiently productive representatives, to take 
proper care of the business thus created. 

^ We do the advertising, create the demand and 
make the best sewing machine on the market to 
satisfy it. You handle the business with our ex- 
pert salesman's assistance and our co-operation, 
and reap the ben^t of our advertising campaign 
and^ successful selling methods in splendid 
profits. If you cater to Quality Trade, our 
special proposition for the large towns will surely 
interest you. 

IF The STANDARD is the original time-tried 
and true Rotary Shuttle Sewing Machine. It 
has more good common sense arguing points 
than any machine made. It will make good 
profit for you on each sale as well as friends and 
more and better customers. 

These People Know This to be True: 



John Wannamaker. N. Y. A PhiU. 
T. Eaton Co., Torortoand Winnip«ir 
Brown-Thompson Co.. Hartford 
The Sweeney Co.. Buffalo 
.Almy-Biffclow A Washburn, Salem, 

Mass. 
H. A. Meldrum Co.. Buffalo 
Powers Mercantile Co.. Minneapolis 
Fowler. Dick & Walker, Binsrhamton 



R. H. White A Co.. Boston 
Forbes A Wallace. SpriOfffleld. Mass. 
Phillips. Butorif Mfff. Co.. Nashville 
Sibley. Ltodsay A Curr Co., Rochester 

Denholm & McKay Co., Worcester 
Shepard-Norwell Co.. Boston 
Shepard Co.. Providence 
Edward Malley Co., New Haven.Cimn. 



The list of open cities grows smaUer daily. 
If you are interested, write us to-day. 



THE STANDARD 
SEWING MACHINE COMPANY 

6410 B Cedar Ave., 

Clevelandt Ohio. 



DEALERS— ATTENTION ! 



REDUCED PRICES 

WE SELL THE TRADE ONLY. 

CHICAGO ASBESTOS TABLE MAT CO.. 782-784 West 
Lake St., Chicago. Makers of the only Guaranteed Asbestos 
Table Mats. Originators of the Detachat)le Covers. 



The only folding mat with perfect hinge. Positively Pro- 
tects Entire Table Top. Don't buy inferior imitations. 
Our line of quick selling speciahies at prices that make them go. 




Perfection Heat-Proof Iron 
Holders 



A4justable Ironing Board Pads. 



Sleeve Board Pads for 20 inch and 30 inch Boards. Ideal 
Broom Covers. Nine sizes ot Asbestos Luncheon Mats and 
Linen Doilies to fit them. Asbestos Mats for Chafing Dishes 
and Percolators. 
ASK US OR OUR AGENTS for samples, drcolars and new price list. 

Complete Stocks carried, and quick deliveries made by our agencies: 
Geo. W. Johnston. Fulflrhum A Smith, Scovem. Merriam A Co.. 

841 Broadway, 511 Washington St., 366 Market St., 

New York. Buffalo, N. Y. San Francisco. Cal. 

Prompt Shipmentt From Factory. 

CHICAGO ASBESTOS TABLE MAT CO. 
782 West Lake Street, CHICAGO. 
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i^aiiageg RETAIL PRICES ^j^g^ai^lffc 



No. 

- Wood Pr«88U] 
MetallPartsJ 

$12 



No. 1 

AU MeUl Japu 

$1.50 

AU Metal Gtdvu 

$1.75 



N 

AlIM«t 
$ 

An Met 



U/^nce 



We are going to make an aggressive campaign for the 
sale of the Jfi^&SS^ in all localities. It will be worth 
your while to co-operate with us. Write to-day for 
trade prices. 



THE LEE CHAIR CO.. 



On«da, N. Y. 



'WgSSS: 








"Sesco" "Blue^White" 





The well and favorably known 
old style, gray 
mottled enameled 
ware. We posi- 
tively give the 
buyer more for 
his money in this 
grade than can 
be had in any 
other MAKE, 
GRADE or 
STYLEofBNAMELED 
WARE. 



Our standard grade, marble- 
i z e d enameled 
ware is the most 
attractive ware 
on the market 
without excep- 
tion. It is a 
most beautiful 
color, very dur- 
able and an easy 
rapid seller at 
a POPULAR 
PRICE. 



VTrite us NOVT for Naw 1908 Catalogue and 
Rawlsed Prica XAm% 

Pull Ubm of Both WarM, BMt DmIcu JfUuMtectartd hj 

Star ^ Enameling and Stamping Co. 

Pittsburg. Pa. 
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ATTENTION!! 



Dealers, have you placed an order for 



f i 



DEVAUX 



f I 



With VegeUble Chamber. 



Sanitary-Metallic 

REFRIGERATORS 



WithouCVegetable Chamber. 



Made entirely of Galvanizecl Steel. Cylindrical 
in shape — with or without separate compartment for 
fruit and vegetables. Has REVOLVING, AD- 
JUSTABLE SHELVES. 



Easily cleaned, as all parts are removable, and 
there are no comers to accumulate dirt and breed dis- 



ease. 



Finished in White Ejiamel inside and Imitation 
Oak outside. 



WRITE AT ONCE FOR CATALOG AND PRICES 

HOME METALUC REFRIGERATOR CO. 



ALBERT LEA, MINN. 



Eastern Office and Warehouse 
93 Reade Street, NEW YORK 



GOODS MJkMUFJkCrURED 
BY 




THE CENTRAL STAMPING CO. 

24 C1.IFF STREET, NEVIT YORK CITY, and NEVTARK, N. J. 

Besides " STCRUNO-AUIMIIIUM ENAMELED WARE " we manufacture the foUowing fuU Lines of Goods: Deep Stamped 
Ware, Shallow Stamped Ware, Tinners' Trimmings, Metallic Sieves, Spoons, Japanned Ware. Extia Heavy 
Japanned Ware, Tea Trays, Common Pieced Ware, *' U. S." Pieced Ware, Heavy Polished Pieced Ware. Planished 
Ware. Britannia Ware. Copper and Brass Ware Goods. Nickel and Plated Ware. Milk Kettles and Dairy Supplies, 
Sheet Iron Ware, Galvanized Iron Ware. 

Oar ItowTin Wart Is the Heavy Sort PURITAN WARE— Send for CatatogM 

COAL HODS. We wish to call your special attention to our New *' Co- 
lumbia " Coal Hod, which has a deep foot, large wire at top and made 
of heavy material, which makes it a great seller. We alto make our 
high-grade goods, the "Central" Coal Hods, which are still heavier 
goods, and are made for the best class of trade. We make all these 

goods in sises ic, i6. 17 and 18 inches. Open and Funnel, Black and 
ralvanized, and Black ornamented. On the '* Central *' Coal Hod we 
furnish the Spiral Handle on Bails. 

ASH AND OARDAQE CANS. We have a large and complete line of all 
grades. The " Giant " is unsurpassed as to strength and durability, to 
which we ca^ your notice. 

OIL WASH CANS. We also make a fall line of Galvanized Iron Ware, 
and can fill all orders promptly. We will furnish booklets for any of 
these articles, or a catalogue, covering our entire lirie of goods, upon 
application. 



Coogle 
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GENUINE PHILADELPHIA LAWN MOWER 



17 Styles Hand and of Horse Mowers. 3 to 8 Blades, 6i to 12-inch Wheels 

THE LARGEST LINE OF HIGH-GRADE MOWERS MADE. 
SOME ARE ADAPTED TO ALL MARKETS OF THE WORLD 

The Philadelphia Lawn Mower Company 

3101 to 3109 CHESTNUT STREET, PHILADELPHIA, PA., U. S.A. 

London Warehouse, 14 and 16 Scrutton St, Finsbury, L C. New York Salesroom, 18 Warren St H. L Sturtevant Mf r 



NicKtKauser ®, Levy 

Office and Salesrooms t Java and Provost Sts., Brooklyn, N. Y. 

MANUrACTVR.KRS OF 

Tin Ware, Japanned Ware, Galvanized 
Iron Ware and Oil Cooking Stoves 

As well ts 

HOUSE FURNISHING SPECIALTIES THAT SELL ON SIGHT 

We make Cake Closets and Roll Top Bread 
and Cake Boxes in Assorted Colors 





DmH't fail to call on U9 orsmnd for 
tatost catatogum 




uigiTizea oy 



i6 



i QQgl e 




S«ec«*sora to 

THEO. OLLCSHEIMER <Sl BROS. 

IMPORTERS AND M ANUFACTURSRS 

139 Dtiane St. <& 62-00 Thomas St.. NEIV YORK 

T«l«pHon«» 9789 IMTortb 
Our Afetv Lines for I908 arm. now on display in our showrooms 

SPBCIA1,TI£S — VTillow VTara, BasRats* Steins, House 

FtarnisHintf Goods, KItcHon VITaro, Bar Supplies 

5 and lO Cent Goods 

Mil orders from St6ck at Shoriost Motice. Special Department for 
Import Orders. 

JjBrgfiBt variety of 
Fancy BaakeU for 
holiday trade. 
PrioeawiU suit the 
most oarefal buy- 
er. . .Your impeo- 
tion invited. 






**An 0\ince of Sight is Worth a Ton of Print/' 

THE HOME SHOW 

May 2 to 9. Inclusive, at 

Gra,nd Central PaJace 

NEW YORK CITY 

Exhibits of Kitchen Utensils and Equipment. Bath Room Fixtures, China, Crockery, Glass and Table 
Ware, Lamps and Illuminating Devices, Household Novelties. 

Space Being Rapidly Taken 

For Additional Information Address 

The Home Exhibits Co., (Inc.) 52 Bro&dway, New York 

and 

GRAND CENTRAL PALACE 
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ICE CREAM 

FREEZE 

THAT SELL 




THBY EXCEL IN 
Easy Ranalof 
Quick Froexing 
Economy 
Coovenleoce 
Practical Reauka 



THEY ARE 

Well AdvertiSMl 

In Demand 

Easily Sold 
. Satisfactory In Use 

Of Known Reputation 



THEY 
AR£ SOLD 
BY I^CADING 
JOBBERS 
EVERYWHERE 

Our line of Freezers comprises the largest variety made in any one fac- 
tory. They embody all that is best and of intrinsic merit in a Freezer. 
Send for 1907 Freezer Book-, illustrating these and the new "AMERICAN 
TWIN FREEZER." 

NORTH BROS. MFG. CO., Philadelphia, Pa., U. S. A. 



BALDWIN REFRIGERATORS 

DRY AIR. 




E WERE THE FIRST TO TALK ABOUT 
Dry Air in Refrigerators— about 35 years 
ago. 

And **they " laughed at us — said it was 
an impossibility. A refrigerator with wet 
ice in it just had to be damp. 

Now they call theirs ** dry air" so we 
must have been right. 

But now, same as 35 years ago, the Bald- 
win is the only perfect dry refrigerator on 
the market. . 

Baldwin air circulation — different from the others — 
does it. 

Our catalogue shows 150 styles of the ** Dry Air*' kind 
— a line of them will please you. 

Lined with Opalite Glass, Vitrified Steel or 
Porcelain, White Tile, Vermont Spruce and 
Metal, Oak, Ash and Softwood Cases. 



BALDWIN REFRIGERATOR 00. 

BURLINGTON, VERMONT. 

H. L STURTEVANT, C. H. SMITH, W. P. HORN CO. 

18 Warren St., 707 West 23d St., 138 Front St, 

New York City. Los Angeles, Calif. San Frandsco, Calif. 
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Special Attention of the Trade 

is called to the fact that we are 
the only manufacturers working 
independently of any association 
or trade agreements, and that it 
is to your interest to obtain our 
prices before you place your 
orders. 







Ideal Double Coated Gray Steel Enameled Ware 
New England Gray Steel Enameled Ware 
Turquoise Blue (White Lined) Steel Enameled 

Ware 
Blue and White Steel Enameled Ware 
All White Steel Enameled Ware 
Also a Full Line of Galvanized and Tin Ware 






RADE MARK 




Full Line of Samples Displayed 
at our New York Sales Room 

THE NEW ENGLAND 

ENAMELING CO., mc.) 

Fscff afIas ' 
mOOLETOWl, COM., aid POITUND, COM. 

H. GINSBURG, 1^? 

736 Broadway, New York City 








« 
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Every Buyer of 

CARPET SWEEPERS 

Ought to Know 

That the National Sweeper G>mpany makes a line 
of sweepers listing in price from $18.00 to $54.00. 

That every sweeper in the line is superior, point 
by point, to any other made. 

That Nationals are made in the most complete 
sweeper factory in the world. 

That Display stands and other sales helps are 
furnished. 

That shipments can be made promptly — ^in a hurry 
if need be. 

That every one of the sweepers in a shipment is 
packed securely in dust proof, heavy carton. 

That the finish is right — that every detail of the 
sweeper is right — and that the price is right. 

ONE OF THE TRIPLE MEDAL LINE. 



There's something new in carpet sweepers that IS 
new — ask us. 

Get in early. Write to-day. 

NATIONAL SWEEPER CO. 

98 WARREN STREET. NEWARK. N. J. 



The Marion 

Self-Heating Denatured 

Alcohol Flat Iron 

FULL NICKLE FINISH 



TWO SIZES 4 lb. AND 6 lb. 

E^ch iron generates its own heat. The ideal 
flat iron for hot weather, as the ironing may be done 
out of doors under the shade of the trees. 

The Marion Flat Iron is the only one which 
fulfills eveiy requirement of the American house- 
keeper, viz*: 

It absolutely protects the hand from heat. 
It costs about one cent per hour to operate. 
It is perfectly safe, clean and odorless. 
It may be used at any time and at any place. 
We guarantee that it is exactly as represented 
in this advertisement. 

A Splendid Article For Window or 

Counter Display or For 

Demonstration. 

Write or ask for Prices and Descriptive Literature. 

GEO. L MARION MFa CO. 

129-131 Front Street, NEW YORK 
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TRADE MARK 



BURNED ON EVERT PIECE 



SEAMLESS 



NON-LEAK 



LEAK-PROOF 

FACTORY EST. 1869 



PYRO-LITE 



THE 

ONLY 

ENTIRELY 



SEAMLESS 



AND 
POSITIVELY 



NON-LEAK 



ENAMELED WARE 

Nothing Like It Can Be Supplied By 
Any Other Concern. 

NON-LEAK SPOUTS I "^-iX-iSS: 

A Scientiric Triumph. J British Patent Feb. 20. 1905 



ADVANTAGE : 

Non-Leak Pyrollte 

Larger Sizes. 

Better Rnish. 



Mechanically 

Superior. 

Open Stock at N. Y. 

The Peer of All 

Other 
Enamel Ware. 



Open STOCK AT NEW YORK 

Also a complete line of 

FLEUR DE LIS WHITE WARE IN OPEN STOCK 

LEFFLER & TillELE CO., "•T!4S:?SI"' New York 
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Do you want the Refrigerator trade of your town ? If you do, then you must sell the 

e Frost Refrigerator 

becAUM it is the one and only one. Refrigerator that is strictly sanitary 
in every respect. Look at it, and note. 

It is a beautiful piece of furniture, spotless outside and inside as the 
pure, driven snow, or finished in a rich golden oak. 

It is a metallic refrigerator, cylindrical in form, made of galvanised 
sheet steel, and provided with IK inch air space between walls: thor- 
oughly insulated with Maltha and Asbestos, the combination of which is 
recognized as the best material for insulation that has been discovered— 
certainly the most expensive. Solid brass trimmings. 

It cannot shrink, swell, warp or decay. There is not one bit of wood 
as large as a toothpick connected with it in any manner. 

It is coated with enamel inside and out (excepting the ice chamber.) 
and this enamel is thoroughly baked on. 

It is the handiest Refrigerator made. Has revolving shelves; no 
reaching over a pitcher of milk or jabbing a sleeve into a dish of butter. 
Just turn the shelf and everything is in front of you. The shelves are 
made adjustable, can be xaised. lowered or removed, and replaced in u 
minute. Shelves are made of wire and beautifully tinned. Light and 
strong, with no surface to catch the drippings from an accidentally upset 
dish, but are always clean. 

It is guaranteed to maintain as low a temperature and as dry an 
atmosphere in the provision chamber as any refrigerator made, and owing 
to scientific circulation, as well as thorough insulation, it is a great saver 
of ice, therefore the most economical Refrigerator. 

Is handsome enough in appearance to adorn any room in the house. 
And it is everlasting in service. 



=^ 



Sells on sight, and every one sold brings another customer. It is the 
one Refrigerator that appeals at once to the desires of the buyer. It is 
reisonable in price, and is. therefore, the Refrigerator all tiie people want. 

Send today for our literature and prices— you cannot get close to a 
good thing any too soon. 



"Dear Bob. I want you to buy me a 
White Frost Refrigerator." 



li 



Metal Stamping Co., 517 Mech-mc st.. Jackson, Mich. • 

loogle 
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WATCH OUT FOR OUR NEW TRABE-NARK 



■^^■b 








JUST A HINT 

These illustrations are only a few 
of the many good values in the 

Wise Bviyers^ Line 



We I 



Bufactare • terse variety of 



Eureka Garii\ent Hangers 

Exclusive Designs in Batli-Room Accessories, 

Moulding Hooks. Metal Rules and Squares, 

Cleavers and Mincing Knives 

It will pay to get our Catalogue before 
purcheLsing elsewhere 



FORSYTH MANUFAQURING CO. 

BUFFALO. N. Y. 
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iforld's Carpet Sweeper 

BisseJJ 



e Fdcmous 



culous the foregoing headline would be if it were not true. Being 
•oadest sense it can be construed, it is only right that the trade 
should know the facts about a product they sell, and for which 
such strong claims are made. The title **The World's Carpet 
Sweeper" is justified by the fact that in every country of the 
globe where carpets and rugs are used the Bissell Sweeper is sold, 
and is the acknowledged leader. The Bissell Sweeper is known 
practically as well in Australia and New Zealand as it is in the 
United States, as it commands a good sale in this far away ter- 
ritory, and is advertised in the leading publications of these 
i countries. The same methods of trade promotion that we are 

using here are with slight modification put into effect in foreign 
countries, with highly satisfactory results. 

Our special Easter offer now in force has been greatly ap- 
preciated by the trade, and thousands of dealers will avail them- 
elves of its benefits before the offer expires May 1st. Write for copy of it. 



BRANCHES : 

NEW YORK 

LONDON 

PARIS 

NIAGARA FALLS, ONT. 



BISSELL CARPET SWEEPER CO. 

GR.AND RAPIDS. MICH. 

(Largest and only Exclusive Carpet Sweeper Makers in the World.) 
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The Best Ooimter Seller on the Market to the 



€€ 



Perfection*' Faucet Cushion 



;eiil 

p 



nooth FkoQet 
readednuioet 



NO CHIPPED OR BROKEN DISHES 

A boon to the housewife — consistiDg of a rubber cushion, 
which slips over the end of the faucet, preventing any- 
thinjj^ in nand from striking the metal. Anyone can 
readily comprehend its utility in the 

KITCHEN, LAUNDRY, LAVATORY, BATH AND BAR 






OHLERKING & SMITH 

Exclusive Sales Agents 

40 Dearborn Street 

Cblcaro, III. 



We ar6 
Sowing Gbod 
Seed for a 
Bumper Crop. 

Will You ^ 
Help us 
Reap the Harvest? 

We have planned a comprehensive advertising campaign to 
open early in the Spring and continue throughout the Summer 
in the leading general and recreation magazines. Thousands 
of dealers are reaping the benefit of this campaign— Why 
not you ? 

The Hawkeye 

Refrigerator Basket 

has a ready sale and the demand is constantly increasing. 
Picnickers, sportsmen, fishermen, motorists, etc., who use 
them are always sure of cool, fresh, appetizing food and 
drink. It's a perfect refrigerator in a strong wicker basket 
that can be locked. You can't aflford to be without this 
popular business getter. If your jobber can't supply you, 
write us for illustrated catalog, prices and discounts. 



Burlington Basket 

201 Main Street 



Company 

Burlington, Iowa 






BAIH ROOM ACCESSORIES 

Attractive in Design — Strong in Construction 




Made 6i 
BRASS. 

Heavily 

Nickel 

Plated 
and 
Highly 
Polished 




CAXAL.008 ON ReQUEST 




AMERICAN RING CO., li^** Waterbury, Conn. 

Manufacturers of Caat and Wrought Braas Colonial Candlesticks, 
Brass Upholstery Nails, Curtain Pole TrimmingSt etc. 

JWARGH UmCBS ^ ^^^ j^q j,,^^ ^^ g^ Fraaoltco, 1122 Bills Sfc 



"ANDREWS SPECIALTIES" 

Are Patented, High Grade Houtefurnishing Necessitiet 

Made to Please the Customer. Sell Easily 

and Pay Good Profito 




Send for new ce^t eclogue 



THE *'ANnROCK" 
Carpet Bcster 

"So eaay on the wriit." 

TbA liTelifst beater 
made. 

, Lively In oae and a 
UtoIt SeUer. 



ANDREWS WIRE & IRON WORKS. Rockford. III. 
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IT IS TiiE " MIST-LIKE SPRAY " that makes the 

Fountain Sprinkler 



THE BEST SELLER ON THE MARKET. 



This Beautiful Mist Effect is Not Produced by 
any Other Sprinkler Made. 

Retail Price $1.00. Send for Sample Post Paid 
at Wholesale Price e^nd let us Show Yo\i What it is 
Like. 



The FOUNTAIN Is 
the Spiinkler that 
makes I he ob>erver 
aslc hte neighb t 
where he can ffet 
one like It. 

The STANDARD 
STAMPING CO. 
Marysville. Ohio 

Heve you one of the 
Handsome Display 
BASELS ? They 
help sell the Foun- 
tain 

Ask US How to Get 
One FREE. 
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No. 01 FOR KITCHEN. 



The "Practical " Knife Grinder 



fl A simple Kitchen Knife Grinder within the means of 
almost every house-wife. 

fl Made of Alundum, the sharpest and most durable 
abrasive known. Clamps to- table or shelf and meas- 
ures 10} inches in height. Cutting Wheel, 3) inches z 
} inch. 

fl Other sizes up to 6 inch Cutting Wheel in hand or 
foot power for every purpose. 

1 Abundant literature to promote sales, and handsome 
display stand free. 

Write for prices, and 
"* Practical Talks About Practical Grinders'^ 



ROYAL MFG. CO*. 102 L Walnut St.. Lancaster, Pa. 



A good cook wiU quickly see 
the merits of this cake tximer. 
The grease passes through it 
instantly and leaves the food 
light and tempting. The 
handle gives a firm, cool grip 
and is easily cleaned. It is 
made entirely of steel and 
wiU last a lifetime. Costs 
no more than the poor ones. 

Our catalog should be 
in the hands of every 
dealer. 

ARCADE MFG. CO., 

FREEPORT, aL. 



ISW TOtK A0I1T 



St, 



Eagle Mop Wringers 

Hkv bMn TESTED ar\d PROVEN 
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Saves Backache and Tired Arms. 

OUR FACTORY ^^ working full capacity to supply our 
trade with Patent Sad Irons. Repeat 
orders are coming in from all those who have handled these 
irons. Large Department Stores and Supply Houses have proven 
Patent Sad Irons to be the most rapid seller on the market. 
You can do the same. 

Patent S^d Irons 

You don't have to tie up a lot of money in the^ goods. You 
can put in a line of Patent Sad Irons for an exceedingly small 
investment. We do not try to control your profits on Patent 
Sad Irons. You don't have to sign any iron-clad contract with us. 

We guarantee your sale by taking back the goods and credit- 
ing you with them if, for any reason, or at any time you become 
dissatisfied. 

SEND FOR OUR BOOKLET and let ub give you information about 
, ^ „ _ Patent Sad Irons that we haven't room 

for here. You owe it to yourself to investigate this line which other progres- 
sive dealers are flnding so profitable. 

PITENT SID IRON iANUFICTUIIINa CO. 

FAaORY. 1444 Mulberry St. READING. PA 
NEW YORK omCE lU Fifth Avcnne NEW YOKK 



THE NEW 

GRAIN STAIN SYSTEM 

Of Finishing Old Floors, Woodwork, &c. 



Expert help unnecessary — Any man or woman 
can make the old floor look like new hardwood. 

OUR SPECIAL FLOOR OUTFIT 

contains everything needed for the work, with 
easily-understood directions. 

This outfit sells at a price that gets business 
with a good profit for the Dealer. 
Ask about it. 



NEW YORK VARNISH COMPANY 



282 Greenwich St.. 



New York. 



THE 

VULCAN TOASTER 

For use on the 

Gas Range, 

Gasoline or 

Oil Stove 

The Vulcan is the oftfy toaster {dwell on that, please), 
which can be successfully used on the above mentioned 
stoves. 

Others make this same claim, but ask them to send 
you a sample, then ask us. {Sample free to anyone in the 
trade). Test both and see for yourself. 

The Vulcan will toast 4 slices of bread in two minutes. 

The Vulcan toasto the bread and doesn't bum it. 

The Vulcan toasts the entire slice, from edge to edge — 
a rich golden brown, crisp and snappy, and leaves the 
inside of the slice soft and palatable. 

Write us for price today. 

Sell the toaster the big stores are selling. 

W. M. CRANE COMPANY 

SOLE MANUFACTURERS 

1 131-1 133 Broadway, New York 



LSMJOTFITS 

FOR 

DOLlSudBIIIS 

Have resulted in immediately 
increased sales. As a matter 
of fact, they 

Have Cre&ted 
A R.evolution 



in the sale of Dolls. 



$1.00 
1.00 



$3.98 



Add a Dollar Suit of Clothes . . . 

To a Dollar Doll, and you have a - . 

Three Dollar and Nine-Eight Cent 
combination that will sell faster 
than you had thought possible . . 

Ask Your Fellow Buyers. 
Many buyers found this out In 1907. 
Do not miss this opportunity in 1908. 

Our New Line is Ready for Inspection, 

KAHN ®L MOSSBACHER 

Makers of Doll Outfits 

779 Broadway, New York Gty 
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BRISK SELLING PLANS FOR BUSY DEALERS 

A Few Hints to House Fumishins: Dealers Res:ardliis: Spring: 
Sales, and Some Selling: Plans That are Trade Winners 



ITH THE RETURN o[ Spring and 

the awakening of all Nature to new 

life after the winter snows and cold 

weather, there seems to appear 

among people everywhere, both the 

merchant and his customers, a new 

interest in trade. Winter clothing 

must be laid aside, the household 

must be equipped with garden tools, 

refrigerating apparatus, protection 

against flies and other insects, and all the hundred 

and one household utilities designed to make the 

work of the housewife as light and endurable as may 

be during the warm months of the year. 

It is quite natural, then, that house furnishing 
dealers should be conducting "Spring Sales," and 
providing stock suitable to the season's requirements. 

How to Plan Sprinsf Sales 

In the planning of spring sales, a few general 
policies can be pursued to advantage — what they 
shall be depending, of course, upon the character of 
the store, whether it be a department store, or one 
of the many small stores scattered all over the 
small towns and cities of the United States. 



To the department store, we have little to say. 
With their advertising experts and well-trained de- 
partment managers, these big establishments need 
little help, yet it may be worth while to say that 
spring sales should be planned along certain clearly 
defined lines — quality, price and economy for the 
householder, and each sale having as its feature, say 
"A Spring Garden Sale," offering lawn-mowers, 
garden tools, seeds, and all that; "A Spring House- 
keepers' Sale," offering the latest devices in refrig- 
erators, screen-windows and doors, the new dena- 
tured alcohol sad-irons, for example, that make iron- 
ing easy by eliminating the hot kitchen range, and 
alcohol-gas stoves permitting the cooking of food 
with all the comforts of the gas range ; each sale 
having a feature which makes it distinctive, gives it 
a special advertising value and permits the design- 
ing of striking window displays. 

Take a "Spring Garden Sale" for example; have 
a scene painter sketch on a drop curtain for the back 
partition of the window a house with a lawn in the 
foreground. The window platform may be cov- 
ered with a green material in imitation of grass, and 
lawnmowers and garden tool^ shown in their proper 
uses — a window, not new in idea, but always effect- 
ive and capable of endless trade-pulling variations. 
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Business Enterprise in Small Stores 

What we have said regarding spring sales for de- 
partment stores applies with equal force to the small 
store. We wish to make this point emphatic, how- 
ever; small dealers everywhere should take pains 
to do three things — First, advertise more widely 
than during any previous season; second, change 
their show windows at least once a week, and re- 
model the windows, if they need it in order to get the 
most out of them ; and, third, plan spring sales that 
willset their trade to talking about the store and its 
stock as they tiever have before. 

The one fatal mistake made by m6st small deal- 
dealers is "lack of enterprise." Too many country 
and small-town merchants are content to replenish 
their stock with the goods their fathers before them 
carried; too few take pains to put in new and up- 
to-date goods, and to advertise the changes they 
have made, after they make them. 

* Inexpensive Advertisfnic Methods 

We know of one Connecticut dealer who found a 
demand for dry ^oods in his town and put in a stock 
of men's and women's clothing, waists, shirts, cot- 
ton goods and all that, and yet left it to his trade to 
find out for themselves that he had put in a new line. 
The result was it took him months to make profits 
he could easily have made in a few weeks, if he had 
advertised. 

Brislc Seilinsr Pian« 

As su5:e:ested last month, the Review will endeav- 
or to give from month to month the outlines of 
practical selling plans that have been tried out and 
found helpful, but we wish to say this to interested 
readers in passing — you can help us make this sec- 
tion more valuable and interesting to the trade, if 
you will make it a point to send the editor an out- 
line of sales plans you have yourself put to the test 
of experience. While it is true we have other 
sources of information to draw upon, it is also true 
that the more the trade makes the House Furnish- 
ing Review a medium for the inter-change of per- 
sonal experience the better it is for all concerned. 

A **Letems:o'' Sale 

A sale to produce the best results should be char- 
acterized by advertising that is original and well 
calculated to produce curiosity. Frash Brothers, 
of Wakarusa, Ind., recently conducted an eight-day 
sale and adopted a strikiner method of exciting pub- 
lic curiosity. The word "LETEMGO" was run in 
the weekly paper locally for two weeks preceding 
the sale, and printed on tags and handbills and scat- 
tered all over town. People naturally began to sit 



up and take notice, thinking that a new brand of 
cigars, or breakfast food, or cereal was about to be 
introduced. At the end of the two weeks prelim- 
inary advertising, a large poster was printed headed 
with the words, *'LET 'EM GO,'' and bearing a 
long list of bargains oflfered at their store in every 
line of goods carried. The sale was a marked suc- 
cess, and the idea is capable of a dozen variations 
to fit special needs. 

**Of>en in a Sulxlued Li^lit** 

Another clever scheme was brought to our atten- 
tion by Mr. G. H. Turnbull, New York manager of 
the Goodell Company, of Antrim, N. H. He se- 
cured some plain orange-colored envelopes like 
those used by photographers for mailing proofs to 
sitters, and printed across the top of the envelope 
in plain black letters, "Open in a Subdued Light." 
These were sent to a selected list of customers, bear- 
ing a card inside with the inscription, "Nobody 
needs a strong light to see the superior qualities of 
our line." As he sent one to his wife and some to 
his neighbors, he had an opportunity of knowing 
whether the card was read. It will pay enterpris- 
ing dealers to try the experiment on their own ac- 
count. 

Factory Surplus Sale 

We are indebted to W. H. Conger, of the Peo- 
ple's Store, Tacoma, Wash., for two suggestions, 
the first being a Special Sale of Italian porcelain, in 
brilliant colors, advertised to sell at ten cents each. 
The window was filled with the ware, plainly mark- 
ed, and the morning when the sale began Mr. Con- 
ger was surprised to find a line of Indian squaws 
squatting on the sidewalk before the window wait- 
ing patiently for the store to open.^ The Indians 
were from a near-by reservation, and the local news- 
paper gave the store much free publicity by writing 
up the Indian episode. 

The Factory Surplus Sale referred to above is 
conducted by the People's Store about the middle of 
every February, and runs a week. It is made the 
occasion for cleaning out all goods the store does not 
wish to carry over, all odds and ends, and the goods 
are sold at cost, or at a sacrifice, if necessary, in 
order to close out. In February, 1907, the news- 
paper advertisements were headed with a top border 
design^ showing a line of factories with smokestacks 
in full blast and a Dutch Wiqd Mill, with arms ex- 
tending from the roof of the store to the first floor, 
was kept revolving by day and illuminated at night. 
While this sale is an annual feature with the People's 
Store, it is one that could be run any season of the 
year, and can be adapted to many different uses. 
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The Steward Dry Goods Company, Louisville, Ky. 
China Department Arranged by J. Lee Richards. 



SPARE MOMENTS WITH THE EDITOR 

Problems and Solutfons Submitted by the Trade, and 
Practical Talks on Things by Some Qualified to Speak 



turning 



NOTICE IN the 
March issue of The 
House Furnish- 
ing Review the 
question, "How Can 
He Sell Low-priced 
China?'* writes Mr. 
Oscar Davis, mana- 
ger of the basement 
department of the 
J. R. Libby Com- 
pany, Portland, Me. 

de same position; I 
get up a large sale 

re and such goods, 

lina was different — 

lt. 

vas in New York in 

rchased a large lot of 
bargains in overstock china. Re- 
home, we advertised in all our papers. 



"Watch the Papers for the Grandest Sale of Fancy 
China We Ever Had." We ran this copy for seven 
days, and on the eighth day gave a still better ad- 
vertisement, and the sale proved a winner. 

"Three days after this sale I was in New York 
again, purchased double what I did before, came 
home, and displayed the china on all our floors as 
an "lie, 25c., and 50c. China Sale." We displayed 
them in this way for about seven days before the 
second sale was to begin, and then four days pre- 
vious made a grand show of the china in our front 
windows. The sale that followed astonished every- 
body. We had over 10,000 square feet in our de- 
partment and I used one-half of this space for bur 
china. We were obliged to have thirty-five extra 
clerks from other parts of the store assist our regu- 
lar force of fourteen in order to wait on the cus- 
tomers." 

DoQ't Try to Sell Low-Priced China 

"In reply to your Western correspondent as to 
why he can't sell low-priced china," writes Mr. J. 
Lee Richards, of Atlanta, Ga., "my experience has 
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been that low-priced goods will not create a sensa- 
tional sale. I should judge that your correspond- 
ent's customers do not want cheap china, and that 
if he will put on sale high-grade china at a low price, 
advertising only one or two articles at a time at a 
special sale price, he will find that he will have 
good results. 

*'My own experience was similar to his. 

'*Our china department was doing very poorly, 
and the writer placed on sale a twenty-five cent 
china cup and saucer of first quality at the remaska- 
bly low price of ten cents. We advertised the ar- 
ticle very largely, illustrated it, and allowed the 
trade to buy the cups and saucers only during an 
hour sale, from nine to ten, and from twelve to one 
each day, nor would we sell more than six cups 
and saucers to a customer. While we took the risk 
of losing money for a couple of hours each day, we 
found in the long run we profited very largely by 
this advertising. 

"On the same plan we oflFered sahd bowls, sell- 
ing a forty-nine cent salad bowl for nineteen cents ; 
and then dinner sets, advertising a $io-dinner set for 
$5.98. 

Understand, the value must be in the article ad- 
vertised, and the trade must be given just what is 
advertised, for the purpose of all advertising must 
be to build up the confidence of your trade. Once 
that confidence is established, the rest is easy." 

Try Specialties 

"I observe that one of your Western correspond- 
ents," said Mr. A. A. Sprague, of the Howlands 
Dry Goods Company, of Bridgeport, Conn., to the 
Editor during a recent call, *'is seeking for a method 
of attracting customers to his china department by 
means of special sales. Not knowing the conditions 
that prevail in his city and store, it is difficult for me 
to suggest a^remcdy, but I should judge that his 
trade must be of a high-class character and has no 
use for the cheaper grades of goods. 

''I think this buyer should also remember that 
china ware is bought principally for gifts, wedding 
presents and similar purposes, and it is, therefore, 
almost impossible for him to secure as satisfactory 
results from such sales as he can from staple goods 
like enamelware, which are bought to be used at 
home. 

*'My experience leads me to say that one of the 
best ways for him to draw trade to his china depart- 
ment is to advertise specialties and locate them at 
the extreme end, or scatter them throughout his 
china section, so that when customers come to buy 



the goods, they will have to pass through his china- 
ware department to reach the specialties advertised. 
This is one method by which he can draw crowds 
to his department." 

Maintain High Standards 

"Regarding the problem presented by the West- 
ern dealer," writes Mr. N. C. Myers, of Miller, 
Rhoads & Swartz, of Norfolk, Va., *'I would like 
to say that I would not attempt to draw trade to 
my department with low-priced chinaware. The 
thing we are all aiming at is to sell the* very best 
dinnerware that our customers will buy. 

**As a large percentage of our capital is tied up 
in dinnerware, from which we derive a considerable 
share of our profits, it becomes necessary for us to 
avoid giving customers anything that is likely to 
cause dissatisfaction. Much of the cheap dinner- 
ware th^t is being sold by some concerns is com- 
monly called **mud" in the trade, and there is abso- 
lutely no profit in it. Yet a customer expects when 
she pays $5 for a dinner set as much service as if 
she had paid $10; something cheap dinnerware can- 
not be expected to give. 

**I prefer to draw trade to my department with 
reliable merchandise at a low price rather than by 
means of low-quality goods at a low price, and I 
am sure this policy will win out in the end." 

How One Dealer Sold Low-Priced China 

**I would like to say that, according to my expe- 
rience with the cheaper 'grades of china," said Mr. 
H. H. Windhorst, of Lyons & Chabot, of New 
York, **It is possible to create a run on cheap enam- 
elware, because women are entirely familiar with 
bargains in this class of goods, whereas, they are 
not so well posted on bargains in china, nor is it pos- 
sible to illustrate by means of advertising the real 
value of the chinaware bargains you oflfer. 

"Not long since I bought two carloads of china; 
a part being a plain white chinaware and the balance 
decorated china, and I requested the manufacturers 
to send me a letter stating the shipment was on the 
way and had been sold to me at a very special price. 

"I had this letter reproduced and inserted it in 
the middle of my advertising page announcing the 
sale, and ran cuts of fancy chinaware around the 
letter. I also emphasized, in the reading matter, 
the low price at which I had been able to obtain 
these two carloads of china and the bargain prices 
at which they were to be sold. As the letter was 
documentary evidence of the truth of what I adver- 
tised, this advertising produced excellent results. 
(Concluded on page 35.) 
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THE FUTURE OF THE SMALL DEALER 

What luterested Buyers Have to Say on This Subject, Together With Helpful 
Suggestions as to How the Small Merchant May Increase His Business 




HE TROUBLE WITH many small 
dealers," said Mr. L H. Airey, of 
the Bennett Company, Omaha, 
Neb., *'is that they hesitate to meet 
the competition of the department 
store and other competition for 
fear of losing a large prdfit on 
their sales. In other words, they 
lack expertness in making prices. 
Many a small dealer thinks that 
unless he sells everything he buys 
at an advance over its cost to him. 
he is losing money. It seldom oc- 
curs to him to run bargain sales 
to draw trade to his store, making 
up what he loses on his "specials" 
' by the profits on his staple stock 
and by the increased volume of 
sales brought about by the crowds 
attracted to his store through his 
bargain sales. 

**There is still another side to price making. It 
takes nerve to sell things at a loss. It takes a still 
rarer kind of nerve to get juicy profits on most of 
the goods a small dealer sells. To do the latter he 
must mix his bargains and his ordinary values so 
skilfully that the buying public takes the mixture 
not only without question, but with pleasure great 
enough to make a woman, who would ask the dry 
goods man to deliver a spool of thread, willing to 
carry home the bulkiest of bargains obtained at the 
small store, regardless of her own comfort. All 
this can be accomplished if the small merchant 
knows what articles will stand from 33 per cent, to 
150 per cent, profit and what articles can be sold at 
a great sacrifice and yet be made to turn the loss 
into profit by creating trade. 

Sending Customers Away Satisfied 

"The small dealer is also likely to be remiss in 
giving satisfactor>' service to his customers. He is 
too prone to act as though he '*does not care whether 
school keeps or not," and his lack of interest in 
his customers* needs is soon reflected in their entire 
indiflference to his store. 

"I was connected with a small store at one time, 
and I found that many customers who came in 



wanted goods we did not carry in stock. 1 found 
that I could easily hold their trade and secure their 
good will by offering to order what they wanted, 
and although I frequently filled these orders prac- 
tically at. cost, it was easy to furnish them with our 
regular stock on a fair margin of profit. 

'*The small dealer is not likely to suflfer much 
from the competition of the large city department 
stores so far as his staple goods are concerned. His 
chief trouble arises when a customer desires an 
article that is not ordinarily handled in small towns. 
If the small dealer will take pains to get what his 
customer wants for her, so that she will not need 
to take the train or the trolley car to the city, he 
will be able to hold his local trade without difficulty. 

*'This will also serve to send his customers away 
satisfied, and his satisfied customers will help him 
materially in building up his business. 

The Small Dealer and the Catalosrue Houses 

"You hear a great deal these days about compe- 
tition with the big Chicago mail-order houses. The 
reason these concerns have cut into the business of 
the merchants in small towns is because the Chicago 
people made it their business to go after the trade 
in agricultural districts and provide the farmers 
with a service their local dealers would not give 
them. 

"If the small merchant wants to get this large 
and profitable trade back again, he must go to the 
trouble of furnishing his customers with the arti- 
cles they get from Chicago at the same prices, and 
in addition educate his trade up to the idea that they 
can obtain at home better goods than they can 
abroad, get credit in a more satisfactory way, see 
their goods before they buy them and obtain every- 
thing they may require at fair prices. By offering 
such accommodations, it will not be long before the 
small dealer will persuade his friends and neighbors 
to trade with him in preference to buying their 
goods out of town. 

Keepinsr Up Appearances 

"Another serious fault of the average small deal- 
er is that he does not display his stock to the best 
advantage. He is too apt to leave his goods on his 
shelves without dusting them, and keeping them in 
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presentable shape, or to leave them in their original 
packing cases until they are called for. 

**Fancy a modern department store waiting for 
the trade to ask for goods before offering them for 
sale; if a big establishment like a city depairtment 
store finds it necessary to push the sale of their 
new goods, and of their regular stock, how can a 
small merchant afford to do the contrary ? 

'This tendency of the country merchant to disre- 
gard appearances, and let dust and dirt accumulate 
is a drawback to his success, as he is just like all 
other merchants — he must depend upon continuous 
sales to provide him with capital needed to keep his 
stock fresh and his money earning more money. 

'The one thing needful is to keep his stock weU 
displayed, both in his show window and on his 
shelves, so that people can see what he has for sale. 
Everything should be plainly priced so that people 
will know how much an article they want will cost 
them, and goods should look so nice in the win- 
dows or on the shelves as to be desirable. In this 
way the small merchant will avoid being choked to 
death with shelf warmers and odd goods on which 
he may eventually suffer a total loss. 

Unlimited Chances for All 

"Far from the small dealer being doomed," said 
Mr. C. J. Day, of Hamed & Von Maur, Davenport, 
Iowa, "there are still unlimited chances for all. The 
whole thing is largely a matter of faith; if a man 
thinks he is done for and it's no use to struggle 
against Fate, he will certainly go to the wall. If he 
believes there is a fighting chance for him to suc- 
ceed, and takes that chance, he will land right side 
up sooner or later. 

"The small dealer who will put energy, push, and 
good judgment behind his store has as good chances 
of success as his father did, and I am inclined to 
believe his chances are greater to-day than ever be- 
fore. 

"It is attention to small details that counts, and 
keeping busy *hoeing corn' while the other fellow is 
taking a nap which wins in the long run. In fact, 
the small merchant, like the tortoise in his world- 
famous race with the hare, may eventually pass by 
his big competitors in the race for commercial suc- 
cess, if he keeps growing and grasps all his oppor- 
tunities and makes the most of them." 

Combination and Organization 

"There is a great deal of truth in what Mr. Reed 
had to say about the small dealer being doomed," 
said Mr. J. Lee Richards, who was formerly mana- 



ger of the house furnishing goods departments of 
J. Bacon & Sons and the Stewart Dry Goods Com- 
pany of Louisville, Ky., "but we should not con- 
demn a man without giving him a chance to defend 
himself. 

"The fact is that old merchandising methods, 
effective a generation ago, are out of date to-day, 
and new methods must be devised. This applies 
as much to the small merchant as it does to the de- 
partment store, and just as the modern department 
store is a combination of many small stores into 
one gre^t establishment under one roof, so I believe 
the time is coming when the small merchants in 
cities of from 25,000 to 75,000 population will find 
it to their advantage to combine together, organize 
a single operating concern and open a department 
store of their own. 

**\Vhy not? 

*'Suppose six small dealers, now struggling along 
separately with limited capital, inedequate quarters 
and their other handicaps, were to combine their 
stock, experience and capital into one business or- 
ganization. Their combination would be good for 
their town, for they could then afford to build a 
suitable store, carry a large and well-selected stock, 
each man could specialize along the line of his 
greatest ability and experience, and the small city 
would have a department store of its own. 

"I believe there is room for just such stores in 
many of the cities of the United States of the size 
I have mentioned, and I do not doubt that in time 
we shall hear of just such combinations being made. 
The principle of the department store is all right, 
and by putting that principle at work in the smaller 
cities of the country, the big city establishments 
would be limited to their own territory and could 
not afford to compete with the smaller department 
stores." 

A Note of Pessimism 

"In looking over your 'Great Educator,' as it 
ought to be named," writes Mr. Adolph Rosner, 
house furnishing buyer with the Steinbach Com- 
pany, Asbury Park, N. J., "for the House Fur- 
nishing Review educates the buyer more and , 
more all the time, and I dare say many of us owe 
you our appreciation for the valuable suggestions 
we receive through your publication, I read with 
much interest what our friend, Mr. John J. Reed, 
had to say in the March issue about the doom of the 
small dealer. 

"I cannot help but agree with him in his opin- 
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ion, for I do not think the small dealer — the so- 
called small store, or shop — has a chance in the 
world of doing business of any account. 

**The department stores have it on the small 
dealer so much, in each and every way, that it is 
impossible for the small dealer to compete with 
them in buying their goods, in advertising their 
business, in accommodating their trade, in accepting 
goods from customers, if not satisfactory, or in re- 
funding cash to a purchaser, if the purchaser finds 
a week or ten days later that he or she does not 
want the article purchased. 

**The small dealer has also a hardship in buying 
his goods, for he cannot buy or use the quantity of 
goods bought by a buyer representing a large de- 
partment store, and therefore he has to pay from 
five to twenty per cent, more for his goods. 



. *'The small dealer works under another disad- 
vantage also, in that he has to depend upon doing 
most of his business after the large department 
store is closed — ^that is, the bulk of his business is 
done between the hours of 6 p. m. and lo p. m., and 
on Saturdays between ii and 12 p. m. He also de- 
pends on remaining open Sunday to secure a great 
deal of his business. Let the law compel the small 
dearter to close his shop on Sunday, or let the small 
dealer shut up shop at 6 or 7 p. m. every business 
day in the year, and how long would he remain in 
business ? 

**In my opinion, the small dealer, or the small 
store keeper is of a day gone by. Of course, the 
old go and the new ones are always ready to take 
their places as long as their small investments last, 
but the living of the small dealer is a hardship." 
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SPARE MOMENTS WITH THE EDITOR 



(Concluded fro 

"I would suggest this plan as one solution of the 
problem. 

"I would also like to say it would pay your cor- 
respondent to use frequent window displays of his 
cheaper grades of chinaware; issue frequent circu- 
lars to his trade describing and illustrating the bar- 
gains oflFered in his department and spend as much 
time as necessary in educating his trade up to the 
good values offered in this section. 

"In arranging this stock, all staple goods should 
be plainly priced and kept clean and free from dirt ; 
the stock should be moved about from week to week 
so that customers will always find something new 
in familiar spots ; the cheaper grades of china should 
be placed in the rear of the china section so that 
customers who come in to find bargains must pass 
by the better grades, and other methods pursued 
which may suggest themselves by means of which 
he may gain the confidence of his trade. 

"I believe that the result will be a marked increase 
in the sales of his chinaware department after a 
reasonable length of time." 



MORE PROBLEMS FOR SOLUTION 

As will be seen, the problem presented by our 
Western correspondent called forth much comment 
and excited a great deal of interest in the trade. 
We give below two more problems brought to the 
attention of the Review during the past month, and 
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we trust the trade will take pains to spend many 
more "Spare Moments with the Editor" in the fu- 
ture than they have in the past. If the trade will 
make it so, this section can be made one of the most 
practical and useful in the House Furnishing Re- 
view. 

Nobody need take pains to dictate his problem, 
or his solution of problem to his stenographer — just 
jot down a few rough notes on scrap paper, if you 
like, and forward them to the Editor. He will be 
only too glad to whip them into presentable shape 
for publication. 

Shall He Carry Goldfish in Stock ? 

"We should like your opinion in regard to carry- 
ing a stock of goldfish, as much for ornament as 
anvthing else, in the House Furnishing Depart- 
ment." — Ohio. 

How Stimulate Trade in Farm Communities 

*'We are conducting the House Furnishing De- 
partment of a large department store in an Iowa 
city of 50,000 inhabitants, drawing largely upon the 
farming class for business. This class of trade 
seems to be more "lethargic'' than the trade in manu- 
facturing centers, where the population is cosmo- 
politan. Is there any way to stimulate trade in 
agricultural districts and make it more active. Any 
suggestions you can offer will be highly appreciat- 
ed.*' — Iowa. 
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ART NOVELTIES THAT PROMOTE TRADE 

Art Statuary That Draws Custom and Builds Up 
Trade. How High Grade Art Statuary is Made 



E^OM THE CUS- 
TOMER'S point of 
view, there is no 
section of the House 
Furnishing Depart- 
ment more attrtict- 
than the space de- 
to art novelties in- 
d for home decoration, 
r a woman likes noth- 
)etter than to browse 
id an hour or more 
g a pleasing collection 
rt statuary, wavering 
between an inclination to buy the beautiful things 
she sees and the determination to hold onto the con- 
tents of her slender purse, yielding finally to the 
fascination of some vase, or statue, or piece of bric- 
a-brac she cannot aflford, but must have. 

We cannot escape the conviction that the live 
Editors Note:— C«/j illustrating this article by courtesyof 



buyer, who has an eye to the trade pulling qualities 
of certain of his stock as being more ornamental 
than useful in the home — show pieces — will regard 
art statuary, rail plates and similar goods as of 
greater importance than certain of his staple lines, 
because of this fascination they exert over most wo- 
men. Aside from the profits to be derived from the 
sale of art novelties, such goods draw many custom- 
ers to the house furnishing department, who might 
otherwise leave the store without a visit. 

Buying High Class Art Statuary 

So far as the buying of high-class art statuary is 
concerned, more care should be taken to secure 
"quality" goods than is taken with staple lines. 
While any statuary that looks good from the side- 
walk when placed on display in the show windows 
will draw people into the store, the real test of these 
goods, so far as their advertising value is concerned, 
comes when people take a statuette or a bust in their 
hands to examine it closely. Cheaply-made art 
the Boston Plastic Art Co., Boston. 
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statuary will not stand such an inspection, because 
"chips" and bubbles will appear, and the disappoint- 
ment resulting from finding an art object full of im- 
perfections will not only lose sales, but also prove 
costly to the reputation of the store. 

As every well-informed buyer knows, there are 
two classes of art ' statuary upon the market, the 
cheaper class, comprising reproductions of imported 
models, copies of statues, busts and bric-a-brac 
made by foreign manufacturers, which through lack 
of originality, can be produced and sold cheaply, and 
high-grade goods, which are characterized by two 
features — originality in design and scrupulous care 
in the process of manufacture. The latter goods 
cost more, but they bring higher prices, larger prof- 
its and give better satisfaction to the trade in the 
long run. 

How the OrisiQal Desi|n>s are Made 

While many people believe that the best art statu- 
ary is produced abroad, there are some American 
manufacturers who turn out a product that is equal 
to the best of imported goods. These manufactur- 
ers employ sculptors to whom are paid large sal- 
aries, and who devote their time and talent to pro- 
ducing designs that are original, "striking and ar- 
tistically satisfying to the most critical taste. In 
such cases, it costs anywhere from $50 to $150 to 
produce the original model, largely because the 
sculptor takes anywhere from five to fifteen days 



to finish up his model on account of the time it 
takes to work out such details as facial expression, 
the arrangement of drapery, and those nice finish- 
ing touches which give to the perfected figure aa 
artistic and lifelike expression. These models are 
made by hand t)ut of clay while it is in a soft state 
and can be easily worked with the fingers. 

How Duplicate Models are Produced 

After the original model is finished in clay, it is 
covered over with a coat of plaster about half an 
inch thick. This is done in two parts, first one half 
and then the other half. Very great care must be 
taken in putting the plaster on so that it does not 
injure the clay in any particular; otherwise, the ex- 
pression of the original model will be lost. This 
plaster coating is called the shell of the model. 

After two or three hours the shell is opened up 
and the clay drawn out. The shell is then cleaned 
and greased, and afterwards it is dried. After be- 
ing thoroughly dried out the shell is put together 
again, and a composition of plaster, terra cotta and 
oil, which has been thoroughly mixed together, is 
poured into the shell, and this composition fills in 
every part where the clay model has originally been. 

The cast is allowed to dry for a day or two, and 
the outside shell is then chipped oflF a little piece at 
a time leaving the inside cast all in one piece, a per- 
fect reproduction of the original model in clay. This 
cast is finished over again by the sculptor, and is 
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thereupon used as a working model from which all 
other duplicate subjects are reproduced. 

As this working model is the most expensive to 
reproduce from the original made by the sculptor's 
hands, it is naturally the best of the lot, and is 
worked over with great care so that all future re- 
productions will not only come out perfect, but be 
an exact replica of the original model in clay first 
made by the artist. It is by this method that work- 
ing models are made. 

The Makinsr of the Outer Shell 

The process described above is the first step in 
the manufacture of art statuary. The next step in 
the process of manufacture is the making of repro- 
ductions from the working model to be sold to the 
trade, involving two processes — the making of a so- 
called outer shell and the making of gelatine molds. 

After the working model is finished, the manu- 
facturers then put clay one-quarter of an inch thick 
all around it and upon this layer of clay put a sec- 
ond layer, the second being plaster to the thickness 
of about an inch, divided into two halves so that the 
plaster shell can easily be taken apart. This out- 
side plaster covering is called the "outer shell." 

In addition to using plaster in making the outer 
shell, a lot of heavy wire, as well as heavy iron rods 
and burlap, is used in the construction of the shell ; 
that is, the wire, burlap and all that are put in the 
plaster to strengthen the shell, so that it may be 
used over and over again, and may last anywhere 



"these models are made by hand out of clay." 

from six months to that many years provided it is 
given the proper care. 

After the outer shell has dried out a little, it is 
then taken apart, the working model taken out and 
the clay removed. A hole is then made in the top 
of the shell, after which it is cleaned and finished 
and put in a dry room to dry. 

How the Gelatine Molds are Made 

After the outer shell is hard and dry, the next 
step in the process of manufacture is reached. The 
working model is now taken and attached firmly 
inside of and to the bottom of the shell. As the 
clay left a quarter of an inch of space between the 
model and the shell, and as there is a hole in the 
top of the shell, a fine gelatine may now be poured 
into the shell through the hole on top. This 
gelatine covers the model inside the shell and 
enters into all the open spaces between the 
shell and the model. The gelatine is left 
standing for about twenty-four hours, which gives 
time for it to harden. The shell is then opened, 
the gelatine cut into two parts to fit the shell and 
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the inside model taken out, so that when the two 
gelatine molds are put together again an opening is 
left which is in the exact shape of the working 
model. 

The Castins: Process 
The gelatine molds completed, the manufacturers 
are now ready to reproduce in quantity the statue 
originally designed for them by their sculptor. This 
is accomplished by pouring a composition of plaster 
and terra cotta into the gelatine molds, where it is 
left to dry for an hour or two. The shells are then 
opened again, the gelatine molds taken apart leav- 
ing an exact reproduction of the model in the terra 
cotta composition. Careful operators are able to 
cast as many as five or six of these reproductions 
from one model in the space of a working day. 
After the terra cotta cast has been taken from the 
mold, it is put in the dry room to dry. 

The Pinishins Process 

Every bust or other, subject after coming out of 
the cast shows rough edges where the parts of the 
gelatine molds came together. All those marks 
have to be taken off with a fine tool, and a lot of 
care must be taken to see that the casts are not spoil- 
ed in taking off the blemishes. There are some 
subjects, like the well-known statue of Mercury, 
and fancy busts, that are made in more than two 
pieces. These extra parts must have plenty of 
wire and the finishing must be done by an expert, 
who knows how to put all the pieces together where 
they belong so that nobody will be able to tell where 
the several parts of the statue have been joined. 

It is at this point the difference between high- 
grade statuary and cheap goods appears. A cheap 
reproduction will show where the parts are joined 
as well as the different blemishes, while little holes 
and bubbles, due to the cast, will also appear : cheap 
statuary also fails to show the fine lines of the 
original model, which give expression and a life- 
like appearance to the finished product. Good work 
is made with such care that nobody can see where 
the joints are, nor can anybody find any marks or 
defects on the subject. Every line is carefully 
brought out, no matter how fine it is, and every de- 
tail of the face, limbs and drapery may be seen to be 
perfect upon close inspection, which cannot be said 
about inferior goods. 

The Coloring Process 

The cast having been refinished, the statue is then 
put in boiled oil to strengthen the material, is dried 
for about thirty hours, and the first coat of color is 
then put on and left to dry until the next day. On 
the second day, the second coat is put on and the last 



and final coloring is done on the third day, after the 
first two coats are thoroughly dry. It takes artists 
of aUlity to produce good results, as all this color- 
ing must be done by hand and it is natural enough 
that only good men are able to do this work in a 
satisfactory manner. 

The Advantaipes of High Art Statuary 

It should be evident to intelligent buyers from 
the above description of the process of manufactur- 
ing art statuary that the production of high-grade 
goods is a costly process, involving as it does, the 
employment of artists to manufacture the original 
designs and the assistance of experienced workmen 
to turn out a finished product of high character, and 
that manufacturers to make a reasonable profit must 
sell the goods at a somewhat higher price than 
that asked for inferior products. The modem de- 
mand for quality goods is such as to warrant buy- 
ers .handling the best products they can obtain and, 
as a matter of fact, such goods are the cheapest and 
building up trade. 

When a woman goes to a store and asks to see 
the statue which pleased her when seen out in front 
through the plate glass show window, she is pre- 
pared to pay almost any reasonable price for the 
article in question, because she has no way of know- 
ing its value or judging its price unless it is tagged. 
If defects appear upon close inspection of the arti- 
cle she will not buy it at any price, and if she does 
buy it and takes it home and defects appear later 
in exhibiting the statuette to her neighbors, the dam- 
age done to the reputation of the store where she 
bought it is a factor to be reckoned with. A high- 
grade statuette will bring 98 cents as readily as it 
will 49 cents, and it is sensible to say that careful 
buyers will find it to their advantage to give prefer- 
ence to high-class articles in all cases. 

The Trade Pulling Qualities of Art Statuary 

The chief advantage to a store of carrying art 
statuary lies in its advertising value. The goods 
may be depended upon to bring people to the store, 
and a proper window display is so attractive that 
passersby, as well as those who have been induced 
to visit the store by means of the advertising an- 
nouncements, will be drawn in large numbers to the 
house furnishing department. 

The window display shown in conection with this 
article is that of William H. Frear & Company, of 
Troy, New York, and we are informed that more 
than a thousand dollars worth of these goods were 
sold within ten days time. Art statuary may be 
classed among goods that can be carried at any 
season of the year, although they are most seasona- 
ble around Easter and the Christmas holidays. 
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There is an old saying, "As a man 
As a Man ^hinketh, so he is." . 
Thinketh j^ j^ ^^ ^^^^ certain that a man 
can be made ill by repeated suggestions from his 
friends that he is not looking well, and many a man 
makes a failure of life by refusing to believe he 
has it in him to succeed. 

Not long ago a Southern crockery house ordered 
a lot of goods to be delivered next August, and in 
some way the jobbers shipped the stuflf down at 
once. Not caring to return the goods, or to store 
them for six months, the Southerners placed the 
crockery on sale. Wonderful to relate, the goods 
sold out in a week or two, and they had to order 
more — yet the original order was placed for future 
delivery on account of "hard times." 

Let's have more errors in shipping dates like that, 
and perhaps those who are now thinking hard 
times will begin to appreciate the fact that the times 
are largely what we make them. 



There are several valuable ideas sug- 
Alcohol gested in this month's article on De- 
Exhibits natured Alcohol — hints from the ex- 
perience of those who have already begun to handle 
alcohol utilities, practical points on where alcohol 
may be obtained, what simple procedure is neces- 
sary to secure a permit to sell it, and ways and 
means of creating a demand for the goods by ex- 
hibits and otherwise. 

There is no doubt but that denatured alcohol 
is the fuel of the future and, for the sake of those 
who will sooner or later sell alcohol appliances, we 
say, read our articles from month to month care- 
fully, hand them over to your salesmen and demon- 
strators to read before tallking with customers. 
Before we are done, we will furnish all the facts 
you need to know in order to answer any questions 
intelligently concerning denatured alcohol, and our 
articles are planned to assist the salesmen to a 
thorough understanding of this great subject. 

Moreover, what we say about alcohol is authori- 
tative It is absolutely correct and may be relied 
upon. We are conservative and careful in all our 
statements, and those who repeat what we say need 
fear no contradiction from those who know what 
they are talking about. 



There is no pleasure so 
Spare Moments ^^^^ ^^ ^^^^ ^^ ^^^ ^^_ 

Witii the Editor j^or when he hears a 
word from his flock, on no matter what topic, or 
meets one of his immense circle of readers face to 
face. 

There is a certain fascination in the thought that 
what the Editor sees and hears and puts into print, 
believing it to be of interest and value to his readers, 
is read every month by hundreds of men from 
Maine to California, and from the Great Lakes to 
the Gulf, to say nothing of those in foreign coun- 
tries. 

There is a fascination in this thought, and a great 
sense of responsibility, for the Editor must choose 
what the majority want to know about ; otherwise, 
who will read his paper? 

It is easy to see, then, why the Editor delights 
in the letters he receives from his readers — sponta- 
neous letters, sometimes critical, sometimes full of 
praise, sometimes seeking advice, sometimes infor- 
mation, but always helpful and inspiring to the Ed- 
itor, because they help him to know what his flock 
is interested in — ^what things to write about and 
what ideas to suggest. 

Perhaps not all have thought of the matter in 
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just that way, and perhaps this little heart to heart 
talk will inspire many good friends to spend a few 
Spare Moments with the Editor they may otherwise 
spend in some other way. 



In many respects, the trade situa- 
The Situation ^.^^ j^ obscured. Reports from 
Obscured ^^ sections of the country prove 
to us that retail buying on the part of the public is 
almost up to last year's record, and in some instan- 
ces new sales records are being established. This 
condition would naturally call for optimism and the 
placing of large orders for goods with manufac- 
turers in the trade. 

As a matter of fact, in spite of a good demand for 
goods by consumers, merchants continue to curtail 
their orders — in many cases not even keeping their 
stock up to normal proportions. 

If stock is low and the demand 
^ * "" exists for goods, what reason is 
servative Buying? ^here for buyers failing to place 
orders with manufacturers sufficient to meet exist- 
ing demands, even though no orders are placed 
against future business. It may be, of course, be- 
cause there is a general desire to clean out stock 
while business is slow, and thus make room for 
new goods against the time when business picks up 
again. 

There is another possibility, however — 



The Evil 
Effects 



that merchants are not alive to the real 
situation and are actuated by different 
motives. It is even intimated in some quarters that 
certain buyers are holding off from placing orders 
with the belief that a drop in prices is due sooner 
or later. The question is, will short buying pro- 
duce lower prices. 

Our answer is. No. 

If times were good, the results might be all that 
is desired : but under present conditions the opposite 
results may be expected. For manufacturers are 
curtailing operations as fast as their existing orders 
are filled, and, discouraged by the poor outlook, are 
not producing stock to meet problematical future 
demands. 

Carefully compiled statistics show that more than 
a million men are out of work, which means that 
by refusing to keep the manufacturers busy, mer- 
chants are reducing their own volume of sales since 
unemployed workmen cannot buy anything but the 
bare necessities of life. 

As manufacturers are curtailing operations, 
manufactured products are becoming scarce; soon- 
er or later merchants, whose stocks are now de- 



pleted to the limit, will wake up to the fact that 
they must have goods to sell and they will begin 
to place orders in large volume. 

When that time comes there can 
Hijrh Prices in ^^ ^^j^ ^^^ ^^^^j^ Merchants 

the Future ^jn f^^d that other merchants are 
also placing orders, and that manufacturers, hav- 
ing taken alarm from present conditions, will not 
be in a position to deliver the goods. Prices will 
rise because of short supply, and deliveries will be 
slow. 

Thus merchants are working against their own 
interests by refusing to buy — they are curtailing 
sales by throwing workingmen out of work, and 
they are producing conditions likely to result in 
short stocks, inability to supply the needs of their 
trade, and a future higher level of prices. 

There is no real ground for the pre- 
ine country ^^jj-j^g^ conservatism. It is true col- 
Sound lections are slow, but an unanimous 
move to discount bills would correct this condition 
instantly and there is money enough in circulation 
to accomplish this result. What is needed every- 
where is confidence. To quote the words of a great 
publicist of a previous generation, "The only way 
to resume is to resume." The quicker this is done 
the better, and absolutely nothing stands in the 
way of full resumption of business everywhere. 
Evidence is not lacking that this opinion is begin- 
ning to prevail in most quarters of the United 
States and that by next fall everything will be as 
it should be. 



Demonstrations are a new 
Demonstrations wrinkle in one respect 

— that some merchants 
still remain who do not see their value and will not 
permit their department managers to conduct them. 
But progressive merchants are alive to the value of 
demonstrations, and the number of them who use 
them is rapidly increasing. This is because the 
demonstration is a distinctively educational factor 
in store publicity in that it educates the public up 
to the expectation of always finding something new 
and useful in the store that conducts demonstra- 
tions, teaches the public that more economical meth- 
ods of doing housework are constantly being intro- 
duced and excites an unending interest in the minds 
of women customers as to what Tom Jones & Com- 
pany are going to do next. The field for demon- 
strations is boundless, and there is at least one large 
St. Louis house which plans to make the "Indus- 
trial Exposition" a continuous performance. 
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THE PROBLEM OF ALCOHOL DISTRIBUTION 

Where Industrial Alcohol May be Obtained. The Simple Regulations 
ControUIng Distribution, and the Safety of Alcohol In Storage 

CHAPTER IL 




IGNS EXIST that American house 
furnishing goods dealers are be- 
ginning to realize the truth regard- 
ing the great future of the indus- 
trial alcohol industry in the United 
States, and are beginning to cast 
about them for practical informa- 
tion as to where they can obtain 
denatured alcohol enough to meet 
I the needs of their customers and the 
' household applicances to burn it. 
Germany has been using dena- 
tured alcohol for twenty years or 
more, and we are able to say on 
good authority that alcohol may be obtained as freely in 
the towns and cities of the German Empire as we are able 
to obtain kerosene in this country — every corner trades- 
man keeps it and the hausfrau has only to send Hans or 
Gretchen down the street a bit to secure the can of alco- 
hol needed to cook dinner or light the house at night. 

In a few years — it is useless to try and imagine how 
few — American boys and girls will be running similar er- 
rands for their parents, and we shall then wonder why 
we were so slow as a nation in waking up to the possibili- 
ties of denatured alcohol as an illuminant and fuel. 

A Sign of the Times 

As a sign of the times, we are reminded of a story re- 
lated to us recently by Mr. N. C. Myers, manager of the 
house furnishing goods department of Miller, Rhoads & 
Swartz, of Norfolk, Va. 

"We are going to put in a stock of denatured alcohol 
utilities," said Mr. Myers to the writer, "and the way of 
it may interest you. 

"There is a small house furnishing dealer down in Nor- 
folk, who has been carrying a little stock of alcohol stoves, 
lamps and things for nearly a year. 

"We didn't pay much attention to him at first, but after 
a while people began to come in and ask us for alcohol 
appliances. These inquiries have become so frequent of 
late that we have concluded to open an industrial alcohol 
exhibit in our store to meet the demand. 

"I have been thinking that if a small dealer in a city 
like Norfolk can stir up things like that, what's going to 
happen when the public generally finds out how safe, con- 
venient and economical household utilities burning alco- 
hol really are. 

"The future looks bright to me; but there's one thing 
I want to know — where are we to buy the denatured al- 
cohol to supply our customers' needs?" 

Where Alcohol May be Obtained 

This question as to where dealers can obtain denatured 



alcohol is logical and timely, since most dealers will natu- 
rally hesitate to put in a stock of alcohol-burning appli- 
ances for household use before they are certain their trade 
can obtain denatured alcohol locally without difficulty, that 
we intend to discuss this question fully in this issue. 

The Law Governing Distribution 

As the problem of alcohol distribution was solved by the 
by the amendment of the original act permitting the manufac- 
ture of denatured alcohol free from tax, which amendment 
went into effect on the first of September, 1907, we will 
quote briefly therefrom, as follows: "Denatured alcohol 
may be transported in such packages, tanks or tank cars 
as the Commissioner of Internal Revenue may prescribe." 

Every well-informed merchant knows that the Stand- 
ard Oil Corporation distributes kerosene oil and gasoline 
to consumers in barrels, sealed cans, tank boats and tank 
cars, as occasion demands, and the effect of the act quoted 
above is to permit the distribution of denatured alcohol 
by the same methods employed by Standard Oil to dis- 
tribute their products. This makes the solution of the 
problem of distributing denatured alcohol a very simple 
one, indeed, so far as means of transportation are con- 
cerned. 

Present Methods of Distribution 

So far as present methods of distributing denatured al- 
cohol are concerned, two means are employed — shipments 
by barrel from the central distilleries at Peoria and other 
producing centers to wholesale and retail dealers, who may 
themselves put up the alcohol in bottles, sealed cans or 
any other shape convenient for delivery over the counter 
to their customers ; or retail dealers, department stores and 
others may now obtain denatured alcohol from certain 
New York concerns* in sealed cans varying in capacity 
from one quart to five gallons. The latter is a very h-ndy 
method of distribution, and should greatly facilitate the 
work of creating a public demand for alcohol and alcohol 
utilities. 

We are credibly informed that the latter method of dis- 
tribution is being developed as rapidly as possible, and 
that denatured alcohol will be sold in sealed packages to 
the retail trade at prices which will offer customers every 
inducement to use alcohol in preference to any other fuel. 

Future Methods of Distribution 

As the demand for industrial alcohol increases, however, 
and the quantity of alcohol begins to run into the millions 
of gallons, present methods of distribution will not suffice. 
Instead of depending upon existing distilleries located prin- 
cipally in Illinois, Ohio, Indiana and other Middle Western 
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States, distilleries will also spring up in the North, the 
South, the East and on the Pacific Coast. As the use of 
denatured alcohol becomes common in farming districts, 
farm distilleries operating on the co-operative plan will 
likewise become profitable to run, and will be established, 
and thus nearly every State in the Union will sooner or 
later have its own centers of supply. 

Inland distilleries will doubtless employ tank cars for 
shipping their product to distributing points, while distil- 
leries located on or near navigable rivers or at tide-water 
will operate tank boats. The use of pipe-lines, while per- 
missable by law, does not appear to be a likely method of 
future distribution, although it is of course a possibility. 
The latter depends upon where the centers of production 
finally locate themselves and how far away they are from 
distributing points for local consumption. 

As for deliveries to consumers, tank wagons will be 
used to deliver denatured alcohol from house to house; 
local retailers will sell denatured alcohol by the quart, as 
kerosene is now sold; automobiles and other motor vehi- 
cles driven by alcohol will find alcohol on sale at the usual 
si'pply stations where they now obtain gasoline, and motor 
boats will be able to run alongside of tank boats on the 
water front and fill their tanks with alcohol. 

In a word, the law governing the distribution of dena- 
tured alcohol is such that the most economical methods 
of transportation known to-day may be employed and 
adapted to the use of this new fuel as fast as the growth 
of the industry warrants. It is needless to point out that 
low transportation charges will be an important factor in 
reducing the price of alcohol to the consumer in the fu- 
ture, and that present prices will touch much lower 
levels as the quantity produced grows larger and the 
methods of production are simplified and 'made cheaper. 

The Law Qoveming Dealers 

No doubt many dealers in house furnishing goods, who 
would like to handle alcohol utilities if they could, hesitate 
because no other local dealer is selling denatured alcohol, 
and in order to accommodate their customers, such dealers 
want to know whether they can themselves carry the al- 
cohol in stock without going to considerable trouble and 
expense. To these we answer, the procedure is simple 
and the expense nothing. 

Under recent instructions from the Commissioner of 
Internal Revenue, druggists and grocers who deal in liq- 
uors, but who do not sell them to be drunk on the prem- 
ises, are allowed to sell denatured alcohol at retail with 
out a permit. 

All other retail dealers are required to secure a permit 
to sell alcohol at retail, but the permit is obtainable from 
local internal revenue officials ivithout the payment of a 
fee and it is good for an indeHnite time. Retail dealers in 
denatured alcohol are not required to keep a record of 
purchases and sales, and once the permit is secured indus- 
trial alcohol may be sold as freely as soap, perfumery, 
coffee or other articles not subject to Government super- 
vision. Hence, there is nothing to hinder department stores, 
general stores and others in the house furnishing trade 
from selling denatured alcohol to their customers direct 
and making a profit on the alcohol as well as on the al- 
cohol utilities. 



Creating Demand a Factor In Distribution 

Inasmuch as the problem of distributing denatured al- 
cohol is rendered difficult under pr*»sent conditions, be- 
cause the demand for alcohol is comparatively insignifi- 
cant and the centers of distribution are widely scattered; 
and iucismuch as the problem will be simplified as soon as 
industrial alcohol may be made and sold in vast quanti- 
ties, the first real factor in the problem of distribution is 
how to create and stimulate the demand for alcohol in this 
country. 

The Probiem of Creating Demand 

As we have before said, Germany consumes about 70,000,- 
000 gallons of denatured alcohol annually. Less than half 
of tht*-ts consumed for household uses, however ; so that, 
judging from foreign experience, the problem of creating 
a demand for denatured alcohol divides itself naturally 
into two parts — stimulating the use of alcohol (i) for 
industrial purposes, such as driving automobiles, motor 
boats, farm machinery and in the arts, sciences, and a 
host of manufactured products, and (2) for household 
uses, such as lighting houses, factories, streets, and public 
buildings, cooking food, heating homes and for consump- 
tion in a long list of household appliances. 

To assist in creating a demand for household alcohol 
utilities is the work of the house furnishing dealer and 
department store, and as we have before pointed out. a 
great demand for such utilities will be found among the 
farming class. The first American citizenship to be edu- 
cated up to the advantages of alcohol* for household use 
is the American farmer, therefore, and we recommend that 
the trade co-operate with local representatives of tht Na- 
tional Grange, and push the sale of alcohol utilities, not 
only in cities in competition with gas appliances, but also 
among their out-of-town trade, where alcohol will confer 
upon farmers' wives all the blessings and conveniences 
enjoyed by city women. 

Concentrate on Oiit-of-Town Trade 

In fact. Mr. J. F. Leary, buyer of house furnishings for 
the Outlet Company, Providence R. I„ who recently gave 
a demonstration of alcohol utilities, told the writer that the 
sales were mainly among out-of-town customers and were 
well worth the time and trouble it took to accomplish them. 

What the National Orange is Doing 

When we urge house furnishing dealers and department 
stores to co-operate with the National Grange, we do this 
for practical reasons and with this end in view — to assist 
the trade in securing quick results so far as sales and 
speedy profits in handling alcohol appliances are concerned. 

The National Grange was by long odds the most potent 
influence in securing the enactment of the law removing 
the tax on denatured alcohol, and the leaders in that pow- 
erful organization, which has a membership of close to a 
million, are pledged to carry out a policy having for its 
object the production and distribution of denatured alco- 
hol on a very large scale. That this influential body will 
welcome the efforts of local merchants in every State to 
place alcohol appliances in rural homes and thus create 
demand is a self-evident proposition, and proves the wis- 
dom of our recommendation. 

We are also authorized to state that a campaign of edu- 
cation will shortly be inaugurated on a National scale, the 
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purpose of which will be to acquaint the masses in this 
country with the safety, cleanliness, economy and useful- 
ness of denatured alcohol and alcohol appliances for house- 
hold use. 

The time is, therefore, ripe for the house furnishing trade 
to take up the sale of alcohol utilities with a will and cre- 
ate demand for these products by all the artifices known to 
modem merchandising experts. 

The Farmers' National Committee 

In the course of an interview on this subject with Mr. 
George P. Hampton, Secretary of the Farmers' National 
Committee on Industrial Alcohol, we learned that this 
committee has been organized to "promote the use of al- 
cohol in the industrial arts and especially to encourage its 
use for light, heat and power, to the end that new markets 
for farm products shall be opened, modern improvements 
brought into the rural home, the toil of the farmer's wife 
lessened, and all the benefits of cheap alcohol diffused 
among the people in the least possible time." 

This committee is co-operating with the executive com- 
mittee of the National Grange, and among the prominent 
State Grange officials to be found among its members are 
such men as E. B. Norris, Sodus, N. Y. ; Obadiah Gar- 
diner, Rockland, Me., William F. Hill, Chambersburg, Pa.; 
F. P. Wolcott, Covington, Ky. ; George B. Horton, Fruit 
Ridge, Mich.; F. N. Godfrey, Clean, N. Y., and C. B. Keg- 
ley, Pullman, Wash., who is known in every section of the 
Pacific Coast for his activities in behalf of denatured alco- 
hol. As will be seen, North, South, Blast and West are 
represented on this committee, and we have mentioned only 
a few of the many prominent men in National Grange cir- 
cles who are its members. 

Plans of tiie Natiooai Orange 

In order that the house furnishing trade, particularly 
those dealers doing business in agricultural districts, may 
see the advantage of co-operating with the National Grange 
in creating a demand for alcohol utilities, we will give a 
brief outline of the plans of the National Grange as ex- 
plained to us by Mr. Hampton. 

"In the memorial submitted to Congress, setting forth 
the reasons why the Grange demanded the passage of the 
supplemental bill which went into effect September ist, 
1907," said Mr. Hampton, "National Master Nahum J. 
Bachelder, ex-Governor of New Hamt>shire, very clearly 
and concisely stated the true order of industrial develop- 
ment in the use of denatured alcohol. He said in part: 

"Before local distilleries can be profitably built and 
operated a local demand must have been created, and that 
demand can only have come after there shall have been 
a considerable local distribution of alcohol lamps, stoves, 
heater% ^engines, and other alcohol consuming appliances. 
As long as the demand in any locality is only a few gal- 
lons or barrels weekly, it is manifest that locality must 
depend on some outside source of sui^ly. The true order 
of precedence is, first, the large central distilleries sup- 
pl3ring a scattered demand over a wide territory; then the 
development of the manufacturing industry supplying al- 
cohol apparatus; and, finally, the local distilleries." 

"Agreeing fully with ex-Govemor Bachelder's state- 
ment," continued Mr. Hampton, "as secretary of the Farm- 
ers' National Committee on Industrial Alcohol, I have con- 



centrated my attention on aiding in all ways I could to 
bring about a rapid development along these lines. 

There is ample distillery capacity to supply present de- 
mands, and therefore I have given my chief thought to the 
first things necessary to make for farm success. Once 
started, and a strong demonstration made that the market 
has been created, we can induce the American manufactu- 
rer to make the appliances, and in the same way, the 
distribution of alcohol can be perfected and the price of 
alcohol and alcohol appliances steadily lowered. The dis- 
tribution of both must go hand in hand, and then when 
local consumption has reached a point which would make 
a local distillery possible, that important step can be taken 
with some surety of success. This is, of course, the ulti- 
mate goal at which the National Grange is aiming. 

How Retailers and the Orange May Co-operate 

"At the annual meeting of the National Grange held in 
Hartford, Conn., last November, the Executive Committee 
in their annual report endorsed my plan for creating a 
general demand for alcohol and alcohol appliances in 
the farming communities of this country, and the State 
Granges are actively at work in promoting this demand. 
As you will see, my plan recognizes the right of local house 
furnishing dealers to their share of profit from the sale of 
alcohol and alcohol appliances, and we are willing to assist 
them in every way we can as soon as they have put in a 
stock of such utilities. 

"My idea is that local Granges shall (i) light up grange 
halls with alcohol lamps and encourage the use of the alco- 
hol light in churches, stores, railroad stations, village 
streets, and public meeting places of all kinds, and pur- 
chase their alcohol from the nearest wholesale or retail 
dealer or direct from the distillery. 

"(2) Encourage all other granges in the country to light 
their halls in the same way and install alcohol cooking 
stoves in their kitchens. 

"(3) Encourage in all ways the use of alcohol appliances 
in the home, and by frequent inquiry induce the store-keep- 
ers in the nearby cities and villages to carry a full line 
of alcohol appliances. 

"(4) Appoint a special Alcohol Committee, appointing 
as chairman a man who is interested and capable in the 
work of demonstrating the utility of alcohol, and secure all 
the publicity possible by means of which the benefits from 
the use ^of alcohol for household purposes shall be most 
quickly made known to the farmers in that neighborhood. 

"While our plan includes securing the co-operation of 
State Agricultural Colleges and Experimental Stations in 
ascertaining how small distilleries may be profitably op- 
erated, what waste farm products can be used, and all that, 
this is only of interest to your trade as showing how 
thoroughly in earnest the National Grange is in creating 
a universal demand for denatured alcohol and alcohol ap- 
pliances among American farmers." 

The Opportunity of the Trade 

From the facts ascertained in our interview with Mr. 
Hampton, we should say an unusual opportunity exists by 
which house furnishing dealers in city department stores, 
and in small stores in towns and country districts, can se- 
cure to their own profit the benefit of the educational work 
now being done by the National Grange. 
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(i) This may be done by securing a permit to sell de- 
natured alcohol, and informing local grange officials that 
alcohol may be obtained at their store at wholesale or re- 
tail in any desired quantity. It will probably be advisable 
to offer a special discount to members of the grange in 
order to make it unnecessary for the grange to buy direct 
from the distilleries in quantity in order to secure a low 
price for their members. 

(2) Dealers should also put in a complete line of alco- 
hol lamps, stoves, and household appliances, and invite 
grange officials to bring in their friends at any time to 
look over the goods. The store should use alcohol lamps 
for its own illumination at night and conduct weekly dem- 
onstrations at the store. 

(3) Dealers^ in villages and small towns should like- 
wise apply to the proper officials for the privilege of ligHt- 
ing the streets, public buildings, etc., with alcohol lamps. 
Whether the franchise is granted or not, the resultant pub- 
licity will be of material advantage. 

(4) As soon as dealers receive their alcohol appliances 
they should arrange to give a demonstration of the goods 
under the auspices of the local grange at regular meetings 
of the organization. 

These are a few hints as to practical ways in which the 
trade can make the sale of alcohol and alcohol appliances 
a success from the outset. Enterprising dealers will find 
many other ways of accomplishing the same ends. Need- 
less to say, those who enter the field first will obtain the 
largest profits and the best returns. 

A Word to the City Department Store 

While all we ha^re said in regard to the excellent oppor- 
tunities for creating immediate demand for alcohol utili- 
ties that wait upon house furnishing dealers doing busi- 
ness in small towns and country villages is absolutely true, 
we do not wish to minimize the opportunities of the city 
department store. 

Denatured alcohol undoubtedly confers great blessings 
upon country house-wives, but the experience of those 
who are to-day manufacturing utilities in this country is 
that there is a growing demand for alcohol lamps in cities 
like New York, Philadelphia and of similar population in 
spite of the fact that electricity and gas are available for 
illuminating purposes. This is because the alcohol lamp 
possesses many advantages over gas and electricity in view 
of the fact that it is portable, its light is steady, reading 
or sewing can be done at night with exceptional comfort, 
to say nothing of its economy and cleanliness. 

There is also a large floating population in this country, 
particularly during the summer vacation season, when hun- 
dreds of people go from the city to the seashore, the moun- 
tains and to the country for rest and recreation. If any- 
thing more suitable for camping, yachting and bimgalow 
life than alcohol stoves, lamps and other utilities has ever 
been invented we have yet to discover them. This feature 
of alcohol apparatus should be advertised and demon- 
strated and the resultant sales will undoubtedly prove 
gratifying to the trade. 

The Safety of Alcohol in Storage 

We have heard many complaints that denatured alcohol 
is not coming into use very quickly, that it is much dearer 
than was expected, that it is unsafe to use and to keep in 



storage, and all that. All this has a discouraging effect 
and misleads a great many people who ought to know bet- 
ter. Talk of this kind is to be expected, for denatured 
alcohol means the end of the liquid fuel monopoly and 
every possible move will be made to retard its competition 
with other liquid fuels. Every week, month or year that 
its general use can be hindered m^ans millions to the mo- 
nopoly it threatens. All manner of misrepresentation must 
be expected, therefore, and the responsibility is on its 
friends to see that the development of the ind'istrial al- 
cohol industry is not thereby retarded. 

Regarding the safety of denatured alcohol in storage, 
or in use in the home, we are able to say on the best au- 
thority that alcohol is perfectly safe to use, or to store, for 
reasons we will give below. It is, of course, the part of 
wisdom to keep a stock of alcohol comprising a number of 
barrels in a storage shed apart from the main building, but 
by the observation of ordinary precautions against fire the 
storage of alcohol is perfectly safe in any quantity. 

Alcohol is safe in storage, because 

(i) Water mixes with alcohol in any quantity and will 
Quench its flames. This cannot be said of gasoline or 
kerosene. 

(2) Alcohol vapor mixes with air so readily and thor- 
oughly that the resulting mixture is very rarely inflamma- 
ble or explosive. Alcohol vapor must be mixed with air 
in certain definite proportions in order to be explosive, and 
under normal conditions the mixture contains either too 
much excess of alcohol vapor or of air' to be inflammable 
or explosive. 

(3) Alcohol ffames do not radiate heat to any great ex- 
tent, and will not set fire to surrounding objects by pure 
radiation as will gasoline. 

These facts are so well established in Germany, where 
denatured alcohol has been in common use for more than 
a score of years, and where the strictest fire regulations in 
the world are enforced, that no difference is made in the 
rates of Hre insurance on premises where alcohol is stored, 

A Convinciog Argument 

To put the matter in understandable shape, very few peo- 
ple stop to consider that denatured alcohol and such house- 
hold articles as perfumery and flavoring extracts are prac- 
tically identical, insofar as the percentage of alcohol is con- 
cerned and that, therefore, denatured alcohol is quite as 
safe to have in the house or in storage as perfumery or 
flavoring extracts. Frequently when a member of the 
household is ill and under the care of a trained nurse, the 
family physician will order an "alcohol rub" for the pa- 
tient. On such occasions, the uncorked bottle will often 
be placed close to a naked light without the slightest dan- 
ger from fire or explosion. 

Since denatured alcohol is this same ordinary alcohol 
of commerce made unfit for use as a beverage, it is diffi- 
cult to see how the refiners of petroleum can successfully 
induce the public to believe that when it is brought into, 
the home under the trade name of perfumery or flavoring 
extracts it may be handled without the slightest danger, 
but when brought in under the trade name of denatured 
alcohol the same precautions must be exercised in its use 
and storage as the insurance companies prescribe for gaso- 
line or kerosene. 
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HE HOUSE FURNISHING GOODS 
SHOW was held at the Grand Cen- 
tral Palace, New York, during the 
week beginning Monday, March 2d, 
1908, and continued until the follow- 
ing Saturday. While not so large as 
previous shows, as regards the num- 
ber of exhibitors, it was no less suc" 
cessful in other respects. One of the 
notable features of the show was the 
large number of exhibits devoted to 
alcohol utilities, there being five ex- 
hibits of this character. These .ex- 
hibits served to demonstrate the ad- 
vantages of alcohol lamps, stoves, sad- 
irons, and similar household utensils in a practical way, 
and much interest was manifested in these exhibits. The 
enterprise shown by the exhibitors speaks well for the en- 
ergy that American manufacturers and producers of de 
natured alcohol are putting into the development of this 
new industry, and the next few years should see a marked 
increase in the sale and use of these goods. A number of 
prominent buyers in the East, South, and elsewhere, have 
either undertaken the demonstration of alcohol utilities in 
the house furnishing department, or will do so in the not 
far distant future. 

The Attendance at the Show 

So far as the attendance at the show was concerned, 
there was much complaint by the exhibitors in the early 
part of the week regarding the small number of persons 
seen on the floor. Before the week was over, however. 



it began to dawn upon the exhibitors that this was as it 
should be. The general public was excluded from the 
show, and only buyers and exhibitors were admitted. 
Even presuming that two thousand buyers of house fur- 
nishing goods were in New York City during the week of 
the show, and all of them to have been present in the 
exhibition at once, the hall was so large that it would not 
have seemed crowded even under such circumstances. As a 
jnatter of fact, buyers drifted into the exhibition hall a 
few at a time every day during the show, and the order 
books of most of the exhibitors at the end of the week 
bore satisfactory evidence of their presence. 

While the Re\'iew would like to publish the names of 
prominent buyers seen at the show, we hesitate to do so for 
fear of omitting by mischance some of our very good 
friends who were present. We will content ourselves with 
saying that most of the prominent buyers in such cities as 
Boston, Philadelphia, Chicago, St. Louis, Washington, and 
other large cities attended at one time or another during 
the show, to say nothing of others from all sections of the 
country. 

The House Furnishing Review Booth 

We give below the list of exhibitors at the show with 
a hrhi mention of what they exhibited, trusting that this 
information will be of interest to the trade. 

During the week of the show many buyers called at the 
booth of The House Furnishing Review and took ad- 
vantage of its conveniences arranged especially for their 
use. 

In other pages of this issue will be found many inter- 
esting interviews enjoyed by the Editor with some of the 
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buyers who attended, Mr. R. C. Gilmorc, the President, 
and Mr. A. Eugene Bolles, the General Manager, enjoyed to 
the utmost the opportunity presented them of meeting so 
many friends of this publication. It was urged upon all 
that the Review is intended to be, as never before in its 



and floor polishers. 
C E. Perry. 



The booth was in charge of Mr. 



history, the trade paper of the trade, and many buyers 
have promised to express their views in regard to topics of 
interest to the trade in its columns whenever it is conven- 
ient for them to do so. 

Our ConsTStulatioiis to Mr. Scott 

The Review desires to offer its congratulations to Mr. 
I. B. Scott, the manager of the House Furnishing Goods 
Show. All credit for the success of the show is due en- 
tirely to Mr. Scott, who has worked early and late during 
the past five months both to provide a house furnishing 
goods exhibition that would be of value to the trade, and 
to secure the attendance of buyers from all over the coun- 
try. While the show lacked the number of exhibitors found 
at previous exhibitions, this was due largely to the pre- 
vailing sentiment of business conservatism, and it was the 
opinion of many present that under more favorable condi- 
tions Mr. Scott would have produced an exhibition far 
superior to any other he has thus far promoted. 

As we have before stated. The House Furnishing Re- 
view and its present proprietors had no more interest in ' 
the show than any other exhibitor, as Mr. Scott had the 
sole financial interest in the show and was its sole mana- 
ger. As the trade is aware, Mr. Scott disposed of his 
interest in The House Furnishing Review to the present 
owners last October, and thereafter devoted his entire at- 
tention to promoting the House Furnishing Goods Show. 

Albany Knittliig Company • 

The exhibit of the Abany Knitting Company, Albany, 
N. Y., consisted of knit broom covers, polishing mittens, 
sleeve protectors, iron holders, dust caps, cleaning cloths. 



The Oilchrlst Company 

The booth of the Gilchrist Company, Newark, N. J., 
contained an excellent line of bar and soda fountain sun- 
dries as well as a large variety of Summer goods in the 
house furnishing line. One feature of this exhibit was 
the testing of their needle ice-pick points by striking them 
on a sheet of cast iron, demonstrating that the points are 
not forged, and will not crumble and break upon striking a 
hard surface. The booth was in charge of Mr. R. F. Gil- 
man. 

The New York Yamish Company 

One of the new things exhibited at the House Furnish- 
ing Show was the new "Grain — Stain System'* demon- 
strated by the New York Varnish Company, 585 Green- 
wich Street, New York, used for finishing new and old 
floors and all kinds of woodwork, furniture, etc. This 
stain was one of the attractive features at the Show, and 
the line included a large variety of colors and clear var- 
nishes. The distinctive feature of this stain is a grainer 
by which the finished surface is given the appearance of a 
natural wood finish. The exhibit was in charge of Mr. 
W. F. Fout, general manager of the Company. 

Wayne Mantitecturing Company 

The Wayne Manufacturing Company, St. Louis, Mo., 
exhibited a line of glass washboards. They are indepen- 
dent manufacturers, and their exhibit was a satisfactory 
one. They were represented by Mrs. Robinson. 



NIchthaiiser & Levy 

The exhibit shown by Nichthauser & Levy, of Brooklyn, 
N. Y., which firm has recently incorporated with a paid- 
in capital of $80,000, under the laws of New York State, 
and the president of which is Mr. Nichthauser, and the 
.treasurer, Mr. Levy, showed a large variety of japanned 
and stamped ware, together with galvanized ware. One of 
the new lines shown by Nichthauser & Levy was their 
heavy japanned ware, some examples of which were seen 
in the form of cake closets, bread boxes and similar kit- 
chen utensils. The exhibit was a striking one, and was in 
charge of Mr. Nichthauser, assisted by his staff of local 
salesmen. 
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Block Light Company 

The booth of the Block Light Company, of Brooklyn, 
N. Y., was a blaze of light from one end of the week to 
the other, and served to show a full line of incandescent 
lights, mantels and similar goods. The Ravert Inverted 
Light, the latest product of this firm, was shown in use 
in a variety of inverted burners, and was for the first time 
introduced to the trade at the Show. Another feature 
was the "Block New-Fibre" mantle, a new and strong one 
made only by this concern. The exhibit was in charge of 
Mr. J. Frankel, Manager of the Chicago branch, Mr. Wal- 
ter Wellman, the New York representative, and Mr. Jo- 
seph Phillips, their traveling representative, who is well 
known to the trade in the Middle West. 

The Rochester Rotary Washer Company 

A rotary washing machine was exhibited by the Roch- 
ester Rotary Washer Co., of Rochester, N. Y., which was 
operated by a water motor, and can be connected to 
any water faucet where a 30-pounds pressure is main- 
tained in the water pipes. For the convenience of those 
lacking running water, a washer is provided that can be 
operated by electricity or by hand. This rotary washer is 
different from most others in that it moves continuously 
in one direction, a feature that made the exhibit of con- 
siderable interest to all visitors at the Show. The ex- 
hibit was in charge of Mr. A. J. Taylor. 

Westmoreland Specialty Company 

Among the glassware exhibits at the Show was that of 
the Westmoreland Specialty Company of Grapevillc, Pa., 



showing their line of antique novelties and specialties in 
glassware, finished in silver and gold filigre, in antique 
bronze and copper effects, intaglio, souvenir' goods, and 
vases brought out in Rookwood effects. The exhibit 
showed many pleasing and distinctive designs, and was 
in charge of Mr. George R. West, and Mr. W. R. Demo- 
rest, of the New York office. 

A. L. Tribble & Company 

The exhibit of A. L. Tribble & Company, Boston, Mass.^ 
was one of the feature exhibits at the Show, and a com- 
plete line of clothes lines, mops, twines and sash cord was 
to be seen. The most striking feature of the exhibit was 
a machine which was operated from time to time making 
braided clothes-lines and its clatter attracted much atten- 
tion. The Tribble line is the largest made by any manu- 
facturer of this class of goods. The exhibit was in charge 
of Mr. A. L. Tribble and A. R. Tribble, assisted by Miss 
Evans, the New York representative. 

The WlUock Manufacturing Company 

One of the most interesting household utilities was the 
Kaylor gas appliance exhibited by the Willock Manufac- 
turing Company, 140 West 42nd Street, New York City,, 
which is a three-burner gas stove fixture made to place 
inside a coal range, and gives all the advantages of a 
coal fire with the economy and convenience of gas, heats 
the hot water boiler, oven, and cooks with all the ease of 
a coal fire. The utility of this appliance was demonstrated 
by putting it to actual use during the exhibit in the cook- 
ing of food. The exhibit was in charge of Mr. F. J. Wil- 
lock and W. F. Brown. 
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The Continental Art Glass & Brass Company 

One of the attractive exhibits at the Show was a booth 
devoted to a complete line of art glass domes, portables, 
and shades for gas and electricity, which for the variety of 
colors and designs shown was too extensive to mention in 
detail. This was the exhibit of the Cantinental Art Glass 
& Brass Company, 22 Howard Street, New York. The 
feature of the goods shown was their artistic coloring, 
pleasing designs, and combination fixtures permitting the 
use of both gas and electricity. The booth was in charge 
of Mr. T. B. Bruen. 



Ray Hubbell 

Mr. Ray Hubbell of Northville, N. Y., placed on ex- 
hibition oilcloth bindings and corners, linoleum bindings, 
matting ends, stair nosings, comers and fasteners and 
matting ends. The exhibit was the same as that shown 
at the St. Louis Exposition and which received the en^ 
dorsement of the Metallurgical Branch of the National 
Museum at Washington, D. C. The exhibit was in charge 
of Mr. Hubbell. 

The Snow Hake Manufacturing Company 

Among the demonstrations seen at the House Furnish- 
ing Goods Show was that of the Snow Flake Manufactur- 
ing Company, 225 Fifth Ave., New York, and at this 
booth a demonstrator made ice cream in the Snow Flake 
ice cream freezer, passing the cream to interested visit- 
ors. Mrs. Noltze was in charge of the demonstrations, 
nd the exhibit was in the care of Mr. Arthur A. Miller. 

The Infant Sanitary Crib Company 

The exhibit of the Infant Sanitary Crib Company, 37 
West T4th Street, New York, was like a corner in the 
home nursery, the crib being demonstrated to fulfill such 
uses as a baby walker, chair and a crib all in one, while 
an extra appliance is provided by which the crib may be 
turned into an infant's bath tub. The exhibit was in 
charge of Mr. Louis Arkin. 

The Qeo. L. Marion Manufacturing Company 

Among the many alcohol utilities exhibited at the show 
was the well-known denatured alcohol self-heating flat- 
iron manufactured by the George L. Marion Manufacturing 
Company, 129 Front Street, New York. Demonstrators 
were present and showed the safety, convenience and 
economy of the flat irons intended for household use. 



One interesting feature was a leather tourist case contain- 
ing a tourist self -heating sad-iron, and a flash of alcohol. 
It is noteworthy that this sad-iron is of American manu- 
facture. Mr. George L. Marion gave his personal atten- 
tion to the exhibit. 

The Boston Plastic Art Company 

One of the most attractive booths seen at the House 
Furnishing Goods Show was that of the Boston Plastic 
Art Company, of Boston, Mass., where a variety of beau- 
tiful statuary, busts, and bric-a-brac was exhibited show- 
ing careful attention to detail in their manufacture, and 
originality in design. The special feature of this exhibit 
was the presence of one of their sculptors, who modeled 
a life-like Indian figure during the week of the Show. 
A large variety of designs, were exhibited, and were col- 
ored white, old ivory, bronze and in some instances the 
more brilliant tints. The show was in charge of Mr. 
Greenblatt, the manager, and Mr. Bernstein. 

The Buffalo Pottery Company 

The BuflPalo Pottery, of Buffalo, N. Y., furnished an ex- 
hibit of quaint old plates, and jugs, and also a full line of 
Deldare ware in under-glaze, hand-painted decorations. 
The line of goods manufactured by this pottery is char- 
acterized by its brilliant finish and unique desig^is. The 
Deldare ware is particularly notable in view of the fact 



that it is as good as any reproductions by English potteries, 
and is in many respects superior to the older designs. 
The exhibit was in charge of Mr. L. A. Bowen, A. L. 
Ledden, and Edward Bryan. 

Keane, Martin & Linker 

The exhibit of Keanc, Martin & Linker, 100 Chambers 
Street, New York City, included an extensive variety of 
house furnishing specialties among which were whisk 
brooms, brushes, counter and floor dusters, scrub brushes, 
food choppers, decorated ware and hammocks. The fea- 
ture of the exhibit was the new model of Herwood Lan- 
tern that has just been put on the market, and meets the 
demand for a lantern with a globe which swings entirely 
clear from the font, making lighting, trimming and filling 
an easy task. The exhibit was in charge of Mr. Martin 
and Mr. Linker. 
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S. H. MUdenberg 

S. H. Mildenberg, 253 Broadway, New York, showed 
importations of French and German denatured alcohol 
apparatus for cooking and lighting, and among these was 
the "perfect" fireless cooker. The ordinary fireless cooker 
is in principle a mere heating box, and the food must first 
be cooked and prepared before being placed in the cooker. 
The Perfect Fireless Cooker, however, has a gas burner 
inside, and artificial or natural gas may be used, or an al- 
cohol-gas heater specially designed for this cooker. Mr. 
Mildenberg and Mr. Woodruff were in charge during the 
Show. 

I. X. L. Mop & Specialty Works 

The fact that manufacturers of house furnishing goods 
are continually seeking to provide household articles well 
calculated to render house work easier was demonstrated 
at the booth of the I. X. L. Mop and Specialty Works, of 
New \ork City, where Mr. J. A. Jenkins demonstrated 
his new combination mop, mop wringer and scrub brush. 
This article is something new to the trade, and will be 
appreciated by every housewife who has found scrubbing 
and mopping her floors back-breaking work. The scrub 
brush is attached to the end of the mop handle, and the 
mop may be raised or lowered and wrung out at the con- 
venience of the one who uses them. 

The Union Qas A Electric Fixture Company 

One of the most brilliant and attractive exhibits at the 
House Furnishing Show was that of the Union Gas & 
Electric Fixture Company of New York City, where a 
large variety of gas fixtures and a new assortment of 
electric and gas light frames were shown. The chief fea- 
ture of the exhibit was "Feroleum," a new glass substitute 
composed of a chemical substance on a wir^ cloth body, 
and treated in such a way as to obtain a vitrified surface, 
both heat and water proof. This material is decorated by 
hand or by the printing process, with relief and plastic 
effect. It is light in weight, and can be bent, but not brok- 
en ; it withstands heat and adapts itself to any form de- 
sired for decoration or moulding. "Feroleum" permits the 
imitation of high-class goods at prices that will meet the 
needs of the masses. The booth was in charge of Mr. 
Carl, the inventor. 



Clayton A Company 

Among the booths devoted to hardware specialties and 
small alcohol gas stoves was that of Clayton & Company, 
421 Kent Avenue, Brooklyn, New York, where an exten- 
sive line of house furnishing articles were displayed, in- 
cluding brass and nickel-plated goods. Among its special 
features were a line of bath sprays, combination stork- 
necks, for connecting gas stove or portable lamp tubing 
with a chandelier or wall bracket, a line of small alcohol 
stoves, burning alcohol direct and converting the alcohol 
into a vapor, together with aluminum shaving cups which, 
curiously enough, the trade has converted into a drinking 
cup in almost every instance, together with many other 
novelties. The exhibit was in charge of Mr. H. Clayton. 

Cantslip Appliance Company 

The exhibit of the Cantslip Appliance Company, 56 Pine 
Street, New York City, was devoted to a line of bath 
mats to place inside enameled bath-tubs to prevent falling, 
and a line of rubber and wood sink mats. A new feature 
of this exhibit was a sink rim guard of wood, to protect 
an enameled sink from being chipped by pots and pans 
druingthe process of dish washing, and also to prevent the 
breaking of dishes. Another interesting feature of this 
exhibit was white rubber dish table-mats, as well as drain 
board mats. 

The Three B Duster Company 

The exhibit of the Three B Duster Company, Buchanan, 
Mich., was devoted to a complete line of feather dusters. 
These dusters were said to be the only guaranteed moth- 
proof dusters on the market. The booth was in charge of 
Mr. C. B. Shackleford, the New York representative. 

The Alcohol Utilities Company 

The exhibit of the Alcohol Utilities Company, 156 West 
23rd Street, New York, was devoted to a demonstration 
of Pyro alcohol, and demonstrators were present who 
baked biscuit and other good things on the alcohol stoves 
shown in the booth. The exhibit included alcohol lamps, 
one, two and three burner gas hot plates, ovens, chafing- 
dish outfits and small alcohol heaters, sad-irons, and an 
inverted alcohol lamp for factory, hall or street purposes. 
The exhibit was in charge of R. E. Robinson. 
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The New Haven Clock Company 

At the booth of the New Haven Clock Company, 92 
William Street, New York City, there was an exhibit of 
clocks and watches, including a large variety of ormulo 
gold-plated clocks, clocks in black enamel wood cases bear- 
ing a close resemblance to marble, mission clocks, and 
kitchen clocks. Another feature was a line of nickel- 
plated alarm clocks that looked capable of awakening 
anybody on time in the morning, who is by nature disposed 
to oversleep himself, the feature of this line including the 
Tattoo intermittent alarm clock, which rings twenty min- 
utes at intervals of twenty seconds. The section devoted 
to watches was also of interest. This exhibit was in 
charge of Mr. D. Skutch. 



F. C. Qottschalk 

The possibilities of kerosene mantel lamps were demon- 
strated at the booth of F. C. Gottschalk, of 265 Broadway, 
New York, where such a lamp was shown, the feature of 
which is a solid wick, said to be the only lamp having such 
a wick in the United States. This lamp gives 75 candle 
power and one cent's worth of kerosene is said to last six 
hours. The lamps were shown in a variety of shapes and 
sizes made of brass, glass and nickel. The exhibit was in 
charge of Mr. Joseph Herzog. 

Fess Brothers 

Fess Brothers, of Rochester, New York, and J. Kirs- 
chenbaum, of New York City, displayed a line of willow- 
ware and fancy baskets of domestic manufacture at the 



The Diamond Hardware Manufacturing Company 

At the booth of the Diamond Hardware Manufacturing 
Company, of Pittsburg, Pa., was displayed an interesting 
line of window and door screen trimmings, finished in 
galvanized iron, japan, gun metal and other attractive 
colors, from which people are able to make their own 
screens and doors. The booth was in charge of Mr. J. H. 
Diamond. 

Tiie Fulper Pottery Company 

The Fulper Pottery Company, of Flemington, N. J., 
showed a complete line of stone germ-proof filters, ice- 
water coolers, casseroles, and old Indian ware. One of 
the features of this exhibit, and seldom seen at an exhibit 
was a complete line of common ordinary, every-day fTow- 
erpots. The exhibit was in charge of Mr. Samuel L. 
Parker. 



show. The line included new styles in hampers and 
fancy baskets, and the display was in charge of Mr. Harry 
B. Gross. 

* Q. Cohn and Company 

The exhibit of G. Cohn & Company, 337 Broadwa>, New 
York, was devoted to a demonstration of a large variety 
of alcohol lamps including hanging lamps, bracket lamps, 
lamps for the parlor table and corporation street lamps, 2*s 
well as alcohol sad-irons, alcohol gas stoves and similar 
alcohol utilities. A line of kerosene incandescent mantel- 
lamps was also shown. The booth was in charge of Mr. 
G. Cohn. 

H. & H. Manufacturing Company 

The exhibit of the H. & H. Manufacturing Company, 

562 West 23rd Street, New York, included a complete and 

attractive line of nickel-plated ware and also of bathroom 

accessories. Among the new featares of this well-known 

(Continued on page 58.) 
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The Phenix Swinging Half Screen 

The Phenix Swinging Half Screen, illustrated on an- 
other page of this issue, is fly proof, and does not slide or 
stick, because it hangs and swings. This screen offers an 
opportunity to dealers to sell a custom-made screen from 
stock and secure a first-class screen trade. Full informa- 
tion regarding this screen may be obtained from The Phe 
nix Manufacturing Company, 40 Center Street, Milwau- 
kee, Wis. 

Strawberry Hullers 

We illustrate on this page the Walker patented straw- 
berry huller, which will hull strawberries quickly and pre- 
vent the soiling of the fingers. These hullers are made of 



spring brass, heavily nickel-plated, and will never wear out. 

Full particulars may be obtained concerning this huller 

from F. A. Walker & Company, 83 Cornhill, Boston, Mass. 

The New Grain- Stain System 

One of the new varnishes which contains many features 
of advantages over similar stains for varnishing old floors, 
wood work, etc., is the "Grain-Stain Varnish" put up by 
the New York Varnish Company, 385 Greenwich Street, 
New York. 

Floors which are in too poor cohdition to be improved 
with varnish alone can be made to resemble a genuine hard- 
wood floor with this new patented Graining System. This 
process does not require the services of a professional 
wood finisher. The graining tool takes the place of skill 
and can be successfully use^ by the inexperienced man or 
woman, thus making it possible for any one at very slight 
expense to enjoy the luxury of a new hardwood floor. 
This Graining Compound, when protected by one or two 
coats of Grain-Stain, produces a surface that will out- 
v/ear any ordinary varnished floor many times over. 

Denatured Alcoliol in Sealed Cans 

We are advised by Mr. F. M. Harrison, General Man- 
ager of the U. S. Industrial Alcohol Company, 100 Wil- 
liam Street, New York, a corporation having large distil- 
leries for producing denatured alcohol in various States, 
that arrangements are being perfected for a system of dis- 
tribution under which this material will be supplied] to lo- 
cal dealers in every section of the country in such pack- 
ages as will be convenient for handling by the ordinary 
house furnishing store. 

Distributing agents have been appointed in nearly every 
State, and the industrial alcohol may be obtained locally 
without delay or trouble. 

We are also informed by Mr. Harrison that the price at 
which local dealers handling stoves, lamps, flat irons, etc., 
will be able to sell denatured alcohol in sealed cans, will 
be low enough to induce their aistomer? to substitute ae 
naturcd alcohol for other kinds of fuel. 




The Eclipse Fdlding Table 

One of tlie nentcst folding tables on the market is the 
Eclipse illustrated in this column. This< table is 25 inches 
in height, while the top measurement is 15 x 30 inches. It 
is made of selected material and nicely finished. It is 
strong and durable, and at the same time light and easy to 
move, fold up and put away. It is convenient, for all pur- 
poses where a small table is npeded, and when folded it 
requires very little room, and it folds up perfectly flat. 
This table, together with many other wooden novelties, is 
made by the Eclipse M anu fact 1 ring Company, North Gir- 
ard. Pa. 

Home-Kissed Curtain Stretclier 

The Home-Kissed Curtain Stretcher is equipped with an 
interlocking center hinge which brings the long bars to a 
level position at once and holds .them there rigidly. 

The Home-Kissed spring sliding pins do not slide down 
I" the bottom of the side bars of their own weight, where 
they are hard to get at without bending them out of shape. 



but they stay \Nhcre they are put, move easily and are al- 
ways in place for instant use without resetting. The pn*x 
of the Home-Kissed is no higher than the price of inferior 
goods th.it cost much less to make. 

Home-Kissed Curtain Stretchers are made of the best 
quality of bass-wood, the supply of which is rapidly de- 
creasing. In fact, all bass-wood such as the company use 
is controlled almost entirely by a few persons, and prices 
are likely to be advanced shortly. 
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Upholstery Hardware 

Among the new comers in the advertising pages of The 
Review this month is the Newell Manufacturing Company, 
Ogdensburg, N. Y. 

This company manufactures extension curtain rods of 
all kinds, cottage ends, pole ends and upholstery hardware, 
and its goods are well known in all the large cities from 
Maine to California. 

In order to take care of the increased Canadian trade, 
this company has established a new factory at Prescott, 
Ont., which will be under the management of Albert P. 
Newell, and will supply the needs of Canadian dealers from 
Quebec to Vancouver. The American factory at Ogdcns- 
burg is located on the St. Lawrence River and has unusual 
facilities for boat distribution at low rates all through the 
West with through boat lines to Cleveland, Milwaukee and 
Chicago three times a week. 

Full information regarding the goods manufactured by 
this concern may be obtained by writing the Newell Manu- 
facturing Company, as above. 

''Anchor" Sink and Toilet Brushes 

We illustrate in this column one of the "Anchor" Sink 
and Toilet Brushes manufactured by Philip Fogarty & 
Company, 227 Miller Avenue, Brooklyn, N. Y. This line 



The StiUman Safety Lamps 

We illustrate in this column the sectional construction 
of the interior of the Stillman Safety Lamp or Font, 
which is provided with a raised perforated metal false 
bottom and a vertical wick chamber. The intermediate 
space being packed with wool leaves an open space at the 



bottom for free oil. The wool absorbs the oil, holds it in 
suspension, and when the wick is lighted there are always 
slight drippings of oil into the lower open space whereby 
the wick continues to feed the oil to the flame. 

This principle is used in the construction of the Stillman 
Safety Lamps, Lanterns and Oil Heaters. Full particulars 
regarding the non-explosive oil burners can be obtained 
bv writing the Stillman Safety Lamp Company, 43 Cort- 
landt Street, New York. 



of "Anchor" Brushes has met with continued success in 
the trade, and is gradually pushing its way into the front 
rank by reason of their superior quality. The "Anchor" 
Brush can be boiled when dirty without injury, making 
this brush perfectly sanitary. 

Information may be obtained regarding the excellent line 
of goods manufactured by this concern by writing to 
Philip Fogarty & Company, at the ahoye address. 



''Aurora'* Denatured Alcohol 

In a letter to the trade. The George L. Marion Mfg. 
Company, 129 Front Street, New York, announce that 
Ihey are ready to supply their "Aurora" brand of dena- 
tured alcohol of ninety-four per cent, commercial strength, 
packed in cases in sealed cans, varying in capacity from 
one quart to four and one-half gallons in each can. This 
is the most convenient way in which denatured alcohol is 
distributed to the trade and it enables department stores 
and other dealers of house furnishings to sell the alcohol 
to their customers direct, thus securing a profit both on 
alcohol and alcohol utilities. Furthermore, no dealer need 
hesitate to lay in a stock of alcohol utilities on the ground 
that his customers cannot obtain alcohol in town, as he 
is in position to supply the alcohol himself regardless 
whether anybody else carries it or not in his locality. 

In their letter to the trade, the George L. Marion Manu- 
facturing Company state that druggists and gfrocers. who 
deal in liquors, but who do not sell it to be drunit on 
premises, are allowed to sell denatured alcohol at re 
Other dealers must secure a permit, and in the event 
any house furnishing dealer desires to secure a perm 
sell denatured alcohol, the necessary blank form of apf 
tion with full instructions as to how to proceed may be 
cured by writing to the George L. Marion Company 
permit costs nothing, and is for an indefinite ti — 
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line was a copper tea and coffee pot, and their bath sets. 
As a ftouvenir, the company gave away a German silver 
book-mark and letter opener. The booth was in charge of 
Mr. H. H. Moyer and Henry Heilbum. 

The Stfllmaii Safety Lamp Company 

Buyers who attended the exhibit at Madison Square 
Garden last year will remember the exhibit of the Still- 
man Safety Lamp Company, 43 Cortlandt Street, New 
York, who exhibited this year not only their safety lan- 
terns and lamps, but also an oil heater built upon the 
well known principle of the safety lamp. Mrs. Aiken dem- 
onstrated the absolute safety of this lamp by rolling a 
lighted kerosene lamp about without regard to consequen- 
ces, turning it upside down, and in every case the lamp 
went out before any damage was done. The booth was 
in charge of Miss Hendrickson, the New York manager. 

The Manson-Campbell Cwmpmny 

The Booth of the Manson-Campbell Company, Detroit, 
Michigan, was devoted to a demonstration of the Chat- 



ham Kircless Cooker, which consisted of a scientifically 
constructed air-tight cooking cabinet. This cabinet has 
three compartments, and after the food to be cooked has 
been brought to the boiling point over a convenient stove, 
it is then placed in the fireless cooker. After a few hours' 
time, it was shown that the food has been perfectly cooked 
without any other heat than that retained in the fireless 
cooker. One feature of this cooker is the fact that ice- 
cold fruits and ice cream may be placed in one compart- 
ment and a dinner be cooked in the other compartments 
at the same time without difficulty. The booth was in 
charge of J. B. Downie. 

Dover Manufacturing Company 

The exhibit of the Dover Manufacturing Company, Canal 
Dover, Ohio, was housed in a handsome booth in white 
enamel and gold, the lettering being red and silver on a 
royal blue background. The exhibit was complete in 
every particular and comprised all the various lines of 
sad-irons manufactured by this concern. One of the 
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Sell to 



O-ustoxxxeiri 



For SCREENS and GAS RANGES P 



Do you know that 6-5-4 it the only prepara- 
tion that it tuitable for ute on Gat or Gatoline 
Cooking Ranget ? 

Do you know that 6-5-4 dettroyt rutt and 
maket old tcreent like new, drying to quickly that 
dutt cannot ttick to it? \ 

Do you know that dwellert by the tea or lake 
buy 6-3-4 at the oSnly preparation that \% un- 
affected by talt water, talt air or dampnett ? 



eto GO., 



6-5-4 Sweeps Awoiy all Gas Range 
Troubles 

Becaute it thinet ittelf and tavet work. 
One application weart for montht. 
It it greate proof, water proof, rutt proof. 
And will not chip, crack nor rub off. 
It it without an equal for Stove pipet. 

Write to-day for 9ur Revised Scale of Prices. 



For CotUng Bread, Neau, Fruit, Vegetables, Etc., to Any iksired Thicluess. 



Acme Slicer 



BEST BY TEST 

In GenereLl Use for More 
Than 25 Years 

This machine is so simple that a child can 
operate it. The great perfection of its work 
and facility of operation has brought it into 
general use. 

Write for Prices 



OELKER'S 

24 MECHANIC ST.. 



MFG. CO. 

NEWARK, N. J. 



nVFWQ i FOR GAS, OIL, ALCOHOL 
Kjy EjIHD I AND GASOLINE STOVES 

MADE BY 

THE S. M. HOWES COMPANY 



Showroom, 40-46 Union St, BOSTON Factory, 513-526 Medford St, CHARLESTOWN 



Get our Prices — We will send samples on approval 

_ g^ _ Digitized by VjOOQ IC 



THE JACOB J. VOLLRATH MFC CO. 



HOME SHEBOYGAN, WIS. omcE 



Branch Office 

New York ^jjl. Chicago 



"VOLLRATH" 

ENAMELED WARE 



IN 



STEEL - and - CAST IRON 

White and White Imperial HoUowware 

Special Blue X and XX 

^g . ^ New Idea Maslin Kettles 
Majestac 

Stove Reservoirs 

^j" Sink. 

Cuspidor* Cutpidors 

Spittoon* Spittoon* 



World'* Largest Exclu*ive Sheet Steel and 
Cast Iron Enameled Ware Manufacturer*. 
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WHO MAKES THE 



TRADE 




MARK 



GLASSWARE 



and is it the best? 



iii*Maii*ii*ii*iiaii*Maiiaiiaii*i 



ASK THE DEALER. 



A. H. Heisey & Co., inc. 



NEWARK, QHIO. 



New York Sample Room 

No. 25 West Broadway 

A. A. Bean, Agt. 



Baltimore Sample Room 

122 West Baltimore St. 

H. S. Bokee, Agt. 



Philadelphia Sample Room 
1035 Market St., T, Downs, Jr.. Agt. 
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The Crooksville China Company, of Crooksville, Ohio, 
has recently made a change in its capital stock, so tnat 
$50,000 shall be at 6 per cent, preferred and the balance 
common stock. 

Mr. Fred. Gregory, who for more than thirty years has 
been manager of the Elmira Crockery Store, at Elmira, 
New York, recently purchased the business, and has been 
the recipient of many congratulations upon his assuming 
charge of same as owner. 

Announcement has recently been made of the marriage 
of Mrs. Helen H. Owens of New York to Mr. James W. 
OConner. Mrs. O'Conner is well kfiown to the trade and 
for a number of years was connected with the Crockery 
and Glass Journal. 

The Lyons Stoneware and Pottery Company has 
been organized at Lyons, New York, with a capital of 
$2,500. Catherine M. Mapes, C. F. Williams and W. H. 
Mapcs are mentioned as directors. 

J. Hoare & Company, of Corning, N. Y., have been in- 
corporated to manufacture glass ahd glassware. The capi- 
tal is $100,000, and the incorporators are J. Hoare, G. L. 
Abbott and H. W. Baldwin, all of Coming. 

Kawin & Co., Inc., of Chicago, 111., have been organized 
with a capital of $50,000, to manufacture and deal in china- 
ware and general premium goods. Nathan Kawin. P. Ka- 
win and W. X. Kusswurm are mentioned as incorporators. 

The Great Eastern Trading Company, recently or- 
ganized in Brooklyn, N. Y., with a capital of $10,000 to 
deal in groceries, will handle crockery as part of their 
stock. 

The Lillienthal Crockery Company, Atlanta, Ga.', has 
moved into larger quarters, and will spend several thous- 
and dollars in remodeling the building and in installing 
new fixtures. Among the features of the store will be a 
crystal room and an electrical room, and their n^w quar- 
ters will give them double their previous space to accom- 
modate an enlarged stock. This firm has been in business 
in Atlanta for ten years. L. B. LilHnthal is president, 
and Guss Hoffman, Secretary. 

The Utility Fixture Company, of New York, has been 



Incorporated with a capital of $20,000 to manufacture elec- 
tric lamps and lighting devices, lamp fixtures, etc. 

The John C. Humes Crockery Company, of Kansas 
City, Mo., has increased its capital stock from $350,000 to 
$500,000, and one-half of the increase is paid in. 

The plant of the Pittsburg Lamp, Brass and Glass 
Works at Swissvale, Pa., has resumed work after a pro- 
tracted suspension. 

The Standard Manufacturing Company, Augusta, Me., 
has been incorporated with a capital of $10,000 to manu- 
facture pottery. L. A. Ingalls has been elected president; 
E. J. Pike, treasurer, and clerk C. L. Andrews, all of Au- 
gusta. 

W. F. Calloway, of Calloway, Hoock & Francis, located 
at Salt Lake City, Utah, recently resigned from the presi- 
dency of the company. He is succeeded by Mr. John 
Dern. The concern is one of the largest china and glass- 
ware establishments in the West. Ill health is the cause 
of the retirement of Mr. Calloway. For more than forty 
years Mr. Calloway has been in the china and glassware 
business. He began first in 1866 in Denver, since which 
time the stores with which Mr. Calloway has been con- 
nected have moved twelve times, six times in Denver, 
three times in Leadville, and three times in Salt Lake City. 
All of these changes have been marked with expansion of 
the enterprise. 

The Commercial Club of Ravia, Okla., announce that 
there is a very rich vein of fire clay, brick clay, sewer-pipe 
clay and granite rock, suitable for cement blocks near the 
town, and there is an excellent opportunity for some re- 
liable company to take hold of a pottery plant in that lo- 
cality. There is a great demand for the articles mentioned 
in Oklahoma and Northern Texas. 

The Majestic Cut Glass Company, of Elmira, New 
York, have started the old Almy & Thomas Cut Glass 
factory in order to fill the increase in orders. The Ma- 
jestic Cut Glass Company are contemplating extensive 
repairs on their Elmira factory, which recently suffered 
from fire, and the factory will shortly be in full operation. 

The Owen China Company, of Minerva, Ohio., has 
been incorporated with a capital of $125,000. 




"Standard" Ice Cream Freezers 

Have Been Sold For Over Forty Years. Constant Improve- 
ment Has Made Them Perfect. The Freezer Your Customers 
Wetnt. Have You Got Them on Your List? 



CHAICLES W. 

409 COMMERCE STREET. 



PACKER. 

PHILADELPHIA. 
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Better for 
kost Cl«ftn- 
ig and Pol- 
bins than 
•holeCham- 
aaldna. 

Now being 

«s^ I, „ , — ,^ ^_ ..^^ old most 

^*^ ^^ " ~' ~ ^*-- ii-^ everywhere. 

If you have A BOAT or HOUSE or HOTEL or know of a 
SETTLEMENT that would like Gas for Ughtiiig and Cooking by 
a now, compact, simple, economical system, that requires little 
attention and no cleaning. Send to 20th Century Mfg. Co., 19 
Warren Street, New York, for particulars of the 20th Century 
ABC Automatic Acetylene Generators. 




The Famous 

Stillman Safety Lamps 

Absolutely Safe 

A Steady Seller 

Try Them, Mr. Dealer 

Prices Right 

Discounts Good 

Send for Circular 

STILLMAN SAFEFY LAMP 
COMPANY 

43 COrrLANmr ST., New York 



The Cleaner Rug 

and 

Catpet Beater 

PATENTBD MARCH 1908 

Most Perfect and Effecflve 
Wire Dust Beater Made. 



Made from the Very Best 

Sprins: Steel Wire 

That CM be fomcd la the shape rcqoircd. 

Six wires in the head where they 
are needed. 

Four wires only in the shank where 
more are worse than useless. 

The shanks are elastic, will bend 
thousands of times without breaking. 

Twisted in and always out of handle 
greatly strengthens the wires directly 
at the handle, the weak point in all 
beaters, can be guaranteed never to 
break at this point. 

ONE WIRE GOES through the 
handle, is bent back and driven mto the 
handle, and handle can never come off. 

A BLOW IS DIVI DED OVa A LARGE SPACE 

1908 Catalogue sent on application. 



HOLT LYON CO., Tarrytown.N.Y. 
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Denatured Alcohol 

Go«r«iiteed t;;^ 

U.S.Industridl Alcohol Co. 

T« Coatam to Ualtod StotM OovarmMat SpacUleattoM 

♦ Speciatt^prepared/6r ♦ 
Li9htin9.HedtinctandCooHlng 
mq^Httvttts Miierehyhpro^alcohol 

^yvsAestma&s, Upon reqiiestwe 
wiUsendlistofSupply Depots in 
ailprincipal Cities 

U.S.Industridl Alcohol Cd 
100 William St NewTfork 



The Silent Door 

~ There's a lot of Summer com- 

fort in the screen door, and the 

\ SCREEN DOOR 
CHECK 

aDows the door to shut noise- 
lessly. It is simple, effective. 
Pis. 1. inexpensive. 

The closing door (fig. 1) throws the rubber bumper to 
position (fig. 2). The door rebounds slightly. Then it closes 
without jar (fig. 3). 



\ 



\ 



PIff. 2. ris. «. 

Sold by dealers in hardware and house furnishing goods 
everywhere, 10 cents. Sent by mail, 12 cents. 

CALDWELL MFG. CO. 

No. 3 Jonea Street. ROCHESTER. N. Y. 
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A new type of business building is under way in •St. 
Louis, Mo., to be called the "Buyers' Club Building." This 
building will occupy the entire block bound by 17th, i8th, 
Chestnut and Pine Streets, a location within one block of 
the St. Louis Union Station and a suitable one for all 
visitors to the city. The ground area is 234 by 324 feet, 
and will be eighteen stories high, with a tower extending 
ten stories above the building. This building will be given 
up entirely to the display of merchandise, the third floor 
being devoted to house and hotel furnishings, while the 
top floor is to be furnished for club purposes, exclusively 
for visiting buyers. The car fa^e of 10,000 buyers will 
be paid to St. Louis, twice annually, and special trains 
will run from distant points where dealers from a con- 
siderable radius can be covered. This enterprise should 
be of particular interest to buyers of house furnishing 
goods located in the Southwest Territory. 

The N. J. Specialty Company, of Beverly, N. J., has 
been incorporated to manufacture cooking utensils, hard- 
ware specialties, etc. The capital is $30,000. 

Receivers of the Lisk Manufacturing Company, Canan- 
daigua, N. Y., have recently issued a statement to stock- 
holders proposing a plan of organization. The Reed Com- 
pany of Newark, N. Y., the stock of which is owned by 
the Lisk Company, has paid its creditors holding obli- 
gations of less than $1,000, and has obtained an extension 
of time on all over $1,000 until June and September when 
the earnings of the Reed Company will, it is said, be suffi- 
cient to pay off its indebtedness and leave a capital stock 
of $5qo,ooo, an asset of the Lisk Company. According to 
the plan of the receivers, $250,000 of the indebtedness of 
the Lisk Company will be transferred -from creditors to 
the stockholders, and this sum, together with the capital 
of the Reed Company, will liquidate present liabilities. 
The receivers state that if this is done, the earnings of 
the company will be sufficient to take care of all remain- 
ing indebtedness. 

The Hoosier Company, Chicago, 111., has been incorpo- 
rated with a capital of $10,000 to manufacture and deal 
in stove polish. 

The Yazoo Mills, New York, has been incorporated 
with a capital of $10,000 to manufacture cordage and bind- 
er twine. 

The Overbrook Company, Inc., Camden, N. J., has 
been incorporated, with a capital of $50,000, to manufac- 
ture show dressings, brass polishes, soap, glue, dyeing 
extracts, etc. 

The Hood Manufacturing Company, Boston, has been 
incorporated, with a capital of $25,000. to manufacture 
toys. President is Charles H. Hood, of Cambridge; 
treasurer, Robert G. Harris, Boston, and the clerk, Everett 
W. Crawford, of Newton, Mass. 

The J. M. Jones Ladder Manufacturing Company 
Utica, N. Y., has been incorporated with a capital of $4,000 



to manufacture ladders, fire escapes, and similar wooden- 
ware. 

The Ohio Match Sales Company, New York, has been 
incorporated, with a capital of $10,000, to deal in all kinds 
of merchandise, products and articles of household use 
and consumption. 

House Furnfshing Stores have f;*equent calls for spec- 
ial rubber mats to fit entrances, elevators, etc., with name 
inserted, which in many instances they are obliged to de- 
cline, not being able to fill the orders quickly. The Cant 
|lip Co., 56 Pine Street, New York, makes a specialty of 
rubber mats of all kinds, and guarantee quick and accur- 
ate delivery. 

The Malsin Sales Company, New York City, has been 
incorporated, with a capital of $30,000, to manufacture 
clothes-hanging machines. 



SPECIAL RUBBER MATS 



FOR ENTRANCES, ELEVATORS, ETC., wHh 



inserted. 



Low-priced rubber mats have a field, and we f umiah them: but where- 
ever the travel is heavy it pays to use fine, elastic rubber— rubber that 
ffives when the foot strikes !t. and then rebounds, as vood as new. Cheap, 
brittle rubber stands up stifllly and breaks oft when the foot strikes it. 
WRITE FOR PRIOK8 AND 8AMPLK 

T^E OANTSUP 00. 

56 PINK 8TRBKT. NEW YORK 
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The large department store of Wm. H. Frear & Com- 
pany, Troy, N. Y., recently suffered a loss of $i,ooo by fire. 
The fire was on the fourth floor in the shipping room, 
where a large press is used to bale waste paper. The fire 
started in the press and the heat set off two sprinklers 
directly above it and deluged it with water. The precau- 
tions against fire in this store are so complete that the fire 
was checked before it did any great amount of damage. 

William Boyer and W. W. Boyer of Dundee, Mich., 
will shortly open a department store in Lindsey, Ohio. 

The New Boston Store, 
Inc., in Pittsburg. Pa., has 
been organized with a capi- 
tal of $125,000 to conduct a 
general department store. 
The incorporators are E. 
L. Kern, J. K. Xcagley and 
N. F. Hickling, all of.Pitts- 

The Leader Department 
Store at Bedford, Ind., has 
been thrown open to the 
public, under the manage- 
ment of one of the largest 
operators in southern Indi- 
tna^ who are conducting 
large department stores in 
Terre Haute, Seymour, Mt. 
Vernon, Brownstown and 
the new store in Bedford. 

The People's Dkv Goods 
Store. New York, has been mr. and mrs. j. 

incorporated with a capital 
of $3,000 to conduct a small department store. 

Mr. J. Lee Richards, formerly manager of the house fur- 
nishing departments of J. Baker & Son, and the Stewart 
Dry Goods Co. of Louisville, Ky., expects to start on a 
business trip early in April in company with his wife, and 
they will visit the large cities of the Middle West, and 
the Pacific Coast. Mr. Richards writes that during a re- 
cent visit to Philadelphia, the general manager of two of 
the largest department stored in that city stated that busi- 
ness was ahead of last year, while a third stated that his 
business was just about up to his record in 1907. Similar 
conditions are reported in Washington and in Atlanta, and 
the indications are that there will be a good spring busi- 
ness in the South. 

The Harlem Specialty Company, New York, has been 
incorporated to deal in household goods, with a capital of 

$6,000. 

The Bartlett-Carver Company, of Spokane, Wash., 
has been incorporated with a capital of $40,000 to engage in 
the department store business. F. R. Carver, James G. 
Bartlett, L. L Carver and Elmer H. Bartlett are th€ in- 
corporators. 



The New Stinson Brothers Department Store, at 
Evansville, Ind.» have contracted for a new building, work 
on which has already begun. 

Vrooman-Kepler Company, Alexander Bay, New York, 
have incorporated, with a capital of $12,000. The incor- 
porators are Charles B. Forsythe, Simon J. Vrooman, and 
Clarence J. Kepler, of Alexander Bay, New York, and 
others. 

The Buchanan- Henderson-Scott Company will open 
a department store at Greenville, S. C. 

The Long Brothers De- 
partment Store, Newark, 
Ohio, will shortly go out 
of business. Mr. G. H. 
Long, the head of the firm, 
has sold out his interest in 
the company's three stores 
at Cambridge, Uniontown, 
Pa., and Newark, Ohio, and 
expects to go to the South- 
west and engage in the land 
business. 

The large department 
store of James McGrath. 
Woburn, Mass., recently 
suffered a less to stock and 
building of $100,000 by fire. 
The entire stock was de- 
stroyed and the damage to 
Mr. McGrath was estimated 
lee RICHARDS. by him at $75,000. 

The Fisch House Fur- 
nishing Company, Newark, N. J., has been incorporate 1 
v.ith a capital of $25,000 to engage in the house furnishing 
business. 

The People's Dry Goods Store, New York, has been 
incorporated with a capital of $3,000 to conduct a small 
department store. 

Burden & Company, Brooklyn, N. Y., have been incor- 
porated, with a capital of $100,000, to conduct a department 
store. The directors are Peter Burden, E. M. Burden and 
W. B. Burden. 

Thomas B. Wan a maker, son of John Wanamaker, 
Philadelphia, Pa., died recently in Paris. On February 
1st, announcement was made that Thomas B. Wanamaker 
had retired from the firm of John Wanamaker, and it 
was known that Mr. Wanamaker had been traveling abroad 
for some time for the sake of his health. Mr. Wana- 
maker was forty-seven years old at the time of his death, 
and since his purchase of the Philadelphia North Ameri- 
can he had devoted his energies mainly to upbuilding that 
newspaper property. The business of the John Wana- 
maker Store will be conducted under the same name, by 
John Wanamaker and Rodman Wanamaker. 
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THE HOUSE FURNISHING REVIEW 



SANITARY COOKIING WARE 




CASSEROLE. 



MARMITE. 



GHIGREN PAN. 



Abo Manufacturers of IMPROVED NATURAL STONE GERM-PROOF WATER FILTERS 

Po«„. E.t iBos^ FULPER POTTERY CO., Flemington, N. J. 
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dubacriban may inaart want adyertiacmenta. auch aa may be approved by the 
pubUaher. in THE HOUSE FURNISHING REVIEW, frae of charse. Adyei^ 
tiaemenU for thia department moat be received not later than the 16th of the 
month. 



AGATITE MENDS AGATE WAREr-Docs it right, too! 
-^ Stands the hottest fire. Won't burn off if pan boils dry. 
No acids or solder used. Guaranteed pure. Price $12.00 gross; 
15c size. Try a gross. — J. S. Longhurst, Jr., Lynbrook, N. Y. 

DUYER AND MANAGER of House Furnishing Goods, China, 
'^ Glass and Toys desires to make a change. Fifteen years of 
steady experience in cities of 25,000 to 85,000 population. Have 
been five years in present position. Can furnish best references. 
Address "Steady," care of House Furnishing Review. 

(CANADIAN AGENCY WANTED— We would like to csUb- 
^ lish connections with several American manufacturers of 
household articles for introducing their goods in Canada. Our 
large organization and our well established mail order business, 
together with our ability to carry a large stock, fits us admirably 
for promoting the sale of goods. Send catalogues and lowest 
wholesale prices. Address Tarbox Bros., 274 Dundas Street, 
Toronto, Ont. 

COR SALE — Prosperous, old-established China, Glass, Crock- 
* ery, Silverware and general House Furnishing Goods busi 
ness in thriving Massachusetts Summer resort and manufactur- 
ing town. Best reasons for selling. Rare opportunity. Ad- 
dress Profit, this office. 

FR SALE — Complete stock of China, Glass, Silver and gen 
eral House Furnishing Goods, with good will of prosperous 
business, established forty years, for sale in thriving manufac- 
turing and Summer resort town in Massachusetts at rare bar- 
gain. Address Box 42, care House Furnishing Review. 

IJOR SALE — Chestnut Boxing for glass factories. This is our 
^ specialty. Stock 54 inch or 7/i inch in , rough or dressed. 
Prompt shipments and dry. Address Lewis Thompson & Com- 
pany, Inc., i8th and Indiana Avenues, Philadelphia, Pa. 

IT AVE YOU A SON OR DAUGHTER?— Do you want to 
'■"'• give them a chance to earn some money? We will pay them 
a liberal cash commission for subscriptions to The House Fur- 
nishing Review. The work is easy and entirely respectable. 
Ask for particulars. Address Circulation Manager, The Houst: 
Furnishing Review. 

SIDE LINE WANTED— Am calling on Hardware and House 
Furnishing Goods trade. Want a good specialty on com- 
mission. Address T. E., care House Furnishing Review. 

TRAVELING MAN WANTED to sell our new game as a 
side line en commission. Sold to department stores, sta- 
tioners and to all lines. Liberal commissions and exclusive ter- 
ritory given. Write at once A. H. Warner & Company, Bris- 
tol, Conn. 

WANTED — Buyer of China. House Furnishings, Dolls and 
Toys, Trunks and Traveling Bags, and Silverware; ten 
years' experience in Central Western States, large cities, de- 
sires position in East or extreme Western territory. Address 
Experienced, care House Furnishing Review. 

WANTED— Salesmen calling en department, grocery and 
hardware stores wanted to handle side line on commission. 
Exclusive territory. State territory covered and line c;^rried. 
Box 322, Rochester, N. Y. 

WANTED — Position as clerk or ad. writer and window dress- 
er. Am familiar with furniture and house furnishing bus- 
iness. Seven years* experience with a concern handling both 
lines, 22 years of age, can speak French and can furnish first- 
class' references. A. J. B., care House Furnishing Review. 



PROPOSALS FOR INDIAN SUPPLIES.— Department 
of the Interior, Office of Indian Affairs, Washington, 
D. C, March 16. 1908. Sealed proposals, plainly marked 
on the outside of the envelope: "Proposal for rubber 
goods, shoes," etc., as the case may be, and acWressed to 
the "Commissioner of Indian Affairs, Washington, D. C," 
will be received at the Indian Office until 2 o'clock p. m. 
of Tuesday, May 5, 1908, and then opened, for furnishing 
the Indian service with rubber goods, shoes, hardware, and 
medical supplies. Sealed proposals, plainly marked on the 
outside of the envelope: "Proposals for enameled ware, 
furniture," etc., as the case may be, and addressed to the 
"Commissioner of Indian Affairs, Washington, D. C," will 
be received at the Indian Office until 2 o'clock p. m. of 
Thursday, May 7, 1908, and then opened, for furnishing 
the Indian service with enameled ware, lamps, furniture, 
bedding, stoves, agricultural implements, paints, oils, glass, 
tinware, uagons, harness, leather, shoe findings, saddlery, 
etc., school supplies, and a long list ofi miscellaneous arti- 
cles. Bids must be made out on Government blanks. 
Schedules giving all necessary information for bidders will 
be furnished on application to the Indian Office, Washing- 
ton, D. C. ; the U. S. Indian Warehouses at New York 
City, Chicago, 111.; St. Louis, Mo., and Omaha, Nebr. 
The Department reserves the right to reject any and all 
bids, or any part of any bid. F. E. LEUPP, Commis- 
sioner. 

'TO LET— One of the leading department stores of Harlem will 
^ sublet space in basement, 60 feet wide by 100 deep, well 
lighted and steam heated, to wide-awake business man as a 
house furnishing goods department, including Trunks, Bags, 
Window Shades and Curtain Fixtures at very reasonable terms. 
Only man able to furnish first-class references regarding busi- 
ness ability and financial standing need apply. Address A. B., 
care House Furnishing Review. 

"lirANTED- We are manufacturers' agents, and have splen- 
^^ didly equipped offices and salesrooms for handling all kinds 
of house furnishing goods and hardware specialties. We have 
a strong selling force; new lines desired. Write Harper, Spen- 
cer & Joys. 420-422 E. North Ave., Milwaukee, Wis. 
\UANTED— Salesman calling on House Furnishing Goodi, 
•• Crockery, and Glassware dealers to sell as a side line an 
article that can be carried in the pocket. A big seller. Good 
commission. Address Bucosh, 41 Doyle Avenue, Providence, 
R. L 

llf ANTED — Salesman to handle a high-class, patented egg 
'* better as a side line. Exclusive territory and good com- 
missions for those who can get business. Write full particu- 
lars as to territory covered, trade you are selling, lines handled, 
etc. No triflers. Address The Holbrook Mfg. Company, Attle- 
boro, Mass. 

■11/ .^NTED— Position as Buyer or Manager of House Furnish- 
^^ ing or China Department. Am at present located, but 
will change about April ist. Twenty years' experience in both 
lines; best of references. Address R. A., care House Furnish- 
ing Review. 



Th. "IDEAL" 

lee Cream 

Freezer 

The most practical, satlsfac- 
torjr and durable f reeaer ever 
offered. 

Uses 1-2 tbe loe and salt re- 
quired in any other freeaer. 

Has Indurated fibre tub, beat non- conductor of heat or oold known. No 
hoops to fall off. no cast rears to fret out of order- 
Made in ffallon size only. Write for prices and discounts. 

COMMERCIAL CAN & MFG. CO^ klSifk'-'i-fSf. CHICACO. ILL 
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"BOSS" CLOTHES WASHER 

POSITIVELY THE MOST SATISFACTORY WASHER 

EVER PUT ON THE MARKET AND THE MOST 

PROFITABLE TO HANDLE 

It sells itself nd wfll not only stay sold but will give that good 
stisf action that will cause the sale of others. 

THE -BOSS'' IS ENTIRELY DIFFERENT FROM 
OTHER SO-CALLED WASHERS ON THE MARKET ^ 

The * 'BOSS* ' is the only washer constructed on the principle of cleansing 
clothes by RUBBING and SQUEEZING-by the latter forcing the water 
through every fibre and removing the dirt as cannot be done by any 
other device. This has been acknowledged the only true and satisfactory 
principle for washing clothes since the early ages. 



The **BOSS" washes quicker and with better results, anything from 
large heavy pieces to the finest fabrics, including laces and silks, and is 
GUARANTEED to do so without the least injury to such. 

The **BOSS*' is. the only washer having a special chamber where the 
dirt and lint accumulate when separated from clothes, preventing this 
matter from becoming continually stirred up and coming in contact with 
clothes, as is the case with all other types of washers. 

The value of this feature can hardly be estimated. It means not only 
clean and more sanitary clothes, but less time and labor required to obtain 
this result. 

Place your order now and be prepared to meet the demands of your 
customers. 

MADE IN THREE SIZES. 
Address 

THE BOSS WASHING MACHINE CO., Qnclnnati, 0. 



MR. BUYER 

IT Your trade demands the best goods at the lowest cost. Why don't you de- 
mand the same? Hundreds of department store buyers through the country 
will tell you that their business in statuary has increased from 50^ to 500^^ 
since they started to handle our line. 

NOT JUST AS GOOD 

But Better than most of the Imported kind, is the statuary that we make and 
at less than half the price you pay for the imported. 

It is Qaality that counts. Why not try a sample line of our tUtuary ? 

^YOU DONT HAVE TO PAY UNLESS THE GOODS ARE 
SATISFACTORY. 

If Our line of statuary consists mostly of staples— smart subjects that sell every 
day in the year and suitable for every, class of trade. It is the originality find 
the coloring^ oi our goods that catches the trade. The quality that holds them. 

If As we iiave our sculptors continually making new subjects, you are always 
in the lead with exclusive goods when you deal with us, as all our original 
subjects are copjrrighted. 

THE BOSTON PLASTIC ART CO. 

67-73 Sudbury St, BOSTON, MASS. 

HAVE YOU OUR CATALOGUE 7 
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RIRK S and Curling Iron HOLDER 
The Best 10c. Seller 
of its Kind Ever 
Offered to the 
Trade 

Nickel Plated, Highly Polished. A Necessity in 
Every Well Appointed Bathroom. 



ALSO A FULL LINE OF TAPE MEASURES 

HARRY D. KIRK, 5-I7W. Madison St. Chicago. III. 



Screen Doors 

AND 

Window Screens 



THE CONTINENTAL COMPANY 

DETROIT. MICH. 



GET IN RIGHT 
THIS SEASON 



Get my Prices and Sample before 
buying 



Nur 



series 

I have price, variety and quality. 

Every Nursery thoroughly tested and 
shipped one in a case. 



JAMES R. WOTHERSPOON 

240 NortK Front St., PHILADELPHIA 

N. Y. RepreMxitative : F. Carpenter. No. 106 Chambers Street. New York. 



™ 




ThePearl 






^^■■H 




^^^H 


Suit and 






H^H 


Skirt 






H^l 


Hanger 






■^^ 


7 




Suit Skir 

Sold and use 
by 4000 Firmi 


■m 


Diamond 
Hanger 




Suit Hanflrer 


For Men 


On demonstra- 




Holds the en- 


tion in all lead- 




tire suit. 


inir stores. 

Per 100 

Soit Bangers, |10.50 

Skirt Bangers, 8.50 

Rods, 12' long, 7.00 

" }»' " 8.00 

" 24* " 10.00 




$17.00 per 100 
Sold at 25c each 

Jobber or direct 

Write for 
Catalogue 


The Economy Closet 
Rod. used in conjunc- 
tion with the Pearl 
Hansers. will help to 
keep the ck)set neat 
and orderly. 




Carson. Pirib, Scott 
A Co.. of ChicaflTo. say 
they consider The Pearl 
Hansrers the best on 
the market, and find a 
ready sale for them in 
their wholesale and re- 


FR 


EEMAN SCOTT 1 


1504 Montgoma 


irv Ave. PHILADELPHIA 1 



7650 NEW YORK DEATHS 
MUSE D BY HO USE FLY 

Special lo The Journal. 

New York, Dec. 18.— Seven thousand, 
six. hundred and fifty deaths are caused 
annually in New York city by the com- 
mon house fly. The figures are given in 
a report to Governor Hughes by Dr. 
Daniel C. Jackson, bacteriologist of the 
water bureau. Compilation was made 
from a stud>r of the habits of the fly 
and the way in which victims contract- 
ed fatal attacks of typhoid and intes- 
tinal diseases. 

**The time of greatest prevalence of 
flies," says the report, *'was in the 
three months beginning on July 1, and 
ending on Oct. 1. Corresponding ex- 
actly, deaths from intestinal diseases 
rose above the normal, culminated at 
the same high point and fell off with 
a slight lag at the time of the gradual 
subsidence of the prevalence of the in- 
sect." 



SILVERDIP 



The New Way 



The Old Way 



CLEANS GOLD AND SILVER 

NO RUBBINB. "JUST k BIP" AND IT'S POLISHED 

Sllverdip Is guaranteed not to injure the finest metal 

nor the hands, is free from acid or poison, contains 

no grit to scratch the most delicate surface. 

66^3* Profit for the Dealer 

We furnish plenty of clever printed matter. 
Write us for particulars about demonstrations. 

SILVERDIP SALES COMPANY, 
43 West 27th Street, NEW YORK 
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VANOY^HANOY 



I VANDY-HANOY 

CLOTHES-PIN BAG 

Patented Feb. 19, 1907. 
VANDY BY NAPfE 
HANDY BY NATURE 

A Unique, Practical, Inexpensive and Profit- 
able article for /lolding Clothes-Pins which 
you and your Customers will be pleased with. 

EXPLANATION 

The dotbee-pins are pat In ttaroogb the wire 

month at th** top and taken out from the opening 

In the side or the bes, wMch ^liKavs faces 70a 

while It is in ose on the line or at the side of the 

Ihe VAllt>T-HAltDT is made of strong ma- 
terial and has a capaoitT for holding soo Clothes 
pins. 

Qet them on your counters soon. Display 
I them and they will sail themselves. 

YANOY-HINOY MF8. CO. 

NEWARK, N. J. 




Manufacturers of COTTON 



FLOOR MOPS, DISH MOPS, 

CLOTHES UNES, Ai8oM.„«f«t««r. 

Twjnes, Yarns, Rope, Calkins, Wicking, Waste 

ESTES MILLS 



New YorkOmcei 



ASS. 
97 Warren Street Tel. 3S11 CortlaMit 









NO SOILED 
nSCERS 




ABSOLUTELY 
PRACTICAL 


PATENT 

All persons making, 
30, 1804, will BE PR 
GROSS PRICES Ql 
Agents womled tveryi 

F. A. WALl 

Importers of Eni 


^PLE BY MAIL, 10 CENT 

STRAWBERRY 

buying, or sellint any not stamped with dat 
OSECUTED Our Hullers are nickel-plat 
JOTEDON APPUCATION SpecUdJi 
vhere 

KER & CO., 83 Com! 


s 

HULLER 

e of Patent, October 
ed on Spring Brass. 
'ices pn 5-10-50 gross. 

lill, Boston 



SELL This at 

^^ and Pocket fSO 
^x Per cent. Profit 



The easiest seller 
you ever put in. 
q Jhe Phenix 
Swinging Half 
Screen is fly 
' proof, does not 

slide or stick, because it hangs and swings. 

The Dealers Opportunity 

To sell a custom made screen from stock and 
secure a first'class screen trade 

For catalog and trade discount address 

PHENIX MFG. CO. 

040 Center street MILWAUKEE i 



How To Advertise 
A Retail Store 

BY ALBERT E. EDGAR 

Teaches 1 



How to lay out advertising copy, 
How much space to use, 

How to design an attractive space-saving name- 
plate, 

What a headline should accomplish, 
How to get and use proper illustrations, 
Hou^to write your advertising introductory, 
How to describe an article so as to make sales. 
What style and method of pricing you need, 
The preparation of eflFective, free advertising, 
How to find and properly use selling points, 
The making of store papers, booklets, leaflets, 
folders, advertising letters and mailing cards. 
The organization of a follow-up system, 
The use of calendars, blotters, post-cards, adver- 
tising novelties, package enclosures, and hand-bills, 
Proper methodfe of windpw advertising. 
Correct outdoor advertising. 
Spring, fall and other openings advertising, 
Two-liundred-fifty selling helps, guessing and 
voting contests, drawings, schemes to attract boys 
and girls, premium schemes. 

The sensible advertising of speeial sales and 
clearance sales. 

The uses of leaders and bargains. 
Many novel sales plans, 

The promotion of business in a number of specific 
retail lines — this department alone occupies about 
1(X) pages, 

Mail order advertising and general advertising. 
Points about type, borders, ornaments, and cuts, 
Nearly 20 pages of practical and helpful hints on 
how to lay out advertising copy, 

How to read proof and technical terms. 



How this it done U demonstrated by the use of 

641 Illustrations As Models 

Showing how all these things are accomplished by the 
highly paid ad managers and the cross-roads storekeepers 

Price $3.50 Postpaid — on a money-back basis 
THE OUTING PRESS, DEPOSIT, N. Y^ U. S. A. 
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TWO NEW FACTORIES 



LATEST IMPROVED 
AUTOMATIC MACHINERY 



EXCLUSIVE MiWW^^ EXTENSION ms. POLE ENDS ANI COHAGE SETS. QUAUTY-TiE IIGIEST. All sUm «sed |iiariitectf 999 Ric. 

STYLES— FORTY-ONL lidodlng mir rcw colored end rods to match will-MPer. WMTE TODAY FOR CATALOGUE AND PRICES. 



AMERICAN FACTORY. OGDENSBVRG. N. Y 
Canadian Factory, Presoott. Ont. 



V. 8. A. 



THE NEWELL MFG. CO. (Inc.) 




CATCHES MICE NOT DIGITS 

**F1NGCR SAFE'* SELF-SETTKR MOUSE TRAP. 

Can't Strikt Fingers. 



Moato Reloated Without Touch- 
ing It. 

Qalvanizod Steel, Cannot Warp or 
Rutt. 



Pattnud U. 8. and Canada 



Will Outlast Half Doaan of Cheap 

Traps. 
The Ladies All Want Them ! 
In Special Display Boxes. 

Mouse Trap Sells for IQo. 

Rat •• " " 25c. 

EVAN U REED MFCi. CO., Sterling, 111. 



"SURE cur* 

CAN OPENER 

PAmrrsD 7, 19, '04 





5 — Grades 
CLEAVER AND TENDERER. 



ICE CHISELS 
Six Stylet. 



TWO CUTTERS 

lONK worn ROUND CANS 
ONC worn SCIUANC OANS 



We manufa^otxire a large Une of Bread, BxitohM*. Carving and 

Partng Knives. Caa Openers. Family CleeLvere. SKoe 

•.nd Putty Knives. WeLlI Scrapers, eto. 



R«uiii«forioe«fito *"««'•' w«. IRA F. WHITE 4 SON CO., naim,H.j. 



Kitchen Knives 



THE KNORR 



PATENT APPLIED FOR 



IRONING BOARD 

^=50% Profit-No Come-Backsssiv 

If The Knorr Ironing Board is the cleverest labor saving 
device 6i its land on the market. It combines in one com- 
pact design a shirt-waist board, a sleeve board and an iron- 
ing IxMurd for all general purposes. U The clamping device 
is the strongest, simplest and best made, holding the board 
firmly in place, making it stable as a rock, yet the clamp will 
not mar the table or shelf to which it is attached. 1| The 
Knorr Ironing Board is made in three sixes — Infants', 
Children's and full sixes, all one price. The full sixed Ixiard 
' measures 29x30 in. and is strongly constructed dF kiln-dried 
white wood, fully reinforced underneath and built on honor. 
Our printed matter furnished to dealers makes 

QUICK SALES 

Terms and particulars from 

The KNORR Irening Beard Oe. 

415 8mmn St.i RMhttttr, N. Yt 



™E SCIENTinC TOASTER 

Adapted for GAS, OIL, VAPOR OR COAL STOVES 



Quick Seller. 



Retails at 25 Cents. 



CHI-NEE CLOTHES SPRINKLER 



Hlls 

throogh 

the handle 



a plat or 



y"^/ 



:'y/l7,';r\ - 



Every Housekeeper WanU One. 
Retails at 15 CenU. 

Write for Prices. 

The SYRACUSE STAMPING COMPANY 

1 14 so. BAKER ST., SYRACUSE, N. Y. 
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O. LINDEM ANN & CO. 

Manufactorert of 

Japanned, Tin- 

Plated and 

BroLSs 

Birdcages 



35-37 Wootter St 
New York. 



CaUloss Famished to the 
Trado Only. 



"ANCHOR" SINK 

— AND = 

TOILET BRUSHES 

(WIRE OR WOOD HAMDLES) 

Most Sanitary Brush on the market, 
as they are made without the use of 
PITCH, CEMENT or soldering the tin 
ferrules. The brush that can be cleaned 
in boiling, water without distributing 
itself all over the sink and down the 
drain. Best selling 5c and 10c line. 

Send for Caulogoe and Price List 

PHIUP FOGARTY & CO. 

229 Miller Ave BrooUyii.N.Y. 



DEALERS! "^^ 


Order 


This advertis- 11 * 
ing appears in » IH » 
the Spring l^lll f 
issues of the &H|| 
"Delineator" SMI 1^ 

withi,ooo,ooo VHI y^ 

ctrculation. 1 In ^ 


82 pmmr N^,^ 

DRYING i'«ww. 
• PACB ^^^^ 

^ For 
\^ Prices. 


THE MAHTCROSS COMPANY 

40 Dearborn St. Cliici«o. lU. 




We are the 

Largest Manufacturers 

of 

Nursery 
Refrigerators 

in the World 

Our Isrse factory and the recent installatioA'of new machinery enables 
OS to place theae soods on t^e market at 

THE LOWEST PRICES 

Each one guaranteed, packed with mineral wool and each packed 
separately, insorinff safe ddivery. 

Write for Prioea 

QUAKER TINWARE NFG. CO.. 32-34 Bank St. Philadelphia 



HEW PATENT 

GEM 

TEA AND COFFEE 

STRAINER. 



Samples and Price List Mailed 



No. 1 No. 2 

80LB LICKN8ES FOR 

EASLEY'S PA TENT LEMON JUIC E EXTRACTORS 
30 Patterns of Match Safes and Ash Receivers for Safety Machines 

Sole Agent for the United States of tlie 
Union Safety and Paraffin Natciies. 
PATE^n^ED house furnishing specialties 
M. LOEWENSTEIN, 71 Washington Square, South, New York 

Formerly West Fourth St 




TIE "KORKER" 
SINK AND POT CLEANER 

Stamped from heavy 
sheet steel Shovel part 
about 4 inches square. 
Brush at sMe aids in 









satherinjT 
matter. 


up refuse 


J^I^OrJk.T^T^ C3rA.& 


./^X»X»11jI.A.3V OE3 S 


MR. BUYER: 
Write t 
quick ^ 


118 for prices and description of our Gas Hot Plates. Several styles 
we want to set acquainted wtth your firm's bank account. 


and very Interestlnj: prices. 


Come 


J^IjbISJ 


^.i^^ir 7"OT7i«az3fi 


."IT OO., 


.A.X0i3.A.9Tir, sr 


jk • 
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REFRIGERATORS 

We build 4 first-class lines. 
Send for illustrated catalog 
and price lists. 
We carry* stock in New York and Boston 

eHALLENGE REFRIGERATOR 6©. 

_^ GRHNO HAVEN, MieH. 



xi/ 




HAUMER 




STERLING 



Good household necessities. Perfect in finish and material. ••The Browne Line front 
King:ston." Will yor send for our booklet and let us tell you about it. The *' Cyclone " Egg 
Beater, Cream Whipper and Mayonnaise Mixer is a wonder. Let us send you a sample. 



THE W. G. BROWNE MFG. CO.. 



Kingston. N. Y. 




CYCLONE 





NONE SUCH 



STAR 



CYCLONE 



A Few 

of Our 
Specialties 

WE MAKE^OTHERS 

SEND FOR. CATALOG 




MANVFACTURCD BY 



Clayton & Company 

421.427 Kent Avenue 
BROOKLYN. NEW YORK 



Komi GroonPaintod Porch Curtain 

ALL SIZES ALWAYS IN STOCK 
4x8 5x8 6x8 7x8 8x8 9x8 10x8 12x8 8x10 10x10 12x10 

Fitted with Rope and Galvanized Iron Pulley Ready to Hang. 
Guarantee Tag with Each Curtain. Painted with the Best 
Material Known to the American Market. 

R. H. Comey Company, Camden, N. J. 

PHILADELPHIA: 1200 Chestnut Street CHICAGO: 810-24 Wuhburn Avenne 
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The Perfection Bottle Stopper 



Invaluable in dispensing: mineral waters at home. No. 1 large quart; No. 2 pint or smaD quart size. 

The only satisfactory stopper ever invented for keeping: champagne, mineral waters, 

ginger ale, etc., etc., and all carbonated beverages wherever used. 

Absolutely Air-Tight After Once Opened; Self-Adjosting ; Fits Any ikrtUe 
MKfiufactured by E. C. MARKS (Trustee) 260 CloLrk St.* Chicago 

WRITE FOR PRICED AND DISCOUNT 




These cute represent the "PATENT LEADER'* 
sink broom, also **HANDY LEADER/' made of 
bristles. Staple articles, retail at five and ten 
cents. We also manufacture other styles retailing 
at ten and twenty cents. HOUSE FURNISHING 
AND HARDWARE STORES should give this 
adTcrtisement their attention. 

Write for catalogue and price lists to 



CHAS. PLUNKETT 

205 Duane St., New York 



THE BIGELOW WIRE FLY KILLER. 



fly or mosquito 

-S 



kS: Trade 

J. r, BIGELOW, Mfr.t Worcester^ Mass. new york agents, wiisonBrwTiw' chambers st display stand 




The Chassc Mouse Trap 

PatMited V. S. af\d Canada. 19O2.'03.'05 

IS EASIER TO BAIT AND SET THAN ANY OLD 

STYLE TRAP. EASY SELLER. 

Write for Prices to your Jobber or 

CHASSE MFa CO. 

57 VESEY STREET NEW YORK CITY 



THE '*HOME-KISSED*' CURTAIN STRETCHER 

Movable Spring Pins — Once adjusted to Curtain Scollops always in place. 

Interiocldng Steel Hinge— Insunng absolute rigidity and strength in center. 

Center Braces— On which the Long Bars fold. 

Our patent covers the device for folding the lon^ bars on 
the Center Brace and the Center Brace. Parties hand- 
ling Curtain Stretchers that infringe should investigate. 
Orders Shipped Promptly. S#nd for CaLtOLloguo. 

HOLMQUIST & CO., Mfrs. Ladders and Curtain Stretchers. 127 N.Mor^n St. CHICAGO 







COTTfllSlE 

BULLARD-S IMPROVED 
CARPET STRETCHER 

This carpet stretcher is compact, always 
ready for use. and the most practical ar- 
ticle made for stretching carpets. It is the 
cheapest on the market, showing lar^e 
profits to dealers when retailed at 50 cents. 
It is sellincr in large quantities, and ffives 
the utmost satisfaction to customers. 




GEORGE S. KNAPP. 



Nanuf QLOturer of 
HaLrdwa.r* 8p«ola.ltloa 



Xj^itost ^ixxd. 



Ficr. 1 shows Car- 
pet Stretcher ready 
for use; Fig. 2 
shows how to use 
lever to brinsr car- 
pet in place, and 
Fig. 3 position 
ready for nailinff. 



Bridge port» Conn. 



TOWEL RACK AND NOVELTY MFG. CO. 




BSTABLISHBD 1875 



^^^S^S: P. O. Box 837, Providence. R. I.. U. S. A. 

^B^S TOILET AND HAT RACKS 

Of all descriptloaa, nuuiufactured In best manner. Sell >t 
popular prices. Send for latest Illustrated catalocne and 
prices. 

SALESROOM AND FACTORY: AUBURN, R. 1. 

New York Office: W. A, STOKES & CO., 30 WARREN STREET. 
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For IMMEDIATE **Ru8K Sea^ofv*' SKipment 

Every desirable size. Every desirable style* and embodying every desirable feature 

THE ORE AT 

"WHITE MOUNTAIN" 

^ow is the time'' to order, and '^ow is the time'' to ship 

THE FAMOUS 



"STONE WHITE" 



Ice-Cold Walls of Ice-Cold Stone right from the Quarry, 

WHITE as SNOW and Stronger than Steel 

'The Chest with the ChiU in it" founded on the Solid Rock of Merit—that is— SUPERIOR MERIT. 

MAINE MANUFACTURING COMPANY, ''t'^'^ 

BOSTON, MASS. NEW YORK CITY. ST. LOV18. NO- SAN ANTONIO, TEXAS 

KANSAS CITY, NO. SAN FILANCISCO. CAL. ST. PAVL, MINN. 



130 and 132 j LrE «^lS % 

West 42d Street 



New York 



&eeNGER 



OMPORTERS AND JOBBERS OF 



House Furnlslimg Goods 




ESTABLISHED 1851 




Largest inaktrs of Gas and Alcohol Lighters, Wax Tapers, Insect Powder Guns and Bellows, 

Alcohol and Alcohol Gas Stoves, Curling Iron Heaters, Night and Floating Tapers, 

Water Filters, VegeUble Graters and Siicers, Gas Heaters and 

• GENERAL HOUSE FURNISHING SPECIALTIES 

Write for Catalogue 






THOS. W. HOUCHIN CO., 341 Broadway, New York, U. S. A. 
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VERITAS ALUMINUM FLAT WARE 

Non« Genuine Without This Trade liark. 





G. M. THURNAUER & BROTHER 

HAVE REMOVED 

To 83-85 WORTH STREET, New York 

WE EXTEND A CORDIAL INVITATION TO VISITING BUYERS 
TO CALL ON US AT OUR NEW QUARTERS, NEAR BROAD- 
WAY, AND SEE THE MOST COMPLETE LINES OF IMPORTED 
HOUSE FURNISHING GOODS EVER EXHIBITED. 



A VISIT WILL PAY YOU 



COME AND SEE FOR YOURSELVES. 



.^ 



BVTTER CHURNS 



ALCOHOL IRONS 
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Special Attention of the Trade 

is called to the fact that we are 
the only manufacturers working 
independently of any association i 

or trade agreements, and that it 
is to your interest to obtain our 
prices before you place your 
orders. 







Ideal Double Coated Gray Steel Enameled Ware 
New England Gray Steel Enameled Ware 
Turquoise Blue (White Lined) Steel Enameled 

Ware 
Blue and White Steel Enameled Ware 
All White Steel Enameled Ware 
Also a Full Line of Galvanized and Tin Ware 








Full Line of Samples Displayed 
at our New York Sales Room 

THE NEW ENGLAND 

ENAMELING CO., ne.) 

Facforios! 
MIDDLETOWN, CONN., and PORTLIND, CONN. 

H. aNSBURG, I'g'^nt 

736 Broadway, New York City 
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DESIRABLE 
NOVELTY 



THE 

STERNAU 

FAUCET 

CHAIN 



ONLY PRAQICAL 

attachment ever made 
for preventing the 
strongest pressure 
of water from forcing 
the bulb off the faucet 




PROLONGS 



the wear of bulb as 
'fnost of the stram 
falls on the 



CHAIN 



In stocking Bath-sprays get those fitted with the Steraau Combination Metal 
and Rubber Holdfast Bulbs having t^'aucet-diains, as they are exceptional, being 
guaranteed to give long and sattsfactory service. 

In some localities the pressure of Mrater is so strong that it will force any bath- 
spray bulb off the faucet 

With the Stemau Faucet-Chain this annoying feature is mjercome as it enables 
one to attach the bath-spray bulb securely to faucet txt^AXa resist the strongest 
pressure of water. 

Write for illustrations, prices, and particulars about advertising matter, furnished 
without charge, to those dealers stocking. 

STERNAU BATH-SPRAYS. 



S. Stemau & Co. 



New York Showrooms makers of OfBce and Factory 

BROADWAY. COR. PARK PLACE chafing-dishes and their Accessories. K>^ PLYMOUTH STREET 

Coffee-machines, Fancy Teakettles, Brooklyn, X. Y. 

Bathrot^m fixtures, etc, 
of the Highest Quality 



Opposite Post-office 



Remember, the Bulb with the Chain wears longest 

Ask for it. 
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**W E A R - E V E R" 

ALUMINUM UTENSILS 



r 



WE'RE BUSY MAKING 

"WEAR-EVER" ALUMINUM 
UTENSILS 

AND HLUNG ORDERS 

You know the ^Vhjrs" ai|d 'Srhere- 

fores" if you sell them. If you 

don't — well, just remember 

that •WEAR. EVER" 

utensik are not only 

sellers but 

repeaters. 

HERE ARE THE REASONS: 

They are made of aluminum 99^ pure. 

The sheet is extra hard and thick. 

A special electric finish is placed on the 
inside which prevents, largdy, dis- 
coloring. 

Spouts are attached without seams or jcmitSy 

They are strong, but light in weight. 

They present a beautiful appearance when 
displayed for sale. 



At Bauxite, Ark., we mine the ore ; 

At E. St. Louis, we refine the ore ; 

At Niagara Falls and Massena, N. Y., we 

convert the refined ore into pigs or 
* ingots; 
At New Kensington, Pa., we roll the sheet 

and make the finished ^' Wear-eve?*'* 

utensils. 
In other words this means ''from ore bed 

direct to you.*' 



A card will bring to your desk catalogue, 
prices, discounts and further information. 



THE ALUMIN UM COOKING UTENSIL CO., Pittsburgh, Pa. | 

Google 
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UNITED STATES GLASS COMPANY 

PITTSBURGH, PA. 

THE WORLD'S ONE LARGE GLASSWARE CONCERN 

We manufacture everything in glassware for the different branches of the trade, viz.: 

Wholesale Jobbers, Department Stores* Ve^riety Stores, 

5 and 10c. Stores* Bar and Hotel Supplies* Sodei Founte^in Supplies, 

Jewelers' Cut Gle^ssware, Show Jars of all kinds. Feincy Cut e^nd Decorated We^re. 

Confectioners' Supplies, Le^nips, Photographers' Supplies, 

Jelly, Fruit, Condiment and Peickers' Supplies, etc. 

UTILITY GLASS JARS 

MADE IN 1-2-3-4 and 5 GALLON SIZES 
PRICES ON APPLICATION 

SANITARY. EASY TO CLEAN ANO EASY TO KEEP OLEAN 



For general all around use- 
fulness, these jars are unequaled, 
being especially adapted to States 
where the laws compel the use of 
covered articles for the sale of 
food products. 

Just the kind for every day 
home use; and as advertisers of 
Condiments, Cereals and like 
goods, they are quick to bring 
satisfactory results. 

it will be a Pleasure to Answer any of Your 
Inquiries or show you SoLmples at the 

Bonorai Offices and Salesrooms, South Ninth and Bingham Sts., PITTSBUBB, PA. 

BR.ANCH SALESROOMS: 



New York. 29 Murrn v St.. Sydney, N. S. W., Commerce Bldg.. MsLrtin La^nd* 

Boston, 127 Federal St., Arco Bldg., St. Louis, 627 Granite Bldg,, 4th and Market Sis., 

Philadelphia, Ninth e^nd Market St«., San Francisco. 271 Steveneon St., 

Beiltimore, 110 Hopkins Place, Chicago»409 Atlas Block, 35 Randolph St., 

Salt Leike, 127 K. South 3rd St., Denver, 1430 Are^pahoe St., 

Mexico City, 2 A de Plateroe No. 9. London, 33 Fe^rrington St., E. C. 

He^vana, Cuba, 70 Se^n Keifeiel Ape^rteido 948. 
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No. 307/76. 
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a complete outfit consisting of 












Pood Pans) 












TLBT DISH 












i POT, 


MAKES 












ITS 












OWN 












GAS 










r have been 
Gas Stove. 
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lamp, yet 


EXPLOSIVE 










& simmering 
3uch. 


Sufficiently p 
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stantial m e a 
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range. 
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Circalating CofTi 
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with "Ivory 










le Barner. 


Baking Dishes, 










t Burner. 


Batli Room 










icos. 


MANNING-BOWMAN 6^ CO.. 


Meriden Conrie 


NEW YORK 


CHICAGO 




SAN FR.ANCISCO 




For further 


information see ree^ding notices in this issue. 


' 
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NO Economy ! NO Satisfaction ! ! — 

R tudgment in buying CHEAP lines ! ! ! 

Give your customers HIGH GRADE GOODS at 

REASONABLE prices and H< 

THEM. 





Chi^flntf DlsKes 




Table Kettles and Stands 




Coffee Extractors 




Walter FHters 


High 


Nursery Chests 


Crurrvb Trays and Scrapers 




Tea and Bar Urns 


Grade 


BathrooiTi 




Fixtures 


Standard 






Wine Coolers 




Water Coolers 


■ a . 1 


Becking DisKes 


Hetalware 


Coal Vases and Hods 




Candlesticks 




Cuspidors 




Match Safes 




5 o'olock Teas, etc. 



Write r( 
Cataloi^ 
and 
Discoun 



BRANCH OFFICES 
18 Warren Street, Mew York 
1410 Arapalio«} Street Denyer, Col. 
40 Dearborn Street, ( blcago 
tn WMhlnirton Street. Boeton, Mam. 
SI Toong Street, Toronto, Canada 
and London. England 



The BUFFALO MFG. CO. 



BUFFALO. N. Y. 



No. 204 



WHITE WARE! 

SometKiivg New YOU Should Know About! 



■yjsriu. Sell On fliisixtx 





But Don't Forget our Staple Lines of 

TINWARE. JAPANNED WARE. GALVANIZED 
IRON WARE and OIL COOKING STOVES 



NICHTHAUSER & LEVY, 



JavaL QLnd Provost Streets. 
BROOKLYN. N. Y. 
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^ai»ieg Rt^TAiL T^ic^s x^/'/atBce 



No. 

Wood rrmSta i 
MetalTwtsJ 

$1.2 



No. 1 

AU Matal Jtuma 

$1.50 

AU Motal Galvui 

$1.75 



N 

AUMet 
$ 

AUMeta 

$: 




We are going to make an aggressive campaign for the 
sale of the yifSSSS^ in all localities. It will be worth 
your while to co-operate with us. Write to-day for 
trade prices. 



THE LEE CHAIR CO., 



Oneida, N. Y. 



}Saaece 





MP 



"Sesco" "Blue ^ White" 





The well and favorably known 
old style, gray 
mottled enameled 
ware. We posi- 
tively give the 
buyer more for 
his money in this 
grade than can 
be had in any 
other MAKE, 
GRA DE or 
STYLEofENAMELED 
WARE. 



ViTltm «&• 



NOVr for N4 
Revised 



Our standard grade, marble- 
i 2 e d enameled 
ware is the most 
attractive ware 
on the market 
without e z c e p - 
tk>n. It ii a 
most beautiful 
color, very dur- 
able and an easy 
rapid seller at 
a POPULAR 
PRICE. , 

iiPT 1908 Catalori«&« and 
PriG« I^ist 



Pull UttM of Both Worof, Bttt Dotltiio 



ifKlMotfby 



Star -k Enameling and Stamping Co. 

Pittsburs, Pa. 




'sm& 
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THE PERFECT COOKER. 
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"BENGALIA'* 

Alcohol Incandescent Light B\irner 

/GO CANDLE ROWER 



The most Wonderful 
Light! 

Can be adapted to any 
ordinary D collar lamp. 

Unaffected by wind. 

Suitable for outdoor il- 
lumination. 

Can be operated by 
aLnybody. 

Retail Price 
$4.00 Complete 

Liberal 

Discoxint 

to Dealers 



Fullest guar&ntee giv- 
en for 3 years* that Burn- 
er will act perfect. 

No wick Burning ! 

Chimneys manufac- 
tured in Jena, Gern\any. 
Will not brea^k from 
he&.t. 



No Danger 
Non-Explosive 

One live 
dedLler %vant- 
ed in every 

to^vn to 

hocrvdle our 

specialties. 



Can be used on any ordinary Kerosene Lamp. No blackmf of mantle. Wind Proof. Absolutely safe. 
Use ordinary mantle. Superior to any incandescent sas burner. Consumption one quart of denatured alcohol 
in 16 hours. Cost ^ of a cent per hour. No soot No smell. Absolutely no danger. No burning wick. Very 
simple, a child can light it Absolutely odorless. 1 also supply brass founts, store and table lamps for this 
bumer.1 Also Sole AgentJ for the KEROSENE INCANDESCENT BURNER. 

G. COHN & COMPANY 

537 BROADWAY 

NEW YORK 

Google 
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Galv&nized 
Watering Pots 



SPECIALS FOR MAY 



^ 



Refrigerator Pans 



DON'T FAIL TO GET OUR PRICES. 

We also manufacture full lines of the following goods. 

Puritan Re-coated Tin Ware is extra heavy 
Sterling-Aluminum Enameled Ware Common Pieced Ware 

Deep Stamped Tin Ware **U. S.'* Pieced Ware 

Shallow Stamped Tin Ware Planished Ware Tinners' Trimmings 



Metallic Sieves 

Japanned Ware 

Extra Heavy Japanned Ware 
Tea Trays 



Britannia Ware 

Copper and Brass Ware 
Nickel Plated Ware 
Dairy Supplies 



Sheet Iron Ware 

Galvanized Iron Ware 
Spoons 

Etc., Etc. 



The Central Stamping Co., 24 cuff street, new york city 



ATTENTION!! 



Dealers, have you placed an order for 



ii 



DEVAUX 



f I 



With V«geUble Chamber. 



Sanitary- Metallic 

REFRIGERATORS 



Without VegeUble Chamber. 



Made entirely of Galvanized Steel. Cylindrical 
in shape — writh or writhout separate compartment for 
fruit and vegetables. Has REVOLVING. AD- 
JUSTABLE SHELVES. 



Elasily cleaned, as all parts are r^novable, and 
there are no comers to accumulate dirt and breed dis- 



ease. 



Finished in White Elnamel inside and Imitation 
Oak outside. 



WRITE AT ONCE FOR CATALOG AND PRICES 

HOME METALUC REFRIGERATOR CO. 



ALBERT LEA, MINN. 



Eastern Office and Warehouse 
93 Reade Street, NEW YORK 
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ICE CREAM 

FREEZE 

THAT SELL 




THBY EXCEL IN 
Easy Roniiiiig 
Quick Freezing 
Economy 
Convenience 
Practical ResalU 



THEY ARE 
Well Advertised 
In Demand 
Easily Sold 
Satisfactory in Use 
Off Known Reputation 



THEY 
ARC SOLD 
BY I^CADING 
JOBBERS 
EVERYWHERE 

Our line of Freezer? comprises the largest variety made in any one fac- 
tory. They embody all that is best and of intrinsic merit in a Freezer. 
Send for 1907 Freezer Book> illustrating these and the new ''AMERICAN 
TWIN FREEZER." 

NORTH BROS. MFG. CO., Philadelphia, Pa., U. S. A. 



BALDWIN REFRIGERATORS 

DRY AIR. 




E WERE THE FIRST TO TALK ABOUT 
Dry Air in Refrigerators about 35 years 
ago. ^ 

And **they" laughed at us— -said it was 
an impossibility. A refrigerator with wet 
ice in it just had to be damp. 

Now they call theirs **dryair'* so we 
must have been right. 

But now, same as 35 years ago, the Bald- 
win is the only perfect dry refrigerator on 
the market. 

Baldwin air circulation — different from the others — 
does it. 

Our catalogue shows 150 styles of the ** Dry Air ** kind 
— a line of them will please you. 

Lined with Opaiite Glass, Vitrified Steel or 
Porcelain, White Tile, Vermont Spruce and 
Metal, Oak, Ash and Softwood Cases. 

BALBWIN REFRIGERATOR GO. 

BURLINGTON, VERMONT. 

I. L STURTEVANT, C. I. SNim, W. P. HORN CO. 

18 Warren St., 707 West 23d St., 138 Front St, 

New York City. Los Angeles, Calif. San Francisco, Calif. 



Google 
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The Basket Importing v^u., mu 

S«ico«»sors to 

THEO. OLLCSHEIM£R (Bl BROS. 

IMPORTERS AND MANUFACTURERS 

139 Duane St. <& 62*66 Tbomas St.. NEW YORK 

T«l«9KoA«» 51789 l¥ortH 
Our Alew Lines for t908 arm- now on display in our showrooms 

SPECIAI^TIES — IKTillow IKTare, BasRets, Steins, House 

FurntsHinif Goods, KitcHen "Ware, Bar Supplies 

5 and lO Cent Cr€M>ds 

^U orders from St6ck at Shortost Motico. Spsciai Dopartmont' for 
import Orders. 

Lartest VAriety of 
FauBoyBaaketdfor 
holiday trade. 
PriofBiwiU rait the 
moal earafnl busT" 
er. . Your inqpeo- 
' LinTited. 






r? 



Do yuu want the Refrigerator trade of your town ? If you do, then you must sell the 

e Frost Refrigerator 

becftuse it is the one. and only one. Refrigerator that is strictly sanitary 
in every respect. Look at it, and note. 

It is a beautiful piece of furniture, spotless outsii^e and inside as the 
pure, driven snow, or finished in a rich srolden oak. 

It is a metallic refrigrerator. cylindrical in form, made of aralvanised 
sheet steel, and provided with \H inch airspace between walls; thor- 
ouirhly insulated with Maltha and Asbestos, the combination of which is 
recc^mized as the best material for insulation that has been discovered— 
certainly the most expensive. Solid brass trinuninss. 

It cannot shrink, swell, warp or decay. There is not one bit of wood 
as larsre as a toothpick connected with it in any manner. 

It is coated with enamel inside and out (excepting the ice chamber.) 
and this enamel is thoroughly baked on. 

It is the handiest Refri^rerator made. Has revolving shelves; no \ 
reachinsr over a pitcher of milk or jabbinfc a sleeve into a dish of butter. '^ 
Just turn the shelf and everythlnsr is in front of you. The shelves are 
made adjustable, can be raised, lowered or removed, and replaced in t. 
minute. Shelves are made of wire and beautifully tinned. Liirht and 
stronfiT. with no surface to catch the drippinsrs from an accidentally upset 
dish, but are always clean. 

It is guaranteed to maintain as low a temperature and as dry an 
atmosphere in the provision chamber as any refrigerator made, and owinsr 
to scientific circulation, as well as thorouvh insulation, it is a flrreat saver 
of ice. therefore the most economical Refrigerator. 

Is handsome enouffh in appearance to adorn any room in the house. 
And it is everlastinir in service. 

Sells on sifirht. and every one sold brinsrs another customer. It is the 
one Refrigerator that appeals at once to the desires of the buyer. It is 
re isonable in price, and is. therefore, the Refrigerator all the people want. 

Send today for our literature and prices— you cannot get close to a 
good thins: any too soon. 



~\ 



\ 



"Dear Bob. I want you to buy me a 
White Frost Refriarerator." 



L 



Metal Stamping Co., 517 Mechanic St., Jackson, Mich, ii 
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Every Buyer of 

CARPET SWEEPERS 

Ought to Know 

That the National Sweeper Company makes a line 
of sweepers listing in price from $18.00 to $34.00. 

That every sweeper in the line is superior, point 
by point, to any other made. 

That Nationals are made in the most complete 
sweeper factory in the world- 

That Display stands and other sales helps are 
furnished. 

That shipments can be made promptly — in a hurry 
if need be. 

That every one of the sweepers in a shipment is 
packed securely in dust proof, heavy carton. 

That the finish is right — that every detail of the 
sweeper is right — and that the price is right. 

ONE OF THE TRIPLE MEDAL LINE. 



There's something new in carpet sweepers that IS 
new — ask us. 



Get in early. Write to-day. 

NATIONAL SWEEPER CO. 

98 WARREN STREET. NEWARK, N. J. 



The Marion 

Self-Heating Denatured 

Alcohol Flat Iron 



FULL NICKLE FINISH 



TWO 8IZK8 4 lb. AND 6 lb. 

Each iron generates its own heat. The ideal 
flat iron for hot weather, as the ironing may be done 
out of doors under the shade of the trees. 

The Marion Flat Iron is the only one which 
fulfills every requirement of the American house- 
keeper, viz.: 

It absolutely protects the hand from heat 
It costs about one cent per hour to operate. 
It is perfectly safe, clean and odorless. 
It may be used at any time and at any place. 
We guarantee that it is exacdy as represented 
in this advertisement. 

A Splendid Article, For Window or 

Counter Display or For 

Demonstration. 

Write or ask for Prices and Descriptive Literature. 

GE04L MARION MFG. CO. 

129-131 Front Street. NEW YORK 
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WATCH OUT FOR OUt NEW TRADE-NABK 



:#.4t6t 




■i.l.iJii.l.i.l.i.l.i.lii.l.iiiiil.iJ ^.i.l.iJ.iiliiil 



IJMIi^ ^^ 



JUST A HINT 

These Illustrations are only a few 
of the many good values In the 

Wise Bviyers^ Line 

We OHUiutacture a buve variety of 

£ureka Garn\ent Hangers 

Exclusive Designs in Batii-Room Accessories. 

Moulding Hooks. Metal Rules and Squares. 

Cleavers and Mincing Knives 

It will pay to get our Catalogu* bofore 
purohoLOing •Isewhor* 



FORSYTH MANUFACTURING CO 

BUFFALO. N. Y. 



4 



* 




Iforid's Carpet Sweeper 



e Feciino\is 



culjus the foregoing headline would be if it were not true. Being 
roadest sense it can be construed, it is only right that the trade 
should know the facts about a product they sell, and for which 
such strong claims are made. The title *The World's Carpet 
Sweeper" is justified by the fact that in every country of the 
globe where carpets and rugs are used the Bissell Sweeper is sold, 
and is the acknowtedged leader. The Bissell Sweeper is known 
practically as well in Australia and New Zealand as it is in the 
United States, as it commands a good sale in this far away ter- 
ritory, and is advertised in the leading publications of these 
countries. The same methods of trade promotion that we are 
using here are with slight modification put into effect in foreign 
countries, with highly satisfactory results. 

Our special Easter offer now in force has been greatly ap- 
. ' predated by the trade, and thousands of dealers will avail them- 

selves of its benefits before the offer expires May 1st. Write for copy of it. 



BRANCHES : 

NEW YORK 

LONDON 

PARIS 

NIAGARA FAUS, ONT. 



BISSELL CARPET SWEEPER CO. 

GRAND RAPIDS. MICH. 

(Largest and only Exclusive Carpet Sweeper Makers in the World.) 
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to 

THE PERFEeriON FAUeET eUSHlON 



est 



oooih r)ftii9«t 



NO CHIPP ED OR BROKKH DISHES 

A boon to Uw bouaewife— consisting of a rubber cuahion, 
vbioh slips over tbe end of tbs faucet, preventing any- 
thing in band frran striking tbe metal. Aqyone can 
rwMiIy comprehend its utiuty in tbe 

htcien, udhdrt, lavatory, bath and bar 



Let us show you a "Profit maker." 
The PERFECTION FAUCET CUSHION 
is the best counter seller on the market 
to*day; packed on attractive counter 
display cards. Sample and circular 
will be sent to any buyer on request. 



OHLERKING & SMITH 

Ex. Sales A^enb U. S. and Canada. 

40 Dearborn St, Chicago, Illinois. 



nVFWQ I FOR GAS, OIL, ALCOHOL 
V/ V nil O AND GASOUNE STOVES 



MADE BY 



THE S. M. HOWES COMPANY 



Showroom, 40-46 Union St, BOSTON Factory, 513-526 Medford St, CHARLESTOWN 



Get our Prices — We wiU send samples on approval 
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DO YOU H ANDLE 

BRASS 



Eagle Mop Wringers 

fxmvm h—n TESTED and PROVEN 



HRE PLACE nXTURES! 

YES? 

Then you have never had a better opportu- 
nity to purchase Andirons, Fire Sets, and 
Fenders, than now. 

If you have our catalogue, make up a list of 
your requirements for Spring or Fall, and we 
will enter your order now and give you the 
advantage of the present metal market. 

We will deliver when you say so. 
ANDIRONS, FENDERS, FIRESETS, CANDLESTICKS, 
DOOR KNOCKERS and HARDWARE SPECIALTIES. 

The Rostand Mfg. Co., '"c'SSR" 



IT IS TIE 



a 



MIST-LIKE SPRAV" T.»T««BTu 

Fountain Sprinkler 



THE BEST SELLER ON THE MARKET. 



This Beautiful Mist Effect is Not Produced by 
any Other Sprinkler Made. 

Retail Price $1.00. Send for Sample Post Paid 
at Wholesale Price a^nd let us Show You IVhat it is 
Like. 



The FOUNTAIN is 
the Sprinkler that 
makes the observer 
asic his neiffhbor 
where he can set. 
one like it. 

The STANDARD 
STAMPING CO. 
Marysville. Ohio 

Have you one of the 
Handsome Display 
BASBLS ? They 
help sell the Foun- 
tain 

Ask as How to Get 
One FREE. 



TWO MONEY-MAKERS 

. Your Profits Governed Only By Your Push 

S£ SCIENTinC TOASTER 

Practical, 

Economical, 

Durable, 

Profitable. 



Used on Gas, 

Oil, Vapor 

or Coal 

Stoves. 



Sells for 25 CenU. 



Pays a Good Profit 



CHI-NEE CLOTHES SPRINKLER 







Sells whenever 
shown. Holds a 
pint; fills through 
handle; distributes 

evenly. Saves 
time and trouble. 



Retails for 15 CenU. 



Write for Discounts. 



Tho Syracuse Stamping 60. 

DEPT. D 

114 South Baktr Strttt, Syracust, H. Y., U. S. A. 
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Vol. xxviii 



New York, May, 1908 



No. 5 



POINTERS ON BOOSTING SALES 

Team-Work of the British Sales-Force. How Eng^llsh Merchants Organize the 
Selling End, and How American Department Managers Can Secure Better Results 



HE MOMENT one steps into 
a large London shop things 
begin to happen/' writes 
Tom Bigby, in the Saturday 
E7Jemng Post, "You are 
met at the door by a substan- 
tial, self-contained person- 
age in a black frock coat. 
He bends his head gravely 
as he asks what is wanted, 
and when told, receives 
your reply as though it were 
something having aji ex- 
ceedingly decisive bearing on a matter of interna- 
tional diplomacy — to say nothing, sir, of the kind 
personal favor to himself. Then he snaps his fin- 
gers and turns you over to an assistant, and present- 
ly you begin to learn that a London shop-assistant 
is radically different from an American department- 
store clerk. 

"The keynote of our clerks is very often inatten- 
tion. 



Editor's Note: Cuts illustrating this article, by courtesy 
of the Saturday Evening Post, Philadelphia. 



In the Clutches of the Shop-Assistant 

"Now, the keynote of the London shop-assistant 
is attention. The quality of this attention, unlike 
mercy, is often strained. It is no trouble for him 
(or her) to show goods. On the contrary, you may 
find it a good deal of trouble to get out of the shop 
without purchasing. 

"What, sir! You see nothing that pleases? 
Dear me, sir ! 

"Mr. Hawkins is crestfallen. He hands you over 
to Mr. Lloyd as though you were royalty. If Mr. 
Lloyd, who is Welsh, can't sell you something, he 
passes you along to Mr. McAndrews, who is 
Scotch. If Mr. McAndrews is unsuccessful (there 
is but a slight chance in ten thousand that he will 
be) it is not possible to get out of the shop except 
by being given back into the custody of the person- 
age who met you at the door. If you get away 
from him without buying it will only be after the 
utmost resources of the draper's art have been ex- 
hausted and the shop's entire stock shown up in the 
pleasantest way in the world. It will be most cu- 
rious. It will be, to put it briefly, srr, most extraor- 
dinary! 
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Perhaps You Make a Purchase 

, Perhaps you make a purchase, however. 

"Well, Mr. Hawkins comes from behind his coun- 
ter while you wait for your change. Ostensibly he 
is going to chat about the weather. Really, sir, you 
musn't leave England, now, with the impression that 
this has been a representative sunmier! Unto him 
comes Mr. Lloyd, with a fine, soft steamer rug for 
admiration. If that isn't 
tempting, then McAn- 
drews joins the weather 
conference with some 
linen mesh underwear. 
You are deftly led to ap- 
prove linen mesh in prin- 
ciple, and regret that I 
regular sizes never fit | 
you. That doesn't dash 
Mr. McAndrews in the 
least. He will send your 
measurements to to Bel- 
fast and have the gar- 
ments woven for you 
personally. Oh, there 

isn't time, you say — ^in a week the steamer sails. 
Bless me! says McAndrews, you can have them in 
three days, sir. 

"As you count your change the personage on the 
front door approaches with a casual meteorological 
observation; likewise, a steamer trunk for inspec- 
tion. You admit the quality is good, but criticise 
the design. Ah, a very acute criticism, admits the 
frock-coated personage. We shall make one to your 
own design, sir. How? In our trunk-shop, sir! 
Where ? Upstairs. When ? If in a hurry, sir, the 
day after to-morrow. 

"They are by no means done with you, either, 
when you finally get into the street. For the bun- 
dles delivered at your hotel will be accompanied 
with a personal missive from Mr. Hawkins, who re- 
mains yours faithfully, and sends cuttings of choice 
fabrics from which the Bespoke Department is pre- 
pared to make you an overcoat. Mr. Hawkins needs 
hardly say that, should you favor him with an order, 
he can assure you of satisfaction as regards fit and 
style. 

Team- Work of the British Sales-Force 

"Of course, some Americans find the London 
shop-assistant a bit over-attentive, but the American 
business man who has wrestled with this problem 
of building up a retail sales-force is usually struck 
dumb by the magnificent team-work of Messrs. 



mt. Sir! You See Nothins that 
Pleases? Dear Me, Sir! 



Hawkins & Company. They load him up with mer- 
chandise, and he is so intent upon studying them 
he never stops to ask himself how he's going to get 
through customs. 

"London's great shops have hardly been brought 
up to the level of our department stores in organiza- 
tion, equipment, capitalization, buying methods or 
advertising, but in the detail of good personal sales- 
manship they are strik- 
ingly efficient. 

"A capable London 
assistant will serve three 
to four hundred custom- 
ers a day, reaching the 
latter aggregate on the 
long Saturdays, when 
some shops are open till 
eleven o'clock at night. 
He will serve several 
customers at once, too, 
giving them personal at- 
tention. In a press of 
business three or four 
assistants will play back 
and forth into one another's hands, keeping every- 
body sweet and happy. 

What Malces tendon Assistants Attentive 

"Part of this efficiency is due to Elnglish cour- 
tesy; part of it is due to caste — ^the definite class 
distinction that makes the person who sells socially 
lower than the person who buys. 

"But behind these there is a system of training, 
comprising a five-year apprenticeship in provincial 
$hops and on the Continent ; and behind that a sys- 
tem of fines and rules, and behind that still, an in- 
stitution known as the "living-in-system," which is 
an excellent thing for the service, but a doubtful 
thing for the clerk. 

"What makes the London assistant so very at- 
tentive when you deal with him, however, is a hard- 
and-fast schedule of fines imposed for inattention, of 
which a penalty known as the 'swop' is most inter- 
esting. The *swop' may amount to only one shil- 
ling, but it is imposed whenever a clerk permits a 
customer to leave the shop without purchasing. 
Three 'swops' are usually equivalent to discharge. 

"When an assistant has exhausted all resources 
to make a sale and failed, he prootects himself 
against the 'swop' in two ways. One is to hand the 
obdurate customer over to another assistant, who in 
turn becomes responsible. The other is to call the 
usher at the front door, who takes the responsibility 
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upon himself, and thus has a chance to rectify mis- 
takes, to explain deficient stock or other shortcom- 
ings of the establishment. 

"The *swop' is only one of many penalties im- 
posed in English shops. There are others cover- 
ing errors in charges or addition, careless handling 
of stock, failure to make sales records, etc. They 
range from a penny to several shillings. 

"As administered in some English shops, this 
fine system is not a lovely thing, but it might be 
modified to accomplish its end more mercifully." 



lent to Discharee 

The American Retail Clerk 

So much for a glimpse at the British shop-assist- 
ant — what about his American cousin? 

Most department stores in the United States em- 
ploy girls and young women on their sales staff at 
weekly wages not calculated to foster a high stand- 
ard of morality or to secure the best grade of help 
so far as intelligence and ability- are concerned. 
While there are notable exceptions to this statement, 
there are other establishments which merit the pen 
of an Upton Sinclair, for the situation in which 
many of the sales-women find themselves in such 
stores is a disgrace to the establishment in which 
they work, an insult to the public they serve, and 
constitutes a smouldering volcano which some day 
will be revealed to public view in all its hideous- 
ness, and the consequent eruption of an outraged 
Public Opinion will destroy the mercantile estab- 
lishments concerned by its condemnatory wrath. 

There is not a well-informed man in the trade 
who is not aware, from his own knowledge, of the 
truth of what we say, and we know not a few men 
who, so far as they are able, see to it that everything 
is as it should be in the departments of which they 
are managers. If every buyer of house furnishing 
goods will follow this example, one of the great ob- 
stacles to the efficiency of the American sales-girl 
will be removed. 



Clieap Help a Dead Lx>8s 

The point of what we have just said is this: 
contrary to the opinion held by such large corpora- 
tions as are represented by American department 
stores (namely, that low-salaried clerks represent a 
distinct saving in operating expenses) cheap help 
is an extravagance and a dead loss — loss in pres- 
tige before the public, loss in efficiency on the sales 
end, whence profits and dividends are derived, and 
loss occasioned by driving trade to competitive es- 
tablishments which maintain a better grade of help. 

As everybody knows, the sales force is the inter- 
mediary between the "firm'' and thel "trade." The 
"trade" judges the "firm" by the respectability and 
efficiency of the sales clerks it employs. 

The result of paying clerks "starvation" wages 
is that the clerk is forced to support himself or her- 
self on a mere pittance, and as everybody employed 
in a department store must keep up appearances in 
2 some way, the consequence is "divided interests." 
The clerk does no more for the "firm" than he or 
-she finds necessary to hold the job, no incentive is 
given to acquire proficiency in salesmanship, or a 
working knowledge of stock, so as to be able to 
talk intelligently to customers about goods offered 
for sale, or asked for by the trade, and as for the 
team-work of the British shop-assistant, this is quite 
beyond possibility. 



It WiU Be, to Put it Briefly, Sir, Most ExCraordiiuur! 

We maintain, therefore, that the "cheap-help" 
theory is wrong in principle, costly because it re- 
duces dividends, and. from an ethical and economic 
standpoint is absolutely indefensible. 

Of course, the policy of the "firm" as to salary is 
not up to the department manager. He must take 
the help that is given him, and do the best he can 
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with it; nevertheless, if buyers in the trade will 
unite in demanding a better grade of help on the 
ground that they can thereby largely increase the 
volume of their sales, a long step forward in the 
right direction will be taken. 

The Responsibility of Department Managers 

But, while the department manager must take 
the help provided him, his responsibility is to do the 
best he can with it in order to insure his personal 
success in his chosen vocation. 

This he can do by instructing his salesmen and 



salesgirls in regard to the merits of the goods they 
sell, perhaps by permitting manufacturers* repre- 
sentatives, under proper restrictions, to explain to 
stock clerks the "talking points'* of the goods sold 
to the firm ; insisting upon courtesy and prompt at- 
tention being given customers and in devious other 
ways well known to the trade. 

The training of clerks in salesmanship is directly 
in charge of the department manager, or buyer, and 
those who make the most of ther opportunities in 
this regard add materially to their success and repu- 
tation. 



THE ESSENTIALS OF GOOD SALESMANSHIP 

Anecdotes From the Experience of an Observant Shop- 
per, and the Simple Requirements Needed for Success 



;OOD FRIEND of ours re- 
cently went into a New York 
department store and asked 
for a machine to pare apples. 
The girl sold him a ma- 
chine, but he finally took it 
back to the manufacturers 
on the ground that it would 
not work.'' 
The manufacturer soon discovered that there was 
a good reason why the machine would not work, 
since it was a potato parer and was not made to 
par^ apples. Although the machine was stamped 
"pofeto parer/' the girl did not know the difference 
between the two machines, and did not even take 
the trouble to look at the lettering on the apparatus, 
before selling it to the customer. 

A great deal of dissatisfaction arises from just 
such causes and the Buyer who is anxious to estab- 
lish public confidence in his department and build 
up his trade will agree with us that knowledge of 
stock is absolutely essential to successful salesman- 
ship on the part of his clerks. 

A Knife '*That Will Cut Meat'' 

A well-known manufacturer of table cutlery, find- 
ing a demand for a table knife "that will cut meat" 
recently manufactured for the trade a table knife 
of French pattern made of fine carver steel instead 
of ordinary table-knife steel and ground sharp ready 
for use. The handle is made of genuine ebony in 



one solid piece and has a patented hot- water-proof 
fastening which is warranted. The ferrule is made 
of heavy German silver in a fancy pattern and heav- 
ily plated. 

In order to ascertain whether this knife was 
being properly introduced to the trade, the New 
York representative of these manufacturers went 
to one or two department stores where he was not 
known and soon found that the sales-girls knew ab- 
solutely nothing about this new table knife. 

"Have you a table knife that will cut meat?" he 
asked. 

The girl showed him a number of ordinary table 
ki?ives and finally he pointed to the knives we have 
mentioned and asked her to show them to him. 

"Is this knife made of good steel." he -asked. 

"Yes, sir," said the girl. 

"What is the handle made of ?" he enquired. 

"Hard rubber, sir," she replied. 

"Will the handles come off?" 

"Why; yes, sir," she said, "I suppose they will, 
if put in hot water." Then she noticed the fasten- 
ing, and said, "Of course, these handles are riveted 
on and they will not come off so easily as those 
cheaper knives." * 

"What kind of a ferrule is that?" said he. 

"Oh, that is nickel plated," replied the girl. 

As will be seen the sales-girl had every point of 
the knife entirely wrong, and yet the manufacturers 
had taken the pains to place in every box a letter 
written on the firm's stationery pointing out the su- 
perior qualities of this knif^ and the fact that it 
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was made especially to cut meat, all of which facts 
render her ignorance inexcusable. 

Where the Buyer F^ll Down 

This same gentlemen sold to one buyer a lot of 
these knives and, calling upon him later to find out 
how the knives were going, he was introduced to 
the manager of the store restaurant. 

He gave to the chef a dozen of his knives, and 
said, '^Throw these knives in with the rest of your 
cutler}' and see how they work." 

Going back about ten days later, the chef said to 
him, "Those knives are the best I have ever seen. 
Suppose you send us some more of them." The 
buyer said to him, "Well, if those knives are as 
good as all that, I think you had better send us over 
some to put in stock." 

"You have them in stock already," said the cut- 
lery- man. "I sold you a lot of them nearly a month 
ago, and unless they are all sold out you have some 
of th?S(? !::::vcs 0:1 h?.:::.l." 

We are forced to admit that if the buyer himself 
does not know the merits of the goods he buys, it can 
hardly be expected that his sales-girls will be any 
better informed. 

An Example of Good Salesmanship 

The manufacturer whom we have mentioned ar- 
ranged with a certain department store to send the 
saleswoman in charge of their cutlery, department 
to the factory, at the manufacturer's expense, and 
there she was shown every process in the making of 
table cutlery. 

When she returned to her duties she proved to 
be the best saleswoman they had ever had in charge 
of this department. She understood how cutlery 
was put together; the difference between a stag 
handle, and an imitation stag ; she knew the qualities 
of steel that were used in different grades of cut- 
lery and could answer with intelligence questions 
asked her by customers. 

If a customer asked for cutlery for special pur- 
poses, she knew just what style of cutlery was want- 
ed, and she not only held her trade, but multiplied 
it many times over. 

While such a course of instruction is not feasible 
in all cases, it illustrates the point that knowledge of 
stock is essential to good salesmenship, and that it is 
a valuable asset to any firm that fosters it. 

A Simple Way to Cultivate Intelligence 

Talking with a Hartford buyer not long since, 
we were informed that he makes it a practice, when 
looking over a line of new goods, to send for the 



stock girl in charge of the line and ask her opinion 
of the samples. 

This affords the manufacturer's representative 
an opportunity to educate the sales-girl up to a 
working knowledge of the talking points of new goods 
and to give her interesting facts concerning how 
they are made, all of which information enables her 
to answer intelligently questions asked her by cus- 
tomers. This plan also gives her an interest in 
pushing the sale of the new stock, particularly if the 
buyer takes on the goods upon the strength of her 
recommendation. This policy puts it up to her to 
dispose of the goods, and the buyer informs us that 
he has secured excellent results from carrying out 
this idea. 

Gaining the Confidence of Customers 

If a customer gains the impression that a sales- 
person knows his or her business, and that he can 
depend upon the salesman, he comes to have confi- 
dence in what is told him and will buy from nobody 
else. 

We know of one woman who buys all her cloaks, 
suits and similar clothing from one New York firm, 
and she will deal with only one sales-woman in their 
employ. If this sales-woman is away, the lady sim- 
ply goes back again some other 'time, because she has 
the most implicit faith in anything the sales-woman 
tells her, and she refuses to go anywhere else for 
her goods. The reason is this sales-woman is intel- 
ligent, speaks confidently and decidedly of what she 
is selling and has wOn this lady's confidence. 

Prompt Attention and Courtesy Needed 

Almost everybody knows to their sorrow of the 
inattention and lack of courtesy which character- 
izes many American sales-women. 

We know of one instance where such a clerk was 
given a badly-needed lesson. A friend went into a 
store to buy some goods, and was kept waiting by 
the sales-girl in charge five minutes or more while 
she was telling another clerk all about the entertain- 
ment she was gqing to the next night. After she 
was good and ready, she turned around and said, in 
a superior sort of way, "Well, what do you want?" 

By this time the customer had lost his patience 
and he said to her, "You know the rules of the 
house ?" 

"Yes, sir." 

"You know the rules are that you should give 
prompt attention to customers ?" 

"Yes, sir." 
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"Well, why didn't you wait on me promptly, 
then?" 

The girl offered some excuse and he interrupted 
her by saying, "I will overlook the matter this time; 
the next time will be the last." Then he walked 
over to a counter across the aisle and said something 
to the sales-girl there and walked out. 

Doubtless the delinquent gained the impression 
that he was a member of the firm, and it is to be 
hoped that she was more careful in regard to paying 
prompt attention to customers thereafter. 

There is no doubt that much ill feeling is created 
against a store by the mattention of its clerks, and 
the buyer who establishes some system whereby 
courtesy and prompt attention is shown to custom- 
ers will add greatly to the reputation of the depart- 
ment. 

Simple Requirements Needed 

"I will admit what you say is true," said one de- 
partment manager, while talking with him on this 
subject, '*but what are we going to do to remedy 
it ? It is easy enugh for you to point out the weak 
points in our system ; but we want to Iqiow how we 
can overcome our difficulties." 

To this question we answered, If you know hu- 
man nature, you know the way out. 

Take your own case. 

Suppose you are a $5,000 man and your firm pays 
you $2,500. What is the result ? You work under 
protest. You feel you are worth more, ought to be 
getting more; you become restless and dissatisfied; 
after a time you lose interest in your work; you 
"let things slide;" and in the end you either resign 
or lose your position. 

There is only one hard-working person in any 
trade or profession, and that is the man or woman 
who is getting all that is coming to him, and who 
has incentive to put in his work every oUnce of en- 
ergy of which he is possessed. 

If you as a department manager will put yourself 
in the position of your sales-clerks and try to under- 
stand their feelings in their humbler sphere of labor, 
you will very quickly see how you can win over 
their entire loyalty and co-cperation. That is by 
offering them not fines and a rod for their back, 
when they make mistakes, but a premium for good 
conduct, efficiency in salesmanship and honest 
effort. 

The Key to the Situation 

This can be done in a very easy way. 

Suppose you pay your average sales girl $8.00 a 



week. Get your cost clerks, or your accountaiiia 
to estimate what volume of sales each girl must 
make in order to warrant you in paying her that 
$8.00. Your net profits on her services begin to 
accumulate rapidly on every dollar she sells over 
and above that sum. Offer her a share in this net 
profit, and see what will happen. We may be mis- 
taken, but we firmly believe that if you can per- 
suade your firm to carry out this policy in your de- 
partment it will not be long before the value of the 
plan will be so evident that it will become the pre- 
vailing policy throughout the store. 

Customers will find the sales force ready and 
willing and prompt in their services. Goods will 
be hauled down from the shelves cheerfully ; clerks 
will take pride in displaying the goods on their 
counter to the best advantage; every article in 
stock will be studied and the esprit-de-corps will be 
such that the store will gain an invaluable reputa- 
tion for the excellence of the service rendered the 
trade. 

Premiums Better Than Fines 

There can be no question in the minds of intelli- 
gent business men of the fact that premiums on effi- 
ciency are better than fines for inefficiency, and 
since American department stores are admittedly 
superior to British shops in "organization, equip- 
ment, capitalization, buying methods and advertis- 
ing," to quote Mr. Tom Bigby again, American de- 
partment stores may be made the best in the world 
on all points, particularly on the all-important point 
of sales efficiency, by adopting the plan we have 
outlined above. 

There is an old saying, "Molasses catches more 
flies than vinegar," and human nature is so consti- 
tuted that most people — even employees — can be 
led much easier than they can be driven. The "fine" 
system of Great Britain has many evils, because it 
carries with it the old feudal idea of the inferiority 
of the working class, or peasants, whereas the 
profit-sharing plan we have outlined above is mod- 
ern, suits American ideas best, and puts "self-inter- 
est" at work, thus offering the best possible induce- 
ment to every salesman and salesgirl to work early 
and late to increase his or her efficiency. This plan 
is positive, not negative in its effect, and would re- 
move all need for fines, fault finding and close su- 
pervision, sometimes called "slave-driving," and 
the results in increased sales and good-will among 
customers would undoubtedly prov^ to be the best 
investment of capital in labor that the American de- 
partment store could make. 
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There is no section of the Re- 
The Problem ^^^^ ^^ ^^^^ manifest interest 
of Advertlslnsr ^^ ^i^^ ^^^^^ ^5 ^^^ Advertising 
Department. This month the bulk of the advertise- 
ments were sent us by interested readers for criti- 
cism. 

The problem of writing advertisements that 
"puir* is no simple one. It is impossible to lay 
down any hard and fast rules, but in the main the 
chief requirements for turning out successful ad- 
vertising copy are ( i ) choose your trade, and write 
in the language of the class of people you cater to ; 
(2) describe your goods with exactness; (3) offer 
real value in every bargain ; (4) illustrate your copy 
plentifully and (5) take pains to see your advertise- 
ments are well arranged, the typographical display 
is tasteful and harmonious and that the ad. is well 
balanced. 

Dealers whose trade is drawn partly from farm- 
ing communities should conduct a mail-order de- 
partment. Use the telephone book for a mailing 



list, supplementing your customers' names, offer 
to fill orders promptly sent over the wire, and when- 
ever you have a special sale send circulars to your 
out-of-town trade or marked copies of the papers 
containing your advertising. Fight the catalogue- 
house with their own weapons and you will win 
vour share of trade from the farmers. 



When all is said and done, no 
An Incentive ^^^^^ ^^ ^^^^^ furnishing goods 

to Labor ^^^ ^^ successful unless he has a 

well-trained corps of sales-assistants. 

British stores have a system of fines for infrac- 
tions of rules, and do great team-work in persuad- 
ing customers to buy goods, while their sales-as- 
sistants know their stock, both as to location and the 
quality of goods. Most American sales-girls and 
salesmen, however, lack these good points. They 
are careless, inattentive, and do not know their stock 
in detail — particularly new goods and goods infre- 
quently called for. 

Whatever the underlying causes for this state of 
affairs, there is no doubt but that successful buyers 
have methods all their own by which they secure the 
loyalty and co-operation of their sales-assistants, 
educate them up to a knowledge of their stock and 
stimulate all to a desire to establish new sales rec- 
ords from year to year. This is as it should be, and 
it may be said the best incentives to labor are not 
the "big stick," but prizes for efficiency in salesman- 
ship. 



Enthusiasm in a 
Qood Cause 



In offering to the trade a 
third article on the subject 
of denatured alcohol, we feel, 
if possible, more enthusiastic than ever on the sub- 
ject, for contact with those dealers who are hand- 
ling the new line proves that we are fully justified 
in spending the time needed to put before the trade 
the facts concerning this new industry. Experi- 
ence proves that we are enthusiastic in a good cause. 
We feel this way about denatured alcohol; 
the industry is an entirely new one in the United 
States; its possibilities are practically unknown to 
the majority of retail merchants, particularly house 
furnishing dealers, who are destined to reap im- 
mense profits in the course of time from the sale 
of these goods, wherefore, the House Furnishing 
Review owes it to the trade to give all the facts it 
can obtain on this subject in a simple, direct way, 
and not stop until every side of the question of 
interest from the retailer's point of view has been 
presented. ^ 
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As the retailer profits most by pleasing his cus- 
tomers, and the making of profits depends upon 
sales multiplied by the dealers knowledge of, and 
ability to point out to his customers the possibilities of 
denatured alcohol for household use, we do not hesi- 
tate to discuss this subject also from the customer's 
point of view, for by so doing w^ assist the dealer 
in salesmanship. 

Nor will we refuse to answer any questions the 
trade may tvant to ask, either now or in the future, 
and we shall state the facts as known to us without 
fear or favor. 

We believe that industrial alcohol is destined to 
become as important an industry as Standard Oil, 
nor will we be surprised if the consumption of 
denatured alcohol for light and fuel in American 
homes eventually — within ten or twenty years, 
possibly sooner — exceeds that of kerosene oil, 
Meanwhile, retailers may justly look for a most 
satisfactory increase in their business in this field as 
fast as their local trade becomes educated up to 
what alcohol utilities will do for them. 

Such being the case, the House Furnishing Re- 
view is not only warranted in dealing with so large 
a subject in a large and exhaustive way; it would 
even be remiss in its duty to the trade, and blind to 
its opportunities, if the Review failed to do what it 
is doing. 

We believe the trade estimates this service at its 
true value, and we shall make no further statement 
regarding what we are doing, for we have already 
substantial evidence that both retailers and manu- 
facturers of house furnishing goods are deriving 
considerable profit from these articles. Indeed, 
outside observers have not been slow to say that 
the house furnishing trade is to be congratulated 
upon having an organ able to serve its interests with 
so great a degree of foresight and efficiency. 



- American manufactu- 

Important Change In ^^^^ ^^^ ^^^^ ^^ 

English Patent Laws Great Britain products 
sold in the United Kingdom under the protection of 
British patents, may find these patents useless to 
them after August 28, 1908, if the foreign patent is 
more than four years old, and they do not operate 
factories in Great Britain **to an adequate extent." 

This situation is brought about by Section 26 of 
the New English Patent Act, which provides that 
"any person may at any time not less than four 
years after the date of a patent and not before the 
28th of August, 1908, apply to the Comptroler for 



the revocation of a patent on the ground that the 
patented article or process is fnanufactured or 
carried on exclusively or mainly outside the United 
Kingdom, and unless the patentee proves that the 
article or process is manufactured or carried on to 
an adequate extent in the United Kingdom, or gives 
satisfactory reasons why the article or process is 
not so manufactured or carried on, the Camptroller 
may make an order revoking the patent either at 
once, or after a specified time if the patented article 
ar process is not in the meantime manufactured or 
carried on unthin the United Kingdom to an adequate 
extent. If the patented article or process is not 
manufactured or carried on within the time allowed 
and the patentee can give satisfactory reasons for 
his failure to comply with the order, the Comp- 
troller may extend the period specified in the order 
for a period not exceeding twelve months. An ap- 
peal can be made to the Court against the decision 
of the Comptroller under this section." 

As is evident from a careful reading of this law, 
its object is to compel foreign manufacturers, 
whose products are sold on a large scale in Great 
Britain under the protection of English patents, but 
not manufactured in the United Kingdom, to be- 
come in effect English manufacturers by forcing 
them to establish factories in England, or suffer the 
loss of their export trade to British manufacturers 
who by process of law abrogate their patents and can 
thereafter make the foreign manufacturers products 
without payment of royalty. In other words, 
British patents are hereafter for the protection of 
British manufacturers only, and American and 
other foreign exporters, who cannot or will not 
make their product in English territory, will have 
the pleasure of seeing British manufacturers 
profiting by processes or patents obtained at home 
at great expense without being able to compete with 
them for a share in British trade. 

As a matter of fact, the same law has also been 
made effective in Germany and Russia, and in these 
countries, as well as in Great Britain, American 
inventors are required to have some of their goods 
made in these grantor countries. 

So far as reprisals are concerned, Representative 
Fo<;ht, of Pennsylvania, introduced a bill in Con- 
gress on April 23, 1908, the purpose of which is 
to put foreign inventors who receive patents from 
the American government on a similar footing in 
this country by requiring that one-half of their 
goods be manufactured here. The Congressman's 
sole aim is to retaliate in the empires mentioned. 



28 — 



Digitized by 



Google 



* AN ALCOHOL STOVE DOES AWAY WITH THE HOT KITCHEN." 



HOUSEHOLD ECONOMY OF DENATURED ALCOHOL 

The Convenience of Denatured Alcohol in tiie Home. Its Economy for 
Coolclns: Purposes. Its Safety, and Why Alcohol is Economical to Use 



VISIT to the Housekeeping 
Experiment Station at Da- 
rien, Connecticut, the home 
of Charles Barnard, con 
tributing editor to the Cen- 
tury Dictionary on tools 
and machinery, and a well- 
known literary expert on 
household appliances, dis- 
closed many interesting 
facts concerning the econo- 
my and convenience of denatured alcohol appliances for 
household use, which are valuable for retailers to know, as 
they place in his hands reliable information enabling him 
to talk intelligently to his customers concerning the merits 
of this new line. Mr. Barnard's reputation for accuracy 
and care in conducting his tests as to the value and effi- 
ciency of household utensils has led many manufacturers 
of house furnishing specialties to submit their new products 
to him for a thorough tryout, and in many cases Mr. Bar- 
nard has not only been able to report favorably upon the 
completion of his tests, but also to point out possibilities 



of improvement which have enabled such manufacturers to 
make their new specialties perfect at all points before plac- 
ing them on the market. 

The Housekeeping Experiment Station is not a labora- 
tory or a workshop, however, as one might infer from 
its name — it is a bungalow, located at Cedar Gate, a beau- 
tiful park in an exclusive section of Darien, and is the 
home of Mr. Barnard and his wife. Here Mr. Barnard 
tries out new household appliances and modern house- 
keeping methods by actual use under regular housekeeping 
conditions, which enables us to tell not what denatured 
alcohol ought to do, but what it actually does do when 
used for light and for cooking purposes in rural homes. 

Lighting Public Streets 

*'I have been maintaining an alcohol street lamp at my 
own expense for demonstration purposes," said Mr. Bar- 
nard, as we walked up from the railroad station together. 
"To-night the selectmen of Darien are to call on me and 
consider whether the town will instal some of these lamps 
to light the streets. The neighbors have been talking about 
what a brilliant light it gives, and my street lamp has done 
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more than anything else to awaken 
local interest in denatured alcohol." 
There is no doubt, judging from 
Mr. Barnard's experience, that if 
country dealers, who take up the 
sale of alcohol appliances, will light 
their stores, or the street in front 
of their homes with an alcohol 
street or arc lamp, the result will be 
an immediate wakening of public 
interest in the new fuel. Even though the town does not 
adopt the lamps for street illumination, the whole com- 
munity will thereby be led to investigate the merits of 
the alcohol lamps and stoves handled by the dealer. 

The Advertising Value of the First Sale 

As an example of the advertising value of the first sale, 
Mr. Barnard spoke of a minister's family in Noroton, a 
nearby town, who had been using a kerosene stove for 
cooking purposes. Ever>'body knows the foul odor with 
which inferior oil stoves fill apartments, where kerosene 
is burned daily, and the minister's family had become ill 
from this cause. Mr. Barnard placed at their disposal an 
alcohol-gas stove, and not long after the 
minister said to him, "We are so delighted 
with our alcohol stove, its cleanliness, 
economy of time, money and labor, and its 
freedom from offensive odors, that we do 
not know how to express our gratitude to 
you for showing us what a wonderful fuel 
denatured alcohol is. Much to our sur- 
prise, we have been able to cook all, the 
meals for our family of three during the 
past month for only two dollars." 

This experience was not onlv gratifying to Mr. Bar- 
nard, but it serves to demonstrate what enterprising deal- 
ers may expect everywhere once they have shown to a 
few of their customers what the alcohol stove will do 
for them. 

PItfolls to be Avoided 

Mr. Barnard had one experience, however, which indi- 
cates certain pitfalls to be avoided. 

Alcohol appliances are so new, and the proper way to 
use them so entirely unfamiliar to people that the dealer 
should follow his first sales into the homes of his cus- 
tomers and see that they know how to use their stoves and 
lamps properly. It is not enough to demonstrate the utili- 
ties to your customers at the store; whenever possible, 
call in a day or two after delivery to give further instruc- 
tions. 

Mr. Barnard provided a Darien restaurant with an alcohol 
stove, and calling around later found that the stove had 
smoked and sooted up the room the first time it was used. 
There was every indication that by mistake somebody had 
filled the reservoir with kerosene instead of alcohol, al- 
though the first time a new alcohol stove is used it may 
smoke a little while the anti-rust compound is burning off. 
After that, no further trouble need be expected from this 
source. 

The point is, leave no avenue of criticism open at the 
outset, for your sale of alcohol lamps and stoves may 



otherwise be needlessly hurt, and a prejudice be created 
against them unjustly. The alcohol stove cannot smoke, 
explode, or give off offensive odors, if used as it should 
be, and should anything go wrong through the ignorance 
of customers, the dealer owes it to himself to find it out 
promptly and show his customers why the article com- 
plained of gave unsatisfactory results and how to use the 
lamp or stove in the right way. Of course, after people 
become familiar with denatured alcohol all this will be 
needless. 

The Convenience of the Alcohol Stove 

"I am going to show you one thing about the alcohol 
stove impossible with any other," said Mr. Barnard. "We 
will have luncheon together, and you will see my wife 
make toast on the table, poach eggs and prepare the 
coffee. The alcohol stove thus does away with the hot 
kitchen, the servant problem, coal, ashes and dust, and 
makes cooking a pleasure." 
And so it was. 

We sat down to the table together. Mrs. Barnard 
toasted seven slices of bread on her alcohol stove, poached 
five eggs and made coffee, nor did this method of pre- 
paring luncheon take any more time than 
the usual way. Indeed, we were able to 
enjoy the meal with the hostess free to 
join in the round of conversation, and 
everything was piping hot and waiting for 
us when we were ready to eat it. 
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The Cost to Prepare a Breakfast 

Talking later about the cost of pre- 
paring meals on an alcohol-gas stove, Mr. 
Barnard said, "You will be surprised to 
know how economical the alcohol stove is, even with alcohol 
at fifty cents per gallon, the price I pay for it. Here is a 
record showing what it cost us to prepare a recent break- 
fast. We used our two-burner alcohol stove, and coffee, 
cereal, bacon and an omelet were all ready to serve in 
twenty-seven minutes. Later we heated the water for 
washing dishes, and the entire cost was one cent and four 
mills — less than a cent and a half. 

"~ "jreak- 

1 have 
arliei^, 
e. J)ut 
» burn 
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up, and gone to many times the trouble required with the 
alcohol stove which is as easy to operate as a gas range. 
Do you^ wonder that country housewives go into raptures 
whenever they see one of these stoves for the first time!" 

The Economy of the Steam Cooker 

"Of course, in cooking dinner, the cost is greater be 
cause it takes longer and there is more food to cook, but 
a dinner requiring three hours' use of the alcohol stove 
will cost about a cent and a half per hour, or four and a 
half cents. This is cheaper than coal and 
compares favorably with gas. 

"There is one thing to be said here, 
though," said Mr. Barnard, "and that is, 
people should use a steam cooker with 
their alcohol stove. You can cook an en- 
tire meal, meat or fish, vegetables, and 
dessert over one burner, the food will be 
better cooked, the flavor and the strength 
of the food will be preserved, and you 
can cook the vegetables and the dessert 
in the china serving dishes, thus saving 
the washing of pots and kettles. While 
the cooker may cost five or six dollars to 
start with, it is economical, sanitary, and 
will pay for itself many times over. Be- 
sides, Mrs. Barnard will tell you that it 
saves trouble, as she can start a dinner 
along early in the afternoon, go off call- 
ing for an hour or two, and come back 
and find everything ready for serving." 

What a Qallon of Alcohol Will Do, 

"In order to find out how economical the alcohol-gas 
stove is I made a comparative test of alcohol and coal for 
cooking purposes," continued Mr. Barnard, inviting the 
writer into his study where we looked over his records 
together. 

"I took a gallon of alcohol, costing me fifty cents, and 
used it for cooking only. This lasted thirteen days; with 
it we cooked thirty-five m.eals, including breakfasts, 
luncheons, and dinners, the latter including four courses 
and requiring from two to three hours to cook. I found 
it cost us an average of three cents, eight and a half mills 
per day, and an average of one cent, four and a third 
mills per meal, and, as I have said, the gallon of alcohol 
lasted nearly two weeks. 

"At this rate, we could have cooked all our meals with 
denatured alcohol for a month (31 days) for $1.19. I 
haVe no doubt this fact will interest many city people, 
whose gas bills average high, but, of course, you must 
not lose sight of the fact that our steam cooker was a 
necessary, but legitimate factor in securing such results." 

Comparison With Coal 

"I have here my records of our coal consumption for 
cooking extending over a period of 148 days. I buy my 
coal by the 1,000 pounds at $3.37 per half ton, and this 
table shows how long each lot lasted, average daily con- 
sumption and average cost per day. 



Coal Consiunptioo for Cooking 



NO. DAYS HALF TON 


AVER, CONSUMPTION 


AVERAGE COST 


COAL LASTED. 


PER DAY. 


PER DAY i 


46 days 


21^ lbs. 


$.08 


*32 days 


31 lbs. 


.10 


*30 days 


30 lbs. 


.10 


40 days 


25 lbs. 


.06 



^January and February. 

%Add one cent per day for kindlings. 



THE HOUSEKEEPING EXPERIMENT STATION. 

"Now," said Mr. Barnard, "you see the average daily 
cost of the coal for cooking for the 148 days was $.09, 
and you must add to that a cent a day for kindlings, 
bringing the total average up to ten cents per day. This 
does not consider the trouble and labor of handling the 
coal, making fires, emptying the ashes and all that. With 
the alcohol, there were no kindlings, no dust, no dirt, 
no ashes, no heavy lifting, no waste, but absolute effi- 
ciency. Coal for cooking, therefore, is nearly three times 
as costly as alcohol for cooking purposes, so that alcohol 
at around $1.25 per gallon would be as cheap as coal at 
$6.75 per ton." 

Cleanliness of Alcohol 

*'Yes," broke in Mrs. Barnard at this point, "and don't 
forget to say how clean and nice alcohol is to handle. 
It is so different from kerosene. You can spill it on the 
carpet or your dress and it does no harm; if you get it 
on your hands, the alcohol leaves them feeling cool, clean 
and sanitary. I think it is the greatest blessing of modern 
times." 

One has only to see the beautiful home of Mrs. Barnard,^ 
its artistic atmosphere and abounding evidences of good 
taste and the careful housekeeper to appreciate this trib- 
ute to denatured alcohol. 

Why Alcohol is Economical 

"As you know," said Mr. Barnard, "the reason why de- 
natured alcohol is so economical, to burn in lamps and 
stoves is because it is turned into gas, which is then 
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mixed with air, and the mix< 
ture burned in the same way 
that gas is burned in a Bunsen 
burner. 

"Alcohol burned through a 
wick in the same way that 
kerosene is burned, would be 
very expensive indeed, but 
when you turn the alcohol into 
a gas and mix air with it, a 
pint of alcohol will go as far 
as three pints or two quarts ot 
kerosene. That is to say, with 
alcohol at fifty cents per gallon, 
one pint, costing less than 
seven cents, would go as far 
GERMAN ALCOHOL STREET as a half gallon of kerosene, 
LAMP. costing seven and a half cents. 

How Alcohol Is Burned 

"Without going into technical details as to how alcohol 
is burned in a modem gas stove or mantle lamp, it is 
enough to describe the operation of lighting one. As you 
know, you pour a little alcohol into the cup beneath the 
burner of your stove or lamp, and light it. The burning 
alcohol makes the burner so hot that when you open the 
valve and let the alcohol flow through it, the alcohol turns 
into a gas. This gas in passing through the jets in the 
burner mixes with itself about one quarter of its own 
volume of air, and you get a hot blue fl'ame precisely like 
that seen in the ordinary gas stove, which is itself also 
nothing but a modified Bunsen burner. 

"In the case of the lamp, the burning gas makes the 
mantle incandescent, or white hot, just as illuminating 
gas does in the case of the Welsbach light. 

"Everybody knows that* when a liquid or a solid turns 
into a gas it expands to many times its volume as a solid 
or liquid ; that is what happens to liquid alcohol in a lamp 
or stove. 

"I think this explanation should make it clear to you 
as to why alcohol is so economical to bum, even at pre- 
vailing prices. When alcohol drops to around twenty- 
five cents per gallon, as it will in the course of the next 
few years after it has come into general use, even the 
poorest classes will find it to their advantage to use de- 
natured alcohol." 

The Safety of Denatured Alcohol 

"While I do not wish to be quoted on this point, I 
should say that alcohol does not turn into a gas at less 
than 176 degrees Fahrenheit, whereas gasoline gasifies at 
much below ordinary temperatures; in any case, as you 
saw, you have to make the burner quite hot before the 
alcohol gasifies. Therefore, if you turn the flame low 
and the wind blows it out, the alcohol will go back to a 
liquid again, and does not fill the room with an inflamma- 
ble gas, as a gasoline stove would. These facts are some- 
thing your trade should not overlook in selling these goods." 

Alcohol Lamps vs. Kerosene Lamps 

"As between the alcohol lamp and the kerosene lamp 
I have made some interesting comparisons : 
"First, as to heat radiation. Everybody who has a 



central-draft oil lamp knows tuat it throws off a gTt2i 
volume of heat, making it uncomfortable to sit near and 
read by at night, or to use on a hot summer night. The 
alcohol lamp, on the other hand, uses its heat in render- 
ing the mantle incandescent and radiates very little heat 
indeed. 

"The quality of light an alcohol lamp throws off is 
three or four times as bright as an oil lamp, and is so 
near to sunlight that you can see to match colors by it. 
This is a great advantage to shopkeepers, as ladies can 
see to match silks, dress goods, etc., by the alcohol arc 
light as well as they can in the daylight. 

**Af to cleaning, I have found by actual test it takes 
from fifteen to seventeen minutes to clean, fill and trim 
three oil lamps, whereas, it takes only three minutes to 
make three alcohol lamps ready for use, because all that 
is needed is to fill them. The chimneys remain clean for 
a long time, as alcohol does not smoke or "blue" them as 
kerosene does, and there are no wicks to trim. Here is a 
great botheration done away with. 

"As to the effects of the lamps on the air of the room, 
I placed an oil lamp in one of our rooms and shut the 
door. After it had burned an hour, the air was percep- 
tibly foul, and after an hour and a half the air was not 
fit to breathe. Testing an alcohol lamp under the same 
conditions, the air of the room was apparently as sweet 
and pure at the end as at the beginning, as in using alco- 
hol there are no offensive by-products." 

Alcohol an Ideal Fuel 

"Experiments made here at the Housekeeping Experi- 
ment Station during the past year prove to me that de- 
natured alcohol is a safe, economic and an efficient do- 
mestic fuel, wherever the housekeeper desires a pleasant 
kitchen in which food may be cooked under the best sani- 
tary and hygienic conditions," said Mr. Barnard, as the 
writer made ready to return to 
the city, "and at the greatest 
possible economy of time, labor, 
materials and money. 

"Of course, there may be ac- 
cidents in using alcohol-gas, as 
there have been with coal, arti- 
ficial gas, kerosene and other 
fuels, but the daily use of this 
gas at the Housekeeping Ex- 
periment Station for many 
months have failed to show a 
single explosion, fire or other 
accident that was more than a 
trifling mishap instantly and 
easily corrected. If a spoonful 
of alcohol is spilled and takes 
fire, blow it out. If a greater 
quantity takes fire smother it 
with a pot cover or dash a little 
water over it. Should you spill 
any on your clothes and set fire 
to it by accident, walk slowly 
over to the sink and pour water 
on it or brush the flames out 

with your hands. Do not run, construction of alcohol 
and you will be safe." lamp burner. 
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H. WINDHORST, Lyons & Chabot, New 
York, writes: "I am enclosing herewith 
one of our Semi-Annual circulars. Can 
you offer any suggestions to improve 
same? What is your idea of it?" 

Your circular, which we reproduce 
elsewhere, is well conceived, but we do 
not think your printer did justice to your 
copy. Not enough attention has been 
given to typographical display, nor has he 
taken pains to feature such sub-divisions as "Gray Enamel- 
ware," etc. The consequence is the circular is flat and life- 
less; there is too much sameness about it, and while it is 
readable, the circular is not one calculated to attract at- 
tention because it looks "cheap." The fact that this cir- 
cular was distributed with Sunday newspapers probably 
secured for it a hearing, which accounts for the success of 
your sale, but we think better results will be obtained next 
time, if you insist on having your next circular given bet- 
ter typographical display, the subdivisions set off in box 
borders with feature headlines, and we also think your next 
circular will be better balanced if you have the firm name 
placed at the bottom of the "ad" instead of having two 
such strong features at the top. 



K. K. Denniston, with the J. D. Purcell Company, Lex- 
ington, Ky., writes : "Am enclosing copy of *ad.' recently 
used for opening our . house furnishing exhibit, which 
proved a grand success. This is the best ad. I have ever 
had for good results. The saucepan, which was a good • 
value, proved a great drawing card for the entire adver- 
tisement. Have been watching the advertisements and 
comments on same in the Review and get great good for 
same. Am always open to suggestion. This exhibit 
which lasted one week, consisted of twenty demonstrations 
chiefly of house furnishings, and a free class in cooking, 
proved a great thing for our basement, as it was packed 
from opening to closing. Do you think it would be ad- 
visable to run two of these exhibits a year, say another 
about October first? Or do you think that would be over- 
doing the business? Any suggestions on this through 
your valuable columns will be highly appreiated." 

Answering your first question, we think your advertise- 
ment is a good one. The reading matter in your opening 
announcement is especially well written, and it is also well 
displayed. Our . chief criticism of your advertisement is 
the fact that your printer has used linotype composition 
in many places where display type would have looked bet- 
ter. This is true of the two smsall squares at the top of 
the ad. and on the left hand middle panel. There is too 



much white space here, and too little black-face type. The 
bottom half of the ad. would have been improved greatly 
by means of stronger head-lines, although it looks very 
well without rules. Taken as a whole, the advertisement 
is well balanced, readable, and well arranged. 

Answering the second part of your letter, would say that 
we believe you could run another exhibit in October with 
good results. Of course, it would pay to feature fall spec- 
ials at that time as you featured spring specialties in Feb- 
ruary. We might add that a similar industrial exhibit 
given at the Wm. Barr Dry Goods Company's store, St. 
Louis, by Mr. Wade last January proved so much of a 
success that Mr. Wade contemplates making this a perma- 
nent feature of his department. Whether this idea would 
work out successfully we have some doubts, as it seems to 
us people like a change and something new would have 
to be exhibited every week in order to maintain interest. 
Whether new goods could be obtained so frequently is 
open to question. We think that an industrial exhibit 
might be conducted for a month quarterly with a good 
prospect of success, and there is no doubt that demon- 
strations and lectures on cookjng are a strong drawing 
card. Why not try a demonstration of alcohol utilities 
next to draw in your out-of-town trade. As these goods 
lighten the labor of those living in the country, they are 
essentially summer goods, and could be featured in June or 
July with good success. Let's hear from you on this point 
if you conclude to try it out. 



Milton Meyer, of the Geismar-Meyer Company, Hobo- 
ken, N. J., writes : "I herewith send you one of the four- 
page cirailars, of which we are distributing 30,000 by can- 
vassers and by insertions in newspapers. We are about to 
take possession of our new burlding, occupying 50 x 150 
feet, with four selling floors and basement. The entire 
basement will be devoted to crockery and house furnish- 
ings. We are in the regular department store line." 

Your circular, of which we reproduce one page above, 
is very good indeed. The headlines are strong and well 
displayed, and each page is well balanced. We like your 
idea of placing your illustrated bargains around the out- 
side margin of the circular, and the way they are arranged. 
The two circles on the page with your special offers of 
much-needed articles — clothes pins and thread — at a par- 
ticularly low price seems to us well calculated to draw 
trade and secure results. Altogether your circular is one 
of the best of its kind we have seen, and we particularly 
like its small size (12x18), which makes it handy to hold 
audio read. 
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LYONS ® CH ABOT 

OUR GREAT TWENTY-FIFTH SEMI-ANNUAL SALE OF 

House Furnishinifs, China, Glassware, SUverware, Cutlery, Etc 

Commencing Monday, February 3d, 1908 
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BABBI rS BEST SOAP. - 8 cakes tor 25c 
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Willow Ware, Broonu & Brushca 
AT VERY LOW PRIOKO 
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WEST HAiN ar. 



Our First Basement Festival 



Exhlbtb wot HaotFuU 



CooUjig Ctasam tuid I , 

Jipa f a li this W—I>-F9b. 5rdto9lh lkelmU>-»»im tk» BtuMMni 



have delicious things for you to cat and drink, and all manner of intereating ihiogs 

ins Dure, wholcaoow food and dcbcaciea. It's all free, and we want you to 

come and make younell at home. 



We'U . 

to show you for makjni 



non 't Mia th9 CookOtM CtaM$*». 9:30 to //:50 a. m^:30 to 4:30 p. m. 

Thtt will be the most mterettuig port of the tvhok exhibit Even if you never entertain a 
thought of cooking a meal yoursdCyou can hardly aiford to mias these dasaes. The science 
of malLing food nutritious will be thoroughly expbuncd and demonstrated, as well as instructions 
for cooking properly. 



Some Things in The Exhibit Tuoo Specials For Monday 




^JOc 

m Um * d mum tim. 4 0lmlM. M cidm9 Mm \J%J\^ 




si-su-ar*- 



mw- 







A. F. Breton, of the Curran Dry Goods Company, Wa- 
terbury. Conn., brought in his advertisement* in person for 
criticism, and one point of difficulty developed which no 
doubt is common to many advertisers — the difficulty of 
getting the printer to follow instructions on copy, or take 
the pains with it he should, especially in newspaper offices 
where everything must be done in a hurry. The chief 
criticism of this copy is typographical errors, and failure 
to strengthen certain lines evidently intended in the orig- 
inal copy to have been put in larger type. The only way 
in which this trouble can be overcome is for advertisers 
in preparing copy to take pains with the layout, specify 
what lines are to be featured and what lines can be set in 
smaller type. It is also well to send to the printer a lay- 
out of the border arangement wanted, and print in the 
feature lines with ink in lettering of about the size of type 
wanted. This will help out amazingly, and will prove a 
practical substitute for the more complete and technical 
specifications given by advertising experts who are in the- 
ory, if not in practice, practical printers. 



MOVING HOUSE FURNISHINGS 

BY nEANS OF THESE 
SURPRISING SACRIFICES 



The four-inch, double-column advertisement of chafing 
dishes by W. H. Barnard & Company,* Norfolk, Va., is 
ideal. The typography is tasteful, the arrangement of cuts 
striking and appropriate, and the use of white space shows 
the experienced ad-smith. 



Another four-inch, double-column advertisement is that 
of imported enamelware by the Patrick Hackett Hardware 
Company,* of Ogdensburg, N. Y. The cuts are made to 
tell the story of the advertising, and the simple fact that 
the enamelware is imported and the color is given is 
strengthened by a suggestion of superior quality by the use 
of the trade-mark. This bears the earmarks of a clever 
advertiser. 



A striking single-column advertisement is that of the 
Columbus Dry Goods Company,* Columbus, Ohio, which 
runs the depth of the paper. This copy is run daily, and 
gives special bargains for each day in the week. There is 
little difficulty in securing good display and excellent typo- 
graphical effects with an advertisement of this kind, and its 
tmusual shape should attract much attention. 



Stuart's,* of Canton, Ohio, suggests a right way to use the 
small ad. to good advantage — that is, by offering one good 
bargains each day. This special bargain can be illustrated 
and described to good advantage, and it suffices to draw 
trade to the store to whom may be shown the entire stock 
after they call. 



*See Page 36. 



The Oriental Company,* Salem, Ohio, advertising kitchen 
helps shows a good advertisement We are not particu- 
larly well impressed with the stock cut, "Household Goods," 
and think a cut of the Savory roaster would have been 
to better advantage. The quoting of prices is an excellent 
feature of this ad. 
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The eurran Dry Goods Qo. 

ANNUAL SALB OP 

Housefurnishinq Goods 

S54NIO Warth of Kitcheo Utensls at Facton CmL 

e«r Loads ef BuMiel Ware, Tta Ware, Woatfca Wart. a«4 Salvaaiaad War* at the JUmal Ceat 
•r Maklaflb A Paar Days* Sale af «ff«ac mmt^lvUa. 

HoMsekceprn slraiuld avail ihemsdvn of ilm one go^d. event ia Ifce whole yea*: It nlan occaiion lot money 
nn wttkii we can only aflbrd tooffierin dull s«aion, antflhovy'^ ^^^ provide tbeir requirements in thii " 
now will prbOt handKMnety by tlMir forvhamfeteAs. 

Doii*t Miss An Item of the Pollofwings 

This IS only a partial list. M this sale includes everytlunit in housekeeping goods. 



STBRUNG DooMe eoMMl GRAY BNAMBLBD WARS 

These goods are all of tl)e ftrsi quality— no seconds Evcfy piece guaranteed to give perfect ulisfactioM. 
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The eurran Dry Goods So. 
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DO DEMONSTRATIONS PAY? 



The Objectioiis to Demonstratioiis, and Their Advantages. 
The Argument for the Retailer and the Manufacturer 



'E HAVE BEEN ASKED 
the question, Do demon- 
strations pay? This is a 
question both manufactur- 
ers and retailers are ask- 
ing, and as their problem is practically 
^, mutually identical, we will take up the 
question from the retailers' point of 
\iew. 

Most retailers who oppose demon- 
strations, arg^e about as follows: We 
do not see why we should advertise un- 
known articles, create a demand for them, 
and spend time and capital in promoting the 
sale of other people's goods. We are in 
business to make money and to supply the 
public with what they want and ask for. We 
can make the biggest profit by keeping expenses down, 
which means by selling goods for which there is an existing 
demand. If we were to take up every new line, no matter 
how good, we would have to do more advertising, expend 
more effort and employ a higher grade of help at increased 
cost for wages, and we doubt whether the profits would in- 
crease to the degree thaf would warrant us in increasing 
such expenses. Therefore, we do not see why we should 
conduct demonstrations of new goods. 

So far as demonstrations of goods extensively advertised 
by the manufacturer is concerned, this is different, it is 
true. But what good will the demonstration do us? We 
must give up valuable space in our house furnishing de- 
partment, advertise the demonstration at least twice a 
week, using costly copy better devoted to our staple lines, 
and in the end the demonstrator will sell few of the 
goods. After the demonstration is over the public will 
forget all about the demonstration, and we are as badly 
off as before. Of course, the demonstration may help to 
attract people to our basement and thus sell some of our 
regular stock, but a special sale will serve the same pur- 
pose to better advantage. 

Do Demonstrations Pay Retailers? 

The question is, are the arguments of the retailer con- 
clusive? The question is not one of opinion, but of fact. 
The answer is best given by drawing upon the experience 
of those who conduct demonstrations and know what can 
be accomplished by this method of merchandising. 

To properly answer this question retailers should look at 
it from the point of view of the public. That store is most 
successful that best serves the people and caters most to 
the interest of its customers. Let the department mana- 
ger put on his hat and coat and mix with his customers, 
listen to what they say and join with the people who come 
to buy his goods. A few experiences of this kind will do 
more to open his eyes to the truth regarding the success 
(or want of success) of his department than a bushel of 
eloquence. 



f 

Demonstrations Create Qood Will 

The first thing Mr. Buyer will learn upon mixing with 
his customers is that demonstrations create good will. 

"Oh, what is this they are doing over here," exclaims 
Mrs. Smith to Mrs. Jones. 

The two women trot over to the demonstration booth 
and listen to what the demonstrator has to say. They ex- 
amine the article. If it sells for a few cents they may buy 
one because of its novelty; if it costs several dollars and 
they have no need of the article just then, neither Mrs. 
Smith nor Mr. Jones will buy one, but both of them 
will take a circular away with them and file it away for 
future reference. Its merits will be discussed at the din- 
ner-table when the husband comes home or at some other 
opportune time, and the memory of the article will remain 
until the need for it arises — then Mr. Buyer will have the 
pleasure of seeing Mrs. Smith walk in and ask for the 
article she saw six weeks or several months before. 

It is these "come-backs" that constitute the most valua- 
ble asset in retailing merchandise, and this feature of the 
pulling power of demonstrations is a proven fact well 
known to both manufacturers and retailers who feature 
them. 

The Three Factors Needed for Success 

The next thing that Mr. Buyer will karn from his inves- 
tigation is that not everything offered him is suitable for 
demonstrations, and he must study how to "pick the 
winners." 

How he can do this Mr. Charles Herman, of the Roth- 
enberg Store, New York, pointed out to us in a recent in- 
terview. 

"Three things are needed to make demonstrations suc- 
cessful," said Mr. Herman. "I have learned that you 
must have a good article, a good crowd and a good dem- 
onstrator. 

"If you have a good demonstrator and a good article, but 
a small crowd, your demonstration will fail. 

"If you have a good crowd and a good demonstrator, 
but a poor article — one that will not stand the test of home 
use and please the customer — ^your demonstration will fail. 

"If you have a good crowd and a good article, but a poor 
demonstrator, one who cannot interest people, convince 
them of the merits of the article and create demand 
for it, your demonstration will fail. 

"All three 'goods' must be delivered and when they are 
combined in equal proportions there is nothing I know 
of more helpful to the profits and welfare of the house 
furnishing department. 

"So far as demonstrations of new specialties is con- 
cerned," continued Mr. Herman, in answer to a question, 
"I think it foolish for department managers to limit them- 
selves to goods for which the manufacturers have cre- 
ated a demand by general publicity or other methods. 
That would be like a man prospecting for gold and finding 
diamonds passing up the diamonds on the ground they 
were not what he was looking for. 
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"If a salesman shows me an article *that is brand new 
and I believe it to be of genuine merit, I will take it and 
demonstrate it. The result is our store gets a reputation 
for progressiveness and enterprise that is invaluable to us." 

Demonstrations and Sales Clerks 

"There are two sides to the question as to the after 
effects of demonstrations so far as our clerks are con- 
cerned," said Mr. Herman. "One side is that a tactless 
demonstrator, being irresponsible to the store management, 
can disorganize the sales-force by telling our clerks they 
are foolish to work for so much when they can get so 
much more acting as demonstrators. Then again, when 
we advance some of our clerks to posts as demonstrators, 
they cannot stand prosperity, become dissatisfied and finally 
quit or are discharged. Manufacturers should insist upon 
their demonstrators minding their own business and paying 
strict attention to their own duties, and department mana- 
gers should use discretion in selecting sales girls for pro- 
motion. 

"These objections are matters of detail^ however, and 
common to every employer's experience. 

"The other side of the question is that demonstrators, 
who have judgment and ability, stimulate our sales clerks 
to a better application of salesmanship, educate our force 
to a knowledge of the selling points of new goods, and 
pave the way for greater efficiency all along the line. 
There is no doubt in my mind that demonstrations pay 
and I speak from knowledge gained by actual experience." 

A Word to Manufacturers 

In concluding this brief article, we have this to say to 
manufacturers. Demonstrations pay better than general 
publicity (although the latter cannot be dispensed with) 
because in advertising you talk at long range against forty 
pages of other advertisers among whom you are lost in 
the shuffle, whereas from your demonstration booth you 
talk personally with crowds of customers, show your goods 
as they are, distribute circulars that are preserved for fu- 
ture reference, because the recipients have a personal 
knowledge of the goods, and if you make no sales at the 
moment, sooner or later the bread thrown upon the water 
during the demonstration period will come back through 
the retailer. 

The Experience of One Manufacturer 

Talking with Miss Hendrickson, General Manager of 
the Stillman Safety Lamp Company, of New York, on 
this subject, we were informed that there is an increas- 
ing demand for demonstrations in almost every section 
of the country. 

"We distribute circulars illustrating our lamps and lan- 
terns," said Miss Hendrickson, "and we have plenty of 
evidence that these circulars are preserved. Not long 
ago a customer came to our New York office and bought 
a considerable number of our lamps, showing a circular 
that we had not issued for two years. In another in- 
stance we received an order from Denver enclosing a 
booklet distributed a year before. Where this customer 
picked up the booklet we do not know .and these are only 
two instances out of many that convince us that demon- 
strations are of the utmost advantage to manufacturers 
when placed in stores where the crowds go." 



A Nut for Buyers to Crack 

"That buyers who refuse to look at goods offered them 
by salesmen are not only discourteous but foolish is shown 
by this fact," added Miss Hendrickson. "A Brooklyn 
buyer tells me he knows whenever Brooklyn stores are 
conducting a demonstration of our lamps because his 
charge customers begin to come in and ask for them. 

"They say to our demonstrators, 'Your goods are han- 
dled by Smith's, are they not?' "Yes; well, 1 have a 
charge account down there and I will order one from 
them." 

"Suppose Smith's buyer has not only failed to put our 
lamps in, but also refused a hearing to our salesman when 
he called. What will he do when Mrs. Charge Customer 
comes in and asks for our lamps? He has not got it, 
does not know where to get it, and probably does not know 
a safety oil lamp exists. What impression does his rei^ii- 
lar customers get of him when they find out they know 
more about goods in his line than he does himself?" 

This is a fair question and we will leave it for whoever 
will to think it over. 



Albert Rothschild 

ALBERT ROTHSCHILD, who travels the Western 
States for Frank & DeKeyser of New York City, 
putting out their line of bath-room fixtures and household 
specialties where they will do the most good, says that he 
has had eighteen years of expedience in the line, although 
his picture will bear testimony to the fact that he does not 
look it, and is "good to be in the ring" for another such 
period. Mr. Rothschild was with Stransky & Company 
for twelve years, and has spent the past .six years with 
Frank & DeKeyser, a brief interval having been devoted 
to business on his own account, which through lack of 
capital he was forced to give up. Mr. Rothschild is well 
and favorably known throughout the Western trade and 
has acquired his share of "Western hustle," as evidenced 
by the fact that his sales have been increasing from year 
to year. 
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Ilung & Mould, of Troy, N. Y., have incorporated with 
a capital of $10,000 to operate a department store. 

Joseph Bros., Elmira, N. Y., are planning to erect a big 
department store in that city. 

It is reported that a new $50,000 department store will 
shortly start in business in Rreading, Pa. 

Olds. Wortham & King, Portland, Ore., will erect a 
large five-story building for their use, and it is reported 
that another department store building will also be con- 
structed in the down-town district. 

The Boston Department Store, Boston, Mass^ a new 
firm of which Mr. J. S. Bailey is manager, will open a 
new department store. 

Ware & Dailey have opened a large department store 
in Passaic, N. J. The company owns large and successful 
department stores in big cities in the States of New York 
and New Jersey. 

The Dunlap Company, Shenandoah, Pa., have opened a 
branch store on East Center Street. 

The Klausner Brothers Dry Goods Company, Newark, 
N. J., have incorporated with a capital of $5,000 to con- 
duct a department store. 

E. W. Edwards & Son, Syracuse, N. Y., have incorpo- 
rated with a capital of $1,000,000 to operate department 
stores. 

Geo. B. Waith Company has been incorporated with a 
capital of $2,000 to operate a department store in Elling- 
ton, N. Y. 

The Murdeson Dry Goods Company, Buffalo, N. Y., 
will operate a new and handsome department store in 
Niagara Falls. The. fittings of the new store are elaborate, 
and an electric elevator and all the latest appliances and 
conveniences are installed. 

E. Rosenwald & Son, who conduct a large department 
store in Las Vegas, New Mexico, are planning to erect a 
new building for their use. 

The Clark & Sands Company, Worcester, Mass., has 
been incorporated with a capital of $10,000 to operate a 
department store. President, Alvah F. Clark; treasurer, 
Douglas T. Sands, and clerk, Lester M. Bacon, all of 
Worcester. 

A. F. Ross & Company, has been incorporated at New- 
buryport, Mass., with a capital of $25,000, to handle house- 
hold goods. President, Eleazer S. Pike, Maiden; treasu- 
rer and clerk, Joseph H. A. Currier, Newburyport. 

Garant & . Company, Saratoga Springs, N. Y., has 
been incorporated with a capital of $25,000 to conduct a 
department store. 

The Adams-Flannigan Comp^^ny, of New York, has 
been organized for the purpose of taking over the busi- 
ness of Fellows & Smith, the department store in the 
Bronx, which recently went into bankrupcy. The new 



owners are building additions to Fellows & Smith Store, 
and will give to the Bronx a large and modem department 
store. John Flannigan and Thomas E. Adams, a son of 
one of the directors of the O'Niel-Adams corporation, are 
interested. 

The Fifth Street Store, Los Angeles, Cal., has taken 
over the stock and fixtures of the Central I>epartment 
Store. 

It is reported that a department store with a capital of 
$1,000,000 is being organized in Atlanta, Ga. The build- 
ing of this concern will be erected on a prominent busi- 
ness street in this city. 

The L. S. Donaldson Company, Minneapolis, Minn., arc 
receiving the congratulations of the trade upon the beau- 
tiful booklet they have recently issued concerning the 
"Donaldson Glass Block." This booklet is printed upon 
calendared paper and a handsome tint-block is used 
throughout. The illustrations are unusually excellent and 
show a store which is equal or superior to many of the 
leading stores in the largest cities of the United States. 
Every department is equipped with the finest of fixtures, 
furniture, etc., to say nothing of store decorations, and the 
ground arrangements are of the highest class. We con- 
gratulate the L. S. Donaldson Company upon the splendid 
showing made in this beautiful booklet. 



A Modern Delivery System 

When one makes a purchase anywhere in Abraham & 
Straus's new store in Brookl)!!, N. Y., his parcel is dropped 
into a hole, and that is all he knows about it until it 
arrives at his door, all covered with peculiar marks and 
signs. 

But when it is dropped into that hole it falls on an end- 
less belt and is off on a long and intricate ride. It is 
carried on various systems of belts until it passes out of 
the main store under Livingston street and into the com- 
plex delivery room in the new building. 

There the bundle, if on a charge or C. O. D. account, 
drops in front of reference clerks, who instantly verify 
the name and account. Then it passes on to other clerks 
who check and recheck and check again, so there can be 
no mistake, until the "endless" belts have carried it to 
the sorters, who work with the skill and agility of trained 
postal clerks. Apparently with ease and indifference they 
throw packages, large and small, here and there, and the 
packages disappear and continue on the journey until they 
arrive in a cage over which presides a driver, who knows 
his route and the patrons of his employers' store on his 
route as thoroughly as a postman knows his route. To 
one who has wondered how his tiny parcel is delivered 
promptly in all the daily rush of business, the mystery is 
explained by an inspection of this system. 
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E. H. Bentley, formerly buyer of house furnishing 
goods for Trask, Prescott & Richardson Company, Erie, 
Pa., who is now located in Columbus, Ohio, left a recor-^ 
behind him in Erie to be proud of. As announced in a 
former issue, Mr. Bentley and his assistants won the first 
prize of $50.00 in gold by a gain of 24.8 per cent, over the 
same week in the preceding year during the first depart- 
ment managers' sale, and in the second sale contest of 
the same kind held the week ending March 28, 1908, the 
last week of Mr. Bentley's connection with this firm, his 
department again won first prize of $50 by a gain ol 
373 per cent, in sales. As the next highest gain made 
by any department was 19.9 per cent., the splendid record 
made by Mr. Bentley and his assistants is worthy of com- 
ment. 

Mr. I. Halpern, buyer of house fur- 
nishings for the Pettis Dry Goods Corn- 
pany, Indianapolis, Ind., will marry Miss 
Frieda Pink in July of this year. Mr. 
Halpem is one of the most successful 
and progressive buyers in the trade, and 
is receiving the congratulations and good 
wishes of his many friends. 

A REPRESENTATIVE of this paper, who 
visited the office of the Lisk Manufac- 
turing Company, in Canandaigua, N. Y., 
was informed that, according to present 
indications, the business would be out of 
the receivers' hands within 60 or 90 
days. The firm is doing a good business 
and is gradually getting financial mat- 
ters in a satisfactory condition. The 
Reed Manufacturing Company, of New- 
ark, N. Y., has been released from re- 
ceivership and its business is running 
ahead of last year in volume. i. halpern 

Landers, Frary & Clark, Meriden, 
Mass., have moved their Boston office to 157 Summer St. 

Thomas C. Meehan has joined forces with the new 
Kiting, Siegel & Company's store at Trenton, N. J., as 
buyer and manager of house furnishings, china and toys. 
Mr. Meehan requires but little mtroduction, having been 
so closely identified with the trade for a number of years 
both as buyer and traveler. He has an army of friends 
and they all wish him the greatest success in his new 
position. 

The M. B. Mace Company, New York, has been incor- 
porated with a capital of $5>ooo to manufacture ice cream 
freezers. 

Charles Schaad, Brooklyn, N. Y.,has incorporated with 
a capital of $1,000 to manufacture ladders, etc. 



The Range Manufacturing Company, Springfield, 
Mo., is organizing with a capital of $50,000 to manufacture 
steel and malleable rangse, permitting the use of either 
wood or coal for fuel. Incorporators are major D. D. 
Berry, F. X. Heer and A. J. Eisenmayer. 

Thi* 1j>iversal Holding & Manufacturing Company, 
Portland, Me., has been incorporated with a capital of 
$500,000, to manufacture wooden articles. President, J. E. 
Chase; treasurer, G. J. Jason, and clerk, B. G. Ward, all 
of Portland. 

The Fort Wayne Refrigerator Company, Ft. Wayne, 
Ind., has organized, with a capital of $50,000, to manufac- 
ture sanitary refrigerators, to be made of glass and steel. 
The president of the new concern is C. A. Dunkleberg; 
treasurer, S. M. Foster; secretary, Albert E. Schaaf. 

The Automatic Sewing Machine 
Company, of Cincinnati, O., has been 
incorporated, with a capital of $50,000. 
The Lyon & Son Manufacturing 
Company, Newark, N. J., has organized 
with capital of $125,000 to manufacture 
buttons, brass novelties and silverware. 
Grinberg Bros., New York, has incor- 
porated with a capital of $100,000 to 
manufacture gas and coal stoves. 

The Petrillo Clock Company, Bos- 
ton, Mass., has organized with capital 
of $50,000. President, Joseph Petrillo; 
treasurer, Antonio Mele; clerk, James J. 
Tracy, all of Boston. 

The Brunswick Balke-Collender 
Company, of New York, manufacturers 
of household refrigerators, etc., now 
occupy elaborate quarters in the Build- 
ers' Exchange Bldg., 29-36 W. 32nd 
Street. They burned out in the recent 
Parker Building fire. 
The Chronographic Enameling Company, 153 La Salle 
Street, Chicago, has incorporated with a capital of $20,000 
to manufacture porcelain enameled metal articles. 

The Sanitax Brush Company, Chicago, 111., has or- 
ganized with a capital of $25,000 to manufacture and deal 
in brushes. 

Peter F. Pi a, 127 White Street, New York, have incor- 
porated to manufacture toys. The capital is $7>5oo. 

The Pryor Manufacturing Company, Chicago, III, 
have organized to manufacture metal specialties. The 
capital is $50,000. 

The New Century Novelty Company, Jersey City, 
N. J., has organized with a capital of $100,000 to manu- 
facture hardware and hardware supplies. 
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TRAD£ 




MARK 



GLASSWARE 



and is it the best? 



ASK THE DEALER. 



A. H. Heisey & Co., inc. 

NEWARK, OHIO. 

New York Sample Room Baltimore Sample Room 

No. 25 West Broadway 122 West Baltimore St. 

A. A. Bean. Agt. H. S. Bokee, Agt. 

Philadelphia Sample Room 
1035 Market St., T, Downs, Jr.. Agt. 






— 42 — 

Digitized by 



Google 



Gill Clay Pot Company, Muncie, Ind., has incorporated 
with a capital of $30,000. 

It rs REPORTED that the old Mansfield Glass Factory in 
Lockport, N. Y., has been sold for $6,500. The assessed 
valuation of the plant was $175,000, and one single ma- 
chine used in the manufacture of fruit jars cost more than 
what the entire plant sold for. 

William Isaacs' Sons., Inc., Brooklyn, N. Y., has or- 
ganized with a capital of $1,000 to deal in glass, glassware, 
etc. 

The Hobbs' Glass Works, London, Toronto, Can., has 
been destroyed by fire with a loss of $300,000. The loss 
consisted principally of stock. 

The Dose Tube Stcpper Company, New York, has been 
incorporated to manufacture glassware, corks, etc. Capi- 
tal, $25,000. 

Van Steinburg & Hurst, Colorado Springs, Colo., have 
opened a first-class china and house furnishing store, and 
have discontinued handling everything in the dr>' goods 
line. 

Carpenter & Pierce. Troy, Pa., have added a new china 
department to their already extensive business. 

The Just-Tungsten IlluminatiQg Company, New 
York, has incorporated with a capital of $250,000, to manu- 
facture electrical bulbs, lamps and globes. 

Vogt & Dose, New York, have been incorporated with a 
capital of $25,000, to handle imported china and glaassware.. 
The directors are Charles Vogt, H. G. Freeze and William 
Nagel, all of New York. 

M. F. Kaag & Sons, Ft. Wayne, Ind., have the reputa- 
tion of being one of the largest importers and jobbers of 
crockery, glassware, and imported French, German and 
Japanese china in their section of the country. 

Charles Ahrenfeldt & Son, New York, have incorpo- 
rated their bu.siness with a capital of $10,000. They are 
importers and exporters, and commission merchants for 
china and glassware. 

Herman F. Rogers, Huntington, N. Y., has opened a 
salesroom for cut glass, chinaware, and furniture. 

The G. W. Drake Cut Glass Compiny, Corning, N. Y., 
will be offered for sale again some time next month, as 
only $900 was bid at the sale conducted by the receiver in 
April. Although said to be worth at least $20,000 and 
inventoried at $12,500, the small sum mentioned was the 
only bid offered. 



The a. L. Blackmer Company, Inc., of New Bedford, 
Mass., manufacturers of cut glass, have assigned. 

Fish Bros. & Company. Nashville, Tenn., have moved to 
a larger and better location, and will increase their stock 
of chinaware. 

The Plant of the Conneaut Lamp Company, Warren. 
Ohio, which is controlled by the National Lamp Company 
and which will be devoted exclusively to the manufacture 
of the new tungsten lamp, will soon be in operation. The 
Packard lactory in this city will also soon be turning ou* 
this same kind of a lamp. 

A NEW cut glass plant has been put in operation at 
Bowling Green, Ohio, by Pitkin & Brooks, the firm hav- 
ing closed its plant at Chicago Heights. The firm which 
originally operated the Bowling Green plant removed its 
molds and other chattels to Jeannette, Pa., where a new 
factory has been started in connection with the business 
of the McKee-Jeannette interests. 

Mr. M. S. Koch, who has been with Messrs. J. Rosen- 
blatt & Company, chma importers, Baltimore, Md., nearly 
fourteen years, has resigned his position and is now rep- 
resenting factories for the Southern territory. Mr. Koch 
has established himself in Baltimore as a manufacturers' 
representative, and has secured the accounts of some well- 
known firms. As Mr. Koch is well acquainted with the 
trade in his section, including Baltimore and Washington, 
he has many friends who wish him success in his new 
t>osition. 

Reports from E. Liverpool, Ohio, indicate that the china 
trade this year is likely to be as much as in 1907, although 
the bulk of business will be done in the later months of 
the year. A large amount of business is being placed for 
fall delivery, and most of the potteries are working nearly 
to full capacity. The discovery of immense beds of 
china clay in Texas has led many pottery manufacturers 
to prepare for making china dinnerware instead of porce- 
lain and semi-porcelain goods, which have been staple 
products during the past few years. The manufacture of 
art pottery is making a wonderful advance, and while 
some claim that seventy-five per cent, of the art pottery 
sold in the United States is imported, nevertheless Ameri- 
can manufacturers are fast coming to the front, as is shown 
by the sales of a large art pottery of Zanesville, Ohio. 
This firm started to export last year, and its ware was 
sold extensively in England, Germany and Australia, Rus- 
sia and France. The domestic sales have been growing 
rapidly, and this year will see several new art potteries 
placed in operation in the Ohio Valley District. 
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"VOLLRATH" 

STEEL - and - CAST IRON 

ENAMELED WARES 



Vollrath Double Roasters 

Self-basting, 

No buttons, ridges or 
grooves. 
Easily cleaned. 
The top is dished, pro- 
ducing the 
Centre Drip. 



Our constant aim is to produce only the HIGHEST QUALITY of steel and cast iron 
wares and our "40 years of knowing how** finds us making the only COMPLETE LINE 
of HIGH GRADE enameled ware made in this country. You see VOLLRATH WARE 
in every big store in New York and Chicago, and some day you, too, will learn that your 
greatest profits and satisfaction to your trade lie in a 

COMPLETE AND HIGH GRADE UNE 

THE JACOB J. VOLLRATH MFa CO. 

HOME SHEBOYGAN, WIS. om« 

Branch Office 

New York ^j^L. Chicago 



Branch Office 

and 

Warehouse 

25 Warren St 1 75-1 77 Lake St 



World's Largest Exclusive Sheet Steel and 
Cast Iron Ejiameled Ware Manufacturers. 
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THE HOUSE FURNISHING REVIEW 



for cutting bread, meats, fruit, and vegetables to any 
desited thickness. 

For the information of the trade we desire to say that 
there is another bread slicer made in Newark, N. Y., which 
is exactly like the Oelkers' machine except that like most 
other imitations it is more cheaply made and naturally 
gets out of order more frequently. It also sells for just 
a little less than the Oelkers' machines, but the difference 
in price is not sufficient to overweigh its aavantagc, ai 
the imitation is not very well calculated to give satisfaction 
to the trade for obvious reasons. 

Unde Obedlah's ''Brother BUI'' 

Uncle. Obcdiah is so well known to the trade as to need 
no introduction, particularly among those who handle the 
line of "money-back metal ware" manufactured by the 
Pritchard-Strong Company, Rochester, N. Y. 

Uncle Obediah has sold hundreds of lanterns for those 
who have placed them in their show windows, and Uucle 
Obediah's "Brother Bill," a striking lithograph showing a 
bricklayer eating his dinner from a "Prisco" dinner pail 
is well calculated to attract the attention of people as 
they pass by, and judging from "Brother Bill's" happy 
smile he is more than satisfied with the good things 
taken from his dinner pail. 

The Pritchard-Strong Company make a feature of as- 
sisting dealers in advertising and displaying their goods. 

The "Qulckout" Fire Extingaislier 

There is a constant demand for fire extinguishers for 
household use, and to place in factories, shops, stores 
printing offices, farm buildings, and elsewhere where 
fire is likely to Occur at any time. At the same time there 
is a demand for a fire extinguisher which will not do the 
damage water and liquid chemicals do to furniture and 
property in putting out the flames. 

The "Quickout" Fire Extinguisher, manufactured by 
the Royal Manufacturing Company, I^ncaster, Pa. is 
just out,* and is a dry chemical compound contained in a 
long tin tube in sufficient quantity to put out a large fire, 
and will do the same work which requires several barrels 
of water without the danger of flooding the building or 
damaging furniture, carpets, etc. 

This chemical compound is in powder form, and 
extinguishes fires when thrown from the tube with a 
scattering motion on the base of the fire. The moment 
it touches the fire a gas is generated which immediately 
smothers the flame no matter whether caused by burning 
grease, or oil, or any other inflammable material which 
even w^ter will not extinguish. 

The "Quickout" Fire Extinguisher is made to sell at a 
large margin of profit to dealers. 

More About Flies 

There is an increasing tendency on the part of physicians 
and the health department of large cities to urge all 
householders to equip their windows and doors with 
screens to keep out the flies on the ground that thest. 
insects transmit disease germs of all kinds, particularly 
typhoid fever. In fact it has been proven that a large loss 
of lives is caused by flies during the summer months. 

The Continental Company, Detroit, Mich., are assisting 
in art extensive campaign of education along this line 



and are sending out to dealers and others interesting 
reproductions of newspaper articles and njagazine articles 
on this subject. There is no doubt of the truth of their 
contention, and there is a movement on foot in some 
quarters by interested public officials to find ways and 
means of killing flies for the purpose of keeping down 
the mortality rate in our large cities. 

The problem of eliminating flies js rendered much 
easier when the house is equipped with screens properly 
constructed for keeping out flies after those already in 
the house have been exterminated. Those manufactured 
by the Continental Company are of the best character, and 
dealers will find ready to hand advertising literature 
of a character well calculated to increase their sales ot 
these goods during the summer months. 

"Afidrock" Toaster 

We illustrate in this column a new scientific loc toaster 
which offers big value for the money and makes crisp 
toast, browned all over alike. The "Androck" toaster 
toasts quickly and economically, uses less gas than other 
kinds since all the heat is delivered to the toast. 









This toaster, of which we show a sectional view, has 
a steel body, and is equipped with a tinned wire handle 
and a bright finished wire cloth bread rest 9 inches square. 
It is claimed to be the best toaster on the market. 

As will be seen the body of the toaster is dished up so 
as* to spread the heat to the outside, but it is prevented 
from escaping over the edges by the V shape of the feet. 
All the heat is forced to rise through the funnel shaped 
l;oles which are so small that the flames cannot get through. 

This is one of the many specialties manufactured by 
the Andrews Wire & Iron Works, of Rockford, 111. 

The Distillatiofi of Alcohol 

We have had several requests for information concern- 
ing where a practical hand book on the distillation 01 
alcohol from farm products and on the denaturing of 
alcohol can be obtained, and we take pleasure in calling 
attention to the book published by Spon & Chamberlain, 
123 Liberty street, New York, under the title of "The 
Distillation of Alcohol from Farm Products" by F. B. 
Wright. 

This book is in its second edition and includes the Free 
Alcohol Law and its Amendment, the Government regu- 
lations therefor and a number of U. S. GoveiT.ment au- 
thorized denaturing formulas. 

This book discusses the various forms and sources or 
alcohol, the preparation of mashes and fermentation, the 
description of distilling apparatus as well as other practical 
information designed to help farmers and others wishing 
to go into this industry on a moderate scale. The book 
includes some sixty illustrations showing the layout of 
distilleries, and is a book that should be in the library of 
farmers and small manufacturers who contemplate the 
production of denatured alcohol for industrial purpa.es. 
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VERITAS ALUMINUM FLAT WARE 

None Genuine Without This Trade Hark. 




G. M. THURNAIER & BROTHER 



HAVE REMOVED 



To 83-85 WORTH STREET, New York 



WE EXTEND A CORDIAL INVIT>;riON TO VISITING BUYERS 
TO CALL ON US AT OUR I^W QUARTERS, NEAR BROAD- 



WAY, AND SEE THE MOgt COMPLETE UNES OF IMPORTED 
HOUSE FURNISHING G/doDS EVER EXHIBITED. 



A^Srr WILL PAY YOU 

COME AND SEE FOR YOURSELVES. 



lUTTER CHURNS 



ALCOHOL IRONS 



/ 



u 
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Special Attention of the Trade 

is called to the fact that we are 
the only manufacturers working 
independently of any association 
or trade agreements, and that it 
is to your interest to obtain our 
prices before you place your 
orders. 







I 

Ide«l Double Coated Gray Steel Enameled Ware 
New England Gray Steel Enameled Ware 
Turquoise Blue (White Lined) Steel Enameled 

Ware 
Blue and White Steel Enameled Ware 
All White Steel Enameled Ware 
Also a Full Line of Galvanized and Tin Ware 







Full Line of Samples Displayed 
at our New York Sales Rooifn 

THE NEW ENGLAND 

ENAMELIN6 CO., (m> 

Facferies: 
MIDOLETOWN, CONN,, and PONTLIND, CONN, 

H. GINSBURG, I'g'^nt 

736 Broadway, New York City 
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DESIRABLE 
NOVELTY 



THE 

STERNAU 

FAUCET 

CHAIN 



ONLY PRAQICAL 

attachment ever made 
for preventing the 
strongest pressure 
of water from forcing 
the bulb off the faucet 




PROLONGS 



the wear of bulb as 
nwst of the stram 
Falls on the 



CHAIN 



In stocking Bath-sprays get those fitted with the Stemau Combination Metal 
and Rubber Holdfast Bulbs having t'aucet-chains, as they are exceptional, being 
guaranteed to give long and satisfactory service. 

In some localities the pressure of water is so strong that it will force any bath- 
spray bulb off the faucet 

With the Stemau Faucet-Chain this annoying feature is overcome as it enables 
one to attach the bath-spray bulb securely to faucet wo: 9a\,o resist the strongest 
pressure of water. 

Write for illustrations, prices, and particulars about advertising matter, furnished 
without charge, to those dealers stocking. 

STERNAU BATH-SPRAYS. 



S. Stemau & Co. 



New York Showrooms 



MAKERS OF Office and Factory 

^^O^^^^^^^O^"^^^^^^^^^ Chafing-dishes and their A^^^^^ PLYMOUTH STREET 

Opposite Post-office Coffee-machines, Fancy Teakettles, Brooklyn, N. Y. 

Bathroom fixtures, etc., 
of the Highest Quality 



Remember, the Bulb with the Chain wears longest 

Ask for it 
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**W E A R - E V E R" 

ALUMINUM UTENSILS 



WE'RE BUSY MAKING 

"WEAR-EVER" ALUMINUM 
UTENSILS 

AND FILLING ORDERS 

You know the 'Vhys" ai^d 'Vhere- 

f ores'' if you sell them. If you 

don't— well, just remember 

that "WEAR-EVER" 

utensils are not only 

sellers but 

repeaters. 

HERE ARE THE REASONS: 

They are made of aluminum 99^ pure. 
The sheet is extra hard and thick. 
A special electric finish is placed on the 
inside which prevents, largely, dis- 
coloring. 
Spouts are attached without seams or joints, 
They are strong, but light in weight 
They present a beautiful appearance when 
displayed for sale. 



At Bauxite, Ark., we mine the ore ; 

At E. St. Louis, we refine the ore ; 

At Niagara Falls and Massena, N. Y., we 

convert the refined ore into pigs or 
* ingots ; 
At New Kensington, Pa., we roll the sheet 

and make the finished ^* Wear-ever^* 

utensils. 
In other words this means ''from ore bed 

direct to you.'' 



A card will bring to your desk catalogue, 
prices, discounts and further information. 



L 



THE ALUMINUM COOKING UTENSIL CO., Pittsburgh, Pa. 
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UNITED STATES GLASS COMPANY 

PITTSBURGH. PA. 

THE WORLD'S ONE URGE GLASSWARE CONCERN 

We manufacture everything in glassware for the different branches of the trade, viz.: 



WKole«al« Jobbers, 
5 an4 10c. Stores* 
Jewslsrs' Cut GlsLSSwars, 
Confectioners' Supplies, 



Department Stores, 
Bar and Motel Supplies. 
Show Jars of all kinds. 
La.n\ps, 



VsLriety Stores. 
SodsL Fountsiin Supplies, 
FslAcv Cut a.nd Decorated Wsire, 
Photographers' Supplies, 



Jelly, Fruit, Condiment and PoLckers' Supplies, etc. 

UTILITY GLASS JAR.S 

MADE IN 1-2-3-4 and 5 GALLON SIZES 
PRICES ON APPLICATION 

SANITARY. EASY TC GLEAN AND EASY TG KEEP GLEAN 



For general all around use- 
fulness, these jars are unequaled, 
being especially adapted to States 
where the laws compel the use of 
covered articles for the sale of 
food products. 

Just the kind for every day 
home use; and as advertisers of 
Condiments, Cereals and like 
goods, they are quick to bring 
satisfactory results. 



It will be a Pleasure to Answer any of Your 
Inquiries or show you Sa.mples at the 

Qenerai Offices and Saiesreems, Seufh Ninth and Bingliam Sts., PITTSBURQ, PI. 

BR.ANCH SALESROOMS: 



New York, 29 Murri^v St., 
Boston, 127 Federal St., Arco Bldg., 
Philadelphia, Ninth a^nd Market Sts., 
BsLltimore, 110 Hopkins Place, 
Salt Lsike, 127 E. South 3rd St., 
Mexico City, 2 A de Plateros No. 9. 



Sydney, N. S. W., Commerce Bldg.. Msirtin Land, 
St. Louis, 627 Granite Bldg^ 4th and Market Sis., 
San Francisco. 271 Stevenson St.. 
Chicago, 409 Atlas Block. 35 Randolph St., 
Denver, 1430 Arsipahoe St.. 
London, 55 Fsirrington St., E. C. 



HsLvana, Cuba, 70 Sem Ra.feLel Apa.rteLdo 94ft. 
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MANNING-BOWMAN & CO- 


Meriden Conrie 


NEW YORK 


CHICAGO 




SAN FRANCISCO 




For further 


information see reoiding notices in this issue. 
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NO Economy ! NO Satisfaction ! ! — 

R. )udgment in buying CHEAP lines ! ! ! 

Give your customers HIGH GRADE GOODS at 

REASONABLE pHces and HC 

THEM. 





ChiaflngDlsKes 




Table Kettles and Stands 




Coffee Extractors 




WsLter Friters 


Hi^ii 


Nursery Chests 


Crumb Trays and Scrapers 




Tea and Bar Urns 


Grade 


BathrooiTk 




Fixtures 


Standard 






Wii\e Coolers 




Water Coolers 




B&klng DisKes 


Metalware 


Co*l Vases and Hods 




Candlesticks 




Cuspidors 




Match Safes 




5 o'olook Teas, etc. 



Write ft 
Catalog! 
and 
Discoun 



BRANCH OFFICES 
18 Warren Street, New York 
1410 Araimhou Street DenTer, Col. 
iO Dearborn Street, ( hlcago 
ns WaehlnRton Street. Boitoa, Mum. 
U Tonng Street, Toronto, Canada 
and London. England 



The BUFFALO MFG. CO. 

BUFFALO. N. Y. 



No. 204 



WHITE WARE! 

SometKing New YOU Should Know About! 



TT^lll Sell Oxx Sl«]3it! 






But Don'i Forget our Staple Lines of 

TINWARE. JAPANNED WARE. GALVANIZED 
IRON WARE and OIL COOKING STOVES 



NICHTHAUSER & LEVY, 



Java. &.nd Provost Streets. 
BROOKLYN. N. Y. 
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9^/a0at R^T AIL PRICES ^g^gr^a^g 



No. 

WoodPresib] 
MetiOlPartsJ 

$1.2 



No. 1 

All Metal Japui 

$1.50 

AU Metal Galvan 

$1.75 



N( 

All Met 
$ 

AUMeU 

$: 



}e£iaS£e 



We are going to make an aggressive campaign for the 
sale of the !fi$I^SS^ in all localities. It will be worth 
your while to co-operate with us. Write to-day for 
trade prices. 

THE LEE CHAIR CO., Oneida, N. Y. 



'w^s^ 





w 



^Bf 



"Sesco" "Bluci^WMte" 




The well and favorably known 
old style, gray 
mottled enameled 
ware. We posi- 
tively give the 
buyer more for 
his money in this 
grade than can 
be had in any 
other MAKE, 
GRADE or 
STYLEofENAMELED 
WARE. 

VTrite U0 NOVT for Ni 
Revised 



Our standard grade, marble- 
i c e d enameled 
ware is the most 
attractive ware 
on the market 
without e X c e p - 
tion. It is a 
most beautiful 
color, very dur- 
able and an easy 
rapid seller at 
a POPULAR 
PRICE. , 

\V9 1908 Catalogue and 
Price I^ist 



Pall Uflct of Both WarM. Bttt DMlgiit Mamiiactanti by 

Star ^ Enameling and Stamping Co. 

Pittsburs. Pa. 
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"BENGALIA" 

Alcohol Incandescent Light Bvirner 

/GO CANDLE ROWER 



The most Wonderful 
Light! 

Can be adapted to any 
ordinary D collar lamp. 

Unaffected by wind. 

Suitable for outdoor il- 
lumination. 

Can be operated by 
e^nybody. 

Retail Price 
$4.00 Complete 



DiscoTjnt 
to Dealers 



Fullest gu&rantee giv- 
en for 3 ye&rs, that Burn- 
er will act perfect. 

No wick Burning ! 

Chimneys manufac- 
tured in Jena, Gern\any. 
Will not breoLk from 
heak.t. 



No Danger 
Non-Explosive 

One live 
dealer want- 
ed in every 

town to 

hd^ndle our 

specialties. 



Can be used on any ordinary Kerosene Lamp. No blackiiw of mande. Wind Proof. Absolutely safe. 
Use ordinary mantle. Superior to any incandescent gas burner. Consumption one quart of denatured alcohol 
in 16 hours. Cost J< of a cent per hour. No soot. No smell. Absolutely no danger. No burning wick. Very 
simple, a child can light it. Absolutely odorless. I also supply brass founts, store and table lamps for this 
bumer.l Also Sole Agen< for the KEROSENE INCANDESCENT BURNER. 

G. COHN & COMPANY 

557 BROADWAY 

NEW YORK 

Google 
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Galv&nized 
Watering Pots 



SPECIALS FOR MAY 



^ 



Refriger&tor Pans 



DON'T FAIL TO GET OUR PRICES. 

We also manufacture full lines of the following goods. 

Puritan Re-coated Tin Ware is extra heavy 
Sterling-Aluminum Enameled Ware Common Pieced Ware 

Deep Stamped Tin Ware **U. S.*' Pieced Ware 

Shallow Stamped Tin Ware Planished Ware Tinners' Trimmings 



Metallic Sieves 

Japanned Ware 

Extra Heavy Japanned Ware 
Tea Trays 



Britannia Ware 

Copper and Brass Ware 
Nickel Plated Ware 
Dairy Supplies 



Sheet Iron Ware 

Galvanized Iron Ware 
Spoons 

Etc., Etc. 



The Central Stamping Co., 24 cliff street, new york city 



With Vegetable Chamber. 



ATTENTION!! 

Dealers, have you placed an order for 

« DEVAUX » 

Sanitary-Metallic 

REFRIGERATORS 



Without Vegetable Chamber. 



Made entirely of Galvanized Steel. Cylindrical 
in shape — with or without separate compartment for 
fruit and vegetables. Has REVOLVING. AD- 
JUSTABLE SHELVES. 



Elasily cleaned, as all parts are removable, and 
there are no comers to accumulate dirt and breed dis- 



ease. 



Finished in White Elnamel inside and Imitation 
Oak outside. 



WRITE AT ONCE FOR CATALOG AND PRICES 

HOME METALUC REFRIGERATOR CO. 



ALBERT LEA, MINN. 



Eastern Office and Warehouse 
93 Reade Street, NEW YORK 
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ICE CREAM 

FREEZE 

THAT SELL 




THBY EXCEL IN 
Easy Runaiiig 
Quick Freezing 
Economy 
Convenience 
Pnctlcal ResalU 



THEY ARE 
Well Advertised 
in Demand 
Easily Sold 
Satisfactory In Use 
Of Known Repotatlon 



THEY 
ARE SOI^D 

BY i^x:ading 

JOBBERS 
EVERYWHERE 

Our line of Freezer? comprises the largest variety made in any one fac- 
tory. ' They embody all that is best and of intrinsic merit in a Freezer. 
Send for 1907 Freezer Book-, illustrating these and the new "AMERICAN 
TWIN FREEZER." 

NORTH BROS. MFG. CO., Philadelphia, Pa., U. S. A. 



BALDWIN REFRIGERATORS 

DRY AIR 




E WERE THE FIRST TO TALK ABOUT 
Dry Air in Refrigerators about 35 years 
ago/ 

And **they" laughed at us — said it was 
an impossibility. A refrigerator with wet 
ice in it just had to be damp. 

Now they call theirs **dryair" so we 
must have been right. 

But now, same as 35 years ago, the Bald- 
win is the only perfect dry refrigerator on 
the market. 

Baldwin air circulation — different from the others — 
does it. 

Our catalogue shows 150 styles of the 
— a line of them will please you. 



Dry Air'' kind 



Lined with Opalite Glass, Vitrified Steel or 
Porcelain, White Tile, Vermont Spruce and 
Metal, Oak, Ash and Softwood Cases. 

BALDWIN REFRIGERATOR GO. 

BURLINGTON, VERMONT. 

H. L STURTEVANT, C. H. SMim, W. P. HORN CO. 

18 Warren St, 707 West 23d St, 138 Front St, 

New York Qty. Los Angeles, Calif. San Francisco, Calif. 
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^oeo^ssors to 

THBO. OLLCSHEIMCR <a BROS. 

IMPORTERS AND MANUrACTURKRS 

139 Duane St. A 62«^6 Thomas St.* NE1¥ YORK 

T«l«pKoA«» 97S9 tRTovtK 

Our ATtfco Llii«« /or /90^ arm. now on dUpiay in our showroomM 

SPKCIAI^TISS — Vrtllow VTtkr^, Baskets, Steins, House 

FurnlsKing Goods, KitcKoA VITare, Bar Supplies 

5 and lO Cent Goods 

^U ordorg from St6ek at Shorimst MoHco. Spmelal Dopartmont' for 
Import Ordort. 

Larfest variety ^ 
Fancy Baakettf for 
hoUday trade. 
Prioes will miit the 
moet eareful buy- 
er. . Your ui«pee- 
tion invited. 






f 



r 



Do you want the Refrigerator trade of your town ? If you do, then you jnust sell the 

e Frost Refrigerator 

becHUse it is the one. and only ore. Refrlarerator that is strictly sanitary 
in every respect. Look at it. and note. 

It is a beautiful piece of furniture, spotless outside and inside as the 
pure, driven snow, or finished in a rich flrolden oak. 

Jt is a metallic refrigerator, cylindrical in form, made of sralvanised 
sheet steel, and provided with 1 M inch air space between walls: thor- 
oughly insulated with Maltha and Asbestos, the combination of which is 
recofmized as the best material for insulation that has been discovered— 
certainly the most expensive. Solid brass trimminsrs. 

It cannot shrink, swell, warp or decay. There is not one bit of wood 
as larare as a toothpick connected with it in any manner. 

It is coated with enamel inside and out (exceptinar the ice chamber.) 
and this enamel Is thorouflrhly baked on. 

It is the handiest Refrisrerator made. Has revolving shelves; no ^ 
reaching over a pitcher of milk or jabbinir a sleeve into a dish of butter. \ 
Just turn the shelf and everythinfl: is in front of you. The shelves are 
made adjustable, can be raised, lowered or removed, and replaced in k 
minute. Shelves are made of wire and beautifully tinned. Lifrht and 
stronfiT. with no surface to catch the drippinsrs from an accidentally upset 
dish, but are alwayis clean. 

It is flTuaranteed to maintain as low a temperature and as dry an 
atmosphere in the provision chamber as any refrisrerator made, and owinar 
to scientific circulation, as well as thorough insulation, it is a srreat saver 
of ice, therefore the most economical RefriRerator. 

Is handsome enough in appearance to adorn any room in the house. 
And it is everlastinar in service. 



\ 



Sells on siffht, and every one sold brinsrs another customer. It is the 
one Refrisrerator that appeals at once to the desires of the buyer. It is 
reisonable in price and is. therefore, the Refrisrerator all the people want. 

Send today for our literature and prices— you cannot sret close to a 
srood thing any too soon. 



"Dear Bob. I want you to buy me a 
White Froet Refrisrerator." 



L 



Metal Stamping" Co., 5»7 Mechanic St.. Jackson, Mich, ji 
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Every Buyer of 

CARPET SWEEPERS 

Ought to Know 

That the National Sweeper Company makes a line 
of sweepers listing in price from $18.00 to $54.00. 

That every sweeper in the line is superior, point 
by point, to any other made. 

That Nationals are made in the most complete 
sweeper factory in the world- 

That Display stands and other sales helps are 
furnished. 

That shipments can be made promptly — in a hurry 
if need be. 

That every one of the sweepers in a shipment is 
packed securely in dust proof, heavy carton. 

That the finish is right — that every detail of the 
sweeper is right — and that the price is right. 

ONE OF THE TRIPLE MEDAL LINE. 



There's something new in carpet sweepers that IS 
new — ask us. 

Get in early. Write to-day. 

NATIONAL SWEEPER CO. 

98 WARREN STREET, NEWARK. N. J. 



The Marion 

Self-Heating Denatured 

Alcohol Flat Iron 

FULL NICKLE FINISH 



TWO SIZES 4 lb. AND 6 lb. 

Each iron generates its own heat. The ideal 
flat iron for hot weather, as the ironing may be done 
out of doors under the shade of the trees. 

The Marion Flat Iron is the only one which 
fulfills every requirement of the American house- 
keeper, viz.: 

It absolutely protects the hand from heat. 
It costs about one cent per hour to operate. 
It is perfectly safe, clean and odorless. 
It may be used at any time and at any place. 
We guarantee that it is exactly as represented 
in this advertisement. 

A Splendid Article, For Window or 

Counter Display or For 

Demonstration. 

Write or ask for Prices and Descriptive Literature. 

GEO.IlL MARION MFG. CO. 

129-131 Front Street NEW YORK 
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WATCH OUT FOR OUR NEW TRADE-MARK 







JUST A HINT 

These Illustrations are only a few 
of the many good values In the 

Wise B\iyers* Line 



We I 



Butectur* m terse variety of 



Eureka Garment Hangers 

Exclusive Designs In Bath-Room Accessories, 

Moulding Hooks, Metal Rules and Squares, 

Cleavers and Mincing Knives 

It will pay to get our CataLlogu* bofor* 
purohsksing elsewhere 



FORSHH MANUFACTURING CO. 



# 



BUFFALO, N. Y. 



* 




Iforid's Carpet Sweeper 

Bisse/J 



e FeLinoxis 



culjus the foregoing headline would be if it were not true. Being 
oadest sense it can be construed, it is only right that the trade 
should know the facts about a product they sell, and for which 
such strong claims are made. The title **The World's Carpet 
Sweeper" is justified by the fact that in every country of the 
globe where carpets and rugs are used the Bissell Sweeper is sold, 
and is the acknowledged leader. The Bissell Sweeper is known 
practically as well in Australia and New Zealand as it is in the 
United States, as it commands a good sale in this far away ter- 
ritory, and is advertised in the leading publications of these 
countries. The same methods of trade promotion that we are 
using here are with slight modification put into effect in foreign 
countries, with highly satisfactory results. 

Our special Easter offer now in force has been greatly ap- 
preciated by the trade, and thousands of dealers will avail them- 
selves of its benefits before the offer expires May 1st. Write for copy of it. 



BRANCHES : 

NEW YORK 

LONDON 

PARIS 

NIAGARA FAUS, ONT. 



BISSELL CARPET SWEEPER CO. 

GRAND RAPIDS. MICH. 

(Largest and only Exclusive Carpet Sweeper Makers in the World.) 
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THE PERFEeriON FaUCET eUSHION 



eAt 






NO CHIPPED OB BBOKEN DISHES 



A boon to the housewife— conaioting of a rubber cushion, 
which slipa over the end of the faucet, prevrating aqy 
thinir in ^uid f rom strildng the metal. 
teadOy comprebsnd its utiuty in the 



Aqyone can 
EITCEBN, LAUNDRY, LAVATOBY. BATH AND BAR 



Let US show you a "Profit maker." 
The PERFECTION FAUCET CUSHION 
is the best counter seller on the market 
to-day; packed on attractive counter 
display cards. Sample and circular 
will be sent to any buyer on request. 



OHLERKING & SMITH 

Ex. Sales Agents U. S. and Canada. 

40 Dearborn St, Chicago, Illinois. 



rk\/I7MQ I FOR GAS, OIL, ALCOHOL 
l^ V ILll O AND GASOUNE STOVES 



MADE BY 



THE S. M. HOWES COMPANY 



Showroom, 40-46 Union St, BOSTON Factory, 513-526 Medford St, CHARLESTOWN 



Get our Prices — We wiU send samples on approval 
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DO YOU H ANDLE 

BRASS 



Eagle Mop Wringers 

K*v* bMn TESTED ^ixd PROVEN 



FIRE PLACE FIXTURES! 

YES? 

Then you have never had a better opportu- 
nity to purchase Andirons, Fire Sets, and 
Fenders, than now. 

If you have our catalogue, make up a list of 
your requirements for Spring or Fall, and we 
will enter your order now and give you the 
advantage of the present metal market. 

We will delivtf when you say so. 
ANDIRONS, FENDERS, FIRESETS, CANDLESTICKS. 
DOOR KNOCKERS and HARDWARE SPECIALTIES. 

MILFORD, 
CONN. 



The Rostand Mfg. &)., 



rtBTiE "MIST-LIKE SPRAY" manmsm 

Fountain Sprinkler 



THE BEST SELLER ON THE MARKET. 



This Beautiful Mist Effect is Not Produced by 
any Other Sprinkler Made. 

Retail Price $1.00. Send for Sannple Post Paid 
at Wholesale Price e^nd let us Show You What it is 
Like. 



The FOUNTAIN Is 
the Sprinkler thmt 
makes the observer 
ssk his neighbor 
where he can ffet. 
one like It. 

The STANDARD 
STAMPING CO. 

Marysville, Ohio 

Have you one of the 
Handsome Display 
EASBLS ? They 
help sell the Poun- 
Uin 

Ask as How to Get 
One FREE. 



TWO MONEY-MAKERS 

. Your ProfiU Governed Only By Your Push 

Its SCIENTinC TOASTER 

Practical^ 

Economical, 

Durable, 

Profitable. 



Used on Gas» 

Oil, Vapor 

or Coal 

Stoves. 



Sells for 25 Cents. 



Pays a Good Profit 



CHI-NEE CLOTHES SPRINKLER 




' 7 /I . / , \ \ ^ 



Sells whenever 
shown. Holds a 
pint ; fills through 
handle; distributes 

evenly. Saves 
time and trouble. 



Retails for 15 Cents. Write for Discounts. 

Tho Syracuse Stamping Co. 



DEPT. D 



114 South Bakor Straot, Syracuse, N. Y., U. S< A. 



— 20 — 



Digitized by 



Google 



Vol. XXVIII 



New York, May, 1908 



No. 5 



POINTERS ON BOOSTING SALES 

Team-Work of the British Sales-Force. How English Merchants Organize the 
Selling End, and How American Department Managers Can Secure Better Restdts 



HE MOMENT one steps into 
a large London shop things 
begin to happen/' writes 
Tom Bigby, in the Saturday 
Euening Post, "You are 
met at the door by a substan- 
tial, self-contained person- 
age in a black frock coat. 
He bends his head gravely 
as he asks what is wanted, 
and when told, receives 
your reply as though it were 
something having aji ex- 
ceedingly decisive bearing on a matter of interna- 
tional diplomacy — to say nothing, sir, of the kind 
personal favor to himself. Then he snaps his fin- 
gers and turns you over to an assistant, and present- 
ly you begin to learn that a London shop-assistant 
is radically different from an American department- 
store clerk. 

"The keynote of our clerks is very often inatten- 
tion. 



Editor's Note* Cuts illustrating this article, by courtesy 
of the Saturday Evening Post, Philadelphia. 



In the Clutches of the Shop-Asslstant 

"Now, the keynote of the London shop-assistant 
is attention. The quality of this attention, unlike 
mercy, is often strained. It is no trouble for him 
(or her) to show goods. On the contrary, you may 
find it a good deal of trouble to get out of the shop 
without purchasing. 

"What, sir! You see nothing that pleases? 
Dear me, sir ! 

*'Mr. Hawkins is crestfallen. He hands you over 
to Mr. Lloyd as though you were royalty. If Mr. 
Lloyd, who is Welsh, can't sell you something, he 
passes you along to Mr. McAndrews, who is 
Scotch. If Mr. McAndrews is unsuccessful (there 
is but a slight chance in ten thousand that he will 
be) it is not possible to get out of the shop except 
by being given back into the custody of the person- 
age who met you at the door. If you get away 
from him without buying it will only be after the 
utmost resources of the draper's art have been ex- 
hausted and the shop's entire stock shown up in the 
pleasantest way in the world. It will be most cu- 
rious. It will be, to put it briefly, sir, most extraor- 
dinary ! 
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Perhaps You Make a Purchase 

, Perhaps you make a purchase, however. 

"Well, Mr. Hawkins comes from behind his coun- 
ter while you wait for your change. Ostensibly he 
is going to chat about the weather. Really, sir, you 
musn't leave England, now, with the impression that 
this has been a representative summer! Unto him 
comes Mr. Lloyd, with a fine, soft steamer rug for 
admiration. If that isn't 
tempting, then McAn- 
drews joins the weather 
conference with some 
linen mesh underwear. 
You are deftly led to ap- 
prove linen mesh in prin- 
ciple, and regret that I 
regular sizes never fit | 
you. That doesn't dash i 

Mr. McAndrews in the 
least. He will send your 
measurements to to Bel- 
fast and have the gar- 
ments woven for you 
personally. Oh, there 

isn't time, you say — in a week the steamer sails. 
Bless me! says McAndrews, you can have them in 
three days, sir. 

"As you count your change the personage on the 
front door approaches with a casual meteorological 
observation; likewise, a steamer trunk for inspec- 
tion. You admit the quality is good, but criticise 
the design. Ah, a very acute criticism, admits the 
frock-coated personage. We shall make one to your 
own design, sir. How? In our trunk-shop, sir! 
Where? Upstairs. When? If in a hurry, sir, the 
day after to-morrow. 

"They are by no means done with you, either, 
when you finally get into the street. For the bun- 
dles delivered at your hotel will be accompanied 
with a personal missive from Mr. Hawkins, who re- 
mains yours faithfully, and sends cuttings of choice 
fabrics from which the Bespoke Department is pre- 
pared to make you an overcoat. Mr. Hawkins needs 
hardly say that, should you favor him with an order, 
he can assure you of satisfaction as regards fit and 
style. 

Team- Work of the British Sales-Force 

"Of course, some Americans find the London 
shop-assistant a bit over-attentive, but the American 
business man who has wrestled with this problem 
of building up a retail sales-force is usually struck 
dumb by the mag^nificent team-work of Messrs. 



It, Sir! You See Nothing that 
Pleases? Dear Me, Sir! 



Hawkins & G^mpany. They load him up with mer- 
chandise, and he is so intent upon studying them 
he never stops to ask himself how he's going to get 
through customs. 

"London's great shops have hardly been brought 
up to the level of our department stores in organiza- 
tion, equipment, capitalization, buying methods or 
advertising, but in the detail of good personal sales- 
manship they are strik- 
ingly efficient. 

"A capable London 
assistant will serve three 
to four hundred custom- 
ers a day, reaching the 
latter aggregate on the 
long Saturdays, when 
some shops are open till 
eleven o'clock at night. 
He will serve several 
customers at once, too, 
giving them personal at- 
tention. In a press of 
business three or four 
assistants will play back 
and forth into one another's hands, keeping every- 
body sweet and happy. 

What Makes London Assistants Attentive 

"Part of this efficiency is due to English cour- 
tesy; part of it is due to caste — ^the definite class 
distinction that makes the person who sells socially 
lower than the person who buys. 

"But behind these there is a system of training, 
comprising a five-year apprenticeship in provincial 
$hops and on the Continent ; and behind that a sys- 
tem of fines and rules, and behind that still, an in- 
stitution known as the "living-in-system," which is 
an excellent thing for the service, but a doubtful 
thing for the clerk. 

"What makes the London assistant so very at- 
tentive when you deal with him, however, is a hard- 
and-fast schedule of fines imposed for inattention, of 
which a penalty known as the 'swop' is most inter- 
esting. The 'swop' may amount to only one shil- 
ling, but it is imposed whenever a clerk permits a 
customer to leave the shop without purchasing. 
Three 'swops' are usually equivalent to discharge. 

"When an assistant has exhausted all resources 
to make a sale and failed, he prootects himself 
against the 'swop' in two ways. One is to hand the 
obdurate customer over to another assistant, who in 
turn becomes responsible. The other is to call the 
usher at the front door, who takes the responsibility 
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upon himself, and thus has a chance to rectify mis- 
takes, to explain deficient stock or other shortcom- 
ings of the establishment. 

"The *swop' is only one of many penalties im- 
posed in English shops. There are others cover- 
ing errors in charges or addition, careless handling 
of stock, failure to make sales records, etc. They 
range from a penny to several shillings. 

"As administered in some English shops, this 
fine system is not a lovely thing, but it might be 
modified to accomplish its end more mercifully." 



lent to Discharse 

\ 

The American Retail Clerk 

So much for a glimpse at the British shop-assist- 
ant — what about his American cousin? 

Most department stores in the United States em- 
ploy girls and young women on their sales staff at 
weekly wages not calculated to foster a high stand- 
ard of morality or to secure the best grade of help 
so far as intelligence and ability- are concerned. 
While there are notable exceptions to this statement, 
there are other establishments which merit the pen 
of an Upton Sinclair, for the situation in which 
many of the sales-women find themselves in such 
stores is a disgrace to the establishment in which 
they work, an insult to the public they serve, and 
constitutes a smouldering volcano which some day 
will be revealed to public view in all its hideous- 
ness, and the consequent eruption of an outraged 
Public Opinion will destroy the mercantile estab- 
lishments concerned by its condemnatory wrath. 

There is not a well-informed man in the trade 
who is not aware, from his own knowledge, of the 
truth of what we say, and we know not a few men 
who, so far as they are able, see to it that everything 
is as it should be in the departments of which they 
are managers. If every buyer of house furnishing 
goods will follow this example, one of the great ob- 
stacles to the efficiency of the American sales-girl 
will be removed. 



Cheap Help a Dead Loss 

The point of what we have just said is this: 
contrary to the opinion held by such large corpora- 
tions as are represented by American department 
stores (namely, that low-salaried clerks represent a 
distinct saving in operating expenses) cheap help 
is an extravagance and a dead loss — loss in pres- 
tige before the public, loss in efficiency on the sales 
end, whence profits and dividends are derived, and 
loss occasioned by driving trade to competitive es- 
tablishments which maintain a better grade of help. 

As everybody knows, the sales force is the inter- 
mediary between the "finii'' and the! "trade.'' The 
"trade" judges the "firm" by the respectability and 
efficiency of the sales clerks it employs. 

The result of paying clerks "starvation" wages 
is that the clerk is forced to support himself or her- 
self on a mere pittance, and as everybody employed 
in a department store must keep up appearances in 
some way, the consequence is "divided interests." 
The clerk does no more for the "firm" than he or 
she finds necessary to hold the job, no incentive is 
given to acquire pro^ficiency in salesmanship, or a 
working knowledge of stock, so as to be able to 
talk intelligently to customers about goods offered 
for sale, or asked for by the trade, and as for the 
team-work of the British shop-assistant, this is quite 
beyond possibility. 



It Will Be. to Put it Briefly. Sir, Most Extraordlmiiy t 

We maintain, therefore, that the "cheap-help" 
theory is wrong in principle, costly because it re- 
duces dividends, and. from an ethical and economic 
standpoint is absolutely indefensible. 

Of course, the policy of the "firm" as to salary is 
not up to the department manager. He must take 
the help that is given him, and do the best he can 
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with it; nevertheless, if buyers in the trade will 
unite in demanding a better grade of help on the 
ground that they can thereby largely increase the 
volume of their sales, a long step forward in the 
right direction will be taken. 

The Responsibility of Department Manmgers 

But, while the department manager must take 
the help provided him, his responsibility is to do the 
best he can with it in order to insure his personal 
success in his chosen vocation. 

This he can do by instructing his salesmen and 



salesgirls in regard to the merits of the goods they 
sell, perhaps by permitting manufacturers' repre- 
sentatives, under proper restrictions, to explain to 
stock clerks the "talking points'' of the goods sold 
to the firm ; insisting upon courtesy and prompt at- 
tention being given customers and in devious other 
ways well known to the trade. 

The training of clerks in salesmanship is directly 
in charge of the department manager, or buyer, and 
those who make the most of ther opportunities in 
this regard add materially to their success and repu- 
tation. 



THE ESSENTIALS OF GOOD SALESMANSHIP 

Anecdotes From the Experience of an Observant Shop- 
per, and the Simple Requirements Needed for Success 



;OOD FRIEND of ours re- 
cently went into a New York 
department store and asked 
for a machine to pare apples. 
The girl sold him a ma- 
chine, but he finally took it 
back to the manufacturers 
on the ground that it would 
riot work." 
The manufacturer soon discovered that there was 
a good reason why the machine would not work, 
since it was a potato parer and was not made to 
par^ apples. Although the machine was stamped 
"pofeto parer," the girl did not know the difference 
between the two machines, and did not even take 
the trouble to look at the lettering on the apparatus, 
before selling it to the customer. 

A great deal of dissatisfaction arises from just 
such causes and the buyer who is anxious to estab- 
lish public confidence in his department and build 
up his trade will agree with us that knowledge of 
stock is absolutely essential to successful salesman- 
ship on the part of his clerks. 

A Knife "That Will Cut Meat" 

A well-known manufacturer of table cutlery, find- 
ing a demand for a table knife "that will cut meat" 
recently manufactured for the trade a table knife 
of French pattern made of fine carver steel instead 
of ordinary table-knife steel and ground sharp ready 
for use. The handle is made of genuine ebony in 



one solid piece and has a patented hot-water-proof 
fastening which is warranted. The ferrule is made 
of heavy German silver in a fancy pattern and heav- 
ily plated. 

In order to ascertain whether this knife was 
being properly introduced to the trade, the New 
York representative of these manufacturers went 
to one or two department stores where he was not 
known and soon found that the sales-girls knew ab- 
solutely nothing about this new table knife. 

"Have you a table knife that will cut meat?" he 
asked. 

The girl showed him a number of ordinary table 
ki)ives and finally he pointed to the knives we have 
mentioned and asked her to show them to him. 

"Is this knife made of good steel," he asked. 

"Yes, sir," said the girl. 

"What is the handle made of?" he enquired. 

"Hard rubber, sir," she replied. 

"Will the handles come off?" 

"Why; yes, sir," she said, "I suppose they will, 
if put in hot water." Then she noticed the fasten- 
ing, and said, "Of course, these handles are riveted 
on and they will not come off so easily as those 
cheaper knives." * 

"What kind of a ferrule is that?" said he. 

"Oh, that is nickel plated," replied the girl. 

As will be seen the sales-girl had every point of 
the knife entirely wrong, and yet the manufacturers 
had taken the pains to place in every box a letter 
written on the firm's stationery pointing out the su- 
perior qualities of this knif^ and the fact that it 
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was made especially to cut meat, all of which facts 
render her ignorance inexcusable. 

Where the Buyer Pell Down 

This same gentlemen sold to one buyer a lot of 
these knives and, calling upon him later to find out 
how the knives were going, he was introduced to 
the manager of the store restaurant. 

He gave to the chef a dozen of his knives, and 
said, "Throw these knives in with the rest of your 
cutler>' and see how they work." 

Going back about ten days later, the chef said to 
him, "Those knives are the best I have ever seen. 
Suppose you send us some more of them." The 
buyer said to him, "Well, if those knives are as 
good as all that, I think you had better send us over 
some to put in stock." 

"You have them in stock already," said the cut- 
lery man. "I sold you a lot of them nearly a month 
ago, and unless they are all sold out you have some 
of thcFc !::::vcs on h^::!." 

We are forced to admit that if the buyer himself 
does not know the merits of the goods he buys, it can 
hardly be expected that his sales-girls will be any 
better informed. 

An Example of Qood Salesmanship 

The manufacturer whom we have mentioned ar- 
ranged with a certain department store to send the 
saleswoman in charge of their cutlery, department 
to the factory, at the manufacturer's expense, and 
there she was shown every process in the making of 
table cutlery. 

When she returned to her duties she proved to 
be the best saleswoman they had ever had in charge 
of this department. She understood how cutlery 
was put together; the difference between a stag 
handle, and an imitation stag ; she knew the qualities 
of steel that were used in different grades of cut- 
lery and could answer with intelligence questions 
asked her by customers. 

If a customer asked for cutlery for special pur- 
poses, she knew just what style of cutlery was want- 
ed, and she not only held her trade, but multiplied 
it many times over. 

While such a course of instruction is not feasible 
in all cases, it illustrates the point that knowledge of 
stock is essential to good salesmenship, and that it is 
a valuable asset to any firm that fosters it. 

A Simple Way to Cultivate Intelligence 

Talking with a Hartford buyer not long since, 
we were informed that he makes it a practice, when 
looking over a line of new goods, to send for the 



stock girl in charge of the line and ask her opinion 
of the samples. 

This affords the manufacturer's representative 
an opportunity to educate the sales-girl up to a 
working knowledge of the talking points of new goods 
and to give her interesting facts concerning how 
they are made, all of which information enables her 
to answer intelligently questions asked her by cus- 
tomers. This plan also gives her an interest in 
pushing the sale of the new stock, particularly if the 
buyer takes on the goods upon the strength of her 
recommendation. This policy puts it up to her to 
dispose of the goods, and the buyer informs us that 
he has secured excellent results from carrying out 
this idea. 

Qaining the Confidence of Customers 

If a customer gains the impression that a sales- 
person knows his or her business, and that he can 
depend upon the salesman, he comes to have confi- 
dence in what is told him and will buy from nobody 
else. 

We know of one woman who buys all her cloaks, 
suits and similar clothing from one New York firm, 
and she will deal with only one sales-woman in their 
employ. If this sales-woman is away, the lady sim- 
ply goes back again some other 'time, because she has 
the most implicit faith in anything the sales-woman 
tells her, and she refuses to go anywhere else for 
her goods. The reason is this sales-woman is intel- 
ligent, speaks confidently and decidedly of what she 
is selling and has won this lady's confidence. 

Prompt Attention and Courtesy Needed 

Almost everybody knows to their sorrow of the 
inattention and lack of courtesy which character- 
izes many American sales-women. 

We know of one instance where such a clerk was 
given a badly-needed lesson. A friend went into a 
store to buy some goods, and was kept waiting by 
' the sales-girl in charge five minutes or more while 
she was telling another clerk all about the entertain- 
ment she was going to the next night. After she 
was good and ready, she turned around and said, in 
a superior sort of way, "Well, what do you want?" 

By this time the customer had lost his patience 
and he said to her, "You know the rules of the 
house ?" 

"Yes, sir." 

"You know the rules are that you should give 
prompt attention to customers ?" 

"Yes, sir." 
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"Well, why didn't you wait on me promptly, 
then?" 

The girl offered some excuse and he interrupted 
her by saying, "I will overlook the matter this time; 
the next time will be the last." Then he walked 
over to a counter across the aisle and said something 
to the sales-girl there and walked out. 

Doubtless the delinquent gained the impression 
that he was a member of the firm, and it is to be 
hoped that she was more careful in regard to paying 
prompt attention to customers thereafter. 

There is no doubt that much ill feeling is created 
against a store by the mattention of its clerks, and 
the buyer who establishes some system whereby 
courtesy and prompt attention is shown to custom- 
ers will add greatly to the reputation of the depart- 
ment. 

Simple Requirements Needed 

"I will admit what you say is true," said one de- 
partment manager, while talking with him on this 
subject, **but what are we going to do to remedy 
it ? It is easy enugh for you to point out the weak 
points in our system ; but we want to k?iow how we 
can overcome our difficulties." 

To this question we answered. If you know hu- 
man nature, you know the way out. 

Take your own case. 

Suppose you are a $5,000 man and your firm pays 
you $2,500. What is the result ? You work under 
protest. You feel you are worth more, ought to be 
getting more; you become restless and dissatisfied; 
after a time you lose interest in your work; you 
*iet things slide;" and in the end you either resign 
or lose ybur position. 

There is only one hard-working person in any 
trade or profession, and that is the man or woman 
who is getting all that is coming to him, and who 
has incentive to put in his work every oiince of en- 
ergy of which he is possessed. 

If you as a department manager will put yourself 
in the position of your sales-clerks and try to under- 
stand their feelings in their humbler sphere of labor, 
you will very quickly see how you can win over 
their entire loyalty and co-cperation. That is by 
offering them not fines and a rod for their back, 
when they make mistakes, but a premium for good 
conduct, efficiency in salesmanship and honest 
effort. 

Tlie Key to tlie Situation 

This can be done in a very easy way. 

Suppose you pay your average sales girl $8.00 a 



week. Get your cost clerks, or your accountania 
to estimate what volimie of sales each girl must 
make in order to warrant you in paying her that 
$8.00. Your net profits on her services begin to 
accumulate rapidly on every dollar she sells over 
and above that sum. Offer her a share in this net 
profit, and see what will happen. We may be mis- 
taken, but we firmly believe that if you can per- 
suade your firm to carry out this policy in your de- 
partment it will not be long before the value of the 
plan will be so evident that it will become the pre- 
vailing policy throughout the store. 

Customers will find the sales force ready and 
willing and prompt in their services. Goods will 
be hauled down from the shelves cheerfully ; clerks 
will take pride in displaying the goods on their 
counter to the best advantage; every article in 
stock will be studied and the esprit-de-corps will be 
such that the store will gain an invaluable reputa- 
tion for the excellence of the service rendered the 
trade. 

i^remiums Better Tlian Fines 

There can be no question in the minds of intelli- 
gent business men of the fact that premiums on effi- 
ciency are better than fines for inefficiency, and 
since American department stores are admittedly 
superior to British shops in "organization, equip- 
ment, capitalization, buying methods and advertis- 
ing," to quote Mr. Tom Bigby again, American de- 
partment stores may be made the best in the world 
on all points, particularly on the all-important point 
of sales efficiency, by adopting the plan we have 
outlined above. 

There is an old saying, "Molasses catches more 
flies than vinegar," and human nature is so consti- 
tuted that most people — even employees — can be 
led much easier than they can be driven. The "fine" 
system of Great Britain has many evils, because it 
carries with it the old feudal idea of the inferiority 
of the working class, or peasants, whereas the 
profit-sharing plan we have outlined above is mod- 
ern, suits American ideas best, and puts "self-inter- 
est" at work, thus offering the best possible induce- 
ment to every salesman and salesgirl to work early 
and late to increase his or her efficiency. This plan 
is positive, not negative in its effect, and would re- 
move all need for fines, fault finding and close su- 
pervision, sometimes called "slave-driving," and 
the results in increased sales and good-will among 
customers would undoubtedly prov** to be the best 
investment of capital in labor that the American de- 
partment store could make. 
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The Problem 



There is no section of the Re- 
view of such manifest interest 
of Advertisinsr to the trade as our Advertising 
Department. This month the bulk of the advertise- 
ments were sent us by interested readers for criti- 
cism. 



The problem of writing advertisements that 
"pull" is no simple one. It is impossible to lay 
down any hard and fast rules, but in the main the 
chief requirements for turning out successful ad- 
vertising copy are ( i ) choose your trade, and write 
in the language of the class of people you cater to ; 
(2) describe your goods with exactness; (3) offer 
real value in every bargain ; (4) illustrate your copy 
plentifully and (5) take pains to see your advertise- 
ments are well arranged, the typographical display 
is tasteful and harmonious and that the ad. is well 
balanced. 

Dealers whose trade is drawn partly from farm- 
ing communities should conduct a mail-order de- 
partment. Use the telephone book for a mailing 



list, supplementing your customers' names, offer 
to fill orders promptly sent over the wire, and when- 
ever you have a special sale send circulars to your 
out-of-town trade or marked copies of the papers 
containing your advertising. Fight the catalogue- 
house with their own weapons and you will win 
your share of trade from the farmers. 



When all is said and done, no 
An Incentive ^^^^^ ^^ ^^^^^ furnishing goods 

to Labor ^^ be successful unless he has a 
well-trained corps of sales-assistants. 

British stores have a system of fines for infrac- 
tions of rules, and do great team-work in persuad- 
ing customers to buy goods, while their sales-as- 
sistants know their stock, both as to location and the 
quality of goods. Most American sales-girls and 
salesmen, however, lack these good points. Thej 
are careless, inattentive, and do not know their stock 
in detail — particularly new goods and goods infre- 
quently called for. 

Whatever the underlying causes for this state of 
affairs, there is no doubt but that successful buyers 
have methods all their own by which they secure the 
loyalty and co-operation of their sales-assistants, 
educate them up to a knowledge of their stock and 
stimulate all to a desire to establish new sales rec- 
ords from year to year. This is as it should be, and 
it may be said the best incentives to labor are not 
the "big stick," but prizes for efficiency in salesman- 
ship. 



In offering to the trade a 
Enthusiasm In a ^^^rd article on the subject 

Good Caase of denatured alcohol, we feel, 

if possible, more enthusiastic than ever on the sub- 
ject, for contact with those dealers who are hand- 
ling the new line proves that we are fully justified 
in spending the time needed to put before the trade 
the facts concerning this new industry. Experi- 
ence proves that we are enthusiastic in a good cause. 

We feel this way about denatured alcohol; 
the industry is an entirely new one in the United 
States; its possibilities are practically unknown to 
the majority of retail merchants, particularly house 
furnishing dealers, who are destined to reap im- 
mense profits in the course of time from the sale 
of these goods, wherefore, the House Furnishing 
Review owes it to the trade to give all the facts it 
can obtain on this subject in a simple, direct way, 
and not stop until every side of the question of 
interest from the retailer's point of view has been 
presented. 
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As the retailer profits most by pleasing his cus- 
tomers, and the making of profits depends upon 
sales multiplied by the dealers knowledge of, and 
ability to point out to his customers the possibilities of 
denatured alcohol for household use, we do not hesi- 
tate to discuss this subject also from the customer's 
point of view, for by so doing we assist the dealer 
in salesmanship. 

Nor will we refuse to answer any questions the 
trade may zvant to ask, either now or in the future, 
and we shall state the facts as known to us without 
fear or favor. 

We believe that industrial alcohol is destined to 
become as important an industry as Standard Oil. 
nor will we be surprised if the consumption of 
denatured alcohol for light and fuel in American 
homes eventually — within ten or twenty years, 
possibly sooner — exceeds that of kerosene oil. 
Meanwhile, retailers may justly look for a most 
satisfactory increase in their business in this field as 
fast as their local trade becomes educated up to 
what alcohol utilities will do for them. 

Such being the case, the House Furnishing Re- 
view is not only warranted in dealing with so large 
a subject in a large and exhaustive way; it would 
even be remiss in its duty to the trade, and blind to 
its opportunities, if the Review failed to do what it 
is doing. 

We believe the trade estimates this service at its 
true value, and we shall make no further statement 
regarding what we are doing, for we have already 
substantial evidence that both retailers and manu- 
facturers of house furnishing goods are deriving 
considerable profit from these articles. Indeed, 
outside observers have not been slow to say that 
the house furnishing trade is to be congratulated 
upon having an organ able to serve its interests with 
so great a degree of foresight and efficiency. 



Important Chanj^e in 
Bns:li8h Patent Laws 



American manufactu- 
rers, who export to 
Great Britain products 
sold in the United Kingdom under the protection of 
British patents, may find these patents useless to 
them after August 28, 1908, if the foreign patent is 
more than four years old, and they do not operate 
factories in Great Britain *'to an adequate extent." 
This situation is brought about by Section 26 of 
the New English Patent Act, which provides that 
"any person may at any time not less than four 
years after the date of a patent and not before the 
28th of August, 1908, apply to the Comptroler for 



the revocation of a patent on the ground that \he 
patented article or process is manufactured \or 
carried on exclusively or mainly outside the United 
Kingdom, and unless the patentee proves that theV 
article or process is manufactured or carried on to\ 
an adequate extent in the United Kingdom, or gives 
satisfactory reasons why the article or process is 
not so manufactured or carried on, the Camptroller 
may make an order revoking the patent either at 
once, or after a specified time if the patented article 
ar process is not in the meantime manufactured or 
carried on ivithin the United Kingdom to an adequate 
extent. If the patented article or process is not 
manufactured or carried on within the time allowed 
and the patentee can g^ve satisfactory reasons for 
his failure to comply with the order, the Comp- 
troller may extend the period specified in the order 
for a period not exceeding twelve months. An ap- 
peal can be made to the Court against the decision 
of the Comptroller under this section." 

As is evident from a careful reading of this law, 
its object is to compel foreign manufacturers, 
whose products are sold on a large scale in Great 
Britain under the protection of English patents, but 
not manufactured in the United Kingdom, to be- 
come in effect English manufacturers by forcing 
them to establish factories in England, or suffer the 
loss of their export trade to British manufacturers 
who by process of law abrogate their patents and can 
thereafter make the foreign manufacturers products 
without payment of royalty. In other words, 
British patents are hereafter for the protection of 
British manufacturers only, and American and 
other foreign exporters, who cannot or will not 
make their product in English territory, will have 
the pleasure of seeing British manufacturers 
profiting by processes or patents obtained at home 
at great expense without being able to compete with 
them for a share in British trade. 

As a matter of fact, the same law has also been 
made effective in Germany and Russia, and in these 
countries, as well as in Great Britain, American 
inventors are required to have some of their goods 
made in these grantor countries. 

So far as reprisals are concerned, Representative 
Focht, of Pennsylvania, introduced a bill in Con- 
gress on April 23, 1908, the purpose of which is 
to put foreign inventors who receive patents from 
the American government on a similar footing in 
this country by requiring that one-half of their 
goods be manufactured here. The Congressman's 
sole aim is to retaliate in the empires mentioned. 
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* AN ALCOHOL STOVE DOES AWAY WITH THE HOT KITCHEN." 



HOUSEHOLD ECONOMY OF DENATURED ALCOHOL 

The Convenience of Denatured Alcohol in the Home. Its Economy for 
Cooking Purposes. Its Safety, and Why Alcohol is Economical to Use 



VISIT to the Housekeeping 
Experiment Station at Da- 
rien, Connecticut, the home 
of Charles Barnard, con 
tributing editor to the Cen- 
tury Dictionary on tools 
and machinery, and a well- 
known literary expert on 
household appliances, dis- 
closed many interestin'^ 
facts concerning the econo- 
my and convenience of denatured alcohol appliances for 
household use, which are valuable for retailers to know, as 
they place in his hands reliable information enabling him 
to talk intelligently to his customers concerning the merits 
of this new line. Mr. Barnard's reputation for accuracy 
and care in conducting his tests as to the value and effi- 
ciency of household utensils has led many manufacturers 
of house furnishing specialties to submit their new products 
to him for a thorough tryout, and in many cases Mr. Bar- 
nard has not only been able to report favorably upon the 
completion of his tests, but also to point out possibilities 



of improvement which have enabled such manufacturers to 
make their new specialties perfect at all points before plac- 
ing them on the market. 

The Housekeeping Experiment Station is not a labora- 
tory or a workshop, however, as one might infer from 
its name — it is a bungalow, located at Cedar Gate, a beau- 
tiful park in an exclusive section of Darien, and is the 
home of Mr. Barnard and his wife. Here Mr. Barnard 
tries out new household appliances and modern house- 
keeping methods by actual use under regular housekeeping 
conditions, which enables us to tell not what denatured 
alcohol ought to do, but what it actually does do when 
used for light and for cooking purposes in rural homes. 

Ligfatins: Public Streets 

*T have been maintaining an alcohol street lamp at my 
own expense for demonstration purposes," said Mr. Bar- 
nard, as we walked up from the railroad station together. 
**To-night the selectmen of Darien are to call on me and 
consider whether the town will instal some of these lamps 
to light the streets. The neighbors have been talking about 
what a brilliant light it gives, and my street lamp has done 
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more than anything else to awaken 
local interest in denatured alcohol." 
There is no doubt, judging from 
Mr. Barnard's experience, that if 
country dealers, who take up the 
sale of alcohol appliances, will light 
their stores, or the street in front 
of their homes with an alcohol 
street or arc lamp, the result will be 
an immediate wakening of public 
interest in the new fuel. Even though the town does not 
adopt the lamps for street illumination, the whole com- 
munity will thereby be led to investigate the merits of 
the alcohol lamps and stoves handled by the dealer. 

The Advertising Value of the First Sale 

As an example of the advertising valiie of the first sale, 
Mr. Barnard spoke of a minister's family in Noroton, a 
nearby town, who had been using a kerosene stove for 
cooking purposes. Everybody knows the foul odor with 
which inferior oil stoves fill apartments, where kerosene 
is burned daily, and the minister's family had become ill 
from this cause. Mr. Barnard placed at their disposal an 
alcohol-gas stove, and not long after the 
minister said to him, "We are so delighted 
with our alcohol stove, its cleanliness, 
economy of time, money and labor, and its 
freedom from offensive odors, that we do 
not know how to express our gratitude to 
you for showing us what a wonderful fuel 
denatured alcohol is. Much to our sur- 
prise, we have been able to cook all, the 
meals for our family of three during the 
past month for only two dollars." 

This experience was not onlv gratifying to Mr. Bar- 
nard, but it serves to demonstrate what enterprising deal- 
ers may expect everywhere once they have shown to a 
f«w of their customers what the alcohol stove will do 
for them. 

Pitfalls to be Avoided 

Mr. Barnard had one experience, however, which indi- 
cates certain pitfalls to be avoided. 

Alcohol appliances are so new, and the proper way to 
use them so entirely unfamiliar to people that the dealer 
should follow his first sales into the homes of his cus- 
tomers and see that they know how to use their stoves and 
lamps properly. It is not enough to demonstrate the utili- 
ties to your customers at the store; whenever possible, 
call in a day or two after delivery to give further instruc- 
tions. 

Mr. Barnard provided a Darien restaurant with an alcohol 
stove, and calling around later found that the stove had 
smoked and sooted up the room the first time it was used. 
There was every indication that by mistake somebody had 
filled the reservoir with kerosene instead of alcohol, al- 
though the first time a new alcohol stove is used it may 
smoke a little while the anti-rust compound is burning off. 
After that, no further trouble need be expected from this 
source. 

The point is, leave no avenue of criticism open at the 
outset, for your sale of alcohol lamps and stoves may 
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Otherwise be needlessly hurt, and a prejudice be created 
against them unjustly. The alcohol stove cannot smoke, 
explode, or give off offensive odors, if used as it should 
be, and should anything go wrong through the ignorance 
of customers, the dealer owes it to himself to find it out 
promptly and show his customers why the article com- 
plained of gave unsatisfactory results and how to use the 
lamp or stove in the right way. Of course, after people 
become familiar with denatured alcohol all this will be 
needless. 

The Convenience of the Alcohol Stove 

"I am going to show you one thing about the alcohol 
stove impossible with any other," said Mr. Barnard. "We 
will have luncheon together, and you will see my wife 
make toast on the table, poach eggs and prepare the 
coffee. The alcohol stove thus does away with the hot 
kitchen, the servant problem, coal, ashes and dust, and 
makes cooking a pleasure." 
And so it was. 

We sat down to the table together. Mrs. Barnard 
toasted seven slices of bread on her alcohol stove, poached 
five eggs and made coffee, nor did this method of pre- 
paring luncheon take any more time than 
the usual way. Indeed, we were able to 
enjoy the meal with the hostess free to 
join in the round of conversation, and 
everything was piping hot and waiting for 
us when we were ready to eat it. 

The Cost to Prepare a Breakfast 

Talking later about the cost of pre- 
paring meals on an alcohol-gas stove, Mr. 
Barnard said, "You will be surprised to 
know how economical the alcohol stove is, even with alcohol 
at fifty cents per gallon, the price I pay for it. Here is a 
record showing what it cost us to prepare a recent break- 
fast. We used our two-burner alcohol stove, and coffee, 
cereal, bacon and an omelet were all ready to serve in 
twenty-seven minutes. Later we heated the water for 
washing dishes, and the entire cost was one cent and four 
mills — less than a cent and a half. 

"" " ')reak- 

have 
arlier"; 
e,^ut 
) burn 
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up, and gone to many times the trouble required with the 
alcohol stove which is as easy to operate as a gas range. 
Do you' wonder that country housewives go into raptures 
whenever they see one of these stoves for the first time!" 

The Economy of the Steam Cooker 

"Of course, in cooking dinner, the cost is greater be 
cause it takes longer and there is more food to cook, but 
a dinner requiring three hours' use of the alcohol stove 
will cost about a cent and a half per hour, or four and a 
half cents. This is cheaper than coal and 
compares favorably with gas. 

"There is one thing to be said here, 
though," said Mr. Barnard, "and that is, 
people should use a steam cooker with 
their alcohol stove. You can cook an en- 
tire meal, meat or fish, vegetables, and 
dessert over one burner, the food will be 
better cooked, the flavor and the strength 
of the food will be preserved, and you 
can cook the vegetables and the dessert 
in the china serving dishes, thus saving 
the washing of pots and kettles. While 
the cooker may cost five or six dollars to 
start with, it is economical, sanitary, and 
will pay for itself many times over. Be- 
sides, Mrs. Barnard will tell you that it 
saves trouble, as she can start a dinner 
along early in the afternoon, go off call- 
ing for an hour or two, and come back 
and find everything ready for serving." 

What a Qallon of Alcohol WUl Do, 

"In order to find out how economical the alcohol-gas 
stove is I made a comparative test of alcohol and coal for 
cooking purposes," continued Mr. Barnard, inviting the 
writer into his study where we looked over his records 
together. 

"I took a gallon of alcohol, costing me fifty cents, and 
used it for cooking only. This lasted thirteen days; with 
it we cooked thirty-five meals, including breakfasts, 
luncheons, and dinners, the latter including four courses 
and requiring from two to three hours to cook. I found 
it cost us an average of three cents, eight and a half mills 
per day, and an average of one cent, four and a third 
mills per meal, and, as I have said, the gallon of alcohol 
lasted nearly two weeks. 

"At this rate, we could have cooked all our meals with 
denatured alcohol for a month (31 days) for $1.19. I 
haVe no doubt this fact will interest many city people, 
whose gas bills average high, but, of course, you must 
not lose sight of the fact that our steam cooker was a 
necessary, but legitimate factor in securing such results." 

Comparison With Coal 

"I have here my records of our coal consumption for 
cooking extending over a period of 148 days. I buy my 
coal by the 1,000 pounds at $3.37 per half ton, and this 
table shows how long each lot lasted, average daily con- 
sumption and average cost per day. 



Coal Consumptioo I6r CookioK 



K DAYS HALF TON 


AVER. CONSUMPTION 


AVERAGE COST 


COAL LASTED. 


PER DAY. 


PER DAY 1 


46 days 


21^ lbs. 


$.08 


♦32 days 


31 lbs. 


.10 


*30 days 


30 lbs. 


.10 


40 days 


25 lbs. 


.06 



^January and February. 

%Add one cent per day for kindlings. 



THE HOUSEKEEPING EXPERIMENT STATION. 

**Now," said Mr. Barnard, "you see the average daily 
cost of the coal for cooking for the 148 days was $.09, 
and you must add to that a cent a day for kindlings, 
bringing the total average up to ten cents per day. This 
does not consider the trouble and labor of handling the 
coal, making fires, emptying the ashes and all that. With 
the alcohol, there were no kindlings, no dust, no dirt, 
no ashes, no heavy lifting, no waste, but absolute effi- 
ciency. Coal for cooking, therefore, is nearly three times 
as costly as alcohol for cooking purposes, so that alcohol 
at around $1.25 per gallon would be as cheap as coal at 
$6.75 per ton." 

Cleanllness of Alcohol 

'*Yes," broke in Mrs. Barnard at this point, "and don't 
forget to say how clean and nice alcohol is to handle. 
It is so different from kerosene. You can spill it on the 
carpet or your dress and it does no harm; if you get it 
on your hands, the alcohol leaves them feeling cool, clean 
and sanitary. I think it is the greatest blessing of modern 
times." 

One has only to see the beautiful home of Mrs. Barnard,^ 
its artistic atmosphere and abounding evidences of good 
taste and the careful housekeeper to appreciate this trib- 
ute to denatured alcohol. 

Why Alcohol Is Economical 

"As you know," said Mr. Barnard, "the reason why de- 
natured alcohol is so economical, to bum in lamps and 
stoves is because it is turned into gas, which is then 
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mixed with air, and the mix- 
ture burned in the same way 
that gas is burned in a Bunsen 
burner. 
"Alcohol burned through a 
I wick in the same way that 
kerosene is burned, would be 
very expensive indeed, but 
when you turn the alcohol into 
a gas and mix air with it, a 
pint of alcohol will go as far 
as three pints or two quarts ot 
kerosene. That is to say, with 
alcohol at fifty cents per gallon, 
one pint, costing less than 
seven cents, would go as far 
GERMAN ALCOHOL STREET as a half gallon of kerosene, 
LAMP. costing seven and a half cents. 

How Alcohol Is Burned 

"Without going into technical details as to how alcohol 
is burned in a modern gas stove or mantle lamp, it is 
enough to describe the operation of lighting one. As you 
know, you pour a little alcohol into the cup beneath the 
burner of your stove or lamp, and light it. The burning 
alcohol makes the burner so hot that when you open the 
valve and let the alcohol flow through it, the alcohol turns 
into a gas. This gas in passing through the jets in the 
burner mixes with itself about one quarter of its own 
volume of air, and you get a hot blue fTame precisely like 
that seen in the ordinary gas stove, which is itself also 
nothing but a modified Bunsen burner. 

"In the case of the lamp, the burning gas makes the 
mantle incandescent, or white hot, just as illuminating 
gas does in the case of the Welsbach light. 

"Everybody knows that' when a liquid or a solid turns 
into a gas it expands to many times its volume as a solid 
or liquid ; that is what happens to liquid alcohol in a lamp 
or stove. 

"I think this explanation should make it clear to you 
as to why alcohol is so economical to bum, even at pre- 
vailing prices. When alcohol drops to around twenty- 
five cents per gallon, as it will in the course of the next 
few years after it has come into general use, even the 
poorest classes will find it to their advantage to use de- 
natured alcohol." 

The Safety of Denatured Alcohol 

"While I do not wish to be quoted on this point, I 
should say that alcohol does not turn into a gas at less 
than 176 degrees Fahrenheit, whereas gasoline gasifies at 
much below ordinary temperatures; in any case, as you 
saw, you have to make the burner quite hot before the 
alcohol gasifies. Therefore, if you turn the flame low 
and the wind blows it out, the alcohol will go back to a 
Ikjuid again, and does not fill the room with an inflamma- 
ble gas, as a gasoline stove would. These facts are some- 
thing your trade should not overlook in selling these goods." 

Alcohol Lamps vs. Kerosene Lamps 

"As between the alcohol lamp and the kerosene lamp 
I have made some interesting comparisons: 
"First, as to heat radiation. Everybody who has a 



central-draft oil lamp knows luat it throws off a great 
volume of heat, making it uncomfortable to sit near and 
read by at night, or to use on a hot summer night. The 
alcohol lamp, on the other hand, uses its heat in render- 
ing the mantle incandescent and radiates very little heat 
indeed. 

"The quality of light an alcohol lamp throws off is 
three or four times as bright as an oil lamp, and is so 
near to sunlight that you can see to match colors by it. 
This is a great advantage to shopkeepers, as ladies can 
see to match silks, dress goods, etc., by the alcohol arc 
light as well as they can in the daylight. 

^*A« ^o cleaning, I have found by actual test it takes 
from fifteen to seventeen minutes to clean, fill and trim 
three oil lamps, whereas, it takes only three minutes to 
make three alcohol lamps ready for use, because all that 
is needed is to fill them. The chimneys remain clean for 
a long time, as alcohol does not smoke or "blue" them as 
kerosene does, and there are no wicks to trim. Here is a 
great botheration done away with. 

"As to the effects of the lamps on the air of the room, 
I placed an oil lamp in one of our rooms and shut the 
door. After it had burned an hour, the air was percep- 
tibly foul, and after an hour and a half the air was not 
fit to breathe. Testing an alcohol lamp under the same 
conditions, the air of the room was apparently as sweet 
and pure at the end as at the beginning, as in using alco- 
hol there are no offensive by-products." 

Alcohol an Ideal Fuel 

"Experiments made here at the Housekeeping Experi- 
ment Station during the past year prove to me that de- 
natured alcohol is a safe, economic and an efficient do- 
mestic fuel, wherever the housekeeper desires a pleasant 
kitchen in which food may be cooked under the best sani- 
tary and hygienic conditions," said Mr. Barnard, as the 
writer made ready to return to 
the city, "and at the greatest 
possible economy of time, labor, 
materials and money. 

"Of course, there may be ac- 
cidents in using alcohol-gas, as 
there have been with coal, arti- 
ficial gas, kerosene and other 
fuels, but the daily use of this 
gas at the Housekeeping Ex- 
periment Station for many 
months have failed to show a 
single explosion, fire or other 
accident that was more than a 
trifling mishap instantly and 
easily corrected. If a spoonful 
of alcohol is spilled and takes 
fire, blow it out. If a greater 
quantity takes fire smother it 
with a pot cover or dash a little 
water over it. Should you spill 
any on your clothes and set fire 
to it by accident, walk slowly 
over to the sink and pour water i 
on it or brush the flames out 

with your hands. Do not run, construction of alcohol 
and you will be safe." lamp burner. 
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H. WINDHORST, Lyons & Chabot, New 
York, writes: "I am enclosing herewith 
one of our Semi-Annual circulars. Can 
you offer any suggestions to improve 
same? What is your idea of it?" 

Your circular, which we reproduce 
elsewhere, is well conceived, but we do 
not think your printer did justice to your 
copy. Not enough attention has been 
given to typographical display, nor has he 
taken pains to feature such sub-divisions as "Gray Enamel- 
ware," etc. The consequence is the circular is flat and life- 
less; there is too much sameness about it, and while it is 
readable, the circular is not one calculated to attract at- 
tention because it looks "cheap." The fact that this cir- 
cular was distributed with Sunday newspapers probably 
secured for it a hearing, which accounts for the success of 
your sale, but we think better results will be obtained next 
time, if you insist on having your next circular given bet- 
ter typographical display, the subdivisions set off in box 
borders with feature headlines, and we also think your next 
circular will be better balanced if you have the firm name 
placed at the bottom of the "ad" instead of having two 
such strong features at the top. 

K- K. Denniston, with the ). D. Purcell Company, Lex- 
ington, Ky., writes : "Am enclosing copy of *ad.' recently 
used for opening our . house furnishing exhibit, which 
proved a grand success. This is the best ad. I have ever 
had for good results. The saucepan, which was a good • 
value, proved a great drawing card for the entire adver- 
tisement. Have been watching the advertisements and 
comments on same in the Review and get great good for 
same. Am always open to suggestion. This exhibit 
which lasted one week, consisted of twenty demonstrations 
chiefly of house furnishings, and a free class in cooking, 
proved a great thing for our basement, as it was packed 
from opening to closing. Do you think it would be ad- 
visable to run two of these exhibits a year, say another 
about October first? Or do you think that would be over- 
doing the business? Any suggestions on this through 
your valuable columns will be highly appreiated." 

Answering your first question, we think your advertise- 
ment is a good one. The reading matter in your opening 
announcement i$ especially well written, and it is also well 
displayed. Our chief criticism of your advertisement is 
the fact that your printer has used linotype composition 
in many places where display type would have looked bet- 
ter. This is true of the two smsall squares at the top of 
the ad. and on the left hand middle panel. There is too 



much white space here, and too little black-face type. The 
bottom half of the ad. would have been improved greatly 
by means of stronger head-lines, although it looks very 
well without rules. Taken as a whole, the advertisement 
is well balanced, readable, and well arranged. 

Answering the second part of your letter, would say that 
we believe you could run another exhibit in October with 
good results. Of course, it would pay to feature fall spec- 
ials at that time as you featured spring specialties in Feb- 
ruary. We might add that a similar industrial exhibit 
given at the Wm. Barr Dry Goods Company's store, St. 
Louis, by Mr. Wade last January proved so much of a 
success that Mr. Wade contemplates making this a perma- 
nent feature of his department. Whether this idea would 
work out successfully we have some doubts, as it seems to 
us people like a change and something new would have 
to be exhibited every week in order to maintain interest. 
Whether new goods could be obtained so frequently is 
open to question. We think that an industrial exhibit 
might be conducted for a month quarterly with a good 
prospect of success, and there is no doubt that demon- 
strations and lectures on cookjng are a strong drawing 
card. Why not try a demonstration of alcohol utilities 
next to draw in your out-of-town trade. As these goods 
lighten the labor of those living in the country, they are 
essentially summer goods, and could be featured in June or 
July with good success. Let's hear from you on this point 
if you conclude to try it out. 



Milton Meyer, of the Geismar-Meyer Company, Hobo- 
ken, N. J., writes : "I herewith send you one of the four- 
page circulars, of which we are distributing 30,000 by can- 
vassers and by insertions in newspapers. We are about to 
take possession of our new building, occupying 50 x 150 
feet, with four selling floors and basement. The entire 
basement will be devoted to crockery and house furnish- 
ings. We are in the regular department store line." 

Your circular, of which we reproduce one page above, 
is very good indeed. The headlines are strong and well 
displayed, and each page is well balanced. We like your 
idea of placing your illustrated bargains around the out- 
side margin of the circular, and the way they are arranged. 
The two circles on the page with your special offers of 
much-needed articles — clothes pins and thread — at a par- 
ticularly low price seems to us well calculated to draw 
trade and secure results. Altogether your circular is one 
of the best of its kind we have seen, and we particularly 
like its small size (12x18), which makes it handy to hold 
an^'to read. 
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OUR GREAT TWENTY-FIFTH SEMI-ANNUAL SALE OF 

House Furnishing, China, Glassware, Silverware, Cudery, Etc 
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CaoUag Oaaam mud HomtfitmitkU^ EjdUbm WOi HwmFuU 
Sway ah IMa W—h-F9b, 3rdt0W» UteUalo^-'im tk» BmaMMnt 

We'll have delicious things for you to cat and drink, and all OMUioer of intereating thiogt , 

to show you for makins oure. whokaomc food and debcacteai It's all face, and we want you to 

come atwJ make yourself at home. : : : : : i 

DoH 't Mist tM» Cooking CUua»$, 9:50 to ll:30 a. m^:SO to 4:30 p. m. 

Thu will be the moM interesting part of the whole cxhibiL Even if you never entertain a 
thought of cookmg a meal yoursdCyou can hardly afford to miss these .cbasea, The science 
4 4 making food nutritious will be thoroughly expUioed and dcaBoostraced. as well as instructioos 
lor cooking properly. : : : : 







WEST MAIN ST. 



Our First Basement Festival 
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A. F. Breton, of the Curran Dry Goods Company, Wa- 
terbury. Conn., brought in his advertisement* in person for 
criticism, and one point of difficulty developed which no 
doubt is common to many advertisers — the difficulty of 
getting the printer to follow instructions on copy, or take 
the pains with it he should, especially in newspaper offices 
where everything must be done in a hurry. The chief 
criticism of this copy is typographical errors, and failure 
to strengthen certain lines evidently intended in the orig- 
inal copy to have been put in larger type. The only way 
in which this trouble can be overcome is for advertisers 
in preparing copy to take pains with the layout, specify 
what lines are to be featured and what lines can be set in 
smaller tjrpe. It is also well to send to the printer a lay- 
out of the border arangement wanted, and print in the 
feature lines with ink in lettering of about the size of type 
wanted. This will help out amazingly, and will prove a 
practical substitute for the more complete and technical 
specifications given by advertising experts who are in the- 
ory, if not in practice, practical printers. 



A striking single-column advertisement is that of the 
Columbus Dry Goods Company,* Columbus, Ohio, which 
runs the depth of the paper. This copy is run daily, and 
gives special bargains for each day in the week. There is 
little difficulty in securing good display and excellent typo- 
graphical effects with an advertisement of this kind, and its 
unusual shape should attract much attention. 



MOVING HOUSE FURNISHINGS 

BY HEANS OF THESE 



The four-inch, double-column advertisement of chafing 
dishes by W. H. Barnard & Company,* Norfolk, Va., is 
ideal. The typography is tasteful, the arrangement of cuts 
striking and appropriate, and the use of white space shows 
the experienced ad-smith. 

Another four-inch, double-column advertisement is that 
of imported enamelware by the Patrick Hackett Hardware 
Company,* of Ogdensburg, N. Y. The cuts are made to 
tell the story of the advertising, and the simple fact that 
the enamelware is imported and the color is given is 
strengthened by a suggestion of superior quality by the use 
of the trade-mark. This bears the earmarks of a clever 
advertiser. 



Stuart's,* of Canton, Ohio, suggests a right way to use the 
small ad. to good advantage — that is, by offering one good 
bargains each day. This special bargain can be illustrated 
and described to good advantage, and it suffices to draw 
trade to the store to whom may be shown the entire stock 
after they call. 



*See Page 36. 



The Oriental Company,* Salem, Ohio, advertising kitchen 
helps shows a good advertisement. We are not particu- 
larly well impressed with the stock cut, "Household Goods,'* 
and think a cut of the Savory roaster would have been 
to better advantage. The quoting of prices is an excellent 
feature of this ad. 
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The eurran Dry Goods Qo. 

ANNUAL SALB OP 

Housefurnishinq Goods 
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Tliis li anl>' a partial list, ^s thit sale includes evcrytliinft in hodsekeeping goods. 
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DO DEMONSTRATIONS PAY? 



le Ob|ectioii8 to Demonstratioiis, and Their Advantages, 
ke Argument for the Retailer and the Manufacturer 



HAVE BEEN ASKED 
the question, Do demon- 
strations pay? This is a 
question both manufactur- 
ers and retailers are ask- 
their problem is practically 
ntical, we will take up the 
m the retailers' point of 

ilers who oppose demon- 
ic about as follows: We 
we should advertise un- 
reate a demand for them, 
nd capital in promoting the 
ople's goods. We are in 
money and to supply the 
ey want and ask for. We 
can make the biggest profit by keeping expenses down, 
which means by selling goods for which there is an existing 
demand. If we were to take up every new line, no matter 
how good, we would have to do more advertising, expend 
more effort and employ a higher grade of help at increased 
cost for wages, and we doubt whether the profits would in- 
crease to the degree that* would warrant us in increasing 
such expenses. Therefore, we do not see why we should 
conduct demonstrations of new goods. 

So far as demonstrations of goods extensively advertised 
by the manufacturer is concerned, this is different, it is 
true. But what good will the demonstration do us? We 
must give up valuable space in our house furnishing de- 
partment, advertise the demonstration at least twice a 
week, using costly copy better devoted to our staple lines, 
and in the end the demonstrator will sell few of the 
goods. After the demonstration is over the public will 
forget all about the demonstration, and we are as badly 
off as before. Of course, the demonstration may help to 
attract people to our basement and thus sell some of our 
regular stock, but a special sale will serve the same pur- 
pose to better advantage. 

Do Demonstrations Pay Retailers? 

The question is, are the arguments of the retailer con- 
clusive? The question is not one of opinion, but of fact. 
The answer is best given by drawing upon the experience 
of those who conduct demonstrations and know what can 
be accomplished by this method of merchandising. 

To properly answer this question retailers should look at 
it from the point of view of the public. That store is most 
successful that best serves the people and caters most to 
the interest of its customers. Let the department mana- 
ger put on his hat and coat and mix with his customers, 
listen to what they say and join with the people who come 
to buy his goods. A few experiences of this kind will do 
more to open his eyes to the truth regarding the success 
(or want of success) of his department than a bushel of 
eloquence. 



Demonstrations Create Good Will 

The first thing Mr. Buyer will learn upon mixing with 
his customers is that demonstrations create good will. 

"Oh, what is this they are doing over here," exclaims 
Mrs. Smith to Mrs. Jones. 

The two women trot over to the demonstration booth 
and listen to what the demonstrator has to say. They ex- 
amine the article. If it sells for a few cents they may buy 
one because of its novelty; if it costs several dollars and 
they have no need of the article just then, neither Mrs. 
Smith nor Mr. Jones will buy one, but both of them 
will take a circular away with them and file it away for 
future reference. Its merits will be discussed at the din- 
ner-table when the husband comes home or at some other 
opportune time, and the memory of the article will remain 
until the need for it arises — then Mr. Buyer will have the 
pleasure of seeing Mrs. Smith walk in and ask for the 
article she saw six weeks or several months before. 

It is these "come-backs" that constitute the most valua- 
ble asset in retailing merchandise, and this feature of the 
pulling power of demonstrations is a proven fact well 
known to both manufacturers and retailers who feature 
them. 

The Three Factors Needed tor Success 

The next thing that Mr. Buyer will l^arn from his inves- 
tigation is that not everything offered him is suitable for 
demonstrations, and he must study how to "pick the 
winners." 

How he can do this Mr. Charles Herman, of the Roth- 
enberg Store, New York, pointed out to us in a recent in- 
terview. 

"Three things are needed to make demonstrations suc- 
cessful," said Mr. Herman. "I have learned that you 
must have a good article, a good crowd and a good dem- 
onstrator. 

"If you have a good demonstrator and a good article, but 
a small crowd, your demonstration will fail. 

"If you have a good crowd and a good demonstrator, 
but a poor article — one that will not stand the test of home 
use and please the customer — ^>'our demonstration will fail. 

"If you have a good crowd and a good article, but a poor 
demonstrator, one who cannot interest people, convince 
them of the merits of the article and create demand 
for it, your demonstration will fail. 

"All three 'goods' must be delivered and when they are 
combined in equal proportions there is nothing I know 
of more helpful to the profits and welfare of the house 
furnishing department. 

"So far as demonstrations of new specialties is con- 
cerned," continued Mr. Herman, in answer to a question, 
"I think it foolish for department managers to limit them- 
selves to goods for which the manufacturers have cre- 
ated a demand by general publicity or other methods. 
That would be like a man prospecting for gold and finding 
diamonds passing up the diamonds on the ground they 
were not what he was looking for. 
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**If a salesman shows me an article "that is brand new 
and I believe it to be of genuine merit, I will take it and 
demonstrate it. The result is our store gets a reputation 
for progressiveness and enterprise that is invaluable to us." 

Demonstrations and Sales Clerks 

'There are two sides to the question as to the after 
effects of demonstrations so far as our clerks are con- 
cerned." said Mr. Herman. "One side is that a tactless 
demonstrator, being irresponsible to the store management, 
can di.sorganize the sales-force by telling our clerks they 
are foolish to work for so much when they can get so 
much more acting as demonstrators. Then again, when 
we advance some of our clerks to posts as demonstrators, 
they cannot stand prosperity, become dissatisfied and finally 
quit or are discharged. Manufacturers should insist upon 
their demonstrators minding their own business and paying 
strict attention to their own duties, and department mana- 
gers should use discretion in selecting sales girls for pro- 
motion. 

"These objections are matters of detail^ however, and 
common to every employer's experience. 

"The other side of the question is that demonstrators, 
who have judgment and ability, stimulate our sales clerks 
to a better application of salesmanship, educate our force 
to a knowledge of the selling points of new goods, and 
pave the way for greater efficiency all along the line. 
There is no doubt in my mind that demonstrations pay 
and I speak from knowledge gained by actual experience." 

A Word to Manufacturers 

In concluding this brief article, we have this to say to 
manufacturers. Demonstrations pay better than general 
publicity (although the latter cannot be dispensed with) 
because in advertising you talk at long range against forty 
pages of other advertisers among whom you are lost in 
the shuffle, whereas from your demonstration booth you 
talk personally with crowds of customers, show your goods 
as they are, distribute circulars that are preserved for fu- 
ture reference, because the recipients have a personal 
knowledge of the goods, and if you make no sales at the 
moment, sooner or later the bread thrown upon the water 
during the demonstration period will come back through 
the retailer. 

The Experience of One Manufacturer 

Talking with Miss Hendrickson, General Manager of 
the Stillman Safety Lamp Company, of New York, on 
this subject, we were informed that there is an increas- 
ing demand for demonstrations in almost every section 
of the country. 

"We distribute circulars illustrating our lamps and lan- 
terns," said Miss Hendrickson, "and we have plenty of 
evidence that these circulars are preserved. Not long 
ago a customer came to our New York office and bought 
a considerable number of our lamps, showing a circular 
that we had not issued for two years. In another in- 
stance we received an order from I>enver enclosing a 
booklet distributed a year before. Where this customer 
picked up the booklet we do not know .and these are only 
two instances out of many that convince us that demon- 
strations are of the utmost advantage to manufacturers 
ivhen traced in stores where the crowds go" 



A Nut for Buyers to Crack 

"That buyers who refuse to look at goods offered them 
by salesmen are not only discourteous but foolish is shown 
by this fact," added Miss Hendrickson. "A Brooklyn 
buyer tells me he knows whenever Brooklyn stores are 
conducting a demonstration of our lamps because his 
charge customers begin to come in and ask for them. 

"They say to our demonstrators, 'Your goods are han- 
dled by Smith's, are they not?' "Yes; well, I have a 
charge account down there and I will order one from 
them." 

"Suppose Smith's buyer has not only failed to put our 
lamps in, but also refused a hearing to our salesman when 
he called. What will he do when Mrs. Charge Customer 
comes in and asks for our lamps? He has not got it. 
does not know where to get it. and probably does not know 
a safety oil lamp exists. What impression does his vesra- 
lar customers get of him when they find out they know 
more about goods in his line than he does himself?" 

This is a fair question and we will leave it for whoever 
will to think it over. 



Albert Rothschild 

ALBERT ROTHSCHILD, who travels the Western 
States for Frank & DeKeyser of New York City, 
putting out their line of bath-room fixtures and household 
specialties where they will do the most good, says that he 
has had eighteen years of expedience in the line, although 
his picture will bear testimony to the fact that he does not 
look it, and is "good to be in the ring" for another such 
period. Mr. Rothschild was with Stransky & Company 
for twelve years, and has spent the past six years with 
Frank & DeKeyser, a brief interval having been devoted 
to business on his own account, which through lack of 
capital he was forced to give up. Mr. Rothschild is well 
and favorably known throughout the Western trade and 
has acquired his share of "Western hustle," as evidenced 
by the fact that his sales have been increasing from year 
to year. 
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Illing & Mould, of Troy, N. Y., have incorporated with 
a capital of $10,000 to operate a department store. 

Joseph Bros., Elmira, N. Y., are planning to erect a big 
department store in that city. 

It is reported that a new $50,000 department store will 
shortly start in business in Rreading, Pa. 

Olds. Worth am & King, Portland, Ore., will erect a 
large five-story building for their use, and it is reported 
that another department store building will also be con- 
structed in the down-town district. 

The Boston Department Store, Boston, Mass^ a new 
firm of which Mr. J. S. Bailey is manager, will open a 
new department store. 

Ware & Dailev have opened a large department store 
in Passaic, N. J. The company owns large and successful 
department stores in big cities in the States of New York 
and New Jersey. 

The Dunlap Company, Shenandoah, Pa., have opened a 
branch store on East Center Street. 

The Klausner Brothers Dry Goods Company, Newark, 
N. J., have incorporated with a capital of $5,000 to con- 
duct a department store. 

E. W. Edwards & Son, Syracuse, N. Y., have incorpo- 
rated with a capital of $1,000,000 to operate department 
stores. 

Geo. B. Waith Company has been incorporated with a 
capital of $2,000 to operate a department store in Elling- 
ton, N. Y. 

The Murdeson Dry Goods Company, Buffalo, N. Y., 
will operate a new and handsome department store in 
Niagara Falls. The. fittings of the new store are elaborate, 
and an electric elevator and all the latest appliances and 
conveniences are installed. 

E. Rosenwald & Son, who conduct a large department 
store in Las Vegas, New Mexico, are planning to erect a 
new building for their use. 

The Clark & Sands Company, Worcester, Mass., has 
been incorporated with a capital of $10,000 to operate a 
department store. President, Alvah F. Clark; treasurer, 
Douglas T. Sands, and clerk, Lester M. Bacon, all of 
Worcester. 

A. F. Ross & Company, has been incorporated at New- 
buryport, Mass., with a capital of $25,000, to handle house- 
hold goods. President, Eleazer S. Pike, Maiden; treasu- 
rer and clerk, Joseph H. A. Currier, Newburyport. 

Garant & . Company, Saratoga Springs, N. Y., has 
been incorporated with a capital of $25,000 to conduct a 
department store. 

The Adams-Flannigan Comp.^ny, of New York, has 
been organized for the purpose of taking over the busi- 
ness of Fellows & Smith, the department store in the 
Bronx, which recently went into bankrupcy. The new 



owners are building additions to Fellows & Smith Store, 
and will give to the Bronx a large and modem department 
store. John Flannigan and Thomas R Adams, a son of 
one of the directors of the O'Niel-Adams corporation, arc 
interested. 

The Fifth Street Store, Los Angeles, Cal., has taken 
over the stock and fixtures of the Central Department 
Store. 

It is reported that a departnient store with a capital of 
$1,000,000 is being organized in Atlanta, Ga. The build- 
ing of this concern will be erected on a prominent busi- 
ness street in this city. 

The L. S. Donaldson Company, Minneapolis, Minn., are 
receiving the congratulations of the trade upon the beau- 
tiful booklet they have recently issued concerning the 
"Donaldson Glass Block." This booklet is printed upon 
calendared paper and a handsome tint-block is used 
throughout. The illustrations are unusually excellent and 
show a store which is equal or superior to many of the 
leading stores in the largest cities of the United States. 
Every department is equipped with the finest of fixtures, 
furniture, etc., to say nothing of store decorations, and the 
ground arrangements are of the highest class. We con- 
gratulate the L. S. Donaldson Company upon the splendid 
showing made in this beautiful booklet. 



A Modern Delivery System 

When one makes a purchase anywhere in Abraham & 
Straus's new store in Brooklyn, N. Y., his parcel is dropped 
into a hole, and that is all he knows about it until it 
arrives at his door, all covered with peculiar marks and 
signs. 

But when it is dropped into that hole it falls on an end- 
less belt and is off on a long and intricate ride. It is 
carried on various systems of belts until it passes out of 
the main store under Livingston street and into the com- 
plex delivery room in the new building. 

There the bundle, if on a charge or C. O. D. account, 
drops in front of reference clerks, who instantly verify 
the name and account. Then it passes on to other clerks 
who check and recheck and check again, so there can be 
no mistake, until the "endless" belts have carried it to 
the sorters, who work with the skill and agility of trained 
postal clerks. Apparently with ease and indifference they 
throw packages, large and small, here and there, and the 
packages disappear and continue on the journey until they 
arrive in a cage over which presides a driver, who knows 
his route and the patrons of his employers' store on his 
route as thoroughly as a postman knows his route. To 
one who has wondered how his tiny parcel is delivered 
promptly in all the daily rush of business, the mystery is 
explained by an inspection of this system. 



— 39 — 



Digitized by 



Google 



THE HOUSE FURNISHING REVIEW 



GEO. W. SCHULZE. 



L. H. GROBER. 



JAMES D. HENDERSON. 



WELL-KNOWN MEN OF THE ROAD 

Knights of the Grip Known to the House 
Furnishing Trade in the United States 



L. H. Qrober 

LH. GROBER of Covington, Ky., is a "knight of the 
• grip," who has returned to his first love after hav- 
ing spent fifteen years in the retail china and house fur- 
nishing goods business in Covington up to the summer of 
1907. Mr. Grober now travels through Cincinnati and 
vicinity, central Kentucky and southern Indiana, and dur- 
ing his long experience as retailer and sales agent in this 
territory has acquired a wide acquaintance in the trade. 
Mr. Grober is a manufacturer's agent and represents a 
number of manufacturers including the Iron City Tin and 
Japan Company, of McKees Rocks, Pa.; The Royal Pol- 
ished Steel Roaster Company, Troy, Ohio, and the Alum- 
inum Cooking Utensil Company, of Pittsburg. Before he 
went into the retail business, Mr. Grober had been. a trav- 
eling salesman, so that his trips from city to city are no 
new experience for him. 

George W. Schulze 

ONE OF the Metropolitan salesmen well known to the 
house furnishing trade is George W. Schulze, who 
represents E. B. Estes & Sons of New York, and calls on 
the trade in Greater New York. Mr. Schulze has been with 
his firm for two years past, and supplies special wood turning 
to nearly every manufacturer in the gfreater city, wherever 
wood enters into the making of their line, and enjoys busi- 



ness relations with the largest, as well as the smallest, 
manufacturer. Mr. Schulze also provides a line of nov- 
elties for the use of the large jobbing trade. To the men 
who travel from city to city. New York seems like a small 
territory, but its multitude of manufacturers and many 
square miles of ground covered by the gfreater city, keeps 
Mr. Schulze as busy as some others of the traveling fra- 
ternity, who cover longer stretches of territory in their 
travelings to and fro. 

James D. Henderson 

JAMES D. HENDERSON, of Philadelphia, Pa., is one 
of the oldest traveling men in the trade. Some thirty 
odd years ago he went on the road for the celebrated 
house of the Lalance & Grosjean Manufacturing Com- 
pany, who were then located at 89 Beekman Street, and 
traveled constantly from New York to the west as far as 
Denver. After traveling for them for some twelve years, 
he purchased an interest in the house of Benham & Stou- 
tenborough of New York and ran that business under the 
name of Henderson & Stoutenborough ten years. Leav- 
ing New York, he went to Philadelphia in the interests 
of several houses and finally drifted into the regular com- 
mission business, becoming a manufacturers* representa- 
tive. Mr. Henderson now represents seven of the best- 
known metalware manufacturers in the country and has a 
business of considerable proportions. 
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E. H. Bentley, formerly buyer of house furnishing 
goods for Trask, Prescott & Richardson Company, Erie, 
Pa., who is now located in Columbus, Ohio, left a recor-^ 
i:ehind him in Erie to be proud of. As announced in a 
former issue, Mr. Bentley and his assistants won the first 
prize of $50.00 in gold by a gain of 24.8 per cent, over the 
same week in the preceding year during the first depart- 
ment managers' sale, and in the second sale contest of 
the same kind held the week ending March 28, 1908, the 
last week of Mr. Bentley's connection with this firm, his 
department again won first prize of $50 by a gain ol 
373 per cent, in sales. As the next highest gain made 
by any department was 19.9 per cent., the splendid record 
made by Mr. Bentley and his assistants is worthy of com- 
ment. 

Mr. I. Halpern, buyer of house fur- 
nishings for the Pettis Dry Goods Com- 
pany, Indianapolis, Ind., will marry Miss 
Frieda Pink in July of this year. Mr. 
Halpern is one of the most successful 
and progressive buyers in the trade, and 
is receiving the congratulations and good 
wishes of his many friends. 

A REPRESENTATIVE of this paper, who 
visited the office of the Lisk Manufac- 
turing Company, in Canandaigua, N. Y., 
was informed that, according to present 
indications, the business would be out of 
the receivers* hands within 60 or 90 
days. The firm is doing a good business 
and is gradually getting financial mat- 
ters in a satisfactory condition. The 
Reed Manufacturing Company, of New- 
ark, N. Y., has been released from re- 
ceivership and its business is running 
ahead of last year in volume. 

Landers, Frary & Clark, Meriden, 
Mass., have moved their Boston office to 157 Summer St. 

Thomas C. Meehan has joined forces with the new 
Kiting, Siegel & Company's store at Trenton, N. J., as 
buyer and manager of house furnishings, china and toys. 
Mr. Meehan requires but little mtroduction, having been 
so closely identified with the trade for a number of years 
both as buyer and traveler. He has an army of friends 
and they all wish him the greatest success in his new 
position. 

The M. B. Mace Company, New York, has been incor- 
porated with a capital of $5,000 to manufacture ice cream 
freezers. 

Charles Schaad, Brooklyn, N. Y.,has incorporated with 
a capital of $1,000 to manufacture ladders, etc. 



The Range Manufacturing Company, Springfield, 
Mo., is organizing with a capital of $50,000 to manufacture 
steel and malleable rangse, permitting the use of either 
wood or coal for fuel. Incorporators are major D. D. 
Berry, F. X. Heer and A. J. Eisenmayer. 

Thi* 1j>iversal Holding & Manufacturing Company, 
Portland, Me., has been incorporated with a capital of 
$500,000, to manufacture wooden articles. President, J. E. 
Chase; treasurer, G. J. Jason, and clerk, B. G. Ward, all 
of Portland. 

The Fort Wayne Refrigerator Company, Ft. Wayne, 
Ind., has organized, with a capital of $50,000, to manufac- 
ture sanitary refrigerators, to be made of glass and steel. 
The president of the new concern is C. A. Dunkleberg; 
treasurer, S. M. Foster; secretary, Albert E. Schaaf. 

The Automatic Sewing Machine 
Company, of Cincinnati, O., has been 
incorporated, with a capital of $50,000. 
The Lyon & Son Manufacturing 
Company, Newark, N. J., has organized 
with capital of $125,000 to manufacture 
buttons, brass novelties and silverware. 
Grinberg Bros., New York, has incor- 
porated with a capital of $100,000 to 
manufacture gas and coal stoves. 

The Petrillo Clock Company, Bos- 
ton, Mass., has organized with capital 
of $50,000. President, Joseph Petrillo; 
treasurer, Antonio Mele; clerk, James J. 
Tracy, all of Boston. 

The Brunswick Balke-Collender 
Company, of New York, manufacturers 
of household refrigerators, etc., now 
occupy elaborate quarters in the Build- 
ers' Exchange Bldg., 29-36 W. 32nd 
I. halpern. Street. They burned out in the recent 

Parker Building fire. 
The Chronographic Enameling Company, 153 La Salle 
Street, Chicago, has incorporated with a capital of $20,000 
to manufacture porcelain enameled metal articles. 

The Sanitax Brush Company, Chicago, III., has or- 
ganized with a capital of $25,000 to manufacture and deal 
in brushes. 

Peter F. Pia, 127 White Street, New York, have incor- 
porated to manufacture toys. The capital is $7,500. 

The Pryor Manufacturing Company, Chicago, 111., 
have organized to manufacture metal specialties. The 
capital is $50,000. 

The New Century Novelty Company, Jersey City, 
N. J., has organized with a capital of $100,000 to manu- 
facture hardware and hardware supplies. 
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WHO MAKES THE 



TJtADE 




MABK 



GLASSWARE 



and is it the best? 



ASK THE DEALER. 



A. H. Heisey & Co., inc. 

NEWARK, OHIO. 

New York Sample Room Baltimore Sample Room 

No. 25 West Broadway 122 West Baltimore St. 

A. A. Bean, Agt. H. S. Bokee. Agt. 

Philadelphia Sample Room 
1035 Market St., T, Downs, Jr.. Agt. 
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Gill Clay Pot Company, Muncie, Ind., has incorporated 
with a capital of $30,000. 

It is reported that the old Mansfield Glass Factory in 
Lockport, N. Y., has been sold for $6,500. The assessed 
valuation of the plant was $175,000, and one single ma- 
chine used in the manufacture of fruit jars cost more than 
what the entire plant sold for. 

William Isaacs' Sons., Inc., Brooklyn, N. Y., has or- 
ganized with a capital of $1,000 to deal in glass, glassware, 
etc. 

The Hobbs' Glass Works, London, Toronto, Can., has 
been destroyed by fire with a loss of $joo,ooo. The loss 
consisted principally of stock. 

The Dose Tube Stopper Company, New York, has been 
incorporated to manufacture glassware, corks, etc. Capi- 
tal, $25,000. 

Van Steinburg & Hurst, Colorado Springs, Colo., have 
opened a first-class china and house furnishing store, and 
have discontinued handling everything in the dry goods 
line. 

Carpenter & Pierce. Troy, Pa., have added a new china 
department to their already extensive business. 

The Just-Tungsten IlluminatiQg Company, New 
York, has incorporated with a capital of $250,000, to manu- 
facture electrical bulbs, lamps and globes. 

VoGT & Dose, New York, have been incorporated with a 
capital of $25,000, to handle imported china and glaassware.. 
The directors are Charles Vogt, H. G. Freeze and William 
Nagel, all of New York. 

M. F. Kaag & Sons, Ft. Wayne, Ind., have the reputa- 
tion of being one of the largest importers and jobbers of 
crockery, glassware, and imported French, German and 
Japanese china in their section of the country. 

Charles Ahrenfeldt & Son, New York, have incorpo- 
rated their business with a capital of $10,000. They are 
importers and exporters, and commission merchants for 
china and glassware. 

Herman F. Rogers, Huntington, N. Y., has opened a 
salesroom for cut glass, chinaware, and furniture. 

The G. W. Drake Cut Glass Compiny, Corning, N. Y., 
will be offered for sale again some time next month, as 
only $900 was bid at the sale conducted by the receiver in 
April. Although said to be worth at least $20,000 and 
inventoried at $12,500, the small sum mentioned was the 
only bid offered. 



The a. L. Blackmer Company, Inc., of New Bedford, 
Mass., manufacturers of cut glass, have assigned. 

Fish Bros. & Company. Nashville, Tenn., have moved to 
a larger and better location, and will increase their stock 
of chinaware. 

The Plant of the Conneaut Lamp Company, Warren, 
Ohio, which is controlled by the National Lamp Company 
and which will be devoted exclusively to the manufacture 
of the new tungsten lamp, will soon be in operation. The 
Packard laaory in this city will also soon be turning 01:* 
this same kind of a lamp. 

A NEW CUT GLASS PLANT has been put in operation at 
Bowling Green, Ohio, by Pitkin & Brooks, the firm hav- 
ing closed its plant at Chicago Heights. The firm which 
originally operated the Bowling Green plant removed its 
molds and other chattels to Jeannette, Pa., where a new 
factory has been started in connection with the business 
of the McKee-Jeannette interests. 

Mr. M. S. Koch, who has been with Messrs. J. Rosen- 
blatt & Company, chma importers, Baltimore, Md., nearly 
fourteen years, has resigned his position and is now rep- 
resenting factories for the Southern territory. Mr. Koch 
has established himself in Baltimore as a manufacturers' 
representative, and has secured the accounts of some well- 
known firms. As Mr. Koch is well acquainted with the 
trade in his section, including Baltimore and Washington, 
he has many friends who wish him success in his new 
;K)sition. 

Reports from K Liverpool, Ohio, indicate that the china 
trade this year is likely to be as much as in 1907, although 
the bulk of business will be done in the later months of 
the year. A large amount of business is being placed for 
fall delivery, and most of the potteries are working nearly 
to full capacity. The discovery of immense beds of 
china clay in Texas has led many pottery manufacturers 
to prepare for making china dinnerware instead of porce- 
lain and semi-porcelain goods, which have been staple 
products during the past few years. The manufacture of 
art pottery is making a wonderful advance, and while 
some claim that seventy-five per cent, of the art pottery 
sold in the United States is imported, nevertheless Ameri- 
can manufacturers are fast coming to the front, as is shown 
by the sales of a large art pottery of Zanesville, Ohio. 
This firm started to export last year, and its ware was 
sold extensively in England, Germany and Australia, Rus- 
sia and France. The domestic sales have been growing 
rapidly, and this year will see several new art potteries 
placed in operation in the Ohio Valley District. 
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"VOLLRATH" 

STEEL - and - CAST IRON 

ENAMELED WARES 




Vollrath Double Roasters 

Self -basting. 

No buttons, ridges or 
grooves. 
Easily cleaned. 
The top is dished, pro- 
ducing the 
Centre Drip. 

Our constant aim is to produce only the HIGHEST QUALITY of steel and cast iron 
wares and our ''40 years of knowing how" finds us making the only COMPLETE LINE 
of HIGH GRADE enameled ware made in this country. You see VOLLRATH WARE 
in every big store in New York and Chicago, and some day you. too, will learn that your 
greatest profits and satisfaction to your trade lie in a 

COMPLETE AND HIGH GRADE LINE 

THE JACOB J. VOLLRATH MFG. CO. 

HOME SHEBOYGAN, WIS. office 

Branch Office 

New York y,j^^^ Chicago 



Branch Office 

and 

Warehouse 

25 Warren St 1 75-1 77 Lake St 



World's Largest Exclusive Sheet Steel and 
Cast Iron Enameled Ware Manufacturers. 
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for cutting bread, meats, fruit, and vegetables to any 
desired "thickness. 

For the information of the trade we desire to say that 
there is another bread slicer made in Newark, N. Y., which 
is exactly like the Oelkers* machine except that like most 
other imitatioils it is more cheaply made and naturally 
gets out of order more frequently. It also sells for just 
a little less than the Oelkers' machines, but the difference 
in price is not sufficient to over weigh its advantage, ai 
the imitation is not very well calculated to give satisfaction 
to the trade for obvious reasons. 

Unde Obedlah'8 ''Brotlier BUI" 

Uncle. Obediah is so well known to the trade as to need 
no introduction, particularly among those who handle the 
line of "money-back metal ware" manufactured by the 
Pritchard-Strong Company, Rochester, N. Y. 

Uncle Obediah has sold hundreds of lanterns for those 
who have placed them in their show windows, and Uucle 
Obediah's "Brother Bill," a striking lithograph showing a 
bricklayer eating his dinner from a "Prisco" dinner pail 
is well calculated to attract the attention of people as 
they pass by, and judging from "Brother Bill's" happy 
smile he is more than satisfied with the good things 
taken from his dinner pail. 

The Pritchard-Strong Company make a feature of as- 
sisting dealers in advertising and displaying their goods. 

The **Qulckoiit" Rre Extingiiislier 

There is a constant demand for fire extinguishers for 
household use, and to place in factories, shops, stores 
printing offices, farm buildings, and elsewhere where 
fire is likely to Occur at any time. At the same time there 
is a demand for a fire extinguisher which will not do the 
damage water and liquid chemicals do to furniture and 
property in putting out the flames. 

The "Quickout" Fire Extinguisher, manufactured by 
the Royal Manufacturing Company, I^ncaster, Pa. is 
just out,* and is a dry chemical compound contained in a 
long tin tube in sufficient quantity to put out a large fire, 
and will do the same work which requires several barrels 
of water without the danger of flooding the building or 
damaging furniture, carpets, etc. 

This chemical compound is in powder form, and 
extinguishes fires when thrown from the tube with a 
scattering motion on the base of the fire. The moment 
it touches the fire a gas is generated which immediately 
smothers the flame no matter whether caused by burning 
grease, or oil, or any other inflammable material which 
even witter will not extinguish. 

The "Quickout" Fire Extinguisher is made to sell at a 
large margin of profit to dealers. 

More About RIes 

There is an increasing tendency on the part of physicians 
and the health department of large cities to urge all 
householders to equip their windows and doors with 
screens to keep out the flies on the ground that thest 
insects transmit disease germs of all kinds, particularly 
typhoid fever. In fact it has been proven that a large loss 
of lives is caused by flies during the summer months. 

The Continental Company, Detroit, Mich., are assisting 
in art extensive campaign of education along this line 



and are sending out to dealers and others interesting 
reproductions of newspaper articles and njagazine articles 
on this subject. There is no doubt of the truth of theii 
contention, and there is a movement on foot in some 
quarters by interested public officials to find ways and 
means of killing flies for the purpose of keeping down 
the mortality rate in our large cities. 

The problem of eliminating flies js rendered much 
easier when the house is equipped with screens properly 
constructed for keeping out flies after those already in 
the house have been exterminated. Those manufactured 
by the Continental Company are of the best character, and 
dealers will find ready to hand advertising literature 
of a character well calculated to increase their sales ot 
these goods during the summer months. 

**Androck" Toaster 

We illustrate in this column a new scientific loc toaster 
which offers big value for the money and makes crisp 
toast, browned all over alike. The "Androck" toaster 
toasts quickly and economically, uses less gas than other 
kinds since all the heat is delivered to the toast. 
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This toaster, of which we show a sectional view, has 
a steel body, and is equipped with a tinned wire handle 
and a bright finished wire cloth bread rest 9 inches square. 
It is claimed to be the best toaster on the market. 

As will be seen the body of the toaster is dished up so 
as* to spread the heat to the outside, but it is prevented 
from escaping over the edges by the V shape of the feet. 
All the heat is forced to rise through the funnel shaped 
holes which are so small that the flames cannot get through. 

This is one of the many specialties manufactured by 
the Andrews Wire & Iron Works, of Rockford, 111. 

The Dlstinatlofi off Alcohol 

We have had several requests for information concern- 
ing where a practical hand book on the distillation 01 
alcohol from farm products and on the denaturing of 
alcohol can be obtained, and we take pleasure in calling 
attention to the book published by Spon & Chamberlain, 
123 Liberty street. New York, under the title of "The 
Distillation of Alcohol from Farm Products" by F. B. 
Wright. 

This book is in its second edition and includes the Free 
Alcohol Law and its Amendment, the Government regu- 
lations therefor and a number of U. S. GoveiT.ment au- 
thorized denaturing formulas. 

This book discusses the various forms and sources or 
alcohol, the preparation of mashes and fermentation, the 
description of distilling apparatus as well as other practical 
information designed to help farmers and others wishing 
to go into this industry on a moderate scale. The book 
includes some sixty illustrations showing the layout of 
distilleries, and is a book that should be in the library of 
farmers and small manufacturers who contemplate the 
production of denatured alcohol for industrial purpo'.es. 
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Qerm Proof Water Filters 

The improved Natural Stone Germ- Proof Water Filter, 
illustrated in this column, is made by the Fulper Pottery 
Company, Flemington, N. J., which has recently been 
given the most thorough bacteriological test by the Kansas 
City Chemic-Technic Laboratories. 



The test had to do with the filter disc shown in the 
sectional cut, herewith, and the laboratories reported an 
efficiency of ioo% in eliminating typhoid bacilli from the 
water, and an efficiency not lower than 98% in the case of 
all other bacteria. This result shows perfect filtration 
.-^nd that the improved-stone filters manufactured by 
Fulper Company are perfect in keeping drinking water 
clean and pure. 

Of course; the filter used in a cooling appliance of this 
kind must be cleaned and sterilized from time to time. 
The Scneca-Tripoli-Stone disc is used in the Fulper Stone 
filter, and it is possible to clean and sterlize the filter disc 
at any time, as the stone proper is encased in a nickle 
plated metal case, from which the stone can be readily 
removed, giving easy access to all parts, as well as op- 
portunity for thorough inspection, cleaning and sterlizing. 

6-5-4 Black Ltista 

6-5 4 is the only preparation in the world that is suitable 
for use on gas cooking ranges ; it is applied like paint ; 
dries quickly; shines itself; is grease and water proof; 
is not affected by hot water and one application will wear 
months. 

It is also the best screen enamel in the world for two 
reasons: (i) Because it is so thin that it can not fill up 
the wire mesh. (2) Because it is rust proof and will 
make old screens look like new. No matter how rusty 
your screens are, 6-5-4 will "cure" them. It is just as good 
for the wood frame as it is for the wire mesh. 

When storing stoves for the summer give them a coat 
of 6-5-4; it will prevent rust and they will be all ready for 
use in the fall. 




It is especially fine for any iron-work that comes in 
contact with salt air and water, because it penetrates the 
iron and absolutely prevents rust. • 

Manufacturers of axes, tools, or any metal that needs 
a coat of black enamel will find 6-5-4 the best and cheapest 
preparation that they could possibly use for that purpose, 
because it covers such a vast amount of surface, dries so 
.fuickly, and gives the iron a finished appearance. 

It is also a great labor-saver in this connection, l>ecause 
the article can be dipped instead of painted. It is made by 
Crosby & Co., Detroit, Mich. 

National Sweeper Company 

Among the attractive offers of the Easter season was 
one by the National Sweeper Company, announcing their 
new carpet sweeper— "M.arth a Washington." 

Besides representing the latest and most practical im- 
provements in carpet sweepers, there is in the new sweeper 
an exquisite charm in its design. This is due chieffy to 
the end plate which differs from the conventional curved 
lines and harmonizes in good taste with the angular lines 
of the box and bail. The sweeper complete becomes mod- 



ernized art — conforming 10 the spirit of the "Arts and 
Crafts" — and is eligible to the good graces of admirers 
of something more than merely "useful" in a household 
necessity. The number of Martha Washmgtons alreadv 
sold places it among the leaders of the National line. S 
eral hundred dozen sweepers were sold by the manul 
turers on the special offer which closed May ist. 

The National Company have enjoyed an unusual tn 
this spring, their volume of business for the first qu_ 
ter exceeding that of the same period of any previous y~ 
in their history. 
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The Stillmaii Safety Lamp Company 

Attention is called to the fact that the Stillman Safety 
Lamp Company, formerly of 43 Cortlandt street, has re- 
moved their offices to nmnber 68 Murray street, New 
York, where they will be a little nearer to the trade and 
where they will have quarters better adapted to their 
purposes. 

The advantages of the Stillman Safety Lamp arc suf- 
ficiently well known to the trade to need no comment, and 
their new location should lead to a marked increase in 
their business. 

The Kemiedy Corner Wardrobe Rack 

We have the pleasure of introducing to the trade The 
Kennedy Corner Wardrobe Rack made by the Kennedy 
Novelty Works, Rochester, N. Y. 




The superiority of this article over the ordinary coat 
hanger is made plain by the illustration, inasmuch as the 
Kennedy Rack fits any corner of the bed room, and will 
take the place of the old fashioned wardrobe at a vehy small 
fraction of its cost. The Kennedy Rack can be put in 
place by anybody, and needs no carpenter to nail up 
boards and hooks for a closet, thereby destroying the 
walls and making an unsightly appearance when taken 
away. 



household appliances which everybody has been looking 
for, and it needs only to be demonstrated in the house 
furnishing department to meet with ready sale. 

The Giant Motor Washing Machine 

We are showing here a cut of the Little Giant Motor 
Washer — a machine that has established for itself a repu- 
tation for quality. The H. R. Ii:win Manufacturing Comp- 
any, of Cincinnati, O., who built these motors and 
washing machines, aim to build a motor that is more 
durable, has more quality about it, is more simple and 
more reliable than any other make on the market. Their 
Little Giant is about 25% more powerful than the majority 



The Kennedy Wardrobe Rack is so constructed as to 
exert considerable pressure against the side walls, the back 
of the side rails being equipped with metal points which 
penetrate the wall sufficiently to hold the rack in place, 
but not enough to injure the finest papered walls. This rack 
is put up without the use of nails, hooks, or screws, and 
when sprung into position, the rack automatically holds 
itself in place. 

The Kennedy Wardrobe Rack is made of the finest 
quality of oak, hooks and drape rod are made of cold 
rolled steel, nickel plated, and when artistically draped, as 
shown in illustration, is an adornment to any room. If 
used without drapery it makes an ideal hall rack. 

The Kennedy Wardrobe Rack is one of those handy 



of motors. It operates on a very low pressure and de- 
velops great speed, which are the principal features of a 
good motor for this use. Nothing but the very best of 
material is used. Every part is perfectly machined with 
the wearing parts extra heavy. In the design of this 
motor, no springs are carried on the valves thus eliminating 
all danger of breakage and cause for trouble in the motor. 
One of the features of this motor is that it is mounted on 
a base which has a double bearing for the dasher shaft. 
This double bearing, top and bottom, holds this shaft and 
pinion gear always in one position, not permitting the gear 
to wabble as it will do in some makes. This double 
bearing construction permits the piston rod to always run 
in and out dead true, which means considerable to the 
life and wear of the motor. Many other features are found 
ir this motor to make it a strictly high grade and 
thoroughly reliable machine for this particular use. 
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A Golden Eagle For Somebody 

WHY NOT YOU 7 

Is it Worth YOUR. WHILE to Win a Ten Dollstr. 
or «L Five Dollar Gold Piece ? 

IF SO. READ THIS : 

The publishers of the House Furnishjng Review offer for a limited time a First 
Prize of Ten Dollars in Gold, and a Second Prize of Five Dollars in Gold for the 
best contributions each month by members of the trade to its editorial columns. 

The object of the publishers in offering these prizes is to stimulate the interest 
of our readers in attaining greater success than ever before as buyers and sellers of 
house furnishing goods, and to offer some inducement to successful, ambitious and 
pushing men in the trad^ to make known to others their ideas, experience and meth- 
ods of doings business. 

Prizes will be awarded with strict impartiality. Names count nothing; the ^roc- 
tical value of the articles or ideas contributed will count most, and the best man 
will win each month, no matter who he is — whether he is well known to the trade or 
simply working his way to the front in present obscurity. We are offering these 
prizes for practical suggestions, not names, and we repeat— the small dealer, or the 
humblest assistant buyer who has brains has as good a chance as anybody else to 
win a prize. 

While preference will be given to finished articles, all else being equal, we do 
not require that contributed matter entered for a prize shall be ready for the printer. 
Jot down your plans, suggestions, or details of your window or interior displays 
as roughly as you like: Our Editorial Staff, if they accept it, will prepare your 
contribution in interesting shape for publication. ^ 

Somebody is going to win a ten-dollar or a five-dollar Gold Piece this month! 
Get busy, and that somebody may be YOU. 

CONDITIONS OF THE CONTEST t 

1. Prizes will be awarded to subscribers only, who are actively en- 
gaged in selling house furnishing goods, crockery, china, glassware or 
kindred lines. 

2. Everything else being equal, contributions accompanied by photo- 
graphs will be given preference. 

3. Contributions to receive attention must be of practical value to the 
trade: hints on how to sell goods; how to create demand; how to dis- 
play stock to best advantage ; how to dress windows ; selling plans that 
have won out; how to organize a house furnishing department; how to 
increase the efficiency of the sales force; how to start a house furnishing 
goods store on a small capital — in short, practical pointers from prac- 
tical men on practical subjects gleaned from actual experience. 

4. A careful reading of recent issues of the House Furnishing Re- 
view will serve to indicate the kind of information and articles for which 
prizes are offered. 

5. The publishers reserve the right to accept or reject any or all the 
articles submitted. 

6. Each month's contest closes on the last day of each month. 

AddrcM all Contnbutioiu to "THE EDITOR,"^ 

THE HOUSE FURNISHING REVIEW, 
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59-61 Potrk Place. 



NEW YOR K 



— 8 — 



Digitized by 



Google 



"BENGALIA" 



ALCOHOL UTILITIES 



Can be adapted to any 
ordinary D collar lamp. 

Windproof. 

Suitable for outdoor il- 
lumination. 

Can be operated by 
aLnybody. 



BENGALIA BURNER 



Fullest guarantee giv- 
en tot 5 yearsp that Burn- 
er will act perfect. 

No wick Burning ! 

Chimneys manufac- 
tured in Jena» Germany. 
Will not breaLk from 
heaLt. 



Retail Price 
$3.50 Complete 



No Danger 
Non-Explosive 



Can be used on any ordinary Kerosene Lamp. No blacking of mande. Use Ordinary mande. 

Superior to any incandescent gas burner. Consumption one quart of denatured alcohol 

in 16 hours. Cost ^ of a cent per hour. No soot. No smell. 



ALCOHOL STOVES 



No. 15. RetaU Price $2.90 



No. 16. RetaU Price $5.00 



These stoves are quick 
boilers.* (One quart of water 
boils in 4}4 minutes.) 

They are neat and clean, 
absolutely free from danger 
and far superior to any oil 
stove. 

They are, with the excep- 
tion of No. 7, all fitted with 
regulators. 

Fonts hold 1 pint of alcohol; 
burning capacity 6 hours. 



No. 8. Retail Price $5.00 



No. 7. Retail Price $3.00 



Ask for particulars and dealers discounts of full line. 

G. COHN & COMPANY 



337 BROADWAY 

NEW YORK 
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Subscribers may insert want advertisements, such as may be approved by the 
publisher, in THE HOUSE FURNISHING REVIEW, free of charse. Adver- 
tisements for this department must be received not later than the 16th of the 
DAonth. 



AGATITE MENDS AGATE WARE-Does it right, too! 
Stands the hottest fire. Won't burn oflf if pan boils dry. 
No acids or solder used. Guaranteed pure. Price $12.00 gross; 
15c size. Try a gross. — J. S. Longhurst, Jr., Lynbrook, N. Y. 

REPRESENTATIVE WANTED— Those calling on jobbing 
and wholesale houses to handle our shelf papers as a side 
line on commission for manufacture!-. Address B. P. Co., care 
House FurnishinC Review. 

AN IMPORTER of a good and staple line of white enameled 
ware, finest ever imported, also imported enameled ware 
specialties, wishes to communicate with reliable parties who have 
established routes and are visiting the house furnishing trade 
in New England and Southern States. I carry open stock in 
New York. For particulars address • Nathan Friedenberg, 220 
Chrystie street, New York. 

( 
rjOR SALE — Complete stock of China, Glass, Silver and gen 

^ eral House Furnishing Goods, with good will of prosperous 
business, established forty years, for sale in thriving manufac- 
turing and Summer resort town in Massachusetts at rare bar- 
gain. Address Box 42, care House Furnishing Review. 

UOR SALE — Chestnut Boxing for glass factories. This is our 
^ specialty. Stock J^ inch or }i inch in rough or dressed. 
Prompt shipments and dry. Address Lewis Thompson & Com- 
pany, Inc., i8th and Indiana Avenues, Philadelphia, Pa. 

'TRAVELING MAN WANTED to sell our new game as a 
-■■ side line en commission. Sold to department stores, sta- 
tioners and to all lines. Liberal commissions and exclusive ter- 
ritory given. Write at once A. H. Warner & Company, Bris- 
tol, Conn. 

WANTED — Buyer of China, House Furnishings, Dolls and 
Toys, Trunks and Traveling Bags, and Silverware; ten 
years' experience in Central Western States, large cities, de- 
sires position in East or extreme Western territory. Address 
Experienced, care House Furnishing Review. 

WANTED— Salesmen calling on department, grocery and 
hardware stores wanted to handle side line on commission. 
Exclusive territory. State territory Cbvered and line carried. 
Box 322, Rochester, N. Y. 

WANTED — Position as clerk or ad. writer and window dress- 
er. Am familiar with furniture and house furnishing bus- 
iness. Seven years* experience with a concern handling both 
lines, 22 years of age, can speak French and can furnish first- 
class references. A. J. B., care House Furnishing Review. 

TO SELLING AGENTS— We are frequently asked by manu- 
facturers to recommend firms or individuals in different parts 
of the country to handle their products. We would like to hear 
from firms whd wish to add to their lines. Please mention fa- 
cilities and territory covered. The House Furnishing Review. 

CHANGE WANTED— A western buyer of china and house 
furnishings, who can show the best of credentials, and has 
had experience in buying for large stores seeks position with a 
live department store. Address M. E. F., care House Furnish- 
ing Review. 

BUYER who has made good in organizing new and rebuilding 
run down house furnishing departments, desires connection 
with up-to-date concern in eastern Pennsylvania. Have also 



handled toys, books, and advertising; has A i credentials and 
line on commission for manufacturer. Address B. P. Co., care 
House Furnishing Review. 

'pO LET — One of the leading department stores of Harlem will 
^ sublet space in basement, 60 feet wide by 100 deep, well 
lighted and steam heated, to wide-awake business man as a 
house furnishing goods department, including Trunks, Bags, 
Window Shades and Curtain Fixtures at very reasonable terms. 
Only man able tO furnish first-class references regarding busi- 
ness ability and financial standing need apply. Address A. B., 
care House Furnishing Review. 

WANTED — We are manufacturers* agents, and have splen- 
didly equipped offices and salesrooms for handling all kinds 
of house furnishing goods and hardware specialties. We have 
a strong selling force; new lines desired. Write Harper, Spen- 
cer & Joys, 420-422 E. North Ave., Milwaukee, Wis. 

WANTED— Salesman calling on House Furnishing Goods, 
Crockery, and Glassware dealers to sell as a side line an 
article that can be carried in the pocket. A big seller. Good 
commission. Address Bucosh, 41 Doyle Ayenue, Providence, 
R. I. 

WANTED— Salesman to handle a high-class, patented egg 
beater as a side line. Exclusive territory and good com- 
missions for those who can get business. Write full particu- 
lars as to territory covered, trade you are selling, lines handled, 
etc. No triflers. Address The Holbrook Mfg. Company, Attle- 
bpro, Mass. 

WANTED salesman to sell Triumph Fruit Jar Wrench to 
•* house furnishing goods and hardware trade. Liberal com- 
mission. Most successful selling wrench on the market. Ad- 
dress Forbes Chocolate Company, Cleveland, Ohio. 

FACTORY ACCOUNTS WANTED— I am a direct represen- 
tative of factories manufacturing house furnishing goods. I 
solicit factory accounts of merit. I sell to jobbers and large 
retail buyers and have an established trade throughout the 
middle west. Address Box 14, Station D, Qeveland, Ohio. 

WANTED SITUATION as manager or buyer of house 
furnishings in a department store, or would like to 
represent manufacturers of household goods by making my 
headqua/ters at Indianapolis, Ind-. Experienced and reliable, 
can furnish the best of references. Address Henry Wilke, 
General Delivery, Indianapohs, Ind. 

AI7 ANTED — Assistant buyer of house furnishigs, desires a 
^ position in a large department store. Have just severed 
connection with a large department store carrying $50,000 stock 
as Assistant Buyer for the past 2V2 years. Address A. P. A., care 
House Furnishing Review. 

FOR RENT — Space on ground floor in prominent location on 
Warren Street, New York, suitable for office or sample room ; 
also spaces for deskroom including stenographer and other con- 
veniences. Address R. P. M., care House Furnishing Review, 

'117 ANTED — Position as Buyer or Manager of House Furnish- 
** ing or China Department. Am at present located, but 
will change about April ist. Twenty years* experience in both 
lines ; best of references. Address R. A., care House Furnish- 
ing Review. 

CIDE LINE WANTED— Am calling on Hardware and House 
^ Furnishing Goods trade. Want a good specialty on com- 
mission. Address T. E., care House Furnishing Review. 
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WHY NOT MAKE MONEY! 

IT IS EASY! 

We Will Tell You HOW! 

Solicitors and salesmen who G>Tef the house 
furnishing: trade in any section of the United 
States can pick up money in a very easy way — 
LIKE FINDING IT. 

For puticttlara addteu, BOX TEN 

HOUSE FURNISHING REVIEW 

59-6J PARK PLACE. NEV YORK- 



The Famous 

Stillman Safety Lamps 

Absolutely Safe 

A Steady Seller 

Try Them, Mr. Dealer 

Prices Right 

Discounts Good 

Send for Ch'cular 

STILLMAN SAFETY LAMP 
COMPANY 

MNURBAVST^ VU^Ymk 



jmYWHERE. 



THS RACK IN USE 



NEEDED WHEREVER 

CLOTHES ARE WORN 

THE KENNEDY 
WARDROBE RACK 

Will fit in any corner, can be put up in 10 
seconds, removed in one second. 

No Screws Nails or Hooks 

Does not damasre the wall. 
Automatically holds itself in place and al- 
the clothes that can be huns on its 12 hooks 



Wood parts of best oak, srolden finish, 
hooks and drape rod of cold rolled steel, 
nickle plated. 



Each rack packed in carton with complete 
directions for putting up. 

Retails eLt $1.50 

With good profit to de«Jer. 




BACK OF RACK AJJo METHOD OF FASTENING 
IN CORNER 



KENNEDY NOVELTY WORKS 

Sole Mtt.n\j.ak.oturer8 
ROCHCSTICR.. - - N. Y. 



THE RACK DRAPED 
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How To Advertise 
A Retail Store 

BY ALBERT E EDGAR 



Teaches I 



How to lay out advertising copy, 
How much space to use, 

How to design an attractive space-saving name- 
plate, 

What a headline should accomplish, 
How to get and use proper illustrations, 
How to write your advertising introductory. 
How to describe an article so as to make sales, 
What style and method of pricing you need, 
The preparation of efiFeaive, free advertising, 
How to find and properly use selling points, • 
The making of store papers, booklets, leaflets, 
folders, advertising letters and mailing cards, 
The organization of a follow-up system, 
The use of calendars, blotters, post-cards, adver- 
tising novelties, package enclosures, and hand-bills, 
Proper methods of window advertising. 
Correct outdoor advertising. 
Spring, fall and other openings advertising. 
Two-hundred-fifty selling helps, guessing and 
voting contests, drawings, schemes to attract boys 
and girls, premium schemes, 

The sensible advertising of speeial sales and 
clearance sales. 

The uses of leaders and bargains, 
Many novel sales plans, 

The promotion of business in a number of specific 
retail lines — this department alone occupies about 
100 pages. 

Mail order advertising and general advertising. 
Points about type, borders, ornaments, and cuts, 
Nearly 20 pages of practical and helpful hints on 
how to lay out advertising copy, 

How to read proof and technical terms. 



How this it done it demonttrated by the ate of 

641 niustrations As Models 

Showing how all thete thingt are accomplithed hj the 
highly paid ad managert and the crott-roadt ttorekeepert 

Price $3.50 Postpaid — on a money-back basis 

THE OUTING PRESS, DEPOSIT, N. Y^ U. S. A. 



Ever Stop te Think 
=— ef lt?^= 

Some goods are hard to sell— hang^ around too 
long for profit — take the place of goods that sell easy — 
on demonstration. 

Then other goods in the same Une sell on sight. 

Take carpet sweepers — Nationals sell easy. A 
National sweeper lends itself to demonstration. Any 
salesman can see things to talk about. He can't h^p 
but see points that interest. 

He doesn't have to stammer and mumble a lot 
of generalities or technicalities that means nothing to 
the wonnuB who wants lo know — He can say: 

**See this! That keeps the sweeper from tipping 
and spilling dust." 

**See that I That prevents threads from breaking. 
Handle lasts as long as the sweeper — no trouble. " 

**See how easy to remove brush — yet how firm 
it is fixed in place." 

**That's a genuine Hankow Chinese brisde 
brush. Can't be made better." 

**Look at the fine finish." 

"Yes, Nationals wear well. They run easy. 
The Roller Bearings are responsible for that " 

THE TRIPLE MEDAL LINE 

Awarded Grand Pric« and two Gold Medals at 

SL Louis Exposition. 



There's no end of talking points with a National 
sweeper. 

Best of it is they make good on any point. 



Ask 



"There's something new in sweepers. 

NATIONAL SWEEPER CO. 

98 WARREN STREET, NEWARK. N. J. 
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A good cook will quickly see 
the merits of this cake turner. 
The grease passes through it 
instantly and leaves the food 
light and tempting. The 
handle gives a firm, cool grip 
and is easily cleaned. It is 
made entirely of steel and 
will last a lifetime. Costs 
no more than the poor ones. 

Our catalog should be 
in the hands of every 
dealer. 

ARCADE MFG. CO., 

FRBEPORT, ILL. 



ISW TOKK MAVn 



^t. 



No. 01 FOR KITCHEN. 



The Tractial" Knife Grinder 



fl A simple Kitchen Knife Grinder within the means of 
almost every house-wife. 

fl Made of Alundimi, the sharpest and most durable 
abrasive known. Clamps to* table or shelf and meas- 
ures 10) inches in height. Cutting Wheel, 3} inches x 
} inch. 

fl Other sizes up to 6 inch Cutting Wheel in hand or 
foot power for every purpose. 

1 Abundant literature to promote sales, and handsome 
display stand free. 

Write for prices, and 
^Pfactical Talks About Practical Grindcfs'" 



ROYAL MFG^ CO- 102 £♦ Walnut St, Lancaster, Pa* 
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Screen Doors 

AND 

Window Screens 



THE CONTINENTAL COMPANY 

DETROIT. MICH. 



7650 NEW YORK DEATHS 
CAUSE D BY HO USE FLY 

Special lo The Journal. 

New York, Dec. 18.— Seven thousand, 
six hundred and fifty deaths are caused 
annually in New York city by the cbm- 
mon house fly. The figures arc given in 
a report to Governor Hughes by Dr. 
Daniel C. Jackson, bacteriologist of the 
water bureau. Compilation was made 
from a studj^ of the habits of the fly 
and the way in which victims contract- 
ed fatal attacks of typhoid and intes- 
tinal diseases. 

' 'The time of greatest prevalence of 
flies," says the report, "was in the 
three months beginning on July 1, and 
ending on Oct. 1. Corresp>onding ex- 
actly, deaths from intestinal diseases 
rose above the normal, culminated at 
the same high point and fell off with 
a sli^^ht lag at the time of the gradual 
subsidence of the prevalence of the in- 
sect." 



We are 
Sowing Good 
Seed for a 
Bumper Crop. 



WUl You 
Help Us 
Reap the Harvest? 

We have planned a oomprehensiye adyertisins campaicn to 
open early in the Spring: and continue throuirhout the Summer 
in the leadinsr general and recreation magazines. Thousands of 
dealers are reaping the benefit of this campaign— Why not yout 

The Hawkeye 

Refrigerator Basket 

has a ready sale and the demand is constantly increasing. Pic- 
nickers, sportsmen, fishermen, motorists, etc., who use them are 
always sure of cool, fresh, appetizing food and drink. It's a 
perfect refrigerator in a strong wicker basket that can be locked. 
Tou can't afford to be without this popular business getter. 
If your Jobber can't supply you, write us for illustrated catalog, 
prices and discounts. 

Burlliigton Basket Company 

290 Main Street Burlliifitoii* Iowa 





The Pearl 
Suit and 

Sldrt 
Hanger 






Suit Skirt 

Sold and used 
by 4000 FuTOs. 


m 

Suit Hanger 


Diamond 
Hanger 

For Men 


On demonstra- 
tion in all lead- 




Holds the en- 
tire suit. 


ing stores. 

Per 100 




$17.00 per 100 
Sold at 25c each 


Salt Rangers, flO.SO 

SMrt Hangers, 8.S0 

Rods, 12' long, 7.00 

" 18- •• 8.00 

" 24' " 10.00 




Jobber or direct. 

Write for 
Catalogue 


Carson, Pirib. Scott 

p2?*„52*'\^L5il?!? they ^liider ThI pSl 
2Si*^h thS P^rl( Hangers the best on 
wino-I^^n^L^T^ the market, and find a 
£"««?; hLS ?^«i? ^^y •«»« 'or them ih 
l^S'^ni^-Sv their wholesale and re- 
and orderly. ^ departments. 

FREEMAN SCOTT 

1504 Montgomory Avo. PHILADELPHIA 



WATER FILTER 
FACTS 



The ImproTed Water Filter is absolutely germ proof; 
is the most sanitary germ proof Water Cooler on the mar- 
ket ; considering the efficiency, is the cheapest apparatus in 
the world; is recommended by the highest authority in 
bacteriology in this country. For circular giving full report 
of the latest bacteriological test of this Filter, address 

FULPER POTTERY CO. 

Pottery Est. 1805 Flemington, N. J. 



— 59 — 



Digitized by 



Google 



THE KNORR 




PATENT APPLIED POR 



IRONING BOARD 

ff^ Can be Retailed a^t Sl.OO - 

IT The Knorr Ironing Board is the dereretl labor saTing 
device of iU land on the market. It combines in one com- 
pact design a shirt-waist board, a sleoTe board and an iron- 
ing board for all general purposes. U The clamping device 
is the strongest, simplest and best made, holding the board 
firmly in place, making it stable as a rock, yet thedamp will 
not mar the table or dielf to which it is attached. II The 
Knorr Ironing Board is made in three sizes — Infants', 
Children's and full sizes, all one price. The full sized board 
measures 29x30 in. and is strongly constructed of Idln-dried 
white wood, fully reinforced underneath and built on honor. 
Our printed matter furnished to dealers makes 

QUICK SALES 

Terms and particulars from 

The KNORR Ironing Board Oo. 

415 8m«s«« St., RMh«st«r, ■. Y. 



SILVERDIP 



The Old Way 



CLEANS GOLD AND SILVER 

■0 RUBBIM. "JUST k DIP" AID IT'S POLISHED 

Silverdlp Is sraaraiiteed not to injure the finest metal 

nor the hands, is free from acid or poison, contains 

no i^t to scratch the most delicate surface. 

(i^yiii Profit for the Dealer 

We furnish plenty of clever printed matter. 
Write us for particulars about demonstrations. 

SILVERDIP SALES COMPANY, 
43 West 27th Street, NEW YORK 



CANITA 

-^ THEWASHABLEWAUGOVESDKi , 




OFF THE DIRT' 

IT is sound sense to sell a well-advertised article— some- 
* thing for which there is already a well-established 
demand. 

SELL SANITAS 

SANITASy the widely known washable wall covering, is 
so well advertised that thousands of inquiries are coming in 
from people who want the material on their walls this 
Spring. They come from every locality — many must come 
from yours. The nearest agent gets these inquiries— if you 
have the agency we send them to you, 

SANITAS has all the beauty of wall paper, but none of 
its faults. It's as easily hung. Made on strong muslin with 
oil colors in many patterns. Waterproof— dust and dirt can 
be wiped off witn a damp cloth. Cannot fade, stain, crack 
or tear. 

Brings a fine margin of profit at the price of good cart- 
ridge paper. 

SEND FOR SAMPLES AND PRICES. 

The Standard Oil Cloth G>. 

320 BROADWAY, NEW YORK 



1&M.00TFITS 

FOR 

DOLlSaidDEIIS 

Have resulted in immediately 
increased sales. As a matter 
of fact, they 

Have Cre8k,ted 
A R.evolution 



in the sale of Dolls. 



$1.00 
LOO 



$3.98 



Add a Dollar Suit of Clothes . . . 

To a Dollar Doll, and you have a - . 

Three Dollar and Nine-Eight Cent 
combination that will sell faster 
than you had thought possible . . 

Ask Yovr Follow Buyers. 
Many buyers found this out In 1907. 
Do not miss this opportunity in 1908. 

Our New Line is Ready for Inspection, 

KAHN (8l MOSSBACHER 

Makers of Doll Outfits 
779 Broadway, New York City 
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Whenever 

BIRD CAGE that has a 
sured that it is a FIRST- 



0. LINDEMAim ft CO- 

Sole Mannfacturer* 




You See a 

STAR on it you may rest as- 
QUALITY ARTICLE. 



35-37 Wooster Street 
NEW YORK 




II 



SURE CUT" 
CAN OPENER 

PaHHTSD 7, IQ, '04 





5— Grades 
CLEAVER AND TENDERER. 



ICE CHISELS 
Six Stylet. 



TWO CUTTERS 

lONK worn ROUND CANS 
|0NC POR SOUARC CANS 

Retails for 10 oonts 



We manuf e^ot\jre a large lln#» of Bread. Butcher, Carving and 

Paring Knives. Can Openers. Family ClecK^vers, SKoe 

aua<L Putty. Knlvett. WnOLSctanerm* etc. 

Write ror Prices. IRA F. WHITE & SON CO., Newark, n. j. 



n#l^^flj|^.^ 



Kitchen KniTes 



V^liett 



lell to "yotiir c^^xstozxxeirs 



For SCREENS and GAS RANGES P 



Do 70U know that 6-3-4 it the only prepara- 
tion that it tuitable for ute on Gat or Gatoline 
Cooldng Ranget 7 

Do you know that 6-5-4 dettroyt rutt and 
maket old tcreent like new, during to quickly that 
dutt cannot ttick to it? 

Do you know that dwellert by the tea or lake 
buy 6-5-4 at the only preparation that it un- 
affected by talt water, talt air or dampnett ? 



dto c:>o. 



6-5*4 Swoops AwQiy all Gas R^ango 
Troublos 

Becaute it thinet ittelf and tayet work. 
One application weart for montht. 
It it greate proof, water proof, rutt proof, 
and will not chip, crack nor rub off. 
It it without an equal for Stoye pipet. 

Write to-day for oor Revised Scale of Prices. 
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BOSS** Washing Machines 

Sell Readily at a Good Profit 

Because they are constructed on the right principle and appeal to the public as being the washers 
that will give results. They stand supreme in points of merit and excellence of quality. 

The ''Boss'' Double R^ubbooLrd Washer 

^s guaranteed to wash clothes cleaner, quicker and with less operative power and less injury to 
clothes than any other washer. The only washer having separate chamber in bottom of machine 
in which dirt and Ijnt accumulate as separated from clothes, therefore the **Boss*' Doublo 
Rubboard is the most sanitary washer. 

Made in three sizes— can also be operated by power. 



The 1904 Automatic Washer 

Cannot be equalled by any washer of the "tub" style. 

Has large rubboara dasher. Washes cleaner and quicker and with less wear to clothes 
than any other washer of the * 'tub' * type. 

Has automatic device which reciuces operative power required to a minimum and makes it 
the easiest operating ' 'tub' ' washer now on the market. Very simple in construction and cannot 
get out of order. 

Place your order with your jobber, and see that you get the genuine **Boss" Washers 
bearing our label, which is our guarantee for quality and your protection against inferior 
substitutes. 



Let us send you catalogue of our full line. 

The Boss Washing Machine Cooo 



Cincinnati 
Ohio 
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VANDY-HANDY 



) VMDY-HANOY 

CLOTHES PIN BAG 

Patented Feb. If. HOT. 
VAlf DY BY NAME 
HANDY BY NATVItE 

A Unique, PracticaU Inexpensive and Profit- 
able article for holding Clothes- Pine which 
you and your Customers will be pleased wi^h. 

EXPLANATION 

Tbe olothee-plBS are pat in thronsli tbe wire 
month at tbi> top and taken ont from the opening 
In tbe ilde of the baa. which alwaji faoea yon 
while It li in nee on the line or at the tide of the 
window. 

Ihe VAHDT-HANDT U made of itronf ma- 
terial and has a capacity for holding 100 Ciothea 
pine. 

Get them on your counters soon. Display 
them and they will isll themselves. 

VANDY-HANDY MFD. CO. 

NEWARK, N. J. 




Manofacturers of COTTON 



FLOOR MOPS, DISH MOPS, 

CLOTHES UHES, AIso Manufacturers 

Twines, Yarns, Ro|>e, Calking, Wicklns. Waste 

ESTES MlLl-S 



ASS. 
NcwYorkOmcci 97 Warren Street Tel. 3SII Cordandt 









90 SOILED 
FINGERS 




ABSOLUTELY 
PRACTICAL 


PATENT 

AO persons makina, 
30, i894«wm BE PR 
hkoS^ PRICES QI 
Ag0tUs wanted nwryi 

F. A. WAL] 

ST<S& b America.* 


IMPLE BY MAIL, 10 CENT 

STRAWBERRY 

OaSCUTED Our UuUers are nickel-pla 
JOTED ON APPUCATION ^AwSTJ 
vkere 

ihK & C0.» 83 Corn] 


s 

HULLER 

e of Patent, October 
jtd on Spring Brass. 
'ices OH 5-XO-50 gross. 

iill» Boston 




SELL This at 

TSc 



and Pocicet OO 
Per cent. Profit 



The easiest seller 
you ever put in. 
q The Phenix 
Swinging Half 
Screen is fly 
proof, does not 
slide or stick, because it hangs and swings. 

The Dealers Opportunity 

To sell a custom made screen from stock and 
secure a fu-st^class screen trade 

For catalog and trade discount address 

PHENIX MFG. CO. 

040 Center Street MILWAUKEE 



4 

1 



Klnli S and Coriing Iron HULUEn 
The Best 10c. Seller 
. of its Kind Ever 
k Offered to the 



► 



Trade 

. Highly P< 
Every Well Appointed Bathroom. 



Nickel Plated, Highly Polished. 
Ba 



A Necessity in 



ALSO A FULL LINE OF TAPE MEASURES 



HARRY D. KIRK. 5-I7W. Madison St. Chicago. HI. 



GET IN RIGHT 
THIS SEASON 

Get my Prices and Sample before 
buying 

Nurseries 

I have price, variety and quality. 



Every Nursery thoroughly tested and 
shipped one in a case. 



JAMES R. WOTHERSPOON 

240 NortK Front St., PHILADELPHIA 

N. Y. Repreeentative : F. Carpbntbk, No. 108 Chambers Street. New York. , 



^ 



■»*•■••* i«uAUAir •miuuiftirr 
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BREAT 
VALUE 

Better for 
most Clean- 
ing and Pol- 
ishing than 
whole Cham- 
ois skins. 

Now being 
sold most 
everywhere^ 

If you have A^OAT or HOUSE or HOTEL or know of a 
SETTLEMENT that wouldl^Uke Gas for Lightiiig7ancl Cooldog by 
a new, compact, simple, economical system, that requires little 
attention and no cleaning. Send to 20th Century Mfg, Co. , 19 
Warren Street, New York, for particulars of the 20th Century 
ABC Automatic Acetylene Generators. 



Tlie "IDEAL " 

Ice Cream 
Freezer 

The most prnctlcal, satisfac- 
tory and durable freescer ever 
ofTered. 

Uses 1-2 tbe Ice and salt re- 
quired in any other freezer. 

Has Indurated flbre tub. best non- conductor of heat or cold known. No 
hoops to fall off. no cast srears to sret out of order. 

Made in srallon size only. Write for prices and discounts. 

COMMERCiAL CAN & MFG. CO^ ^^l?<t\-^it CHICAGO. lU. 
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The Cleaner Rug 

and 

Carpet Beater 

PATBMTBD MARCH 1908 

Most Perfect and Effective 
Wire Dust Beater Made. 



Made from the Very Best 
Sprins: Steel Wire 

That CM lie fonncd in tlie sliapc itqnirtd. 

Six wires in the head where they 
are needed. 

Four wires only in the shank where 
more are worse than \iseles8. 

The shanks are elastic, will bend 
thousands of times without breaking. 

Twisted in and always out of handle 
greatly strengthens the wires directly 
at the handle, the weak point in all 
beaters, ^can be guaranteed never to 
break at this point. 

ONE WIRE GOES through the 
handle, is bent back and driven into the 
handle, and handle can never come ofiF. 

A ELOW IS DIVI DED OVK A LABGE SPACE 

1908 Catalogue sent on application. 



HOLT LYON CO., Tarrytown, N. Y. 



The Silent Door 

Tbere's a lot of Summer com- 
fort in the screen door, and the 

SCREEN DOOR. 
CHECK 

allows the door to shut mnse- 
lessly. It is simple, effective. 
Pig. 1. inexpensive. 

The closing door <fig. 1) throws the rubber bumper to 
position (fig. 2). The door rebounds slightly. Then it closes 
without jar (fig. 3). 



Fig. 2. 



Pig. 3. 



Sold by dealen in hardware and house furnishing goods 
everywhere, 10 cents. Sent by mail, 12 cents. 

CALDWELL MFG. CO. 

No. 3 Jone* Street. ROCHESTER. N. Y. 



BATH ROOM ACCESSORIES 

Attractive in Detign— Strong in Construction 




Made of 
BRASS, 

Heavily 

Nickel 

Plated 
and 
HisUy 
PoGihed 




CATAI-OOS ON RCQUeST 




AMERICAN RING CO., "^S^** Waterbury, Conn. 

ManutictwerB of Cast and Wfonght Bra— Colonial CandleatlclM. 
Bra— Upholatery Nafla. Cuftaln Pole Trimmtoga. ate 

•.>imn OmriBa i N^ Toifc. 1 OaJm St. dOaatfe. SOS Bcywoilli BU| 



"ANDREWS SPECIALTIES" 

Sell Easily and' Quickly » Please the Customer and 
Pay Good ProHu to the Dealer. 



Size, 

NtM 

Inches 

Squre 




The *' ANDROCK '* BREAD TOASTER 
A Scientific 10 Cent Toaster 



Toasts 

An 

Over 
Alike 




SECTIONAL VIEW.— Showing how all the heat is de- 
liTered through the small funnel shaped holes directly against 
the bread, thus toasting quickly and economically. 

Mrs. Vrooman^s Sink Strainer 

Has Become a Necessity to ^very Kitchen. 



It Hangs 
in the 

corner of 
Sinlt. 



Never 

Tonch 

the 

Garbage. 



Advertised 

in High 

Grade 

Wonans' 

Publications 

with 

12 

Million 

Raders 



S«nd for now cQLt&loguo 

ANDREWS WIRE & IRON WORKS, Rockford, III. 
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B«ritttrtd la 
U. 8. Pat. OAm. 



Denatured Alcohol 

GiMranteed t^r 

U-S-Industridl Alcohol Co. 

TftCoaterai U Uiilt*4 StatM OovaronMot Sp«cUlcaUoB« 

♦ Specialb^prepare(//6r « 
Li9htin9.l;Iedting.a'>dCooKing 
mapparottts where J^kpro^amhol 

girw best malts. Upon request yve 
■wiUsendlistofSupph^D^tsin 
allprincipal Cities 
U.S. Industrial Alcohol Co. 
100WiUia,m StNewYork 



/^ 



THE 

VULCAN TOASTER 

For use on the 

Gas Range, 

Gasoline or 

Oil Stove 

The Vulcan is the only loasier {dwell on that, please)^ 
which can be successfully used on the above mentioned 
stoves. 

Others make this same claim, but ask them to send 
you a sample, "then ask us. {Sample free to anyone in the 
trade). Test both and see for yourself. 

The Vulcan will toast 4 slices of broad in two minutes. 

The Vulcan toasts the bread and doesn't bum it. 

The Vulcan toasts the entire slice, from edge to edge — 
a rich golden brown, crisp and snappy, and leaves the 
inside of the slice soft and palatable. 

Write us for price today. 

Sell the toaster the big stores are selling. 

W. M. CRANE COMPANY 

SOLE MANUFACTURERS 

1131-1133 Broadway, . New York 



THE NEW 

GRAIN STAIN SYSTEM 

Of Finifthing Old Floors, Woodwork, &c. 



Expert help unnecessary— Any man or woman 
can make the old floor look like new hardwood. 

OUR SPECIAL FLOOR OUTFIT 

contains everything needed for the work, vrith 
easily-understood dorections. 

This outfit sells at a price that gets business 
with a good profit for tne Dealer. 
Ask about it. 



THE NEW YORK VARNISH COMPANY 

585 Greemvich St, New YorK. 



r 



Plumbing Sup- 
ply houses in the 
country buy 
their mats of us. 
We carry the 
two sizes most 
used, and a doz- 
en others. Any 
size you need on 
24 hours* notice. 

Made from selected hardwood, neatly finished. You get the 
best mats made, you get them at once, and generally YOU 
SAVE MONEY. 

THE CANTSUP CO. 

56 Piiie Street, NEW YORK 
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HOW TO CONDUCT SUCCESSFUL SALES 

A Talk on Crowd Bringliit: Sales, How to Make One Bargain 
Do the Work off Many, and Other Practfeal Pointers 

By H. L. ALEXANDER 

IVitk Joxepk Pkiflipwn's, Chicago 



' IKE MANY other 

stores/' said Mr. Her- 
man L. Alexander, 
house furnishing buyer 
for Joseph PhilHpson's 
Department Store, Chi- 
cago, "we are con- 
tinually on the watch 
for trade-compelling 
sales plans. We cater 
largely to the foreign class, but we also do a large 
business in the suburban towns that surround Chi- 
cago. And, like other stores, we have found that 
nothing produces more constant results than offer- 
ing articles, the value of which is known to every- 
body, at prices everybody knows to be below cost. 
We have been accustomed, however, in our Sunday 
advertisements, to offer different articles each week 
from nearly every department in the store at cut 
prices. This is rather costly advertising, particu- 
larly in such departments as domestics, where a run 
on cotton goods, for example, would show a con- 
siderable debit. So, recently I suggested to Mr. 
Phillipson the use of one useful article at a time 
as a means of making bargain sales less costly. 



"The experiment was tried, and last Sunday we 
put in the lower right-hand corner of our weekly 
announcement a large coupon, bearing the words: 
"SPECIAL OFFER! This coupon and SIX 
CENTS entitles you to a 20-c. Extra Strong 
House Broom!" The coupon bore the words on 
each side: "Cut this out," and a large cut of the 
broom was inserted in the coupon. 

"When the coupons were presented, the custom- 
ers were directed to the second floor, where they 
surrendered the coupons and their six cents, and 
they were then given an order on the house fur- 
nishing department for a broom. By this method 
we prevented a crush, as we sent everybody to the 
basement one at a time by way of the main floor, 
where other bargains were prominently displayed. 
When I left the store at 5.30 on Monday afternoon, 
about 2,000 brooms had been redeemed, and as the 
store does not close until 9.30 on Mondays, the 
probability is that nearly as many more were given 
out during the evening." 

The Streets off Paris 

"Speaking of sales plans," continued Mr. Alex- 
ander, "one of the best crowd- pulling sales we ever 
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had we called *^*The Streets of Paris/' and this is 
how We worked it. 

**We invited the public to visit 'Paris,' and when 
they entered the store on Monday they found the 
street floor laid out like that beautiful city. The 
main aisle was the Champs Elysee, one of the cen- 
tral boulevards in Paris, and pictures of well-known 
public buildings were in evidence, painted in colors 
and erected overhead on each side of the counters 
along the main aisle. The side-aisles were likewise 
named after the side-streets of Paris and bore simi- 
lar paintings. During the week Count Boni, the 
Prince de Sagan, Parisian flower girls in costume, 
and other French celebrities paraded the 'streets,' 
much to the amusement of our customers. 

**In the basement department, we conducted at 
the same time a china sale, naming the basement 
'Chinatown.' Along the fronts of the counters, as 
overhead paintings were impracticable, were scenes 
from Hong Kong and other Chinese cities. On a 
large sign placed over the stairway leading to the 
basement were the words, Teek-In-Chinatown,' and 
we hired several real Chinamen to walk up and 
down the Streets of Paris in native costume, bear- 
ing signs on their backs calling attention to the 
china sale in progress downstairs. 

"The sale was an immense success, and brought 
us lots of business." 

On Sellins: Molded Glassware 

*'How do I handle glassware? Why, that de- 
pends upon circumstances — whether I am trying 
to sell the *woman with a shawl' or the woman who 
wants high-class goods. The first thinks every- 
thing is *cheap' when piled in a heap and marked 
9C. each; the other can only be led to buy when 
some classes of goods are shown in glass cases — 
table cutlery, for example — while other goods, like 
glassware, are displayed on mirror-topped tables. 

"As buyers, almost without exception, give 
proper display to genuine cut glass, I need not re- 
fer to how I display this line, but I think some- 
thing might be said regarding how to sell molded 
glassware successfully. 

"There is no doubt of the fact that it takes aa 
expert to tell molded glassware from genuine cut 
glass. Many women, when brought to realize this, 
will buy molded glassware on sight. Two things 
influence them in this: the molded glassware can 
be made to complete their set of genuine cut glass 
at a very small cost, and none of their friends will 
suspect the truth ; and again, if the servants break 
the molded glassware when put in daily use, as they 
surely will, sooner or later, it is a matter of little 
expense to replace it 



"Accordingly, I have placed small mirror-plate 
counters in my glassware section, with abundant 
facilities provided for illuminating them properly, 
and on these counters I display a sample line of 
molded glassware. The sales-girls are required to 
keep these tables and samples bright and shining, 
and deliveries, of course, are made from stock. 
Over each counter is a plainly printed price card — 
25c or 50c. each, as the case may be. This last 
is very important, because when a woman first 
glances at the molded glassware she thinks it is 
genuine cut glass. She pauses to admire it, then 
glancing up sees, instead of dollars as she expected, 
an insignificant price. Under such circumstances, 
there are few women who can resist buying molded 
glassware. 

"If the price-mark was not there, she would pass 
on, thinking the molded goods too costly for her 
to buy, and she would not suspect it worth while, 
in nine cases out of ten, to ask the sales-girl to 
quote her prices. If the glassware was piled up 
in stacks, on the other hand, she would think it 
too cheap for her to buy. This impression would 
be greatly strengthened if the buyer had permitted 
the glassware to be stacked on the counters with 
the original packings and straw between each ar- 
ticle. The fixtures, while expensive, are well worth 
while, therefore, and are absolutely necessary to se- 
cure a satisfactory volume of sales. 

"I also find it helpful to show a complete set of 
molded glassware, twenty-five pieces in all. on one 
table with a lump sum designated for the lot. 
Smaller sets are possible, of course. Where such 
sets would cost from fifty dollars upward, if they 
consisted of genuine cut glass, they can be priced 
at a few dollars with a good margin of profit, and 
find a ready sale." 

On Buildinfir Up a Mail-Order List 

"Not long since we wanted to create a good 
' mail-order list. To do this, we selected a molded 
glass punch-bowl set complete and gave it a full 
page in the Chicago Examiner. A large cut of the 
punch-bowl set occupied the center of the page, and 
it was priced at $1.20. This was the cost to us, 
without the expense of the advertising added, but 
it brought us 1,500 names and laid the foundation 
for a profitable mail-order business. As a matter 
of fact, however, we also gained some free adver- 
tising from this sale, as we wrote the Examiner a 
letter calling their attention to the number of re- 
pliese we received, and they in turn published our 
letter as evidence of the value of their advertising 
columns — a little trick which brought us a consid- 
erable volume of additional rep}ie$," 



22 



Digitized by 



Google 



THE ART OF QLASS MAKING 

How Glass Is Made, Molded, and Cut into Rich and 
Expensive Designs. Steps in tlie Process off Manuffacture 



LASS MAKING is an art 
that is fascinating to every- 
body but glass workers, 
in whom familiarity breeds 
a certain contempt, for 
there is a kind of mystery 
about how the vitrification 
of sands and alkalis can 
be made to produce such 
wonderful colors as arc 
seen in many glass pro- 
ducts, to say nothing of 
the forms the molten 
glass assume under the 
guidance of the skilled 
glass-worker. 

From the time the sand 
and other ingredients are 
mixed to the time the mixture is placed in the fur- 
nace and melted, and 
from the time the molt- 
en glass is dipped from 
the pots in the furnace 
and blown or molded 
into shape, one cannot 
escape the impression 
that they are in a magi- 
cian's workshop and all 
these weird workmen, as 
they manipulate their 
blow-pipes, must have 
an Aladdin's lamp in 
their vest pocket. For. 
certainly, the formation 
of dainty and delicate 
glass designs may well 
be the work of some in- 
spired necromancer or practitioner of the Black 
Arts of long ago. 

Mixing: the Materials 

It is in the mixing room where those solid and 
material articles that will be changed by the al- 
chemy of the furnace into the transparent or l>lend- 
ed crystal objects in many colors are received. Sand 
that is absolutely free from iron oxide, the par- 
ticular aversion of the glass maker, is the basis. 
When received intO the mixing room from either 
the beds of South Virginia, New Jersey or Western 



IN THE .MIXING ROOM. 



Pennsylvania, the sand is clean and white. For 
years it has served as a filter for the rains and river 
(trainings and all the harmful metals it at first con- 
t lined have been drained out. The sand is shov- 
eled into a power mixer, a cylindrical barrel placed 
horizontally and connected with the power belts. 
Soda ash is added and the proper proportions of 
red lead, potash, lime and for many varieties of 
glass feldspar. In the manufacture of colored 
glass various oxides and other chemicals are added. 
When all the components in the proper propor- 
tion have been introduced into the mixer, its revo- 
lutions are started and for hours allowed to con- 
tinue. At the end of the mixing period, the sand 
and chemical mixture, really an embryonic form of 
glass, is ready for the melting pots of the furnace. 

In the Furnace Room 

After ine mixture has been put into the melting 
pots in the furnace, it is subjected to terrific heat 
^^ for about thirty -six 
hours. Soon after beinf:: 
put into the pots the 
mass, which looks like a 
fine dust, becomes fused 
and turns into a bub- 
bling red liquid. The 
gas of the furnaces, the 
heat-furnishing agent, 
envelopes every pot. 
There is no light in the 
furnace room save that 
of the glowing furnace 
interiors, and the half- 
garbed men, with black- 
ened faces operating 
these furnaces resem- 
ble sooty gnomes, as 
they move to and fro before the lurid apertures; 
and the while seem to make a hundred impossible 
gestures. Day and night, the furnaces are busy, 
and at nio^ht a belated traveler may see here and 
there over the sleeping city the piercing gas flames 
shoot up now and then from the seething furnaces 
and curl over the roof of the factory, where the heat 
is transforming the **frit" into a translucent mix- 
ture, which in due course is to solidify into the fixed 
and rigid shapes decreed by the glass-worker. 

How Qlass Is Blown 

When the period of melting and boiling is over. 
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the furnace door nexr lo the pot which will first be 
tapped is thrown open, and the rush of gas and 
light reflects weirdly in the smoke-begrimed room. 
The glass-blowers at once stick the ends of their 
long blow pipes into the boiling pots and an amount 
of the molten mixture suitable for the object to be 
made is taken out. The blower then takes his sta- 



IN THE FURNACE ROOM. 

tion on a little raised platform and starts the gy- 
rations which precede the forming of the glass ob- 
ject. 

First, the workman blows into his long, thick 
pipe and the mass of glowing red paste at the end 
of the stick takes form. He swings the stick out to 
full length and through the twistin?: of the wTist gives 
the object at the end a tho'-sand revohitions. Slowly 
it is elongated and then, with a 
rapid movement, the mass of 
molten glass is introduced into 
the mould placed at the work- 
man's feet. It is allowed to 
remain there scarcely a second 
before being withdrawn and 
subjected to other rapid mo- 
tions and swings. Rapidly 
the mass of paste becomes 
shaped, and before forty sec- 
onds have passed, it has be- 
come a glass article of some 
sort and fixed in form. While 
still almost in red heat it is 
hurried to the annealing fur- 
nace. 

For objects big and little and of many variations 
the blowing process is the same. The mold is as 



essential as the blowpipe or the skill of the^ mart 
who operates. 

How Glass is Molded 

For the work of molding or pressing glass, the 
important machine is a huge hand press consisting 
of a die and mold with the proper accessories for 
their use. Three workmen are required to operate 
it. One gets the ladle full of molten glass and 
holds it over the receiving mold. The superintend- 
ent cuts oflf with scissors the amount of the mixture 
for each object. The long sweeping handle which 
operates the press is jerked down with all the 
strength of two men and, when it is released, the 
object has been formed. The object is still at red 
heat when taken out of the mold and is thrust at 
once into another gas furnace, which is not equipped 
with melting pots, but where it is re-heated for tho 
finishing process. The second heating insures a 
glossy finish. 

After the article is taken out of the potless fur- 
nace, is is often formed into some special shape by 
pressing it over a single mold. In many cases, 
both in pressing and blowing, the articles turned 
out are made double and afterward separated in a 
second department, but in whatever form they are 
sent from the pressers or glass blowers, their im- 
mediate destination is the annealing furnace. 

The Annealins: Furnace 

The annealing furnace is nothing but a gas oven 
equipped with rollers in which the articles may be 
pushed along for its whole length of seventy-five 
feet. Cooling is accomplished gradually and when 



GLASS-CUTTERS AT WORK. 



interior progression has brought the pile of glass- 
ware to the end of the furnace it is cold. The ob- 
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ject of the annealing furnace is to 
permit a gradual cooling of the 
glass objects so as to insure an ab- 
sence of brittle qualities when 
every process in glass making 
has been gone through, which 
sometimes consumes an entire day. 
The opening at the rear end of the 
annealing oven permits a view of 
the entire passageway and reveals 
vast stretches where the glass is 
piled high on itself and seemingly 
in great confusion. The observer 
can just discern the languid gas 
flame at the other end. 

The Making of Cut Glass 

Cut glass is made from blanks 
molded into the various shapes and 
sizes in which cut-glass bowls, 
berry dishes, vases and the whole 
family of cut-glass pieces appear in 
finished form, but without a line or 
scratch on them when they reach 
the designer. The glass used for 
cutting is made from the best 
grades of sand and alkali, with a 
proper proportion of oxide of lead 
to heighten its refractive powers 
and increase its lustre. 

As nearly ever}body knows, the 
design is cut into the glass blanks 
with a steel or stone bevel- 
edged wheel, the wheels revolving 
like the familiar grindstone, aiid over each wheel is 
suspended a conical water-holder, so arranged as to 
permit a constant drip of water, mixed with sand, 
upon the revolving cutting wheels. The wheels are 
arranged in such relation to one another that the 
glass articles as they are cut may be passed from 
one. operator to another until they are a finished 
product. 

The Desisrner 

The first operation in the making of a cut glass 
dish is putting the design upon the smooth blank 



with a reddish, gummy fluid com- 
posed chiefly of red lead, the depth 
of the cut being indicated by the 
design itself rather than by any 
difference in the strength of the 
lines. 

Cutting, Smoothing and Polishing 

The design completed, the piece 
^£;oes to the cutter who "roughs in" 
the pattern. This is done with the 
bevel-edged steel wheel we have 
mentioned, fine sand mixed with 
water dripping upon the wheel from 
the overhead tank during the cut- 
ting operations. This *'roughing- 
in" process with sand developes all 
the deep cuts in the design, which 
leaves the design with rough edges. 
All work is handled by the cutter 
alone, or in other words is done by 
hand, while an extraordinarily 
heavy piece necessitates the use of 
a swing. The use of the dripping 
water in this process, of course, is 
to obviate cracking the glass by 
vibration or shocks, and to keep 
it from getting hot. 

Leaving the rougher, the cutting 
on the piece is next taken up by 
the ^'smoother." The piece is seen 
to be quite opaque on account 
of the rough edges and the sec- 
ond operator puts it through the 
process of "smoothing," which brings it to the pol- 
ishing stage. The smoother, with a stone wheel of 
very fine grade, removes the roughened surfaces 
caused by the first cutting, and thus destroys the 
opacity. 

The piece now goes to the "polisher," who uses 
a wheel of wood, cork or compressed felt, according 
to the character of the work, together with rotten 
stone, pumice or putty powder as a polishing ma- 
terial. After the polisher is through with it all that 
remains to be done is to wash the glass with wateu 
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and soap free from any foreign matter which might 
scratch it, and then rinse it off in clear water. It is 
then sprinkled with fine sawdust, which absorbs all 
moisture, and is finally brushed and 
packed in sof^ tissue paper ready to 
be shipped to the dealer, and ulti- 
mately to beautify the home of 
some appreciative American house- 
wife. 

Acid Process of Glass Polishing 

Side by side with costly cut glass 
pieces may be seen in many stores 
to-day glassware which, although 
lower in price and inferior in 
quality, nevertheless so closely re- 
sembles cut glass made by the 
operations described above as to 
defy detection by the casual ob- 
server, and frequently to deceive 
even the elect. This "cut glass" is 
finished and polished by the acid 
process. 

Cut glass prepared by the acid polishing method 
first passes through the designing, roughing and 
smoothing processes before mentioned, and is then 
washed free from all glass dust and grit left by the 
cutting. The inside is now covered with wax and 
prepared for dipping in acid. An acid polisher 
must use his judgment as to how many times the 
glass is to be dipped, which varys according to the 



THE MOLDER AT WORK. 



hardness of the glass. After being dipped, some 
acid spots may be left upon the glass, which are re- 
moved by the *'polisher." The glass is then dried 
and packed as before. 



The acid-polishing process is quicker and cheaper 
than the more laborious, but superior wheel-polish- 
ing method which gives to cut glass its brilliancy 



PACKING AND WRAPPING. 

and sparkle. Glass polished by the cheaper process 
ij easily distinguished by the wavy appearance and 
feeling of its inner surface and its peculiar sheen. 
The cheap ware is generally found to have the im- 
perfections which existed in the original blanks, 
and sometimes lacks the brilliancy of the genuine 
article, although recent improvements in the acid- 
polishing process have put many such products on 
a par with the hand-polished article. 

Fisrured Glass 

The cheapest grade of cut glass 
is first pressed in a mokl, which 
stamps the design into the blank by 
the same operation, that gives the 
blank its shape. The blank then 
passes directly to the "smother." 
which eliminates the designin;:^ and 
'*roughing-in*' process, thereby sav- 
ing the time and costs of these oper- 
ators. The remaining processes are 
the same as before, and the finished 
product is very hard to distinguish 
from the genuine hand-polished cut 
glass. The low price and handsome 
designs found in this class of ware 
makes it one of the most popular 
handled by the trade, and it gives 
perfect satisfaction to most people. 



*' Hope makes pain easy and labor pleasant. 
It gives habitual serenity and good humor.*' — The 
Furniture World, 



(Cuts in tlus page by courtesy of Industry, Pittsburg.) 
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DISPLAY MADE BY WM. J. ILLSEY FOR THE J. H. ASHDOWN HARDWARE CO., WINNIPEG, MAN. I906 CG.MTEST. 

THE SELLING POWER OF WINDOW DISPLAYS 

Show Windows a Valuable Advertising; Factor. What to Dis- 
play and How to Display It. About the Merits of New Goods 

By D. L. KEYSER 

With tkt Dover Manufacturing Cowpany^ Canal Dtr O.vo^ 



oGOOD MANY TIMES deal- 
ers attempt to place an ac- 
tual monetary value on the 
show window. We recently 
heard a merchant say that 
his show windows would sell 
more goods than one clerk. 
Another dealer said that his 
window displays were worth 
— more as result-bringers than 

a daily space in the newspaper equal to six inches 
double column. These are attempts to reduce to a 
mathematical equation something which can be 



analyzed only in a general way. The results of 
the window display are not always seen in the sales 
of the particular article shown in the window nor 
at the time when the display is made. 

A great many dealers unhesitatingly state that 
their show windoNvs are the most valuable adver- 
tising instrumentality at their command. The sur- 
prising thing is that so many store-keepers neglect 
entirely this means of attracting customers 

Window Displays and the Consumer 

When I look back over my own experience as a con- 
sumer, I find that my purchases have been greatly 
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influenced by window display. I might almost say 
that I have hardly ever bought any article without 
being directly or indirectly persuaded to buy it less 
through any other advertising agency than I did 
through show windows. 

Very often my attention has been directed to 
an article displayed and I have bought that article 
without having had any previous intention of doing 
so. Sometime ago in passing a hardware store I 
noticed an unusually handsome display of portable 
gas lamps. It occurred to me that such a lamp 
could be used nicely in my own home and I dropped 
in the store to make a selection. On pricing one 
after another, I found that at least half of the lamps 
in the window had already been sold, although the 
display had not been shown for more than one day. 
This dealer had not sold as many lamps during the 
previous six months as during the one day that 
he had them in his window. 

Window Displays Create Desire 

This is an instance of the desire for an article orig- 
inating from a window display. It has often happen- 
ed in my experience that when I had previously 
thought of making a certain purchase that the time 
and place hive been decided by a window display. 
There is nothino^ reminds a person more forcibly 
of some needed article than to see that article on 
display. It may not always be the article on dis- 
play that a person has been thinking of buying, but 
it may be some other article which will act as a re- 
minder by the association of ideas. For instance, 
a man may see a display of refrigerators and 
be reminded that he needs new screen doors. The 
refrigerators turn his thoughts upon the warm 
weather, the warm weather suggests fiies, and the 
flies suggest screen doors. In fact, the chain of 
association which may be set into motion by a win- 
dow display may lead to sales which the dealer 
would never think of crediting to the show window. 

Wliat Goods to Display 

Virtually anything which is sold in a store is 
adapted to display. Window dressers usually try 
to find articles which are attractive in appearance, 
and oftentimes goods which might sell readily if 
displayed are left back in some dark corner because 
they are not ornamental. 

An answer to the question what to display, would 
necessarily have to be very general. 

There is one class of articles, however, which is 
peculiarly fitted for this method of advertising. 
There are to-day on the market many new lines 



with which the general public is not familiar. It 
is remarkable how many devices are being manu- 
factured for ^household purposes which were never 
thought of ten years ago. A window display of 
such articles has an educational value which must 
not be overlooked by the window dresser. 

Advafitas:es of Featuring: New Goods 

I may be pardoned for referring to the line with 
which I am familiar, namely asbestos sad irons. 
These goods will be used merely as an illustration, 
and the reader can make his own application to 
other lines. Asbestos sad irons have now been on 
the market for about five years and yet we are con- 
tinually meeting people who say they have never 
heard of these goods. 

Naturally a person would not ask for a thing of 
which he or she had never heard. It is embar- 
rassing enough to go into a store and try to buy 
something of which you do not know the exact 
name or with which you are not entirely familiar, 
because clerks often have the habit of making a 
purchaser feel very uncomfortable if he is not able 
to state unhesitatingly what is desired. The way 
to build up a trade on a line with which customers 
are not familiar is by making it just as easy as pos- 
sible for them to find out about it. In this way 
you make people feel the need of such an article, 
and even if they do not satisfy that need at once 
they will always feel that something is lacking until 
they secure it. 

I would not say that all window displays must 
feature new lines, but I do say that it is peculiarly 
reasonable to keep the new lines just as much as 
possible to the front where they will be seen by the 
greatest number of prospective us^rs. How a 
dealer expects to introduce a new household or 
mechanical device without letting people see it is 
beyond my power of imagination. We know from 
our own experience that we are more readily ac- 
tuated to buy an article which we have never used 
after having had a chance to examine it than we 
are by a mere description. 

Advertise Your Window Displays 

It may seem rather strange to some people to ad- 
vertise an advertisement. What I mean is that it 
is a good thing to make special reference to your 
window display in your newspaper announcement. 
Suppose that your window dresser has spent a lot 
of time and eflFort on making a window display of 
washing machines or bread mixers or other articles. 
You know that there is selling power in that dis- 
(Concluded on Page 44. '^ 
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Results! Show us results, 
Where Alcohol Util- ^^^ ^^^^ ^^ ^^^ ^^ business. 

ities Com^ From Th^t is quite the proper at- 
titude most dealers assume when you talk de- 
natured alcohol to them. There is only one way 
to find out about results, however, and that is to 
try out the line. Those bolder spirits in Boston, 
Philadelphia and New York who have demon- 
strated the alcohol stoves for the benefit of their 
summer trade report results that have surprised and 
pleased them. Said one department manager, "I 
did not think much of the line until you talked 
with me, but now I think I can do something with 
it." That man was "from Missouri," though he 
does business in Oiicago, and all he needed was to 
be shown. We doubt not that there are many 
others who have read what we have written about 
denatured alcohol, but who will actually do nothing 
until they, too, have been shown. Yet for the 
sake of those who believe in what they have not yet 
seen, we have allotted several pages this month to 



all the manufacturers and importers of alcohol 
utilities we know about. The importers bring in 
their stoves, lamps and other appliances mostly 
from Germany; the American manufacturers are 
few as yet, but their products will bear close inspec- 
tion. Of these there will be more as time goes on, 
and in the end American-made alcohol appliances 
will be the best in the world — else they would not 
be American products. 



Some people can be driven, 
The Doctrine of ^^^ ^^^^ p^^j^ can only be 

the Square Deal j^d. There is a tincture of 
mule in the composition of the majority of us, and 
those who are in a position where they have to 
submit to the lash do so with an ill grace and with 
many inward groanings of the spirit. Perhaps that 
is why some department managers complain of the 
general worthlessness of their assistants. Indeed^ 
the critical observer can tell the character of the 
"boss" every time just from a brief contact with 
his salespeople. Where cheerfulness abounds and 
unclouded faces are seen; where there is a willing- 
ness to serve and an unfettered demeanor, it is not 
difficult to guess what the man higher up is like. 
Asking for a department manager not long ago, we 
were told by the salesgirl — ''Yes, he is in, but he's 
a regular old crank." This is fact, and not an 
episode cooked up to fit the case. Strangely 
enough, we found this particular manager pleasant^ 
agreeable but business like, and we were led to 
think his assistant's impression of him was due to 
a quite proper insistence upcn strict attention to 
business — something few girls we have ever known 
altogether relish. Nevertheless, there are those 
who think maintaining discipline means playing the 
part of a tyrant — ^being an out-and-out Boss. It 
isn't. Maintaining discipline is giving everybody a 
square deal first, last and all the time, and then in- 
sisting on strict observance of necessary regulations. 
Firmness, coupled with kindness, wins cheerful 
obedience every time. 



Advertising is a mighty fun- 
A Une-up on the ^^ proposition ! Sometimes 
Side of Truth j^ works and sometimes it 
loafs, but there's always a reason either way. Ad- 
vertising reminds us of the first time we used a 
rifle on a 500-yard range — if we let the front-sight 
waver a hairsbreath when we fired, we missed the 
target altogether. You have to put the sight in 
the center of the target and keep it there — ^then 
you get the bullseye. Well, that's like advertising. 



— 29 — 



Digitized by 



Google 



THE HOUSE FURNISHING REVIEW 



The thing you are aiming at when you write an 
advertisement is to win the reader's confidence. 
If he believes what you say and wants what you are 
talking about, he will buy of you* every time. If 
he suspects you are trying to bamboozle him, no 
matter how fine your advertisement looks, he*ll pass 
by on the other side of the street. Now there's 
only one way to win a man's confidence, and that is 
to convince him you are telling him the truth. 
EflFective advertising is a line-up on the side of 
truth. 



^ „ ^., Perhaps no word to the trade is 

On Handling: . , .t. a' ^u^ 

more timely than a word on the 

New Goods handling of new goods. When 
magazines and newspapers find something new, 
novel, different from the common run of things 
they know that they have found something that 
will interest everybody — and no expense is spared 
to get the best story obtainable. 

Now publishers retail information, whereas mer- 
chants retail merchandise, yet there is no essential 
difference between the methods both must employ 
in delivering their goods to consumers. If novelty 
is a good sales asset for publishers, novelty must 
also be a good sales asset for merchants. 

Why not? 

Yet most retailers seem to be blind to the news 
value pi new goods for advertising purposes, and 
•the making of quick profits, since most of them 
refttse to take on a new line, unless the manu- 
facturer has himself created public demand for his 
goods by a campaign of general publicity. Where- 
by retailers sacrifice a valuable asset in their busi- 
ness to the manufacturer — ^that of playing up to 
public curiosity. 

Now, maybe we are wrong. 

But just for the fun of the thing let the more 
venturesome of retailers, who are willing "to be 
shown," take on the next new line that looks prom- 
ising, advertise it, display it, demonstrate it and 
see whether the public will not rise to the bait as 
they do to the interesting new things offered them 
by enterprising publishers. 



Said a friend to me — Did you 
The Power ^^^^ ^^^^ ^^ ^j^j^^,^ ^^ ^j^^ power 

of Succestion of suegestion! Of course, 
everybody has read somethinsc somewhere some- 
time about hypnotic sugc^estion. and perhaps seen 
a lecturer makes people do aV kinds of fool stunts 
on the stage. I don't mean that kind of susrgestion. 



It's just like this. I knew a man who was forever 
complaining of hard times, slow business and how 
the big stores were robbing him of his local trade. 
How could a fellow succeed when he was up 
against a combination like that — and by Jingo! in 
a little while he failed. Then there was Bill Jones, 
another man I knew. He was a croaker, too? 
His firm didn't treat him right. He couldn't get 
his assistants in line, because the firm wouldn't 
back him up when he wanted to fire somebody. 
They were dead slow, anyhow — wouldn't give him 
a show window, nor any advertising space, thought 
the house furnishing department was a losing game 
and put the kibosh on his ideas generally! and the 
next thing I knew, he was looking for another job. 
Suggestion ! Why, do you know I have seen lots of 
fellows like those two — ^believed things" were all 
against them, and sure enough, they were! Since 
I got to thinking things over that way, I've quit al- 
lowing **hard luck" thoughts control me. I've 
been talking, believing and willing success for all 
I'm worth, and what's more I've been winning out 
ever since. I've seen enough of the power of sug- 
gestion to make me respect it, and I want it to be 
working for me and not against me. Well, so long, 
brother! Think it over. 



Out in the merry West, where the 
^ breezes blow fresh from the prai- 
Optiniisni j-ies and the spirit of brotherhood 
and good-will toward men adds momentum to busi- 
ness progress and the upbuilding of the country's 
greatness, an organization has lately been formed 
to preach and practice Optimism. This project has 
our hearty approval. The headquarters are at St. 
Louis and the Dean of the hardware and house 
furnishing trade — Mr. Simmons — is the honored 
president. Missouri is not waiting *'to be shown" 
the return of prosperity. Contrary to the reputed 
practice of that celebrated State, Missouri is taking 
the lead in asserting business success is already with 
us, if we will but believe it. This is a healthy op- 
timism, and nothing in the world will be better 
medicine for poor old Uncle Sam's shattered nerves 
than a good strong dose of Faith Cure. The old 
fellow has no organic troubles, thank Heaven, but 
he has had a bad attack of "blues" superinduced — 
as the doctors would say — by the way some of his 
bad boys, the trusts, have been kicking up. But, 
bless your heart, they have been properly spanked, 
and the incident is closed. It is time the whole 
family went to work again with a will and a meek 
and chastened spirit. 
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SIDELIGHTS ON THE ALCOHOL INDUSTRY 

Disadvantas^es of All New Industries. A Few Remarics 
on Buylns: Utilities, and the Future Course of Prices 

CHAPTER IV. 



AID A PROMINENT im- 
porter of denatured alco- 
hol appliances to the 
House Furnishing Re- 
view the other day, "A 
big jobber came in to see 
me recently — you would 
know him, if I mentioned 
his name — and looked over 
our line of alcohol 
stoves." 

" 'How much is this sin- 
gle-burner stove,* " said he. 

"$3.50." 

"Too much,* he exclaimed. 'Give me that single 
burner stove to sell at $1.50 retail, and Til order a large 
let of them.' " 

"They cannot be made to sell so cheap," said I, "unless 
the reservoir is made of tin, the frame of cast-iron, which 
is as brittle as glass, the burner put up like a cheap gas hot- 
plate, and the needle-valve constructed of such flimsy 



n:atcrials, no brass, that the thread would wear out and 
leak after it had been used less than a week. Such a stove 
would be worthless, and it would undoubtedly ruin your 
retailers' trade. Nobody would want another like it, or 
recommend the stove to other people." 

" 'I don't care,' he replied. 'I want an alcohol stove to 
retail at $1.50.' " 

"Well, my friend," said I. "You'll have to go some- 
where else. I have some regard for future business, and 
a stove put up as cheaply as the one you are looking for 
would work more harm to the future growth of the de- 
natured alcohol industry than all the demonstrations, sales 
and magazine articles on reliable and satisfactory alcohol 
appliances could do good in twenty years." 

A Dream With a Meaning 

"I had a curious dream the other night,'* continued this 
importer, whose line of utilities is as cheap as they can 
be made consistent with safety. "I do not know whether 
you believe in dreams or not, but this 'dream' had a 
meaning for me. 

"I dreamed that I sat in my office here one afternoon. 
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and a man whom I know to be a representative of a 
certain large concern manufacturing kerosene oil and 
kindred products came in and wanted to buy up lObOOO 
defective alcohol stoves — that is, as I understood him, 
stoves so cheaply put together that they were sure to 
cause dissatisfaction where they were put in use. I dreamed 
h» went away on the same errand to other parties, until 
finally he found 10,000 alcohol-gas stoves of a kind likely 
to cause much mischief and were well calculated to create 
prejudice against the safety and utility of denatured 
alcohol. 

"These stoves he sold wherever he could regardless of 
cost. In some places he opened a store, advertised, 
demonstrated with good stoves and in a week or two moved 
on to the next town. Of course, he lost money, but he 
seemed to have plenty of it to lose, and wherever he went 
he left behind a trail of enemies to industrial alcohol. In 
the end, reputable local dealers, handling alcohol appliances 
perfect in construction, safe in operation and durable as 
to materials — found themselves unable to make headway 
and dropped the line in disgust." 

The Dream and Its Lesson 

Now this dream has in it a lesson. We imagine that, if 
the makers of liquid fuels other than alcohol were inclined 
to fight the denatured alcohol industry, they might employ 
some such methods. It also follows that if retailers are as 
reckless as the jobber first mentioned, concerning the 
quality and safety of the alcohol appliances they buy, so 
long as they can sell the goods at a low price with profit, 
the effect on the future course of trade would be precisely 
the same as though the interests opposed to the denatured 
alcohol industry went to work by the "dream" methods out- 
lined above to kill the sale of alcohol utilities. The fact 
i.', for reasons we will take up later, alcohol stoves and 
lamps cannot be made to sell as cheaply as kerosene lamps 
and stoves, for instance, as the best of materials, work- 
manship and labor must be employed in their construction. 
Alcohol Not a Fad 

"I have discovered that many retailers look upon alcohol 
stoves as a passing fad," said a well known expert on 
household appliances not long since. "The alcohol cooker 
is so small and light in weight that many people do not 
consider the fact that this stove is as efficient and useful 
as the ordinary gas hot-plate. Such retailers are blind to 
the fact that alcohol-gas appliances generally are a God- 
send to country people, that they will steadily drive out . 
kerosene as fast as people become acquainted with the 
practical possibilities of alcohol, and that the alcohol in- 
dustry has come to stay." 

The Fallacy of this Argument 

If the average house furnishing dealer and retailer really 
believes that alcohol appliances are a "passing fad" it is 
natural that he should be reckless concerning the quality 
of the line he handles. He is bound to argue that, as 
future demand is likely to be small, the chief thing for him 
to do is to sell as many alcohol lamps, stoves and other 
utilities as he can while the "craze is on," buying and 
selling as cheap a line as possible so as to swell the 
volume of his sales to the highest possible point— and let 
the future take care of itself. 

The trouble is, men who argue this way argue from the 
wrong premises. In Germany, the Spiritus Centrale 
Cesellschaft, wnth headquarters at Berlin, consider the 
alcohol industry sufficiently important to warrant a nationar 



monopoly organized to promote the sale of alcohol and 
alcohol appliances throughout the German Empire, in 
consequence of which the annual consumption of de- 
natured alcohol in that country is something like 50,000,000 
gallons. The United States consumes in round figures about 
500,000,000 gallons of kerosene oil every year, all of it used by 
people who would gladly substitute something else for kero- 
sene for well known reasons, if they could. Nobody bums 
kerosene for light because they want to, but because they 
must. Consider what will happen when present con- 
sumers of kerosene discover that they can obtain de- 
natured alcohol at a price per gallon making it as cheap as 
kerosene to use, while at the same time alcohol is so much 
cleaner, safer and more efficient than kerosene for light- 
ing and cooking purposes as to admit of no comparison. 
Consider, too, the higher purchasing power of the average 
American citizen as compared with that of the average 
German, and who can doubt that within the next decade 
the United States will consume several hundred million 
gallons of denatured alcohol annually. 

This being true, on what possible grounds can the re- 
tailer of house furnishing goods argue that denatured 
alcohol and the appliances that bum it are a "passing fad." 
Only the short-sighted ones will so argue; the wiser ones 
will demand for their trade alcohol appliances that are 
safe, efficient and are built to give satisfaction to their 
customers. Such retailers have an eye to holding their 
trade in the days to come when alcohol-gas appliances will 
be as much in demand as are ordinary gas appliances to- 
day in the cities and kerosene oil utilities in the country. 

Domestic vs. Imported Alcohol Appliances 

As matters now stand, the denatured alcohol industry \h 
in that confused state characteristic of all new industries. 
Were the sources of supply, so far as utilities are con- 
cemed, limited to American manufacturers, the situation 
might. l>e clearer, but the fact is alcohol utilities are ob- 
tainable from two sources; from (i) importers, whose 
lines vary greatly in merit, the best being those which have 
received a mark of approval from the Spiritus Centrale, 
of Berlin, before mentioned, or those which have won 
medals in exhibitions held in various European countries, 
and (2) from American manufacturers, the products of 
the latter being at present few in number, although most 
of them are already of very high efficiency and quality. 

Imported alcohol utilities have the immediate advantage 
over American goods. In spite of an import tax of 45%, 
increased to about 60% by freight charges, etc., most im- 
porters can afford to retail their lamps, stoves and other 
appliances cheaper than can most American manufacturers, 
while their business is still in its infancy. German manu- 
facturers have been making alcohol utilities for ten or 
fifteen years and have long since outgrown the experi- 
mental stage, as the Spiritus Centrale, by requiring that 
all products handled by them must first undergo severe 
tests by their experts for a period of one year, has ac- 
complished wonders in increasing the safety, economy and 
efficiency of German alcohol appliances. The same is tme 
of the products of other European countries. These pro- 
di'Cts can be manufactured abroad so cheaply as to admit 
of competition with American products in spite of the 
added 60% import costs, and this advantage will remain 
until the American manufacturer passes the experimental 
stage and the demand warrants production on a large 
scale. When^ that time comes, the import trade in alcohol 
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utilities will doubtless dwindle to insignificant proportions. 
In fact, the American manufacturer will probably pro- 
duce such superior stoves, lamps and all that as to enable 
him to compete with foreign manufacturers on their own 
ground. 

So far as American products are concerned, however, 
the time has been so short since tax-free denatured alcohol 
came into existence that comparatively little has been ac- 
comlished. There are about six different alcohol-gas 
stoves of American make on the market, three American 
alcohol flat-irons, and only one American alcohol lamp, 
although another will probably be ready for distribution by 
the fall. All of these domestic products have the snap, 
style and good appearance characteristic of American ap- 
pliances, and while all of them are as safe, well made, 
efficient and economical as imported lines, most of them, 
by improving on their German models, have turned out 
greatly superior products. 

Evolutioii off American Alcohol Stoves 

We may illustrate this in a practical way by outlining 
the evolution of the American alcohol-gas stove. • 

When it became probable that the legislation removtnt 
the tax on alcohol rendered unfit for use as a beverage 
would pass, Allen & Graham, of New York, whose efforts 
on behalf of denatured alcohol went so far toward bring- 
ing the fight of the National Grange before Congress to a 
a successful issue, opened an exhibition room in New 
York containing the best examples of foreign alcohol 
burning utilities and invited American manufacturers to 
inspect these appliances in detail. This was nearly three 
years ago. 

With a singular unanimity of opinion, American manu- 
facturers selected the "Brilliant" type of German burner 
as a working basis, and one of the best and most efHciem 
of existing American one and two burner alcohol-gas 
stoves on the market to-day uses an improved burner of 
this type. This stove is extremely ornamental in appear- 
ance, appeals to the best clas^ of trade, and is the acme of 
perfection in its class. Three of the other stoves out of 
the six are modeled on the same lines, though built to 
meet the demand for a cheaper stove, and one of them 
goes a step farther and makes a three-burner stove, the 
center burner being extra large in diameter to accommo- 
date good sized cooking utensils, the other two being small- 
er burners. All of these stoves meet American require- 
ments, fit domestic cooking utensils, are raised higher than 
most imported stoves and are pleasing to the eye. 

The fifth and sixth American alcohol-gas stoves repre- 
sent a radical departure from foreign t)rpes. They are 
both modeled after the gasoline cook stoves known 
throughout the West. This design is of the three-burner 
type, has a capacious reservoir set well above and away 
from the burners, a frame so constructed as to bring the 
burners up to the level of the average gas range, and is 
suited to all kinds of cooking from baking biscuits to the 
roasting of meats. 

One of these stoves produces a flame that excels many 
flames on gas ranges we have seen, it being green at the 
base shading to blue at the top, without a sign of im- 
perfect combustion, while the heat is intense. Nobody 
would suspect he was looking at a burning alcohol-gas 
flame, so perfect is it, and the price of this stove is well 
within the reach of the average family. We have yet to 
see a foreign stove that will approach this stove in 
efficiency. 



There are doubtless other American made alcohol-gas 
stoves we have not yet discovered, and more that are still 
in the experimental stage. These examples serve to indi- 
cate, however, that the time is not far distant when the 
alcohol-gas range, permitting broiling, baking and roasting 
of meats and having all the conveniences and efficiency of 
the gas appliances common to city households will be on 
the market and widely distributed throughout the West 
and South, wherever gasoline and kerosene are now usea 
for such purposes. 

The Question off Prices 

Returning now to the question of prices, this resolves 
itself into a clearly defined course of evolution known to 
every retailer who has watched the growth of any new 
American industry — such as the automobile business, for 
example, where competition between foreign and domestic 
products still exist and where prices are continually tending 
toward lower levels. 

While retailers of house furnishing goods, particularly 
in department stores, base the success of their business on 
low prices, and rightly demand of importers and manu- 
facturers of alcohol utilities the lowest possible prices, 
these retailers should have a just idea of how low these 
prices can be brought without sacrificing the three all im- 
portant essentials of alcohol utilities — safety, economy of 
consumption and durability. There is a point in every in- 
dustry below which the level of prices cannot go. That 
point is higher in the case of alcohol utilities than in the 
case of kerosene utilities, (a fairer basis of comparison, 
as to price would be with gasoline lamps and stoves,) 
since kerosene is burned through a wick and the 
mechanism required for combustion is of the simplest va- 
riety, needing only a reservoir of glass, tin or any other 
cheap material, and the means of holding the chimney and 
of raising or lowering the wick. 

This is not the case with alcohol. Some form of the 
Bunsen burner is required, since the alcohol must to^ 
turned into a gas and then mixed with air. Gasoline vap- 
orizes at normal temperatures; alcohol does not — there- 
fore a torch to bring the alcohol to the gasifying point 
is a necessary auxiliary to every alcohol burner. Alcohol 
is a thin fluid and the utmost care must be taken in 
constructing the valves and burner to prevent leaks. The 
burner of both lamps and stoves must be constructed of the 
best materials, skilled labor must be employed, and the 
cost of manufacture is thereby made considerably higher 
than in the case of kerosene lamps and stoves. The con- 
sumer, however, gains so many advantages in using 
alcohol in preference to kerosene or gasoline that he 
rightly regards the extra cost of utilities in the light of an 
investment, particularly when he finds that in point of 
economy of consumption alcohol appliances compare 
favorably with kerosene even in the face of the existing 
high price of alcohol. 

The Future Course off Prices 

The future course of prices, in a word, depends upon 
the natural laws of evolution. G>mpetition with imported 
goods will force the price of American utilities down, 
and after that level is reached, competition between 
American manufacturers for supremacy, as the demand for 
alcohol and alcohol appliances increases, will lead to pro- 
duction on a large scale, lessened costs of manufacture, and 
still lower prices until within the next decade alcohol 
utilities will be within the reach of the masses. 



— 33 — 



Digitized by 



Google 



ALCOHOL VS. GASOLINE 

The ''Deadly Parallel'^ Showins: the Relative Safety of Alcohol and 
QasoUne, the '*Doiit's" for Qasollne Bein^ Quoted From a Contemporary 

We print on this page a valuable and convincing comparison of the relative safety of alcohol and 
f^asoline for household use, which any enterprising dealer or retailer of house furnishing goods, who 
also handles alcohol utilities, can work up into an advertising announcement with telling effect. 



DONT'S 
For Users off Gasoline Stoves 

(From National Hardware Bulletin.) 

1. Don't fill the stove's reservoir while the burner is 
alight. Vapor of gasoline being heavier than air will 
reach the flame, and the flash will so frighten the filler 
that more gasoline will be spilled and the room instantly 
filled with flame. 

2. Don't fill the can quite full, for gasoline expands 
much more than water when it becomes warm and is like- 
ly to force open a seam in the reservoir. 

5. Don't fail to turn the burner shut before filling the 
reservoir, for the fluid leaking through it will make a 
vapor which will set on fire one who strikes a match to 
light the stove. 

4. Don't allow too much fluid to flow into the burner or 
fail to close it tight when putting the fire out. 



5. Don't pour gasoline from one vessel to another in 
a room in which there is a fire or light, because the in- 
visible vapor of -gasoline will be drawn to any nearby fire, 
k;mp, candle or gas jet. 

6. Don't fail to watch closely for leaks in reservoir or 
burner, because gasoline, being but two-thirds as dense as 
water, will exude through a smaller hole. Remember, too, 
that when the leak is small there is no drop or damp spot 
anywhere to show its existence, because the gasoline 
vaporizes as fast as it exudes. 

7. Don't slop the stuff — it is more dangerous than 
powder. Three-fourths of the accidents occur while filling 
the reservoir. 

8. Don't keep gasoline in any jug or in a can larger than 
two gallons, because it is difficult to pour -the thin stuff 
from either without spilling it. 

9. Don't get your gasoline and kerosene cans mixed. 
That error costs two lives in Ohio last year. 

TO. Don't leave any gasoline can open, because currents of 
air draw out the vapor. All gasoline stoves should have the 
bottom and three sides closed to prevent combustible ma- 
te rial from reaching the flame, and the main burner grates 
should be two feet from the floor. 

II. Finally, don't hunt the source of an odor of gasoline 
with a light. The result of finding it is always instan- 
taneous and disastrous. 



DON'T-BE-AFRAIDS 
For Users off Alcohol Stoves 

(By the Editor of House Furnishing Review.) 

1. Don't-be-afraid to fill the stove's reservoir while the 
burner is alight. Vapor of alcohol mixes readily with 
air, and there is no danger of any flash of flame or ex- 
plosion. 

2. Don't-be-afraid to fill the can quite full, for by keeping 
the reservoir full the stove will burn better and the heat 
from the stove will not affect the alcohol sufficiently to 
cause any undue expansion. 

3. Don't-be-afraid to fill the reservoir with alcohol 
whether the burner is open or not. If it should be open, 
simply close it after enough alcohol has run into the drip- 
pan beneath the burner to enable you to start the stove. 
Otherwise, let it evaporate. 

4. Don't-be-afraid to let as much alcohol into the burner 
as is needed, and don't shut the burner off too tight as it 
may stick when it cools. If you should leave the burner 
open, you will waste the alcohol, but without other damage. 

5. Don't-be-afraid to pour alcohol from one vessel to 
another in a room in which there is a fire or light, as 
alcohol does not vaporize at ordinary tempeatures and 
there is no danger of fire or explosion. 

6. Don't-be-afraid when you discover leaks m the 
burner or reservoir. Have the leak stopped at once to 
prevent waste of the fluid. You can readily find any leak, 
because alcohol evaporates slowly. 



7. Don't-be-afraid to slop alcohol — it will evaporate with- 
out danger and leave no trace behind. Alcohol is as near 
"fool-proof" as any liquid fuel can be. 

8. Don't-be-afraid to keep alcohol in any size receptacle 
up to five gallons, larger if you can handle it easily. The 
only penalty for spilling it is waste. 

9. Don't-be-afraid to get your alcohol and kerosense cans 
mixed. We know you won't, because there are no kero- 
sene tfans where alcohol is once used. 

10. Don't-be-afraid to leave your alcohol can open, if 
you want to. All alcohol stoves are safe whether closed 
at the bottom and on three sides or not, and tihe main 
burner grates may rest within two inches of the floor, if 
the stove is convenient to use down so low. 

11. Finally, don't-be-afraid to hunt^ the source of an 
odor of alcohol with a light. The most you will find will 
be liquid alcohol, and if that should catch fire, remember, 
alcohol mixes with water and water will put the fire out. 
If a small blaze, blow it out. 
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^^^^^^~""" ^ *^HIS MONTH we want to suggest an 

advertising plan that has never be- 
. fore been attempted in any house 
furnishing department, or store, to 
our knowledge, yet a plan which has 
been successful when worked on a 
large scale — we mean a department 
organ as distinct from the so-called 
house organ. 

Study on the next page for a 
minute the advertisement of the 
Henry Sicgel Company, of Boston, sent us by Harry 
Hollender. Look at the field it covers — enameled ware, 
fireless cookers, floor stains, a patent baby crib, a motor 
washer, a bottle cooler, gas lights and a hundred and one 
kitchen furnishing specialties, most of them well known 
lo housekeepers, but some of^them new ideas only recently 
put on the market. 

How many stores can afford to run a full-page advertise- 
ment of kitchen-ware goods once a week ! Mr. Hollender 
has some justification in heading his *'ad'* the "largest 
kitchen furnishing ad. ever published," and we may add 
that news of this announcement came to us from all over 
New England as well as from interested persons in New 
York. But note this important fact — lafge as it is, Mr. 
Hollender had not enough space to call attention to all the 
benefits his customers could derive from the use of a 
fireless cooker, an alcohol stove, a water motor or any 
other new thing to be found in this splendid announcement. 
The best he could do was to illustrate each article, describe 
it briefly and depend upon a visit to his store to make the 
sale. 

The Model Kitchen 

But suppose Mr. Hollender, or any other enterprising 
house furnishing dealer took it upon himself to put out ? 
small weekly or monthly department organ carrying several 
pages of current advertising, of bargain offers for the week 
of issue, and containing besides a number of interesting 
stories of the household economies made possible by using 
this new appliance and that in the kitchen. 

These stories could be clipped from the House Furnish- 
ing Review, from the women's magazines, and culled from 
other sources, but they would have a direct, personal 
interest for every woman who read them. Why? Because 
she would have opportunity to see for herself the things 
she read about, to handle them, see them demonstrated and 
to buy one under the store's guarantee. Neither would 
such a paper allow her to forget what the salesgirl told 



her (or failed to tell her) for the department organ would 
be taken home and read at leisure; perhaps be preserved 
for future reference. 

Of course, the whole idea of such a department organ, 
which' would be handed to every customer when she 
entered the store, and otherwise distributed, would 
be — how to make a model kitchen in every home. There 
are endless opportunities for making this theme extremely 
interesting and suggestive to the thrifty house-wlic, ror 
the house furnishing department is where she goes to find 
all labor saving devices. The title of such a paper could 
well be made "The Model Kitchen," and we fancy it would 
be read and treasured by every woman who received one. 
That such a paper would therefore increase sales in a 
marked degree seems to us beyond argument. 

How it Could be Managed 

Talking this matter over with a prominent Southern 
buyer, he said, "Why, yes, I think the scheme would work, 
Imt it would do best in large cities like New York, Chicago, 
Philadelphia and the like. The large department stor^ in 
such cities all have a well organized advertising depart- 
ment, and this work could be done under the supervision 
of the advertising manager. It ought not to be difficult 
for an advertising man to gather together plenty of in- 
teresting articles on every new household appliance we 
buy, and in many cases the manufacturers will not only 
supply cuts without charge, for illustrating such articles, 
but also furnish advertising literature well adapted to 
such uses. There is no doubt in my mind but that 
"stories" as distinguished from purely advertising copy 
would be read with a greater degree of pleasure and in- 
struction by our customers, and that these stories would act 
as silent and intelligent sales-people supplementing the 
work done by our demonstrators and regular sales-force." 

We are not sure, however, that the department organ 
need be limited to large cities and large stores. Many 
retailers of house furnishing goods in small cities have 
stores and stock, which would lend itself readily to such 
purposes, and we know of a long established hardware and 
house furnishing store in New Haven — The John E. 
Basset & Company — which issues booklets from time to 
time which are attractively gotten up, are always well il- 
lustrated, frequently with original drawings, and which 
furnish an excellent working model of our idea. The trade 
is sufficiently familiar with their booklets, as the House 
Furnish iNf; Review has reproduced them from time to 
time in detail, to see how the department) organ can be 
managed and made to bring in most satisfactory results. 
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The above full page advertisement of kitchen furnishings was inserted by Harry Hollander of the Henry 
Siegel Company, Boston. It was the talk of the East, and is the largest of its kind ever run in New England. We 
have seen many full page advertisements containing as many items, but never have we seen so many cuts as at- 
tractively arranged. The omission of box borders at intervals gave space for the striking headline without 
sacrificing the beauty of the advertisement. 
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DEMONSTRATION OF FIRELESS COOKERS. BY COURTESY THE POWERS MERCANTILE COMPANY, MINNEAPOLIS. 

THE FIRELESS COOKER A SUMMER WINNER 

A Brief History off the Fireloss Cooker, Its Attractive Demonstration 
Features, Strong Selling Points, and How to Create Trade With it 



HE SUMMER SEASON of 1908 is an 
unusual one in that, among the many 
other important house furnishing ap- 
pliances designed to effect economies 
in the kitchen in time, money and 
labor, two epoch making industries 
have been brought to the forefront 
during the past few months. The first 
of these is denatured alcohol and 
alcohol apparatus, and the other is the 
fireless cooker. Of course, neither of them are new to 
the world, but they are new in one sense at least — that 
their value is for the first time com- 
^ _ infif to be quite generally recognized 

country. Indeed, the most 
ive women's magazines have 
oting much space of late to 
se subjects. 

ve no doubt the trade is in- 

in this subject of fireless 

therefore, in a practical 

1 Jt is our purpose in this 

icle to point out why any 

rless cooker is a trade win- 

selling points, and how to 

get the most out of it 

when placed in stock. 

Advantages to the 
Housewife 

For the retailer and 
his salesmen to properly 
understand and explain 
the advantages of the 
fireless cooker to the in- 
terested housewife, it is 
only necessary for him 



to know how the cooker can be used to prepare meals. 

Suppose it is a hot June afternoon. The housewife re- 
ceives an unexpected call from a party of friends. The 
family will be home for dinner at seven, and there are 
also her friends to provide for. Without the fireless 
cooker, she would have to spend the better part of the 
afternoon in the kitchen, basting the roast meat, paring, 
crtting up and boiling the vegetables, watching all lest 
they burn and finally there would be precious minutes 
lieeded for looking after the custard, or other dessert. 

Now suppose this same busy housewife has a fireless 
cooker. The roast she prepares in the usual way, puts it 
in the oven for twenty minutes, then places it piping hoi 
in the fireless cooker. Meanwhile, she has prepared her 
vegetables and brought them to the boiling point in the 
proper kettles and place them still boiling in the fireless 
cooker. Her dessert she treats in like manner. Over all, 
she places an airtight covering, and after half an noufs 
use of her time and stove, she is ready to spend the rest 
of the afternoon without interruption with her friends, 
confident that at dinner time her roast will b^ tender, 
juicy and hot, and that the vegetables will be thoroughly 
cooked, retain all their flavor and nutritious qualities 
and nothing will be burned or 
overdone. 

If there is a thrifty house- 
wife or saving husband in 
the country, who will not 
wax enthusiastic over such 
economy of time, labor and 
fuel, he or she must be a 
cold-blooded proposition, in- 
deed. In fact, the more 
calculating and economical the 
person, the more ready they 
are to invest in such an ap- 
pliance. DINNER PAIL. 
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How FIreless Cookers are Constructed 

Fireless cookers vary greatly in size, capacity, shape and 
design, of course. We know of at least ten different 
makes produced by as ' many different American manu- 
facturers, and doubtless there are many others, but all 
are built on the same principle. We select at random one 
of them for the purpose of illustration. 

This fireless cooker looks like a large covered pail. It» 
outer casing is iron, or some thick sheet material and its 
inner lining is of heavy tin. Between the outer and inner 
hning is a non-conducting material completely sur- 
rounding the can and forming cylinders of motionlci^s aii, 
this material being usually felt, asbestos or some other 
fibrous substance. The bottom and lid are similarly con- 
structed, and the lid is so made that when in place the 
non-conductor fits closely over the vessel thus keeping all 
heat \irithin. 

Inside the heat retainer are closely fitted the innei 
receptacles — cooking utensils which can be lifted out and 
into which the food in placed. In dry or steam cooking, 
hot water is placed under a rest which supports the pail 
containing the food thus insuring perfectly cooked food 
without risk of failure. 

The outer insulated receptacle called the heat retainer 
never goes on the stove. It merely serves to receive an 
enamelled ware dish within which fhe food has been 
placed, after this inner dish has been thoroughly heated 
with its contents for from ten to twenty minutes on the 
stove or range. 

Modifications of tlie Fireless Coolcer 

As pointed out above, the applications of the **heat-re- 
tainer" principle are many and various. The simplest type 
is made of the well known indurated fibre, is light in 
weight, non-absorbent, can be washed as readily as a tin 
pail, will not rust, leak or crack, is hygienic and is said 
to be the only cooker made of a single material, all other 
cookers as stated above employing some fibrous material 
as a means of preventing the heat from escaping. We 
illustrate on the first page of this article a dinner pail of 
this type. 

Another type is the "Perfect" fireless cooker, which is 
an important one, and has a gas burner inside the cooker 
which may be connected to an alcohol-gas generator or to 
a gas-cock in the usual way. This type does away with the 
cook-stove entirely, and with the alcohol attachment may 
be used in camp or about in the woods. 

Still another type looks like a cedar chest and is il- 
lustrated on this page. This is divided into three com- 
partments, each one having a separate cover and is a 

heat conserver pure and 
simple. Another fireless 
cooker of this type is il- 
lustrated on the first 
page. 

These ' examples will 
serve to indicate how 
wide a range of utilities 
is covered by makers of 
fireless cookers and each 
style has its adherents 
and advocates. We leave 
it to the trade to select 
whatever type is best suit- 
ed to their customers. 



The Economy of the Fireless Coolcer In Fuel 

In order that the trade may appreciate the saving of 
fuel made possible by the fireless cooker, a matter of con- 
siderable importance to every household, we reprint below 
a table showing the comparative lengths of time required 
for cooking by the new and the old methods. 



BY FIRELESS 

Soup stock (raw) lo minutes 

Beef a la Mode 15 " 

Smoked Beef Tongue 25 " 

Leg of Mutton (boiled) 20 " 
Turkey (15 lbs.) 20 

Smoked Ham (16 lbs.) 25 " 

Baked Beans (2 qts.) 15 " 

Cabbage 10 " 
Potatoes 5 

Scotch Whole Grain Oats 10 " 

Dried Apples 10 " 
Pumpkin 10 

Boston Brown Bread 15 " 



OLD METHOD 

5 hours 

4 " 

5 " 
4 

4 '* 
5 
21/2 to 12 

1/2 " 

y2 " 

VA " 
VA •' 

4 •" 



From the above table it is perfectly evident tha* the' 
fireless cooker saves about eighty per cent, of the cost of 
fi:el, which would mean an immense reduction on the coal 



or gas bill in every household where the fireless cooker is 
put in use, which would make the cooker pay for itself 
many times over in the course of a few months. The 
time, labor and attention it also saves in the kitchen is 
another strong argument it its favor, and its value to the 
house furnishing dealer for demonstration and trade 
winning purposes scarcely needs mention in this article. 

For Demonstration Pur|K>ses 

We have already pointed out the fact that there is much 
interest among women in the possibilities of the fireless 
cooker, and the beginning of the summer season makes 
this utensil a particularly strong drawing card for the 
retailer. The fact that it is being demonstrated will draw 
the crowds with little difficulty, and by cooking a New 
England boiled dinner or any other meal in one of the 
cookers, and advertising the time when the food will be 
taken from the cooker, many people may be led to visit 
the house furnishing department or the store where it is 
demonstrated. 

For Window Displays 

The fireless cooker offers many striking possibilities for 
window display. A picnic party may be grouped on a 
"lawn," a proper drop curtain for the back of the window 
having been painted and wax figures being suitably, posed. 
An automobile may be suggested on the drop, and the 
fireless cooker and its contents (freshly cooked food be' 
ing shown every day the window is displayed) may be 
shown in the foreground. 
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New York, N. Y. — M. Weinstein, wholesale dealer and 
jobber in house furnishing specialties, has removed from 
415 Grand Street to 291 Bowery, and will occupy store, 
basement and sub-basement, and will carry a full line 
of hardware and cutlery. 

New York, N. Y.— G. M. Thurnauer, of G. M. Thurn- 
auer & Bro., sailed on May 5th on the Kaiser Wilhelm 
for Europe to select novelties for the fall and winter 
trade. 

Brooklyn, N. Y. — The Thayer, Wilkinson Company, 
1418 Cortelyou Road, has incorporated to deal in house 
furnishing goods, and requests catalogs, etc., from the 
trade. 

Paterson, N. J. — ^Jacob Spitz & Son, capital $100,000. 
This company will operate a department store. 

Albion, Mich. — Geo. T. Bullen has opened a branch 
department store in Homer, Mich., with Mr. Fred Richey 
in charge. 

Elizabeth, N. J. — New England Mill Stores, capital 
$5,000. 

Lowell, Mass. — The Gilbride Department Store has 
re-opened under new management. Mr. Matthew Scott 
and John S. Beckman, of Boston and John J. Burns of 
Lowell are associated with Mr. Gilbride. Mr. Scott is 
general manager. 

Fall River, Mass. — A new corporation has been formed 
in Fall River, Mass., to take over the Higgins & Fraze 
department store; capital $90,000. with the following offi- 
cers: Geo. F. E. Roberts, vice-president; Michael J. Lee, 
secretary; and treasurer, Wm. A. Fraze. 

Courtenay, N. D. — The Farmers' Cash Department 
Store has organized ; capital, $30,000. 

Jersey City, N. J. — Arcade Company, capital $10,000 
General department store. 

Kewanee, 111. — B. G. Ogle Co-Operative House Fur- 
nishing Company has organized to establish a whole- 
sale furnishing house with headquarters at Monmouth. 
The preferred stock is $50,000. 

New York, N. Y.— McFarland & O'Flaherty Company 
have filed plans for a new four-story department store, 
Eighth Avenue and 43d Street. 

Memphis, Tenn. — Bry's New Mammoth Department 
Store will he the largest in the city when completed. It 
will be seven stories and basement, and should be ready 
for occupancy September ist. 

Palo Alto, Cal. — John Darling Company has organized 
to conduct a general merchandise business including 
hardware, tinware and household goods; capital $10,000. 

Atlantic City, N. J. — Atlantic City Candy Company, 
Inc., capital $50,000, to manufacture candy goods and con- 
duct a general department store. 



Altoona, Pa. — Kelly & Company have opened a large 
dry goods and general furnishing store. 

Brooklyn, N. Y. — Frederick Loeser & Company are pre- 
paring plans for a large addition to be built at the rear 
of their present store. 

St. Paul, Minn. — Hamm Brewing Company have begun 
work on a four-story fire-proof department store to be 
occupied by the Emporium. The store will be ready for 
occupancy about December ist. /' 

Sheboygan, Wis. — Sheboygan will have five large de- 
partment stores when the new one, planned by Michigan 
avenue business men, is completed. 

Brooklyn, N. Y.-rThe H. Batterman Store recently cele- 
brated their forty-first anniversary. 

Alexandria, Va. — Smoot, Coffer & McCalley, Inc., has 
organized with capital of $25,000 to $100,000. President, 
S. C. Smoot; secretary, J. H. McCalley, and K. A. Sey- 
mour, all of Washington, D. C, are interested; depart- 
ment store. 

New York, N. Y. — The Evans & Steel Company has 
organized; capital $200,000; dry goods. 

Pine Bush, N. Y. — The H. R. Taylor Company; capital 
$26,000; department store, also lumber, coal, etc. 

Trezevant, Tenn. — The Jeff. J. Blanks Company are 
building a two-story addition to their department store. 

Jonesdale, Iowa County, Wis. — The Anderson Depart- 
ment Store Company has organized; capital $10,006. In- 
corporators: C. S. Anderson, A. M. Anderson and Amy 
Anderson. 

Syracuse. N. Y. — The Tobey Trading Company; capital 
$1,000; general department store. 

Jamestown, N. Y. — The Boston Department Store has 
opened for business. 

Brooklyn, N. Y. — Martin's has incorporated, with sC 
capital of $25,000, to conduct a department store. 

Madison, Wis. — The A. E. Schunk Company has in- 
corporated, with a capital of $75,000, to conduct a depart- 
ment store. 



CHARITY 

If I knew you and you knew me. 

If both of us could clearly see, 
And with an inner sight divine 

The meaning of your heart and mine, 
I'm sure that we would differ less 

Ard clasp our hands in friendliness; 
Our thoughts would pleasantly agree 

If I knew you and you knew me. 

— Nixon Waterman. 
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MISS JEAN HAWTHORN. 



MISS E. M. EVANS. 



MISS HELENE DELP. 



BUSINESS WOMEN OF THE TRADE 



Brief Business Blofraphies of Three 
Clever and Successful Business Women 



E TAKE PLEASURE in calUng the at- 
tention of the trade to three of its 
brightest and best members, business 
women all three, highly successful in 
their chosen pursuits, and representing 
all three branches of the house furnishing 
trade — Miss Hawthorn, manufacturing. 
Miss Evans, salesmanship and Miss Delp, 
demonstrations. These ladies need no 
introduction, as their success has won 
them the confidence and commendation of all with whom 
they have come in contact, including the largest business 
houses from coast to coast. 

jUISS E. M. EVANS, manager of the New York office 
^^^ of A. L. Tribble & Company, Boston, Mass., has 
travelled for leading manufacturers of house furnishing 
goods for a long time past, having covered over fifteen 
states during the past seven or eight years. Miss Evans 
id well known throughout the Middle West, and has sold 
the largest department stores and all the jobbers. During 
the past two years she hasi been calling on the New York 
department stores and the local jobbers in her capacity as 
manager of the New York office of the Tribble line. 

ISS JEAN HAWTHORN, the inventor of Silvcrdip, 
is president of the Silverdip Company, of New York, 



M 



which manufactures this well known and popular 
specialty. Miss Hawthorne enjoys the distinction of be- 
ing one of the few inventors, who have made a commercial 
success of their invention and derived personal profit from 
its manufacture and sale. This speaks well for her busi- 
ness ability, and the increasing sale of Silverdip in the 
trade is due to its appreciation by many women who have 
heretofore found the cleaning of silver a matter of much 
labor. We may add that the house furnishing trade offers 
many opportunities for success to women inventors as the 
trade caters so largely to effecting economies in household 
affairs. 

VI ISS HELENE DELP, honors the title of 'the Maud 
Adams of the house furnishing trade" and is one of 
its most popular and successful business women. For 
the past six years. Miss Delp has acted as demonstrator 
and instructor of salespeople for the Dover Manufacturing 
Company, of Canal Dover, O., during which time she has 
met with unprecedented success in the leading stores of 
the East as well as in Europe. Miss Delp has also at- 
tended many house furnishing exhibitions in this country 
and England as instructor. During her recent engagement 
ill the John Wanamaker stores in New York, Miss Delp 
more than quadrupled the sales of Asbestos Sad Irons. 
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New York, N. Y. — Mr. W. R. Melville, six years with 
Stransky & Company, three years as sales manager, has 
resigned on account of ill-health. Last fall Mr. Melville 
traveled abroad for Stransky & Company, and was treated 
in Berlin, but since his return in January his work has 
proved too confining. 

New York, N. Y. — H. W. Johns-Manville Company 
have opened a new branch in Detroit, Mich., under the 
management of Mr. Willard K. Bush, who has been con- 
nected with the Milwaukee branch for a number of years. 

New Britain, Ct. — ^Landers, Frary & Qark (whom by 
some curious mistake we located at Meriden, Mass., in 
our last issue) have removed their Boston office to much 
larger quarters at 157 Summer street. Mr. Will T. Hedges 
is manager, and he is very enthusiastic over the new lo- 
cation, as the office is so situated as to be close to the 
Terminal Station, convenient for the out-of-town buyer, 
and at the same time is in the heart of the wholesale and 
retail district of Boston. 

Chicago, 111. — The Cassidy-Fairbanks Mfg. Company 
have bought out three different factories in three sepa- 
rate States, taking over the entire hardware specialty 
business and good will of each. All tools, merchandise, 
stock, etc., have been moved to Chicago, where manu- 
facture will be continued on a larger scale. The three 
purchases are The Foyer Manufacturing and Steel Stamp- 
ing Company, Painesville, Ohio ; The Stamping Department 
of Bergman Bros., Buffalo, N. Y. ; and The Charles C. 
Bonar Company, Evanston, 111. The increased facilities 
of the Cassidy-Fairbanks Manufacturing Company now 
brings the total number of individual articles made by 
this concern up to the four hundred mark, and they now 
claim to have the largest and most complete line of this 
kind ever manufactured by any one factory. 

Boston, Mass. — The Boston Mirror Company, formerly 
at 10 Washington Street, have moved to much larger 
quarters at 67-69 Sudbury Street. 

Girard, Pa. — Theo. J. Ely Manufacturing ,Company 
has incorporated with a capital of $75,000, fully paid in. 
The officers are: Theo. J. Ely, president; M. E. Ellis, 
treasurer; Theo, B. Ely, vice-president and secretary. 
They are considering the building of large additions to 
their factory and expect to increase their line of hard- 
ware and woodenware specialties. 

New York, N. Y. — Max Lowenstein, 71 Washington 
Square, S., is in Europe on a three-months* trip. 

Cleveland, Ohio. — On May 20th a petition in bankrupcy 
was filed against the Colonial Paint Company, and C. C. 
Foerstncr was appointed receiver. It is reported that the 
business will be sold. 

Jersey City, N. J. — The New Century Novelty Com- 
pany has incorporated. Capital, $100,000. Hardware 
supplies. 



New York, N. Y. — "Mac" China Lock Company; capi- 
tal $10,000; hardware and hardware supplies. 

Wilmington, Del. — Eureka Alcohol Utilities Company; 
capital $100^)0. Main office Real Estate Trust Bldg., 
Philadelphia, Pa. 

New York, N. Y. — At a meeting of the creditors of the 
H. & H. Manufacturing Company, on May 21, the report 
of the investigating committee was read and it was 
recommended that, in settlement of all claims, the credi- 
tors accept 331/3%, payable 10% in cash, and the balance in 
six, twelve and eighteen months, said payments to be 
secured by chattel mortgage. This proposition will un- 
doubtedly be accepted and the company continue in busi- 
ness. 

Newark, N. J. — Frank F. Smith & Yates Manufacturing 
Campany; capital $10,000. Incorporators: F. F. Smith, 
John W. Yates, Edw. A. Zink. Hardware. 

New York, N. Y. — The Matchless Match Company; 
capital, $25,000. Matches. 

Chicago, 111. — Home Manufacturing Company, First 
National Bank Building; capital $10,000. Manufacture 
hardware and novelties. 

Wichita, Kansas. — The Southwestern Broom Manufac- 
turing Company is erecting a factory and warehouse, to 
cost $100,000. 

Warsaw, Russia. — Importers of all sorts of hardware, 
kitchen utensils, etc., wish to extend their American im- 
ports owing to the boycott of German manufacturers. 

Cincinnati, Ohio — Acme Manufacturing Company; pre- 
liminary capital $10,000, to be increased later. Hardware 
and patented specialties. 

Portsmouth, Ohio. — Henry F. Bertram will cover Ohio, 
Indiana and Illinois, for the Portsmouth Stove and Range 
Company in the future. Mr. Bertram was formerly with 
the Ohio Stove Company. 

New York, N. Y. — Western Clock Manufacturing Com- 
pany; capital $5,000. Watches, clocks, etc. 

Brooklyn, N. Y. — Consumers' Gas and Electric Fixtures 
Supply Company; capital $10,000. 

Columbus, Ohio. — The Lattimer- Williams Manufacturing 

Company has changed its name to the Lattimer Stove 

Company, owing to the withdrawal of Mr. Williams, now 

secretary of the Central Stove Manufacturers' Association. 

, Gardner Lattimer succeeds Mr. Williams. 

Montpelier, Vt. — The Capital Hardware Company suc- 
ceeds Bailey & Morse; capital $20,000. 

Boston, Mass. — American Galvanizing and Manufactur- 
ing Company; capital $50,000. President, Murray B. Har- 
ris; treasurer and clerk, Frank M. Harris, both of Bos- 
ton. Hardware. 

New York, N. Y. — Pitsgoff Bros., Inc.; capital $5,000. 
Incorporators are Alexander, Benjamin and Barnet Pite- 
goff, all of New York. Brushes. 
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. ::leisey & Co., inc. 




NEWARK, OHIO. 


1 

New York Sample Room Baltimore Sample Room 

No. 25 West Broadway 122 West Baltimore St. 

A. A. Bean, Agt. H. S. Bokee, Agt. 




Philadelphia Sample Room 
1035 Market St., T. Downs. Jr., Agt. 
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Bordentown, N. J. — Operations were resumed at the 
Old Ironside Pottery on May 25th. The plant has been 
shut up for six months. Employment will be given to 
about one hundred men. 

Marshalltown, la. — The Plymouth Stoneware Company 
have begim operations in their new plant, recently pur- 
chased from the trustee of the defunct Marshalltown Pot- 
tery Company. They will make a general Irne of stone- 
ware. 

Corinth, N. Y. — The Corinth Feldspar Company has 
been organized and is now preparing to open a feldspar 
mine as soon as the plants now being erected are com- 
pleted and machinery installed. 

Grand Rapids, Mich. — The Walter French Glass Com- 
pany, which recently failed, has filed a trust mortgage to 
protect all creditors. C. A. L^ndnfsr has been made 
trustee. 

Plainfield, N. J. — The Fiber Covered Bottle Company 
has been organized to manufacture glassware, fiber-cov- 
ered carboys, demijohns, etc., cap'ital*' $100,000. 

St. Johnsville, N. Y.— The Talibtfian & Harding Com- 
pany has incorporated, with a capital of $5,000, to deal 
in jewelry and china ware. 

Trenton, N. J. — James E. Norris has withdrawn from 
the Anchor Pottery Company and is now associated with 
a New York china importing house. The other members 
of the Anchor firm are Cyrus D. Jones and Frank S. 
Jones. 

New York, N. Y. — The Rollin-Richland Company has 
incorporated to deal in crockery, glassware, etc.; capital 
$20,000. 

Buffalo, N. Y. — The White-Findlay Mirror Company 
has incorporated, with a capital of $15,000, to manufacture 
glass mirrors and mirror frames. 

New Orleans, La.-=-The United China & Glass Company 
has organized to take over the business of Abe Mayer & 
Company. Capital $115,000, and officers: Jos. W. Moses, 
president; M. P. Scheyer and M. Levy, vice-presidents. 

Marion, Ind. — The Marion fruit jar factory, owned by 
Ball Bros., has resumed operations and is running to its 
fullest capacity, giving employment to two hundred per- 
sons. 

Toronto, Ohio. — The American China Company has 
purchased the Peerless Kaolin Company's properties at 
Langley, S. C, and is putting in a large plant for the 
development of the clay property. Brick tiling, piping 
and chinaware will be manufactured at the Ohio potteries. 

Schenectady, X. Y. — The H. S. Barney Company has 
opened a new cut glass and chinaware department, and 



has installed fixtures finished in white enamel and light- 
ed by numerous wall lights. For the display of cut glass, 
glass shelves and mirrors have been added. 

East Liverpool, Ohio. — Joseph T. Croxall, the well- 
known color manufacturer, recently sailed for Europe, 
to be gone six weeks. 

East Liverpool, Ohio. — W. E. Wells, of the Homer 
Laughlin China Company, states that they are doing as 
much business at their new plant as a year ago, are op- 
erating the Newell plant on three-fourths capacity, while 
the East End plant is on about one-third time. 

Trenton, N. J. — ^The Crossley Mfg. Company has placed 
upon the market a machine for making saggers. It is on 
the plan of the tile press with a ponderous die and coun- 
ter die that close together, pressing the sagger clay into 
the desired shape. It is interchangeable, so that different 
styles of saggers may be made. 

Moundsville, W. Va. — ^The Fostoria Glass Company's new 
line of lamps is in advance of anything hitherto attempted 
by this well-known firm, and one has only to inspect the 
full display at the West Broadway show room in New 
York to be convinced of the good showing made. 

New York, N. Y. — Bawo & Dotter are showing full 
lines of Bohemian glassware in new shapes, designed to 
retail at popular prices. 

Pittsburg, Pa. — The United States Glass Company has 
issued a thirty-six page catalogue showing a variety of 
sideboard sets. These comprise plain, deep and needle- 
etched tumblers, steamware, water bottles and pitchers, and 
general line of goods that go to make sideboards adorn- 
ments. This booklet is one of the most attractive that has 
ever been put out by this well-known company. 

Pittsburg, Pa.— George W. Blair, of the H. C. Fry 
Glass Company, is exhibiting his sample glass tiles re- 
cently created by him and made by a new process. The 
tiles, in color a dark green, are made six at a time and 
can be cut when ready for use. 

Atlantic City, N. J. — The annual wage conference of 
the glass manufacturers and workers is scheduled to be 
held at Atlantic City, N. J., beginning July 24th and con- 
tinuing a week or ten days. 

Homestead, Pa. — The Bryce-Higbee Glass Works has 
been purchased by the Carnegie Steel Company for 
$50,000. The glass company will vacate in sixty days. 

Washington, Pa. — The Phoenix Glass Company has re- 
sumed operations after being idle since December. Sev- 
eral hundred workmen were given employment and it is 
said the factory will be operated to its capacity. 
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SELLING POWER OF WINDOW DISPLAYS 

(Concluded from page 28). 
play. Is it not a good thing then to make mention 
of the display and have just as many people no- 
tice it as possible? 

Then again, I believe that it is a good plan to 
couple newspaper advertising and window display 
advertising on a single item for a short time. While 
your newspaper space contains a written descrip- 
tion of the article your window display gives people 
a chance to examine the article itself. The two 
methods are complementar>\ 

What Dealers Say About Window Displays 

In connection with window display contests of 



THESE ARE ONE IDEA DISPLAYS. 



asbestos sad irons, conducted in 1905 and 1906, 
some very interesting statements were received 
from dealers who made displays. A Cincinnati 
dealer wrote: 

"We bought twenty-five sets of asbestos 
irons, twelve of which we sold during the dis- 
play in our window and have sold since then 
ten sets. Without the display we do not think 
that we would have sold more than six sets." 

A dealer in Sheridan, Mo., wrote: 

"My trade has already increased one hun- 
dred per cent, on these irons since I arranged 
my show window. A good display of goods 
well arranged is what counts." 
A common experience of those who display spec- 
ial lines ^ is given by a dealer in Thomaston, Conn., 
who wrote: 
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"My display sold but a few irons, but since 
then I have sold a large number of sets which 
I have credited to my window display and the 
advertising circulars which I distributed." 

Several photographs of window displays made 
in connection with the contests mentioned above, 
are reproduced herewith. We wish to call special 
attention to the fact that these are "one idea" dis- 
plays. Whenever possible we have dealers show 
asbestos sad irons alone for a week or two, and we 
find that a great deal more is accomplished in this 
way than by placing a few sets of the irons in a 
general window display. 

The Value of the Show Window 

Speaking of the show window, we are reminded 
of a story related to us by a well-known 
Western buyer recently. His father 
owned a crockery store in his home 
town, and while spending a few days at 
home he visited his father's store. 

"Where did you get these toilet sets?" 
said he to his father. 

"Oh, I bought them over a year ago, 
and never had a call for them," replied 
the older man. 

"Well, why don't you clean out your 
show window and put them out in front 
there with a price on them, so people will 
know you've got them ?" 

" 'Taint worth while," said the father. 
"Nobody wants them." 

The son said nothing, but he went to 
work and cleaned out the window, made 
up some price cards and displayed the 
toilet sets at a price which offered a good 
. bargain to the public and left a fair profit 
to his father. Before a week went by, the lot was 
gone and his father bought more to fill orders. 

Window Displays and the Sales Force 

When we speak of the selling power of window 
displays we mean something different from the 
selling power of a salesman. While a display may 
sometimes actually sell the goods, it usually requires 
human persuasion to crystallize the interest excited 
by the display into a sale. 

The sales corps must be in perfect harmony with 
the window dresser so as to lose none of the mo- 
mentum resulting from displays. Each clerk should 
know what lines are featured in the show windows 
and should be drilled in the talking points. This is 
another phase of the "team-work" idea, which is 
occupying the attention of students of retail mer- 
chandising. 
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MANUFACTURERS AND IMPORTERS OF 

ALCOHOL UTILITIES 

A Complete List of Importers and Manufacturers of Alcohol Utilities, Together With 
Illustrations and Brief Descriptions of the Goods Handled by the Concerns Mentioned 



Introduction 

For the information of the trade, assuming that many 
dealers in house furnishing goods are interested in know- 
ing where alcohol utilities may be obtained, both the im-' 
ported lines and those made by American manufacturers, 
the House Firnishing Review gives below as complete 



manufacturers will be given space in these columns in 
subsequent issues, and we may add that the list given be- 
low is as complete as can be under existing circumstances 

Alcohol Utilities Company 

We illustrate here a splendid line of alcohol utilities 
offered to the trade by the Alcohol Utilities Company, 156 



. A, 







a list of such wholesalers of alcohol appliances as are 
ready for business. In some cases, manufacturers are 
omitted for the reason that we have been unable to obtain 
cuts and descriptive matter from them, while in other cases 
manufacturers are not quite ready to announce the ap- 
pliances they will shortly put upon the market. These 



West 23d Street, New York. This line includes alcohol 
lamps of every description, including table lamps, hanging 
lamps and wall lamps, while for the convenience of those 
who have kerosene lamps with an ordinary "D," No. 3 
(ifi inch) collar, that is not a central-draft lamp, an in- 
candescent alcohol burner is supplied. Those who have 
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a banquet, piano or hanging central-draft kerosene lamp 
may replace the kerosene fount with an alcohol fount five 
inches in diameter, to replace the central-draft fount. 
All the supplies that go with the alcohol incandescent 
mantle lamp are also obtainable from this company. 

We also illustrate the Little Giant, sixty-five candle 
power incandescent inverted lamp, which is ideal for 
stores, show windows, shops, yards, streets, verandas, 
gardens, billiard rooms, stables, and other places where 
a strong, brilliant steady lamp of unusual power is re- 
quired. This lamp burns one quart of alcohol in twelve 
hours, and is economical and powerful. 

The alcohol sad-iron sold by the Alcohol Utilities 
Company is economical, safe and clean, and has a regula- 
tor attachment which controls the amount of heat generated 
by the burners, so that the irons can be used, for ironing 
the most delicate pieces, such as laces, handkerchiefs, etc., 
or can be heated hot enough to do ironing of sheets, etc. 
to the best advantage. A flat iron in a touring case with 
a flask of alcohol is a feature of this line. 

The alcohol stoves handled by this company are made 
in one, and three burner sizes, and are giving good 
satisfaction. They are made of the strongest pressed brass, 
beautifully nickeled and embossed. They are as easily and 
accurately regulated as any gas burner, the heat is main- 
tained absolutely uniform, making this one of the safest 
and most economical cooking stoves for general use. 

Another useful appliance^ is a combination heater and 
cooker, which is absolutely smokeless and odorless and 
one of the best alcohol heaters and cookers made. This 
is shown in the illustration unmounted. 

Among other useful accessories handled by the Alcohol 
Utilities Company is a camping and traveling outfit, con- 
sisting of a large burner stove with a one quart boiler, 
frying pan, four egg tray and coffee and tea balls. In ad- 
dition, some vapor cookers are provided in a variety of 
styles and sizes. 

a. Cohn A Company 

We illustrate here a few of the "Bengalia" line of stoves 
and lamps imported by G. Cohn & Company, 337 Broad- 
way, New York. 



The line of alcohol utilities handled by G. Cohn \ 
Company comprise lamp burners, cook stoves of single and 
two burner style, inverted arc lan^ps, corporation street 
lights, alcohol heating stoves, and we may add that Mr. 
Cohn is now in Europe, where he is seeking additional 
alcohol appliances to supplement the extensive line he 
already carries. 

United States Industrial Alcohol Company 

For the information of the trade, we desire to say that 
denatured alcohol may be obtained in any quantity from 
the United States Industrial Alcohol Company, 100 Wil- 
liam Street, New York. This concern is the largest pro- 



ducer of denatured alcohol in the country to-day, and haS 
distributing agencies already established in nearly every 
State in the Union. Dealers desiring to obtain alcohol 
for their customers may learn the name of their nearest 
distributing agent by writing the United States Industrial 
Alcohol Company at New York. 

Manning, Bowman A Company 

One of the best American made alcohol-gas stoves on 
the market is the single and two-burner alcohol stove 
made by Manning, Bowman & Company Meriden, Ct. 
This company puts out a high-grade alcohol stove made to 
satisfy the most particular people, a stove highly orna- 
mental in appearance, constructed of the best mat'.rals. 
which is finding favor with well-to-do poople for use ;n 
their summer homes, and in conjunction with the large 
variety of chafing dishes, etc., made by this concern. 



Manning, Bowman & Company now have ready for 
the trade a more popular line of alcohol sjtoves, using 
the same burner as the high-grade stoves irentioncd above, 
the frame being made of pressed steel, and finished in 
aluminum, nickel-plate and copper. This stove is very 
attractive in appearance, but it sells at a price within the 
reach of the average family. This stove is practically 
indestructible, as the stove may be dropped on the floor and 
the legs bent, but the frame cannot be broken. Should the 
legs be bent by accident, they can be pwt ba»rk in s'lapc 
without difficulty. 

The general excellence of the Manning, Bowman line 
make these stoves a very satisfactory one for the require- 
ments of the best-class trade. 

Eureka Alcohol Utilities Company 

The Eureka Alcohol Utilities Company, with offices at 
1 139 to 1 143 Real Estate Trust Company Building, Phila- 
delphia, has been incorporated and will very shortly place 
I'pon the market a complete line of alcohol utilities of 
American manufacture, including stoves, lamps, and sad 
irons, etc. It is understood that contracts have already 
been made for the exclusive selling right for several 
American factories. This company will have the benefit of 
the wide experience in this field of Mr. R. E. Robinson, 
the organizer, who is well known among those interested 
in denatured alcohol goods. 
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As will be seen the alcohol is vaporized and burned in 
the form of gas, and this burner is not only economical 
to use, but also gives a very efficient flame for use in con- 
nection wilh the coffee machines made by this concern. 



six pounds and the reservoir holds one quart, otherwise 
being a duplicate of the single burner. 

The **Norma" alcohol stove is of high efficiency, easily 
rnd q'ickly started and easily regulated. It gives a perfect 
blue flame. All parts are readily accessible so that after 
long use it can be taken apart and cleaned. Popular prices 
pre\a!l with this l.'ne. 

T. W. Houchln A Company 

We illustrate on this page a few of the alcohol specialties 
hi.ndled by T. W. Houchin & Company, 341 Broadway, 
New York. This line includes the "Sunburst" Alcohol 
Cas S ove, curling iron heaters, alcohol torches, and a 




The Rlngen Stove Company 

We illustrate here the latest American alcohol stove, 
which is made by the Ringen Stove Company, St. Louis, 
Mq. 

As will be seen, this two-burner stove is modelled after 
the gasoline stove well known to the Western trade, and 
gives a flame that is intensely hot, perfect in 
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Irrgc line of stoves burning alcohol direct as well as those 
vaporizing it and burning the gas thns made. The illus 
iratiorfs will serve to give a gccd idea of the large number 
of appliances handled by this c( nccrn. 



Landers, Frii ry 6i Clark 

We illustrate on this page the "Universal" line of 
coffee machines, manufactured by Larders, Frary & Clark, 
of New Britain, Ct., and show delails of the alcohol burner 
used in this machine. 
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S. Stemau A Company 

Among the American manufacturers of alcohol ap- 
pliances is S. Sternau & Company, 195 Plymouth street, 
Brooklyn, New York. In the appliances illustrated here- 
with, the alcohol is burned through a wick, and is run 
vaporized. 

S. Sternau & Company provide a special burning fluid 
called Ko-Ho-Li-a which is a refined mythylic spirit, sweet 
smelling and as clear as crystal. Ko-Ho-Li-a is guaranteed 
to burn with a clear blue flame and is free from product? 
of combustion, such as soot and other products, giving off 
odors and smoking up the cooking utensils used. Koho- 
lia may also be used for general cleaning, such as polishing 
glassware, etc., and may be used externally as an alcohol 
rub. 



The complete line of chafing dishes and other alcohol 
appliances manufactured by S. Sternau & Company, of 
Brooklyn, arc too w<:ll known to the trade to need further 
description. 



We illustrate a number of Sternau appliances in which 
Koholia may be used, including a chafing dish of thret 
pint capacity, which is double tin-lined throughout ; fitted 
with the Sternau-Inferno burner and extra hot-water pan 
having a long handle. This is trimmed with extra large- 
beaded edge and non-heating ebonized wooden handles and 
knob. 



S. H. Mildenberg 

We illustrate on this page two alcohol appliances im- 
ported by S. H. Mildenburg, 253 Broadway, New York. 

The Mildenberg line includes alcohol incandescent lamp 
burners, small cooking stoves, single and two burner 
alcohol stoves of various styles and sizes, alcohol heating 
appliances, and sad irons. 

We illustrate here a single burner stove which has a 
handle attached to same making this stove very convenient 
to use. Another style of alcohol stove is so made that 
meat may be roasted, while a spit is provided by means 
of which the meat may be turned around next to the flame, 
thus broiling it to the best advantage. 

The Mildenberg line is unusually complete, and repre- 
sents some of the best articles imported from abroa 1. 
Prices are popular. 



Another handy appliance is the Traveling Companion 
shown herewith, \>hich is of great value for warming milk 
for children, and for use in the sick room. This is shown 
ready for use and also closed. As will be seen it is very 
compact in size. 

We also show a tea kettle of very handsome appearance 
finished in brass, ccpper, nickle plate, or silver plate. 

Another handsome article manufactured by Sternau. & 
Company is the Sternau coffee machine in nickle plate, 
copper, and silver plate. They are strictly sanitary as all 
parts are easily cleaned. 
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Q. M. Thumauer A Brother 

G. M. Thurnauer & Brother, 83 Worth street, New York, 
import a very complete line of alcohol stoves, travelers 
companions, curling iron heaters, and coffee machines, 
using alcohol for fuel, and they also show an egg boiler 
which is something of a novelty. 



This Vulcan handy alcohol cup is useful in the nursery, the 
sick room or to the traveler and in all other places where 
ii is desired to heat liquid of any kind. It is a small stove 




and drinking cup combined. There is no weight to bother 
with. It is ready at a moment's notice, and it is absolutely 
safe. 



We also show the Vulcan Toaster which can be used 
over any kind of a stove, and on which four slices of bread 
can be toasted at one time. The finished toast is free from 
all foreign and disagreeable tastes, as the bread nev-er 
comes directly in contact with the flame. Tea and coffee 
may be prepared on the top of the toaster without 
interfering with the toasting. 

The Buffalo Manufacturfaig Company 

A very popular line of chafing dishes, coffee percolators 
and alcohol burning devices is made by the Buffalo Manu- 
facturing Company, of Buffalo, New York. 




We illustrate on this page a few of the large variety or 
alcohol appliances handled by this firm, all of which speak 
for themselves, some of which burn alcohol through a 
wick, while others vaporize the alcohol and burn it in the 
form of gas. 

The W. M. Craae Company 

We illustrate on this page the Vulcan handy alcohol 
cup manufactured by the Wm. M. Crane Company, 1131 
Broadway, New York, and which is made in two sizes, one 
with a capacity of four ounces of water and the other with 
a capacity of eight ounces of water. All that is needed 
is to fill the cup with liquid to be heated, and then place 
about two teaspoon fuls of alcohol in the saucer and 
ignite with a match. If a less quantity is to be heated, a 
proportionately less quantity of alcohol need be used. 



Wc show in this column one of their coffee machines, 
in which alcohol is burned through a wick. The alcohol 
brrner made by this concern is a very efficient one, and 
the entire line of high grade standard nietalware of the 
Buffalo Manufacturing Company is one that recommends 
itself to the trade. 
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Arcade Cuspidors 

We illustrate in this column two Arcade Cuspidors made 
bj the Arcade Manufacturing Company, of Freeport, 111. 
You can strike the Arcade Cuspidor with a hammer or 
throw them down stairs without making the slightest im 
pression on them. They are made of solid brass casting 
of the hardest known composition. This brass when 
polished is a beautiful golden color, and continued polish- 
ing increases the brilliancy of the lustre. The older they 
get the more beautiful they become. 



The thickest part of the casting is^ in the base and this 
prevents the cuspidors from being upset. The inside is as 
smooth as glass, so that cleaning is a simple process. The 
openings in the cuspidors are large. They are in four de- 
signs which are as near perfect both from an artistic 
and commercial standpoint as they can be made. The air 
of elegance and richness which they give to a room is 
worth dollars to a business that caters to taste and dis- 
crimination. 



The ''Leader" Sink Brush 

We illustrate in this column the '^Leader" sink brush 
manufactured by Charles Plunkett, 205 Duane St., and 
which is one of the most popular sink brushes known to 
the trade. 

Charles Plunkett is successor to the Union Whisk and 
Novelty Works, and* manufactures all styles of whisk 
brooms; horsehair whisks and bass sink whisks. 

Another popular line is the Diamond nickel cap broom 
which is also made by Charles Plunkett. 

The "Leader" sink brush mentioned above is said to 
be the only clean durable perfect sink brush invented. It 
cannot fall ap^rt or break off as others do; it does the 
work better and in less time, and is the cleanest and most 
attractive sink brush made. It will outlast any other 
brush made for that purpose. 

Q»s Hot Plates 

The attention of the trade is called to) the fact that M. 
Schrayer's Sons & Co., 269-275 West i8th street, Chicago, 
111., have added to their line this year a good variety of 
gas hot plates made in cap, drilled and sawed burners, 
both plain and nickel plated. They also make the largest 
line of wash-boilers in the west, and offer 75 different 
styles and sizes. The prices offered the trade by this 
concern are always a guarantee that dealers are buying to 
the best advantage. 

The Economy FIreless Cook Stove 

The attention of the trade is called to the Economy 
Fireless Cook Stove manufactured by the Republic Metal- 
ware Co., of Buffalo, New York. This stove consists of 
a double galvanized steel vessel with walls packed with 
a specially prepared material, which is non-odorless and 
a non-conductor of heat. It is easily and thoroughly 
cleaned. The double cover is locked down by an in- 
geniously arranged handle. It is painted a rich dark 
maroon outside. The outfit with each stove includes the 
following : — 

Two hot plates with wire bail. 

One galvanized steel sliding cover. 

One ten quart covered enameled kettle with wire bails. 

One six quart covered enameled stew pan with side 
handles, and one three quart covered ertameled vegetable 
or pudding pan. 

This provides three cooking vessels so one meat or stew 
and two vegetables, or meat, vegetable and pudding may be 
cooked at the same time. The cooking vessels are "Aetna" 
enameled, a high grade heavy double coated ware of our 
own manufacture. 

The Economy Fireless Coook Stove is made to sell at 
a price well within the reach of the average family and is 
durable and efficient. 

(Pink sheet continued on page 54). 
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"VOLLRATH" 

STEEL - and - CAST IRON 

ENAMELED WARES 



Vollrath Double Roasters 

Self «ba>ting. 

No buttons, ridges or 
grooves. 
Easily cleaned. 
The top is dished, pro- 
ducing the 
Centre Drip. 

Our constant aim is to produce only the HIGHEST QUALITY of steel and cast iron 
wares and our "40 years of knowing how" finds us making the only COMPLETE LINE 
of HIGH GRADE enameled ware made in this country. You see VOLLRATH WARE 
in every big store in New York and Chicago, and some day you, too, will learn that your 
greatest profits and satisfaction to your trade lie in a 

COMPLETE AND HIGH GRADE UNE 

THE JACOB J. VOLLRATH MFC CO. 

HOME SHEBOYGAN, WIS. om« 

Branch Office 

New York ^j^^ Chicago 

25 Warren St 1 75-1 77 Lake St 

World's Largest Exclusive Sheet Steel and 
Cast Iron Ejiameled Ware Manufacturers. 
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SWIFT SELLING SPECIALTIES 

(Continued from page 52). 
Staple Qay Specialties 

The Peters & Reed Pottery Company, Zanesville, Ohio, 
are showing a fine line of staple clay specialties this year 
and have issued an illustrated booklet showing a beautiful 
line of jardinieres with many new and handsome designs. 



The ''Best" Can Opener and Cap Remover 

This Tool is a most complete kitchen necessity, is made 
of steel, and is highly finished. The blades are of 
crucible tool steel, carefully tempered, and the instrument 





lltUM 

■Mktihe 



' THE BCST can opener and cap renover. 
opens cans : removes crown caps . lifts 
small flat corks from condiment bottles 
and lifts milk bottle seals . without spill- 
ing milk .also fitted with corkscrew 
Five tools In one. 




The prevailing colors are green and red with gold trim- 
mings, while the designs seen on their cuspidors are new 
and attractive. Among the specialties illusti^ted are fern 
or bulb pans, hanging baskets, cemetary vases, and the 
ever popular red burned flower pots. 



includes five tools in one. It is a can opener and cork 
puller, and has in addition a fixed tongue, which is ex- 
ceedingly handy in removing crown caps, lifting milk 
bottle seals without spilling milk, and extracting small, 
flat corks from condiment bottles in the manner shown in 
the illustration. It is a very handy tool and one that win 
find almost every day use in the household. This is one 
of many specialties made by the W. G. Browne Manu- 
facturing Company, Kingston, New York. 



The Peters & Reed Pottery Co. reported a very good 
years' business thus far, and state that their prices to 
the trade are low, making their line a profitable one to 
handle. The goods are reliable, give perfect satisfaction 
and sell readily. 



Star Enameling and Stamping Co. 

We mention elsewhere a new illustrated catalogue issued 
by the Star Enameling & Stamping Company, of Pittsburg, 
Pa., which contains illustrations of a . full line of sheet 
metal wares. The Standard Enameling & Stamping Co. 
was established in 1892 as the Star Dinner Pail Company, 
and was incorporated under its present name in 1901. 

They have constantly been making additions to their 
Hues and increasing their facilities, until they now have 
all the staple items in four popular grades of enameled 
ware, and also the most important items in plain, pieced, 
stamped and Japanned tin and ' galvanized ware. 

This concern has a large factory containing three acres 
of floor space, which is fully equipped with the most 
modern machinery and equipment for producing sheet 
metal wares to the best advantage. Their goods give the 
utmost satisfaction to consumers, and the terms offered 
dealers by these manufacturers make this line a profitable 
one to handle. 



East Orange, N. J. — Newark Tinware and Metal Works ; 
capital $30,000. Plate metalware, etc. 

Chicago, III. — Lome Manufacturing Company; capital 
$10,000. Hardware specialties. 

Tacoma, Wash. — Fogler Furnace Company; capital 
$1,500,000. Stoves and general construction work. 

Philadelphia, Pa. — Eclipse Metallic Specialty Company; 
capital $25,000. 
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THE VALUE OF ALCOHOL AS A DOMESTIC FUEL 

A Brief Interview WItii Qeorge P. Hampton, Secretary of the Farmers' National Com- 
mittee on induatrial Alcohol. The Quality, Safety and Economy of Denatured Alcohol 



I || N DETERMINING THE VALUE OF 

I ( < f I ALCOHOL as a domestic fuel," said Mr. 
I 1 I George P. Hampton, Secretary of the 
1==^= Farmer's National Committee on In- 
dustrial Alcohol, "the three prime factors 
to be considered are quality, safety, and 
economy. 

"That alcohol is free from all the ob- 
jectionable qualities that make kerosene 
and gasoline so obnoxious is now pretty 
generally conceded. But perfect as it is in all other quali- 
ties, it is in its exceptional safety — that is, its greater free- 
dom from fire, danger, or explosion than kerosene or gaso- 
line — that alcohol is so near ideally perfect. And when I 
found this to be true and that there was quite a common be- 
lief that alcohol was more dangerous than other liquid 
fuels, I was greatly interested in discovering the reason 
therefor, especially as I found that chemists and scientists 
considered its comparative safety to be so self-evident that 
it was hardly necessary to discuss it" 

The Safety of Denatured Alcohol 

"The fact that pure alcohol, of identically the same 
quality as denatured alcohol except that it has not been 
made undrinkable, has been freely used without danger, or 
even thought of danger, in every American home in the form 
of perfumes, toilet preparations, flavoring extracts, etc., and 
in hospitals, doctors offices, dental parlors, hair dressing 
and barber shops, wood working and paint shops, and in 
thousands of manufacturing establishments, is conclusive 
proof that alcohol, as compared with kerosene and gasoline, 
i^ exceptionally safe. This, together with the fact that it 
mixes freely with water and quickly ceases to be a burn- 
ing fluid, making it a perfectly simple matter to extinguish 
any Are; that alcohol will bum quite an appreciable time 
before it burns the surface on which it has been spilled, 
and that where the burning alcohol runs water will follow 
and put it out, as, for example, between the cracks of the 
floor, alcohol is seen to be, as I said before, very neiaily 
ideally perfect so far as safety is concerned. 

"Give a dog a bad name, however, and it is difficult to 
convince any one that the "cur" has any virtues. Alcohol, 
in the public mind, has been synonymouS| with drink, and 
this with the fact that the burning fluid of flfty and sixty 
years ago was a mixture of alcohol and turpentine, the 
latter one of the most dangerous of all liquid fuels, has 
been all sufficient to convince people that alcohol was 
dangerous. And now that alcohol has become really 
dangerous as a competitor with kerosene, the oil men will 
naturally help to keep its bad name. But people who use 
their hard, practical, common sense will not be misled." 

Present High Price Will SteadUy Lower 

"In considering the economy of alcohol as a domestic 
fuel for lighting, cooking and heating, it must be remember- 



ed that the present price of alcohol is abnormally high, 
and that it is certain to steadily lower in price as distri- 
bution and production are perfected. At the present time 
com is practically the only material that alcohol is made 
from, and com is, and has been ever since the denatured 
alcohol law went into effect, selling at a high price. There 
is bound to come an era of cheaper com and other ma- 
terials will steadily come into use. The waste molasses of 
sugar cane and sugar beet are already being considerably 
used, and the potato and other crops in certain sections are 
likely to be important factors to be considered. 

"It must not be forgotten, also, that imperfect distribu- 
tion, and few sales in small quantities add greatly to the 
prices. There are many places in the country where the 
freight rate of a long railway haul for a single barrel, nearly 
doubles the distillery price, and the dealer must get a 
profit on his total mvestment in both alcohol and freight 
With the growth of the business to car load and tank car 
units, the price of both alcohol and freight will be greatly 
reduced, and in time the excessively long freight haul will 
be eliminated altogether. 

"The present percentage of profit exacted by the re- 
tailer is high, especially by the druggist, but in my judg- 
ment, not unjustly or unreasonably so. I know of 
hundreds of cases where dmggists in response to dis- 
tiller's glowing circulars, bought barrels of alcohol, only 
to find demand would have to be created before sales could 
be made. Therefore, with sales, often not exceeding 
a gallon a month, and in half pints, and pints at that, I do 
not think one dollar, or even more, a gallon, could be called 
unreasonable. And I know of no dealer who is not willing 
to bring the price within fifty cents per gallon whenever 
sales justify. And at fifty cents per gallon, even in the 
most favored sections of the country, where the best grades 
of kerosene are sold at the lowest price, denatured alcohol 
is a better and cheaper fuel, all things considered, than 
kerosene. For summer cooking, fifty cent alcohol is cheap- 
er than coal at seven dollars per ton. What, then, may 
we not expect from alcohol as a fuel when production and 
distribution have been perfected." 

Alcohol a Fuel of Uniform Quality 

"It should not be forgotten, too, that alcohol is a fuel 
of uniform quality, and will in time also be of practically 
uniform price. That is to say, when alcohol fuel comes 
into general use the price and quality of the fuel will be 
practically the same in all parts of the country. WTiereaj*, 
kerosene and gasoline vary greatly in quality and enor- 
mously in price. In the most favored sections of the East 
kerosene of first quality can be bought, at retail, from 
twelve to fifteen cents per gallon, and cheaper in larger 
quantities, but in many places the poorest qualities can 
be bought in five gallon cans for from thirty to thirty-fivt 
cents per gallon, and from these high prices whicl^ the 
farmers of East Washington, Oregon, Idaho, and similar 
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remote sections of the country have to pay, the prices are 
gradvrated so that the average prices west of the Mis- 
sissippi river is considerably over twenty cents per gallon. 
Howeve»' much an Easterner, therefore, may dispute about 
the economy of alcohol, and require proof, there is no 
dispute in the great West, and no proofi is called for, for 
it is a self-evident fact. The call is for alcohol lamps, 
stoves and irons, and wideawake dealers who are alive lo 
the situation will find they have only to put in a line and 
advertise the fact to make sales as the demand is already 
created." 

A Lucrative Field in tlie East 

"In the East the case is somewhat different. The 
economic pressure is not so tense, and many of the 
wealthier • farmers have electric lights, etc., and not being 
so deeply concerned in the question of producing alcohol, 
have not studied the subject so thoroughly as the Western 
farmers have. There are notable exceptions, and dealers 
in nearly all the Eastern Slates will find the farmers of the 
Grange alive to the desirability of quickly installing alcohol 
burning appliances. This is especially true among those 
who cater to the summer boarder, and I venture the predic- 
tion that in a few years you will not find a rural summer 
boarding place in which the alcohol light has not supplanted 
the kerosene lamp. In New York, Pennsylvania, New 
Jersey, Connecticut, New Hampshire and Maine especially, 
do I expect to see a rapid development, and wherever you 
find the summer home of people of means, there you will 
find a demand already created for alcohol appliances, and 



for the flrst few years at least, I should say, as a money 
making proposition, the Eastern dealers will have the ad- 
vantage over the Western." 

A Great Future lor the Alcohol Iron 

"One thing in particular I expect to see a demand for 
that will outrun my previous expectations, and that is the 
alcohol iron. Wherever introduced its value is so instant- 
ly appreciated by the women who know what it is to do a 
day's ironing in a strifling room beside a hot stove, that 
the alcohol iron appeals to. them as a veritable boon. To 
be able to do the ironing in the cool of the porch, or under 
the shade of a tree means more to the farmer's wife than 
any but the mral housewife can appreciate. So impressed 
are some of the Grange leaders with the possibility that 
demand this summer for these irons may exceed suppi>. 
that I am now, at their request, investigating this possi- 
bility: Whether or not this be so, the iron will, in my 
j idgment, during the hot summer months, distance even 
the cooking stove as a selling feature.'* 

The Farmer a Bull on Alcohol 

"The farmer is a *buir on alcohol. It is the one thing^ 
that makes for his profit whatever is done. Every ounce 
c£ alcohol sold, for whatever purposes — manufacturing, or 
domestic, or power use — means that much additional market 
for some farm product, and the desire to bring all modern 
improvements into his home, and to create a market for 
his products, especially for much that is now considered 
waste, will keep his interest in everything that advances, 
industrial alcohol development on a keen edge." 



TRADE PUBLICATIONS 



THE GENUINE PHILADELPHIA LAWN MOWER, 
1S69-1908. — ^The Philadelphia Lawn Mower Company, 
Philadelphia, Pa. An annual illustrated catalogue and 
price list showing the complete line of lawn mowers man- 
ufactured by this concern. Most of the lawn mowers are 
shown in colors indicating the appearance of the goods, 
and the line is complete, substantial, and satisfactory, in- 
cluding not only the garden size, but also horse and pony 
mowers, and a line of lawn specialties is included. 

THE FAULTLESS SCIENTIFIC HEATER.— The 
Graff Furnace Company, 208 Water street. New York. 
Catalogue showing details of construction of the Faultless 
Scientific heater together with price list. These heaters 
represent one of the highest types of heating apparatus. 

HARDWARE AND WOODEN WARE SPECIALTIES. 
—The Evan L. Reed Mfg. Company, Sterling, 111. This 
handy little booklet shows the "Fingersafe" Self-Setter 
Mouse Trap made by this concern, as well as many other 
specialties without which the house furnishing department 
is incomplete. Ask for catalogue number 2-B. 



CATALOGUE OF THE THEO. J. ELY MFG. CO.. 
Girard, Pa. — A handsome booklet showing many hard- 
ware specialties manufactured by the Ely Mfg. Company. 
These include mop heads, mop and brush holders, clothes- 
bcaters, towel racks and many other up-to-date specialties. 

CATALOGUE igoz-igoa— The Meilink Mfg. Company,. 
Toledo, Ohio. A handsome booklet showing a variety of 
home safe deposit vaults, small safes suitable for pro- 
tecting valuable papers from fire, all designed to meet the 
requirements of homes and small offices. The line in- 
cludes large business safes, and also wall safes. Other 
specialties are likewise included. 

CATALOGUE NUMBER 11.— The Star Enameling & 
Stamping Company, Pittsburg, Pa. This catalogue con- 
tains a large variety of sheet metalwares and represents 
one of the best line of goods of this kind obtainable. The 
catalogue should be in the hands of all live house furnish- 
ing dealers. 

STORY OF THE GREAT WHITE MOUNTAINS.— 
The Maine Mfg. Company, Nashua, N. H. A handsome* 
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littk folder showing step by step the development of 
the well-known "Stone White" refrigerators, including 
everything from the house size to those designed for the 
us€ of grocers, restaurants and others, where large size 
refrigerators are required. This little folder does justice 
tD the "Chest with a Chill in It." 

JEWEL GAS STOVES.— George M. Clark & Company, 
Chicago, 111. A handsome booklet illustrating the 
numerous variety of gas ranges manufactured by this 
well-known concern, and includes hot plates, hot water 
heaters and other gas specialties. The buyers' library of 
catalogues is incomplete without this booklet. 

WHITE WARE^Nichthauser & Levy, Brooklyn, N. 
Y. A folder showing a new line of infants baths, foot 



tubs, bread and cake boxes and other metal specialties 
finished in white. This is a new and attractive line and 
the booklet is well worth having. 

"MID THE HILLS OF OLD VERMONT."— Baldwin 
Refrigerator Company, Burlington, Vt. A snappy little 
folder just to say "When you want as good a refrigera- 
tor as is made, any style, shape or size, just remember the 
Baldwin, built in Old Vermont." 

WIRE HARDWARE— The Wire Goods Company 
Worcester, Mass. Catalog, 240 pages, handily compiled, 
carefully indexed and fully illustrated showing. "Every- 
thing in Wire." Any further description would be impos- 
sible. The best way to indicate how complete is the line 
of wire g^ods contained in this catalog is to say, "If it's 
made of wire it's here." 
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THE HOUSE FURNISHING REVIEW 



Subecriben may insert want advertisements, sucl^ as may be approved by the 
publisher, in THE HOUSE FURNISHING REVIEW, free of charge. Adver- 
tisements for this department must be received not later than the 15th of the 
month. 



AGATITE MENDS AGATE WARE— Does it right, too! 
^ Stands the hottest fire. Won't burn off if pan boils dry. 
No acids or solder used. Guaranteed pure. Price $12.00 gross: 
15c size. Try a gross.— J. S. Longhurst, Jr., Lynbrook, N. Y. 

REPRESENTATIVE WANTED— Those calling on jobbing 
-■•^ and wholesale houses to handle our shelf papers as a side 
line on commission for manufacturer. Address B. P. Co., care 
House Furnishing Review. 

A N IMPORTER of a good and staple line of white enameled 
^ ware, finest ever imported, also imported enameled ware 
specialties, wishes to communicate with reliable parties who have 
established routes and are visiting the house furnishing trade 
in New England and Southern States. I carry open stock in 
New York. For particulars address Nathan Friedenberg, 220 
Chrystie street, New York. 

117 ANTED — Salesman well acquainted with the house furnish- 
ing trade in Pennsylvania and New York State to sell 
a first cla^s line on commission basis. Address Success, care 
House Furnishing Review. 

CALESMAN WANTED- Well known manufacturer of 
^ enameled ware wants good man to cover eastfern states 
Must be experienced and show good record. Address Box 12, 
care House Furnishing Review. 

OALESMAN WANTED— Experienced enameledware salesman 
^ for both medium and high grade lines. Address X 8, care 
House Furnishing Review. 

WANTED — Specialty salesman calling on the Hardware, fumi- 
^" ture and house furnishing goods buyers to carry a side 
line of machine-made stove pipe and corrugated elbows. Ad- 
dress F. S., care House Furnishing Review. 

CALESMAN WANTED to sell enameled ware on commission 
^ basis. State territory you are covering and line you are 
handling. Pittsburg Stamping Co., Pittsburg, Pa. 

pOR SALE — Chestnut Boxing for glass factories. This is our 
* specialty. Stock J/^ inch or H inch in rough or dressed. 
Prompt shipments and dry. Address Lewis Thompson & Com- 
pany, Inc., i8th and Indiana Avenues, Philadelphia, Pa. 

^RAVELING MAN WANTED to sell our new game as a 
*- side line en commission. Sold to department stores, sta- 
tioners and to all lines. Liberal commissions and exclusive ter- 
ritory given. Write at once A. H. Warner & Company, Bris- 
tol, Conn. 

T\0 YOU CONDUCT DEMONSTRATION'S— As a manu- 
^ facturer. you want to place your demonstrations in as many 
house furnishing stores as possible. Dealers in the trade fre- 
quently ask us for suitable demonstrations. If you will send us 
information concerning the demonstrations you have to offer, 
we will place you upon our list and put you in touch with re- 
liable department stores and house furnishing dealers. Address 
Demonstrations, care House Furnishing Review. 

FOR RENT — Space on ground floor in prominent location on 
Warren Street, New York, suitable for office or sample room ; 
dlso spaces for deskroom including stenographer and other con- 
veniences. Address R. P. M., care House Furnishing Review. 

SIDE LINE WANTED— Am calling on hardware and house 
furnishing goods trade. Want some good specialties on com- 
mission. Address Box 53, House Furnishing Review. 



WANTED — Position as buyer of china, toys and house furnish- 
ings. Am now located in Middle West. Have long ex- 
perience, a good record and desire new connection offering better 
choice of advancement Address J. D. C, care House Furnish- 
ing Review. 

r)OSITION WANTED by travelling salesman well acquainted 
* with house furnishing trade especially in the west and Canada. 

Can show good record and best of references. Address M. J. 

L., care House Furnishing Review. 

CALESMAN — Young man acquainted with New England, New 
^ Jersey, Maryland and Delaware house furnishing trade de- 
sires a change. Can attend to bookkeeping and correspondence if 
desired. Address A. A. J., care House Furnishing Review. 

1I7ANTED — Position as buyer for house furnishings and china, 
'' in department store located in any large city. New York or 
Pennsylvania. Long experience, best of references. Address B. 
D. H., care House Furnishing Review. 

TO SELLING AGENTS— We are frequently asked by manu- 
facturers to recommend firms or individuals in different parts 
of the country to handle their products. We would like to hear 
from firms whq wish to add to their lines. Please mention fa- 
cilities and territory covered. The House Furnishing Review. 

CHANGE WANTED— A western buyer of china and house 
furnishings, who can show the best of credentials, and' has 
had experience in buying for large stores seeks position with a 
live department store. Address M. E. F., care House Furnish- 
ing Review. 

DUYER who has made good in organizing new and rebuilding 
^ run down house furnishing departments, desires connection 
with up-to-date concern in eastern Pennsylvania. Have also 
handled toys, books, and advertising; has A i credentials and 
line on commission for manufaaurer. Address C. W. C, care 
House Furnishing Review. 

WANTED— Salesman calling on House Furnishing Goods, 
Crockery, and Glassware dealers to sell as a side line an 
article that can be carried in the pocket. A big seller. Good 
commission. Address Bucosh, 41 Doyle Avenue, Providence, 

WANTED— Salesman to handle a high-class, patented egg 
beater as a side line. Exclusive territory and good com- 
missions for those who can get business. Write full particu- 
lars as to territory covered, trade you are selling, lines handled, 
etc. No triflers. Address The Holbrook Mfg. Company, Attle- 
boro, Mass. 

TI7 ANTED salesman to sell Triumph Fruit Jar Wrench to 
" house furnishing goods and hardware trade. Liberal com- 
mission. Most successful selling wrench on the market. Ad- 
dress Forbes Chocolate Company, Cleveland, Ohio. 

WANTED SITUATION as manager or buyer of house 
furnishings in a department store, or would like to 
represent manufacturers of household goods by making my 
headquarters at Indianapolis, Ind. Experienced and reliable, 
can furnish the best of references. Address Henry Wilke, 
General Delivery, Indianapolis, Ind. 

117 ANTED — Assistant buyer of house furnishigs, desires a 
"^ position in a large department store. Have just severed 
connection with a large department store carrying $50,000 stock 
as Assistant Buyer for the past 25^ years. Address A. P. A., care 
House Furnishing Review. 

pOSITION WANTED as sales manager by young man well 
* posted in house furnishing trade. Have travelled every state 
east of Rocky Mountains during past five years, calling on de- 
partment store and house furnishing trade for one of the largest 
manufacturers in the line. Would connect with manufacturer, 
jobber or importer in the house furnishing line. Salary to start 
$1,250.00 a year. A. No. i credentials. Address W. N. H., care 
House Furnishing Review. 
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Cuspidor Mats 

6", r, 12', 15', 18', 

shipped at once. Made 
of nne rubber, guaranteed 
not to crack when doubled 

DO YOUR MATS 
CRACK ? 

Furnished either BLACK 
or WHITE. Our white 
mats are entirely new, 
the handsomest made and 
set off brass cuspidors in a 
way no other mat does. 



56 Pine Street, 



eatly finished. You get the 
once, and generally YOU 

SUP eo. 

NEW YORK 



Jobbers and Department Store 

Buyers will find it to their interest to write 
us for our catalogue and quotations on 

PLAIN. STAMPED and JAPANNED 

TIN WARE. GAS STOVES. OVENS 

and SAD IRON HANDLES 

M. SCHRAYEirS SONS & CO. 

275 Wttt 18th Strttt, CHICA80, ILL 



"ANCHOR" SINK 

= AND = 

TOILET BRUSHES 

(WIRE OR WOOD HAMDLBS) 

Most Sanitary Brush on the market, 
as they are made without the use of 
PITCH, CEMENT or soldering the tin 
ferrules. The brush that can be cleaned 
in boiling water without distributing 
itself all over the sink and down the 
drain. Best selling 5c and 10c line. 

Send for Catalognc and Prtec List 

PHILIP FOGARTY & CO. 

229 Miller Ave., Brooidyn,N.Y. 



Baby Corona R^oaster 

This new size* the same shape and con- 
struction as the larger Corona, is now 
ready for the SUMMER OVENS. 

THE ENTERPRISE ENAMEL CO. 

BELLAIRE. OHIO. 
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How To Advertise 
A Retail Store 

BY ALBERT E. EDGAR 



Teaches I 

How to lay out advertising copy, 
How much space to use, 

How to design an attractive space-saving name- 
plate, 

What a headline should accomplish, 
How to get and use proper illustrations, 
How to write your advertising introductory. 
How to describe an article jbo as to make sales. 
What style and method of pricing you need, 
The preparation of effective, free advertising, 
How to find and properly use selling points, 
The making of store papers, booklets, leaflets, 
folders, advertising letters and mailing cards. 
The organization of a follow-up system, 
The use of calendars, blotters, post-cards, adver- 
tising novehies, package enclosures, and hand-bills, 
Proper methods of window advertising. 
Correct outdoor advertising, 
Spring, fall and other openings advertismg, 
Two-hundred-fifty selling helps, guessing and 
voting contests, drawings, schemes to attract boys 
and girls, premium schemes, 

The sensible advertising of special sales and 
clearance sales, 

The uses of leaders and bargains. 
Many novel sales plans, 

The promotion of business in a number of specific 
retail lines — this department alone occupies about 
100 pages, 

Mail order*advertising and general advertising. 
Points about type, borders, ornaments, and cuts, 
Nearly 20 pages of practical and helpful hints on 
how to lay out advertising copy, 

How to read proof and technical terms. 



How this is done is demonstrated by the use of 

641 Illustrations As Models 

Showing how all these things are accomplished by the 
highly paid ad managers and the cross-roads sto^rekeepers 



Price $3.50 Postpaid — on a money-back basis 

THE OUTING PRESS, DEPOSIT, N. Y^ U. S. A. 

— 6o 



Ever Step te Think 
— =ef lt?=— 

Some ffoods are hard to sell — hang around too 
long for profit — take the place of goods that sell easy — 
on demonstration. 

Then other goods in the same line sell on sight 

Take carpet sweepers — Nationals sell easy. A 
National sweeper lends itself to demonstration. Any 
salesman can see things to talk about. He can*t help 
but see points that interest 

He doesn t have to stammer and mumble a lot 
of generalities or technicalities that means nothing to 
the woman who wants to know— He can say : 

'"See this! That keeps the sweeper from tipping 
and spilling dust.** 

*'See that ! That prevents threads from breaking. 
Handle lasts as long as the sweeper — no trouble. ** 

"See how easy to remove brush — yet how firm 
it is fixed in place.* 

"That*s a genuine Hankow Chinese brisde 
brush. Can*t be made better.** 

"Look at the fine finish.** 

"Yes, Nationals wear well. Thev run easy. 
The Roller Bearings are responsible for that ** 

THE TRIPLE MEDAL UNE 

Awarded Grand Prise and two Gold Medals at 

St. LouU Exposition. 



There*s no end of talking points with a National 
sweeper. 

Best of it is they make good on any point. 

"There*s something new in sweepers.** Ask us. 

NATIONAL SWEEPER CO. 

98 WARREN STREET. NEWARK, N. J. 
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in Beauty, Simplicity and Individuality of 
Desis^n, 



Fire Place Fixtures 
easily stand In a class by tliemselves 



Eagle Mop Wringers 

Kav* bMB TESTED and PROVEM 



Our line is practical and pleaolnc-both. 
The prices are ristit. See what we caodo tor you. 

tote'Hofth'K^r ^ "^ •"* ^--"y- " 
Tile Rostand Mfg. Co. 

Milford, Conn. 

**""'SS?^' Andirons. Fenders. Fire Sets. Candle- 
sticlcs, Dioor Knockers, Hardware Specialties. 



WATER FILTER 
FACTS 




The Improved Water Filter is absolutely germ proof; 
is the most sanitary germ proof Water Cooler on the mar- 
ket ; considering the efficiency, is the cheapest apparatus in 
the world; is recommended by the highest authority in 
bacteriology in this country. For circular giving full report 
of the latest bacteriological test of this Filter, address 

FULPER POTTERY CO. 

Pottery E.t. 1805 Fleminfirton, N. J. 
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THE KNORR 



OZkNTTAC 



PATKNT APPUKD TOR 



IRONING BOARD 

^psa Can be Retailed M $1.00 = 

IF The Knorr Ironing Board is. the clereroel labor taTing 
doTico ol iU land on the market. It combinot in one com- 
pact design a shirt-waist board» a sleeve board and an iron- 
ing board for all general purposes. 1[ The clamping device 
is the strongest, simplest and best made, holding the board 
firmlj in place, making it stable as a rock, jet the clamp will 
not mar tfie table or shelf to which it is attachecL Ij The 
Knorr Ironing Board is made in three sises — Infants', 
Children's and full sises, all oneprice. The full sised board 
measures 29x30 in. and is strongly constructed of kiln-dried 
white wood, fully reinforced underneath and built on honor. 
Our printed matter furnished to dealers makes 

QUICK SALES 

Terms and particulars from 

Tht KNORR Ironing Board Oo. 

) 415 Bm«sm St., ■•ohMtor, i. Yi 



SILVERDIP 



TteOldWay 



CLEANS GOLD AND SILVER 

no RUBBINB. "JUST A DIP*' AND IT'S POLISHED 

Silverdip is guaranteed not to injure the finest metal 

nor the hands, is free from acid or poison, contains 

no s^rit to scratch the most delicate surface. 

66^5^ Profit for the Dealer 

* We furnish plenty of clever printed matter. 
Write us for particulars about demonstrations. 

SILVERDIP COMPANY, 
137 West 23rd Street. NEW YORK 



K-tN-ODTFITS 

FOR 

DOLlSiiiilEIIS 

Have resulted in immediately 
increased sales. As a matter 
of fact, they 

Have Cre&.ted 
A R.evolution 



in the sale of Dolls. 



$1.00 
1.00 



$3.98 



Add a Dollar Suit of Clothes . . . 

To a Dollar Doll, and you have a - 

Three Dollar and Nine-Eight Cent 

combination that will sell faster 

than you had thought possible . . 

Ask Your Fellow Buyers. 
Many buyers found this out in 1907. 
I>o not miss this op]x>rtunity In 1908. 

Our New Line is Ready for Inspection, 

KAHN (Si MOSSBACHER 

Makers of Doll Outfits 
779 Broadway, New York Gty 
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VANDY-HANOY 



VANDY-HANDY 

CLOTHES-PIN 8AC 

Pat«nt«d Feb. 19, itor. 
VANDY BY NAME 
HANDY UY NATVIti: 

A Unique. Practical, Inexpensive and Profit 
able article for holding Clothes-Pins which 
you and your Customers will be pleased with. 

EXPLANATION 
The clotbes-plni are pnt in tbroiuh the wire 
month at the top and taken out from the opening 
In Oieside of the bec.wMch always faces yon 
while It is in use on the line or at the side of the 
window. 

^ The VAUDT-HANDT is made of strong ma- 
terial and has a capacity for holding 900 Clothes 
pins. 

Get them on your counters soon. Display 
them and they will sell themselvss. 

VANOY-NANOY HFe. CO. 

NEWARK, N. J. 




UaDotectuiren of COTTON 

FLOOi MOPS, DISH MOPS, 

CLOTHES UIES, "^ "•>">;•<*<"«* 

oi 

Twines^ Yarns, Rope, Calkins:, WIcI 

ESTES MILLS 



ASS. 
New York Omcti 97 Warrea Strtct Tcl. 3SII CirtlaMil 



NO SOILED 
FINGERS 



ABSOLUTELY 
PRACTICAL 



SAMPLE BY MAIL, JO CENTS 

PATENT STRAWBERRY HULLER 

«.^8Sr^TF*»offiJ^r?Fn"^"WL?*"«**^ ^^ «« P*^'. October 

F. A. WALKER & CO., 83 Cornhill, Boston 



STORE in America. 



SELLxhi 
TSc 



& at 

and Pocket OO 
Per cent. Profit 



The easiest seller 
you ever put in. 
Q The Phenix 
Swinging Half 
Screen is Fly 
proof, does not 
slide or stick, because it hangs and swings. 

The Dealers Opportunity 

To sell a custom made screen from stock and 
secure a first<xJass screen trade 

For calalotf and trade disceont address 

PHENIX MFG. CO. 

040 Center street MILWAUKEE 



Rlnlv S and Carting Iron HOLDER 
The Best 10c. Seller 
^ of its Kind Ever 
% Offered to tlie 



^^- Trade 

Kickel Plated, Highly Polished. 
Every Well Appointed Bathroom. 



A Necessity in 



ALSO A FULL UNE OF TAPE MEASURES 

HARRY D. KIRK. 5-17 W. Madison St.. Chicago. 111. 



O. UNDEMANN & CO. 

37 Wooater St.. NEW YORK 
Manufacturers of' 

Japanned^ BraM and 
Tinned Wire 

BIRD 
CAGES 



Catalogs will be mailed to 
dealers upon application . 



RP^ 



rHAHAIC TNMHIMCC ^>. 



aREAT 
VALUE 

i Better for 
^ moat Clean- 
inflr and Pol- 
iahinir than 
whole Cham- 
ois aldns. 

told mot 
tverywhtrt^ 

If you have A BOAT or HOUSE or HOTEL or know of a 
SETTLEMENT that would like Gas for Lightiiig and Cooldng by 
a now, compact, simpla, economical system, that requires little 
attention and no cleaning, Smd to 20th Century Mfg, Co,, 19 

I Warren Street, New York, for particulars of the 20th Century 
ABC Automatic Acetylene Generators. 






II 



»• "IDEAL 

ice Cream 

Freezer 

The most practical, satisfa4> 
tory and durable freeser erer 
offered. 

Uses 1-2 the loe and salt re- 
quired in any other fireezer. 

Has Indurated fibre tub, best non- conductor of heat or cold known. No 
hoope to fall ofT. no cast ffears to flret out of order. 

Made in gallon size only. Write for prices and diseoonts. 

COMMERCIAL CAN k MFG. CO.. klN^^ii'-SrV.'! CHICAGO. ILL 
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The Lyon 
Cream Whip 

and 

Egg Beater 

Is the best and quickest Cream 
Whip made. Will whip Cream 
and Milk, half and halt, without 
Spattering. 

IT IS ALSO A VERY EXCELLENT 
EGG BEATER 

SeUs For a Large Profit 

Has No Competitor 

HOLTS IMPROVED 
EGG BEATER 

Mmd% in 10, 15, 20 and 25 Cral 
Siset, with our New ProcMSM 
for RiTetiiiff. 

AH SOLD BY JOBBERS 

Alto shippod dirocl. FMfht allowed on 10 fro«t 
orders and upward. 

Ask for Mch, 12-page CaUUogue, 

HOLT-LYON CO.. Tarrytown. N. Y. 



The Silent Door 

There's a lot of Summer cmn- 
f ort in the screen door, and the 

••DIME- 

SCREEN DOOR. 

CHECK 

allows the door to shut noise- 
lessly. It is simple, effective, 
Pic 1. inezpensnre. 

The closing door (fig. 1) throws the rubber bumper to 
position (fig. 2). The door rebounds slightly. Then it closes 
without jar (fig. 3). 



Pig. 2. 



Pig. 3. 



Sold by dealers in hardware and house furnishing goods 
everywhere, 10 cents. Sent by mail, 12 cents. 

CALDWELL MFG. CO. 

No. 5 JofiM StrMt, ROCHESTER, N. Y. 



BATH ROOM ACCESSORIES 

Attractive in Design— Strong in Constnicti6n 




0AXAL.003 ON RCQUEdX 




AMERICAN RING CO^ ^T Waterbury, Conn. 

Maniifiictiirers of Cast and Wrought Brass C olonial Candlettidis, 
Brass Upholstery NaUs. Curtain Pole T rimmings, ate 

to...^» n«^.« i W«w Torfc, 1 Hodioa St. GKic.^. 508 Btywetili BUg 
BRAROH OmCBS \ ^^^ 170 Soaer Sc Su FraaoUeo, 1 122 Uto St. 



"ANDREWS SPECIALTIES" 

Sell Easily and Quicklj, Please the Customer and 
Paj Good ProfiU to the Dealer. 



Size, 

NiM 

lidics 

Square 




Tsasts 
All 



Alike 



The '* ANDi^OCK '* BREAD TOASTER 
A SdMitlflc 10 Cent Toaster 



m^.^^ ^>^: 



SECTIONAL VIEW.— Sho%ring how aU the heat U de- 
livered through the small fumiel shaped holes directly against 
the bread, thus toasting quickly and economically. 

Mrs. Vrooman's Sink Strainer 

Has Become a Necessity to Every Kitchen. 



hllasgs 
in the 

corner of 
Sink. 



Never 

Toodi 

tlie 

Garbage. 



Advertised 

in Hiili 

Grade 

Wonans' 

Publications 

with 

12 

NiHion 

Readers 



Send for new cOLtSLlogue 

ANDREWS WIRE & IRON WORKS, Rockford, III. 
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For Catting Bread, Meats, Fmit, Vegetables, Etc., to Any Desired Thicltiiess. 



Acme Slicer 

BC8T BY TC8T 

In GeneraLl Use for More 
Than 25 Years 

This machine is so simple that a child can 
operate it. The great perfection of its work 
and facility of operation has brought it into 
general use. 

Write for Prices 



OELKER'S 

24 MECHANIC ST.. 



MFG. CO. 

NEWARK, N. J. 



SB.^^ 


l^i^ 


Order 


DEALERS! '-^-^ 


'•% ' — 


This advenis- WM ^ 
ing appears in »IH » 
the Spring ^B | 


98 wmmr 

DRYIN« 
•PACK 


Now. 
Write 


iMuet of the IJH 
'a>elineator'' SH / 

with 1,000,000 lil y^ 


k 


For 
Prices. 


circulation. |M /^ ^ 




THE MARTCROSS COMPANY | 


40 Dearborn St. 


Chieaco, IIL 



Peck's 
Soft Metal 
Rivets 



A Fast Seller 

for the 
2Sc. Counter 




For mending leaks In snuiRe, tin. a*u 
Iron dishes, kettles, etc. 
Any one can use them. Quick and easy. 
No solder, cement or bdt. Pit any surface. 



Bis INscoant for Dealers. 
Write for Samples and Prices. 

PECK & CO., Box 582, BATAVIA,N. Y. 



No. 01 FOR KITCHEN. 



The Tractial" Knife Grinder 



fl A simple Kitchen Knife Grinder within the means of 

almost every house-wife. 

fl Made of Alundum, the sharpest and most durable 

abrasive known. Clamps to- table or shelf and meaa- 

ures 10 i inches in height. Cutting Wheel, 3} inches x 

} inch. 

fl Other sizes up to 6 inch Cutting Wheel in hand or 

foot power for every purpose. 

fl Abundant literature to promote sales, and handsome 

display stand free. 

Write for prices, suid 
** Practical Talks About Practical Grinders^ 



ROYAL MFG* CO*, 102 E, Walnut St, Lancaster, Pa^ 



^he WHITE 

Mop 
Wringer 

Does 

Perfect Wringing 

With 

Perfect Ee^se. 

No other does this. 
That is what 
makes the 



"White 



ff 



Worth Heaving. 



Thia 
Trade Mark 



WHITE MOP WRINGER CO. 

FULTONVILLE, NEW YORK. 




Guarantees 
Satlflfaction 



O 



LATEST IMPROVED 
AUTOMATIC MACHINERY 



TWO NEW FACTORIES 

EXCLUSIVE lUNUFACnilEBS OF EHENSION MIS, rOLE ENiS AN» COHAfiE SETS. QUAUTY-TIE IKIECT. iUI 

STYLES-FOSn-ONE. iMMtog Mr mw ctlmd cikl rids tt malcli wall-MPer. WUTE TODAY FOI CATALMUE 

AMEwcAKrA2;o«Y^oGDCN^ THE NEWELL MFG. CO- (Inc.) 



IIE ARTnUCES. 



m Rac 




HAMMER 




STERLING 



Good household necessities. Perfect in finish and material. "The Browne Line from 
IGngston." Will yor send for our booklet and let us tell you about it. The ** Cyclone " Egg 
Beater, Cream Whipper and Mayonnaise Mixer is a wonder. Let us send you a sample. 



THE W. G. BROWNE MFG. CO., 



Kingston. N. Y. 






CTCLONE 



NONE SUCH 



STAR 



CTCLONS 



MR. BUYER: 

Write us f6r prices and description off our Oas Hot Plates. Several styles and very interestlni: prices. 
qHicIc ; we want to get acquainted with your firm's bank account. 



Come 



■y 



nr- 



Google ^ 



— 66 — 



Digitized by 



THE LITTLE GL\NT MOTOR WASHER 

THE MACHINE OF ESTABLISHED MERIT AND QUAUTY 
MR. BUYER: 

4 Our UTTLE GIANT MOTOR WASHER U a fmJ Ure propodtioii to hmndle— right now. 
HouM Cleaaiiif tiBM is h€r« and the PEOPLE are buying this GREAT LABOR SAVER. 
One Dealer retailed 92 ol these machines during the past two weeks. No reason whj YOU 
can't do the same* 

4 UTTLE GIANT WASHERS are chuck full of-quality. Always reliable and depend«Jble 
— giro great satisfaction — ^and repeats right along — ask any Dealer who handles them. 

4 Our MOTORS are EXTRA WELL MADE— built for heary duty— are Tory powerful— 
made of the best material — do not get out of order. The superior quality — neat design — ^and 
attractive appearance of our complete WASHER— makes them profitable and wortii while 
—to handle. 



H. R. IRWIN MANUFACTURING COMPANY, "*c,N%!?NA^''oSlr* 



The Perfection Bottle Stopper 



InvaiuftMe in. dispensing mineral waters at home. No. 1 large quart; No. 2 pint or smal qoart size. 

The only satlsftictory stopper ever Invented for keeping champagne, mineral waters, 

ginger ale, etc., etc., and aU carbonated beverages wherever used. 

Ahsoiotely Air-Ti$ht After Once Opened; Seir-Adiosting ; Fits Any Bottle 
Manufacturod by E. C. MARKS (Truateo) 260 Cla.rk St., Chicago 

WRITE FOR PRICES AND DISCOUNT 




ReiidjtoBidt. 



The CHASSE MOUSE TRAP 

PMentMl U. S. tkL GmmOm, 1902, *03, *08 

IS EASIER TO BAIT AND SET THAN ANY OLD-STYLE TRAP. 

BASY SBLLER. Write for Prices to year Jobber or 

CHASSE MFG. CO. 

57 VBSEY STREET NEW YORK CITY 



Mouse Is Cftosht. 



TNE "NOME-KISSED" CURTAIN STRETCNER 

Novibic Sf ri^ nw—Once adjusted to Curtain Scollops always in place. 
IntcrlocUsg Steel nis|e— Insunng absolute rigidity and strength in center. 
Center ikaccs— On which the Long Bars fold. 

Our patent covers the device for folding the long bars on 
the Center Brace and the Center Brace. Parties hand- 

,. . .,^,, ling Curtain Stretchers that infringe should investigate. 

Ordars Shipped Promptly. Bmixd for CoLteJoguo. 

HOLMQUIST & CO., Mfrs. Udders and Curtain StretcliersJ27N. Morgan SU CHICAGO 



\CK AND NOVELTY MFQ. CO. 



BSTABLISHBD 1878 



P. O. Box 837. Providence, R. 1.. U. S. A. 

TOILET AND HAT RACKS 

Of aO descrtptloos, inenttfectared In best manner. Sell ft 

popular prices. Send for latest illustrated cataioffne and 

prices* 

SALESROOM AND FACTORY: AUBURN, R. I. 

New York Office: W. A. STOKES & CO., 30 WARREN STREET. 




6-^-4 BRIINGS XRADE 



O-O-' 



'JTSrXll. ZTot 



DRIES IN TEN MINVTB8 



6-5-^ 




mmk99 old se^eeas aood am new. 



6-5-4 

is so this that H 
cannot fill the mesh 

6-S-4 has chem- 
ical properties that 
dissolve mst as 
water does sah. 



CC3 



6-5-4- 



MICH 



ctmlx 



6-5-4 

is a "repeater;" 
every can yoa sell 
brings yon another 
customer and her 
friends. 



ek.f\d sells the year round 
e^t good profit 



SHINCS ITSKLr 




Bemowem all Gam Range tromblmm. 



jok 



cr 



QUICK SALES NOW! 



it 



WHITE MOUNTAIN" 

SNOW WHITE-STONE WHITE 



REFRIGERATORS 



Lining of SOUD, QUARRIED STONE. Always an ICY 
CHILL in a "STONE WHITE" 

Polidied to a GLEAMING, GLISTENING, WHITE FINISH. ODORLESS and SANITARY. 
The Refrigerator that is in Over a Million Homes." The Chest with the ChOl in it" 



Maine Manufacturing Company, ^^^h^' 



js^ai 



■XOJ 



BOSTOlf. MASS. 

KAM tf A8 CITY. NC 



new YORK CITY. CT. LOVI8. NO. 

SAN FILANCI8CO. CAL. 



SAN ANTONIO. TCXAS 
8T. PAUL. MINN. 






130 and 132 
West 42d Street 
New York 



LEWIS i 
&eONGBR 



IMPORTERS AND JOBBERS OF 



House Fumislimg Goods 




ESTABLISHED 1851 




Largest makers of Oas and Alcohol Lighters, Wax Tapers, Insect Powder Guns and Bellows, 

Alcohol and Alcohbl Oas Stoves, Curling Iron Heaters, Night and Floating Tapers, 

Water Filters, Vegetable Graters and Siicers, Gas Heaters and 

GENERAL HOUSE FUILNISHING SPECIALTIES 

Write /or Catalogs 

THOS. W. HOUCHIN CO.. 341 Broadway, New York, U. S. A. 
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